Name  three  places  where 
you  can  dine  like  a  kino, 
sleep  like  a  baby,  work  no 
a  Trojan  and  play  to 
your  heartfs  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you're  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “ D , ”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 
Dolphin 


If  Florida  suits 

yourtaste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy,  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality"  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  ail  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qr  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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Effective  management  is  essential  to  successful  recreation  pro¬ 
grams.  This  month's  issue  takes  a  look  at  several  interrelated 
aspects  of  sound  management.  Authors  advise  recreation  di¬ 
rectors  on  how  to  gain  executive  backing  for  employee  recrea¬ 
tion  and  how  to  grow  in  the  corporate  organization.  "How  to" 
articles  describe  the  organization  of  a  Junior  Achievement 
trade  fair  and  the  administration  of  large  parties.  A  thoughtful 
prospective  on  the  relationship  between  work  and  recreation 
places  our  field  in  an  historical  prospective. 


Next  month:  Sports 
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The  Chairman  and  President 
of  United  Technologies  Corporation 
supports  employee  recreation 


INDUSTRIAL 
RECREATION 
PROGRAMS 
REPRESENT  A  SOUND 
INVESTMENT  IN  A 
COMPANY’S  FUTURE 


Harry  J.  Gray 

Chairman  and  President 
United  Technologies  Corporation 


“Industrial  recreation  programs  represent  a 
sound  investment  in  a  company’s  future.  And  that 
is  how  they  are  regarded  at  United  Technologies. 

"Recreation  —  whether  in  group  activities  or  in 
individual  pursuits  —  offers  something  to  all  of  us. 
It  can  expand  our  interest,  teach  us  new  skills, 
strengthen  our  bodies,  give  us  a  new  appreciation 
of  our  environment,  or  simply  help  us  unwind  from 
some  of  the  pressures  of  everyday  life. 

“My  business  experience  has  convinced  me 
that  people  who  regularly  engage  in  some  form  of 
off-duty  recreation  generally  perform  better  on  the 
job.  Another  important  reason  for  organized  in¬ 
dustrial  recreation  programs  is  their  contribution 


to  employee  morale  and  team  spirit.  They  instill  a 
sense  of  belonging. 

“We  have  given  close  attention  for  many  years 
to  a  balanced  program  of  recreational  oppor¬ 
tunities  at  each  of  our  plant  locations.  The  pro¬ 
grams  now  include  activities  not  only  for  active 
employees,  but  also  for  their  family  members  and 
for  retired  employees. 

“I’m  proud  that  United  Technologies’  Pratt  & 
Whitney  Aircraft  Club,  which  observed  its  40th  an¬ 
niversary  in  1975,  received  the  National  Industrial 
Recreation  Association’s  1975  award  for  the  best 
industrial  recreation  program  among  companies 
with  more  than  10,000  employees.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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The  NIRA  President 

would  like  a  word  with  you  .  . 

.  .  .  about  time  management 


Fritz  J.  Merrell,  CIRA 
Olin  Corporation 
NIRA  President 


You  never  have  enough  time. 
Neither  do  I.  We  could  do  so  much 
more  if  we  could  only  find  the  time. 
Perhaps  you  are  using  your  time  effi¬ 
ciently;  but  don't  be  sure.  Just 
because  you  are  always  busy  doesn't 
necessarily  mean  you  are  doing  all 
you  could  with  the  few  hours  you 
have  each  day. 

Do  it  now 

How  many  times  have  you  finally 
done  something  at  the  last  minute 
because  you  never  wanted  to  do  it 
at  all?  Procrastination  seizes  each  of 
us  occasionally.  Minimize  its  effects. 

Do  it  now.  That  starts  with  getting 
up  in  the  morning.  Get  into  the  of¬ 
fice  before  the  crowd.  Tackle  those 
irritating  jobs  first.  Keep  a  business 
calendar  or  make  a  daily  list  of 
things  to  do.  You  will  like  the  feeling 
of  accomplishment  as  you  cross 
each  completed  job  off  your  list. 

Answer  your  own  phone  as  fre¬ 
quently  as  possible.  Return  the  calls 
you  miss  as  soon  as  possible.  Every 


message  you  answer  promptly 
means  another  job  out  of  the  way. 

Plan  work  periods.  An  open-door 
policy  is  necessary  and  desirable  in 
our  business,  but  that  doesn't  mean 
that  your  door  must  be  open  to  ev¬ 
ery  interruption  every  minute  of  the 
day.  Reserve  certain  periods  — 
whenever  traffic  is  lightest  in  the 
recreation  office  —  for  uninter¬ 
rupted  work.  You  will  accomplish 
more  in  a  brief  period  of  concen¬ 
trated  effort  and  you  will  be  able  to 
give  others  your  undivided  atten¬ 
tion  when  your  door  is  open. 

Help  your  volunteers,  or  mem¬ 
bers  of  staff  if  you  have  one,  to  man¬ 
age  their  time  wisely.  Schedule 
meetings  for  specific  hours,  prefer¬ 
ably  at  the  end  of  the  day.  Make  an 
agenda,  distribute  it  to  everyone  be¬ 
fore  the  meeting,  and  stick  to  it. 
Handle  each  question  thoroughly 
but  briskly  before  you  introduce 
new  business.  Establish  deadlines 
for  projects  and  make  sure  you  and 
your  staff  stick  to  them. 

Plan  your  time 

Outline  major  events  on  the 
recreation  calendar  and  plan  your 
schedule  around  them.  Anticipate 
periods  when  you  must  make  deci¬ 
sions  and,  when  they  come,  make 
those  decisions  and  act  on  them. 

Of  course,  you  must  be  flexible. 
You  cannot  anticipate  everything 
that  will  happen  in  the  course  of  any 
activity.  Build  flexibility  onto  your 
schedule  so  that,  should  an  unex¬ 
pected  snarl  develop,  you  have  time 
to  handle  it  properly  instead  of  curs¬ 
ing  the  emergency  that  has  de¬ 
stroyed  your  too-tight  timetable. 

Learn  to  delegate  authority.  Find 
dependable  assistants,  whether  paid 


staff  members  or  volunteers.  Dis¬ 
cover  who  does  reliable  work  and 
delegate  responsibilities  to  them.  If 
you  limit  all  administration  to  what 
you  can  handle  personally,  no  mat¬ 
ter  how  capable  you  are  you  will  in¬ 
evitably  limit  your  program. 

Keep  an  open  mind  to  new  ideas, 
but  know  when,  to  say  no.  Balance 
every  suggestion  or  request  for  time 
against  its  relative  importance  to  the 
entire  program. 

You  cannot  meet  everyone's 
needs  nor  please  everyone  at  any 
given  moment.  If  you  are  consistant 
and  as  fair  as  you  can  be  you  will 
please  most  of  the  people.  Make 
that  a  compromise  you  can  accept. 

Save  time  for  yourself.  You  know 
the  feeling  of  being  pulled  in  a  doz¬ 
en  directions.  You  remember  the 
last  time  you  stopped  in  the  middle 
of  a  major  project  and  wished  you 
had  just  an  hour  of  free  time. 

Part  of  learning  to  say  no  to  others 
is  learning  to  say  yes  to  yourself  — 
and  your  family.  A  person  who  de¬ 
votes  every  ounce  of  energy  to  his 
or  her  work  cannot  do  a  balanced, 
top-notch  job.  Nothing  is  more 
ironic  than  the  recreation  director 
who  never  has  time  for  his  own  rec¬ 
reation.  He  is  a  bad  example  for  his 
staff  and  his  employee  participants. 
And  he  has  clearly  forgotten  the  rea¬ 
son  for  his  very  existance  as  a  recrea¬ 
tion  director. 

Don't  forget.  Learn  to  do  your 
work  well  when  it  is  time  to  work. 
And  when  it  is  time  to  relax,  take 
some  of  your  own  medicine. 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


iDORfc 

25,300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton's  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700, 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that"  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


HOME 

LINES 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432:1414  Oflices  in  Principal  Cities 


HjtAwoJhjcL  fo/t.  Qualify-  S&ujuzp-  . . .  PCdmjl.  JamouA.  Qlalmn „  (Pzaadjvi&L 
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More  and  more  groups  across  the 
country  are  turning  to  PRO  FIT  Playable 
Jackets  as  the  only  way  to.  identify 
themselves  and  their  organization.  You  too 
can  get  with  the  one  program  and  one 
company  that  delivers  every  time.  PRO 
FIT  realizes  the  importance  of  quality,  great 
looking  styles  and  true  wearing  comfort. 

The  PRO  FIT  Program  offers  you 
solid  support  with  the  jackets  that  are  the 
acknowledged  choice  of  the  pros.  Choose 
from  a  wide  variety  of  jackets.  Select  from 
the  Pile-Lined  Nylons,  Cire  Nylon  Jackets 
with  a  flannel  lining,  the  popular  2  Ply 
Nylons  (both  lined  and  unlined)  and 
America’s  newest  favorite,  the  Denim 
Look  Nylon  Jacket. 

But  whatever  you  select,  you’re  part 
of  the  first  team.. .the  only  way  to  get  it 
together.. .and  available  only  from  PRO 
FIT,  the  makers  of  the  Playable  Jackets. 

Write  or  call  today  for  more 
information  on  how  you  can  be  part  of 
the  PRO  FIT  Program. 


King  Louie  International,  Inc. 
Department  RM 
311  West  72nd  Street 
Kansas  City,  Missouri  64114 
(816)  363-5212 
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Flexible  hours:  do 
we  have  a  quorum? 

Flexible  work  hours  can  have  a 
positive  effect  on  morale  and  pro¬ 
ductivity,  but  they  pose  new  prob¬ 
lems  as  well.  According  to  a  recent 
report  on  flexible  hours  in  U.S. 
companies  and  government  agen¬ 
cies,  variable  office  schedules  can 
make  it  difficult  to  coordinate  busi¬ 
ness  efforts.  Staff  meetings  can 
create  knotty  scheduling  conflicts. 

The  report,  issued  by  the  U.S. 
General  Accounting  Office  (GAO), 
estimates  that  between  300,000  and 
one  million  American  workers  enjoy 
the  option  of  flexible  hours.  More 
than  140,000  of  them  are  employed 
by  90  federal  agencies.  Despite 
scheduling  problems,  improve¬ 
ments  in  morale  and  productivity 
have  prompted  the  GAO  to  recom¬ 
mend  the  lifting  of  legal  bars  to 
further  expansion  of  the  option. 

In  a  related  study,  workers  on 
four-day  work  weeks  disclosed  that 
they  felt  no  increase  in  leisure  time, 
even  with  their  three-day  week¬ 
ends.  Karen  Conner,  a  Drake 
University  sociologist,  and  Gordon 
Bultena  of  Iowa  State  University 
compared  the  leisure  activities  of 
four-  and  five-day  workers.  Their 
findings,  noted  in  the  Wall  Street 
journal,  showed  that  the  two  groups 
"devoted  approximately  equal 
amounts  of  time  to  leisure  recrea¬ 
tional  activities". 

A  significant  reason  for  the 
similarity,  the  researchers  reported, 
was  the  longer  workdays  of  the 
four-day  group.  Workers  in  that 
group  had  fewer  evening  leisure 


hours.  The  researchers  also  dis 
covered  that  workers  in  the  four 
day  group  spent  much  of  theii 
weekend  leisure  time  tending  to 
such  "obligated"  activities  as  shop¬ 
ping,  child  care,  and  volunteer 
work.  In  fact,  the  four-day  workers' 
did  not  perceive  their  leisure  time  as 
greater  than  it  would  be  in  a  tradi¬ 
tional  five-day  work  week. 

Labor's  image  slips; 
big  business'  rises 

Many  Americans  feel  that  big  bus¬ 
iness  is  too  influential,  but  even 
more  of  them  believe  that  labor  is 
too  powerful.  During  the  past  four 
years,  the  two  institutions  have 
switched  positions  in  the  public's 
ranking  of  too-powerful  elements  in 
society.  The  shift  in  attitudes  was 
reflected  in  the  results  of  a  recent 
Roper  poll. 

A  1973  Roper  survey  found  that 
55%  of  Americans  felt  labor  had 
"too  much  power  and  influence". 
Even  more  of  them,  66%,  believed 
big  business  to  be  unduly  powerful. 
Four  years  later,  the  "bad  guy"  roles 
of  the  two  factions  appear  to  have 
reversed.  Now,  according  to  Roper, 
65%  of  Americans  feel  that  labor  has 
too  much  power.  Big  business  is 
percieved  as  too  powerful  by  only 
59%  of  the  population. 

Americans  have  likewise  switched 
their  perceptions  of  the  greatest 
causes  of  inflation.  As  reported  in 
"News  in  Brief"  recently,  people 
now  see  wage  demands  as  the  sec¬ 
ond  greatest  cause  of  inflation.  Busi¬ 
ness  profits  have  moved  from  sec¬ 
ond  to  third  place  on  the  popular 
list  of  big  inflators.  Energy  costs  re¬ 
main  highest. 

Relaxation: 

the  pause  that  refreshes 

High  blood  pressure,  tension 
headaches  and  insomnia  take  their 
tolls  on  employee  effectiveness. 
Recreation  programs  in  business 
and  industry  have  made  significant 
strides  toward  identifying  and 
relieving  such  stress- related  ills. 
Several  companies  have  added 
stress  reduction  and  relaxation 
training  to  their  employee  service 
programs.  (See  "Relaxation  Training 
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i  a  Corporate  Environment",  RM, 
ily  1977,  p.  12.)  Now,  a  study  by  a 
roup  of  Harvard  medical  re- 
sarchers  has  shown  that  relaxation 
raining  can  improve  employees' 
iverall  health  and  performance. 

In  the  experiment,  volunteers 
rom  among  office  workers  at  the 
lonverse  Rubber  Company  were 
divided  into  four  study  groups.  Re¬ 
searchers  followed  each  group 
through  two  daily  15-minute  relaxa¬ 
tion  periods  over  the  course  of  two 
months. 

The  first  group  used  the  "relaxa¬ 
tion  response"  technique  in  which  a 
subject  maintains  a  comfortable 
posture  and  concentrates  on  the 
word  "one".  Members  of  a  second 
group  were  told  to  use  the  periods 
to  relax  in  any  way  they  chose.  The 
two  control  groups  were  given  no 
relaxation  instructions. 

Members  of  the  "relaxation-re¬ 
sponse"  group  showed  the  most 
positive  results  after  the  two-month 
test  period.  They  charted  the 
greatest  decline  in  mean  blood  pres¬ 
sure  and  reported  the  greatest 
decrease  in  headaches  and  sleep 
problems.  They  also  felt  the  greatest 
improvement  in  job  satisfaction  and 
the  ability  to  deal  with  others. 

In  an  unplanned  twist,  the  com¬ 
pany  experienced  a  distressing  15% 
lay-off  during  the  latter  portion  of 
the  test  period.  All  participants  in 
the  experiment  suffered  a  rise  in 
blood  pressure.  The  "relaxation -re¬ 
sponse"  group,  however,  was  better 
able  to  deal  with  the  problem,  felt 
the  mildest  effects,  and  recovered 
most  quickly.  HU 
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name/  In  the  new/ 


C.  James  Moyer,  CIRA  will  retire  from  East¬ 
man  Kodak  Company  on  February  1,  1978. 
He  will  remain  active  in  employee  recrea¬ 
tion. 

Jim  Moyer  joined  Eastman  Kodak  in  Sep¬ 
tember  1941.  He  began  his  career  with  the 
company  as  a  chemist  in  the  synthetic 
chemicals  division.  On  April  1, 1951,  he  was 
appointed  staff  assistant  of  Kodak  Park 
Athletic  Association.  In  January  1962,  he 
became  executive  secretary  of  Kodak  Park 
Athletic  Association.  Nine  years  later,  he  was  appointed  director,  em¬ 
ployee  personnel,  industrial  relations  division,  Kodak  Park.  He  will 
continue  as  executive  secretary  of  Kodak  Park  Athletic  Association. 

Moyer  has  been  active  in  NIRA  for  many  years.  He  served  the  asso¬ 
ciation  as  a  Director  and  as  1971  President. 

C.  L.  "Steve"  Polaski,  CIRA  has  retired  as  Activity  Manager  for 
Sundstrand  Corp.  in  Rockford,  Illinois.  Polaski  has  been  an  active 
NIRA  member  for  many  years.  His  recreation  programs  have  won  sev¬ 
eral  NIRA  awards,  including  the  1975  NIRA/ Citizens  Savings  Award  for 
companies  with  1,000-5,000  employees. 


"fidet  dote  I 


Resort 


A  Lot  of  Leisure  Vucutiou! 

Oa  the  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

•  SPECIAL  NIRA  RATES  • 


Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 
COMPANY  P.0.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 
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1977  POSTAL  GOLF  TOURNAMENT  RESULTS 


Pishing  Contest 

Gene  Miller,  CIRA  (Michigan  Bell  Telephone  Co.), 
-ishing  Tournament  Coordinator,  went  to  the  NIRA  of- 
ice  recently  to  handle  the  prize  drawing  for  the  1977 
Contest.  We  will  carry  news  of  the  largest  Fishing  Con¬ 
test  prize  drawing  in  the  next  issue  of  RM. 

Photo  Contest 

George  Stark  of  McDonnell  Douglas  Corp.  is  coor¬ 
dinating  this  year's  Photo  Contest.  Full  information  and 
entry  materials  will  reach  NIRA  members  in  the  very 
near  future. 


Rifle/ Pistol  Matches 

The  NIRA/National  Rifle  Association  Rifle/Pistol 
Matches  opened  November  1,  1977  and  will  continue 
through  April  1,  1978.  Complete  entry  information  is 
available  from  the  NIRA  office. 


Bowling  Tournament 

NIRA  members  have  received  rules  and  entry  infor¬ 
mation  on  the  1979  NIRA  Bowling  Tournament.  The 
postal  event,  coordinated  again  this  year  by  Andy 
Zadany,  CIRA  of  Corning  Glass,  will  run  during  the 
month  of  February.  If  you  have  any  questions  about  the 
Tournament,  call  Andy  at  (607)  974-8252.  TUI 
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America's  largest  trophy  supplier  offers  you  an  oppor¬ 
tunity  to  buy  direct  and  save  66  %%.  Send  for  our 
color  catalog  with  over  50,000  trophies  to  choose  from. 
Free  Engraving.  Save  time  and  money,  buy  direct. 
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Custom  Exhibits 

an  investment  in  communication 

The  trade  show  industry  is  constantly  changing  and  that  is  why  you  as  an  exhibitor  must  start 
to  communicate  with  the  people  in  the  aisle.  Invest  your  exhibit  dollar  in  a  contemporary  and 
functional  exhibit,  that  will  sell  your  product  or  corporate  image. 

The  unique  approach  of  Contempo  Design,  Inc.  will  provide  you  with  a  complete  range  of 
services;  Design,  Construction,  Refurbishing,  Storage,  Shipping  Coordination,  Set-up  and 
Dismantling. 

PASS  THIS  INFORMATION  ON — to  your  Corporate  Advertising  Manager  and  call  us 
COLLECT  at  312/441-7670. 


CONTEMPO  DESIGN  INC  1780  Maple  Street  Suite  Six  Northfield  Illinois  60093  312/441-7670 
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Junior  Achievement 
Trade  Fair 


with  Alan  Benedeck 


ALAN  BENEDECK  is  a  professional  public  relations 
^  man  and  an  unofficial  recreation  director.  When 
he  can  improve  his  company's  image  while  serving  em¬ 
ployee  interests,  he  knows  he  has  found  a  winning  pro¬ 
gram.  Such  was  the  case  with  a  recent  Junior  Achieve¬ 
ment  trade  fair. 

Benedeck  is  Community  Relations  Manager  for  All¬ 
state  Insurance  Company's  home  office  in  the  Chicago 
suburb  of  Northbrook,  Illinois.  He  also  administers 
recreation  activities  for  the  office's  3,300  employees. 
Early  last  December,  he  brought  local  Junior  Achieve¬ 
ment  (JA)  "companies"  into  Allstate  Plaza  for  a  highly 
successful  market  day  that  served  both  public  and  em¬ 
ployee  relations. 

Junior  Achievement  is  a  non-profit  national  organiza¬ 
tion  established  to  introduce  high  school  students  to 
the  principles  and  values  of  the  free  enterprise  system. 
Under  the  guidance  of  adult  advisors,  JA  members 
choose  products  or  services,  incorporate  their  "com¬ 
panies",  sell  stock  and  conduct  their  own  businesses. 
Although  the  incorporation  procedure  is  only  an  exer¬ 
cise,  the  teens  actually  do  put  their  products  and  serv¬ 
ices  on  the  market.  After  one  JA  business  year,  October 
through  May,  they  liquidate. 

The  Allstate  office,  like  several  of  its  business  neigh¬ 
bors,  sponsors  two  JA  "companies",  involving  some  for¬ 
ty  young  entrepreneurs.  In  1976,  Allstate  hosted  a  small 
trade  fair  for  seven  JA  "companies".  Four  other  spon¬ 
soring  corporations  cooperated.  The  following  year. 


Benedeck  organized  a  much  more  ambitious  event  and 
invited  more  JA  companies  to  participate.  In  all,  eigh¬ 
teen  teen  businesses  converged  on  the  Allstate  office 
complex  for  the  fair. 

Benedeck  promoted  the  event  to  Allstate  employees 
as  a  fun  and  economical  way  to  shop  for  Christmas  gifts. 

"Do  your  Christmas  shopping  early!"  heralded  his 
publicity  brochures.  "There  will  be  plenty  of  gifts  to 
choose  from  at  the  Second  Annual  Northwest  Subur¬ 
ban  Junior  Achievement  Trade  Fair.  For  example  — 
Christmas  wreaths,  coupon  caddies,  bulletin  boards,  tri¬ 
vets,  candle  holders,  market  reminders,  wind  chimes, 
macrame  plant  holders  and  much,  much  more." 

The  JA  kids  had  formed  similar  trade  fairs  at  shopping 
malls  and  other  community  centers,  but  their  experi¬ 
ences  had  not  prepared  them  for  the  flood  of  Allstate 
customers.  Curious  employees  packed  the  trade  fair  dis¬ 
play  areas  at  the  lunch  hour  and  during  morning  and 
afternoon  coffee  breaks.  Many  young  merchants  tallied 
greater  sales  in  a  few  hours  than  they  ordinarily  made  in 
two  weeks  at  a  shopping  center. 

"Of  course,  this  was  a  different  situation,"  explained 
Benedeck  shortly  after  the  fair  closed.  "At  a  shopping 
center  or  any  public  place,  people  are  there  for  other 
reasons  and  just  happen  to  be  passing  by.  Here,  they 
came  especially  to  see  what  the  kids  had  done." 

The  success  of  the  trade  fair  was  even  more  im¬ 
pressive  under  the  unusual  circumstances  of  that 
December  day.  As  the  trade  fair  opened  at  9:00  a.m.  a 
midwestern  blizzard  had  already  dumped  several  inches 
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Allstate  employees  turned  out  in  large  numbers  for  the  JA  trade  fair. 


of  snow  on  the  Northbrook  area.  By  mid-afternoon, 
many  businesses,  including  Allstate,  had  released  em¬ 
ployees  early  to  allow  them  more  time  for  the  difficult 
trip  home.  Although  pleased  with  the  high  employee 
participation  in  the  fair,  Benedeck  is  confident  that  next 
year,  barring  another  unforseen  blizzard,  the  turn-out 
will  be  even  higher. 

According  to  Benedeck,  the  trade  fair  is  an  ideal  serv¬ 
ice  from  both  a  public  and  an  employee  relations 
aspect.  The  JA  teens  benefitted  from  the  experience  of 
selling  and  the  chance  to  make  a  real  profit.  Employees 
enjoyed  the  convenience  and  savings  of  the  in-house 
bazaar.  The  company  benefitted  immediately  by  estab¬ 
lishing  itself  as  a  friend  to  community  youth.  It  will  also 
benefit  in  the  long  run  by  introducing  Allstate  to 
talented  young  people  who  may  become  future  em¬ 
ployees. 

Benedeck's  only  concern  about  the  trade  fair  is  that 
word  of  its  success  may  encourage  other  local  JA  spon¬ 
sors  to  try  to  sponsor  similar,  competing  events  during 
the  winter  holiday  season. 

"We'll  make  it  clear  that  it  is  ours,”  he  said,  "and  that 
they  are  welcome  to  participate." 

Recreation  directors  who  are  interested  in  learning 
more  about  sponsoring  a  JA  company  or  hosting  a  trade 
fair  are  welcome  to  contact  Alan  Benedeck,  Community 
Relations  Manager,  Allstate  Insurance  Company,  Allstate 
Plaza  F-3,  Northbrook,  Illinois  60062  —  Phone  (312) 
291-5974. 
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From  an  educational  session 
1977  NIRA  Region  II  Conference 


Support  from  the  Top: 

Getting  Management  Involved 


by  Charles  Bloedorn,  CIRA 


gredients:  strong  leadership,  dependable  volunteers  and 
management  support.  The  first  two  will  help  you  win 
the  third. 

Good  leadership  is  your  department.  Remember,  you 
are  a  professional.  It  is  your  business  to  administer  your 
program  as  well  as  you  possibly  can  with  the  resources 
available.  Your  staff,  if  you  have  one,  is  an  essential  re¬ 
source.  Motivate  your  employees.  Let  them  have  re¬ 
sponsibilities  that  will  stretch  their  abilities.  When  they 
perform  well,  reward  them. 

Your  leadership  extends  to  the  entire  company,  too. 
You  represent  the  company  to  the  employees  and  visa 
versa.  Wherever  you  go  in  the  company  —  and  you 
have  seen  this  many  times —  the  employees  know  you. 
They  feel  a  certain  rapport  with  you  that  they  may  not 
feel  with  their  supervisors  or  managers.  On  the  other 
hand,  they  also  identify  you  with  management.  This 
means  you  can  exercise  strong  leadership.  It  also  means 
that  you  are  in  a  position,  as  recreation  director  and  a 
friend  of  the  employees,  to  go  to  bat  for  your  programs. 

Dependable  volunteers  are  the  life  blood  of  any  rec¬ 
reation  program.  Volunteer  leadership  can  be  the  most 
important  element  in  your  activities.  As  an  administra¬ 
tor,  you  have  a  responsibility  to  find  those  volunteers, 
train  them  well  and  recognize  their  efforts.  They  are  the 
people  who  will  make  your  program  look  good  and 
make  your  job  much  easier  than  it  would  be  if  you  had 
to  handle  it  alone. 


"You  have  to  sell,  sell,  sell  your  program  to  manage¬ 
ment,"  Chuck  Bloedorm,  CIRA  told  delegates  to  the 
Region  II  Conference. 


Getting  top  management  support  for  your  recreation 
program  is  vital.  And  I  am  not  going  to  kid  you:  it's 
tough. 

A  successful  recreation  program  must  have  three  in¬ 
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Let  me  tell  you,  a  chance  to  be  a  leader  in  the  recrea¬ 
tion  program  may  be  the  greatest  thing  that  ever  hap¬ 
pened  to  many  employees.  We  had  a  shop  employee 
when  I  was  recreation  director  at  Goodyear  who  was 
captain  of  a  softball  team.  He  always  seemed  to  pick  on 
one  particular  man  on  his  team.  We  finally  asked  him, 
"Charlie,  why  are  you  so  hard  on  that  guy?" 

"Well,"  smiled  Charlie,  "he's  my  foreman.  In  the 
shop,  he's  the  boss.  Out  here,  I'm  the  boss  .  .  .  and  I 
won't  let  him  forget  it!" 

Management  support  makes  your  employee  recrea¬ 
tion  program  possible.  But  it  doesn't  always  come  eas¬ 
ily.  You  have  to  sell,  sell,  sell  your  program  to  manage¬ 
ment. 

Talk  to  your  managers  and  top  executives  about  your 
program.  Keep  them  informed  and  get  them  involved. 
Ask  a  manager  to  officiate  at  a  sporting  event.  Invite  top 
company  officials  to  your  functions.  Arrange  for  them 
to  hand  out  awards.  Once  you  have  sold  them  on  one 
thing,  sell  them  on  something  else.  Over  dinner  at  your 
awards  banquet,  tell  them  about  the  hobby  clubs  you 
have  started  or  the  new  facility  you  need.  You  have  to 
be  tactful,  but  it  can  work. 

Be  alert  to  the  personal  recreation  interests  of  top  ex¬ 
ecutives.  If  you  have  a  vice  president  who  is  an  avid 
golfer,  get  him  involved  in  your  golf  league.  Talk  with 
him  about  support  for  golf  and,  later,  tell  him  about 
other  activities.  Perhaps  you  have  a  top  executive  who 
is  interested  in  physical  fitness  —  and  many  of  them  are 
today.  Get  him  involved  in  the  recreation  program 
through  a  cardio-vascular  fitness  class.  Once  he  is  per¬ 
sonally  active  in  your  program,  show  him  other  recrea¬ 
tion  areas  that  need  more  management  attention.  He 
will  probably  be  very  receptive. 

Finally,  use  the  example  of  other  executives  who  sup¬ 
port  employee  programs.  NIRA  has  an  excellent  publi¬ 
cation,  Top  Management  Speaks,  that  gives  you  page  af¬ 
ter  page  of  support  for  employee  recreation  from  some 
of  the  most  prominent  business  leaders  in  the  nation. 

In  this  book,  Henry  Ford  II,  Chairman  of  the  Ford  Mo¬ 
tor  Company,  says,  "The  benefits  of  employee  recrea¬ 
tion  are  intangible,  but  they  are  indeed  substantial  ones 
.  .  .  Providing  suitable  recreational  outlets  for  employ¬ 
ees  helps  to  give  them  a  common  identification  and 
broadens  their  satisfaction  with  their  work." 

Goodyear  Tire  &  Rubber  Company's  Chairman  of  the 
Board,  C.  ).  Pilliod,  says  about  the  investment  in  em¬ 
ployee  recreation,  "We  consider  it  money  well  spent 
because  it  lets  our  employees  know  we  care  about 
them  over  and  beyond  what  they  produce  on  the  job." 

Top  Management  Speaks  contains  many  more  state¬ 
ments  like  this.  Use  it.  If  you  do  not  have  copies,  order 


some  from  the  NIRA  office*  and  send  them  to  your 
executives.  Show  them  that  the  top  men  in  their  field 
support  employee  programs. 


Chuck  Bloedorn,  CIRA  retired  as  Director  of  Rec¬ 
reation  for  Goodyear  Tire  &  Rubber  Company  in  1976. 
He  began  his  Goodyear  career  as  a  semi-professional 
basketball  player  and  later  helped  build  one  of  the 
largest  and  best-supported  employee  recreation  pro¬ 
grams  in  the  United  States.  His  program  won  the 
NIRA/ Citizens  Savings  Award  for  overall  excellence  in 
1962  and,  again,  in  1972.  Shortly  before  Bloedorn's 
retirement,  Goodyear  Chairman  of  the  Board  C.J. 
Pilliod  was  named  N IRA's  Employer  of  the  Year  for  his 
outstanding  support  of  employee  recreation  and  serv¬ 
ices. 

Bloedorn  was  a  member  of  the  NIRA  Board  of  Di¬ 
rectors  for  many  years  and  served  as  1965-66  NIRA 
President.  He  has  remained  active  in  the  Association 
and  is  an  employee  recreation  consultant,  based  in  his 
Cuyahoga  Falls,  Ohio  home. 

*5ee  order  form  at  the  back  of  this  issue. 


FREE  DISCOUNT 
CERTIFICATES 

SIGHT-SEEING  IN  WASHINGTON,  D.C. 

AND  ARLINGTON  CEMETERY 


Free  reboarding  throughout  the  day: 

15  different  stops  at  all  major 
government  buildings,  memorials 
and  museums 
Get  on  and  off  at  sights  of 
your  choice 
Trained  narrators 
aboard 
Inexpensive 


TOURMOBILE. 


Free  TOURMOBILE  Discount  Certificates  and  Brochures 
are  available  for  your  employees.  Order  your  supply  now! 

900  Ohio  Drive  SW,  Washington,  D.  C.  20024  (202)  554-5100 
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From  an  educational  session 
1977  NIRA  Region  III  Conference 


To  Succeed, 

Get  into  the  Organization 

by  John  Spears 


To  be  a  successful  recreation  manager  today,  you 
must  view  your  position  in  a  larger  organizational  con¬ 
text.  First,  you  must  deal  with  recreation  not  only  as  a 
specific  service  to  employees,  but  also  as  a  function  of 
corporate  policy.  Secondly,  you  must  identify  corporate 
goals,  work  toward  them  and  make  them  work  for  your 
programs.  Finally,  you  must  plan  your  programs  in  the 
context  of  new  developments  in  employee  relations. 

Understand  recreation's  role 

Recreation  is  good  for  employee  relations.  It  increases 
employee  goodwill  for  the  employer  and  brings  workers 
and  managers  together  in  a  relaxed  setting. 

We  know  these  reasons  for  employee  recreation  so 
well  that  we  may  not  stop  to  think  why  they  are  true. 
The  need  for  recreation,  like  the  need  for  work,  is  basic. 
To  encourage  satisfaction  and  productivity  in  em¬ 
ployees,  progressive  employers  address  both  needs. 

According  to  a  widely  accepted  theory  by  Maslow, 
people  seek  to  meet  their  highest  unsatisfied  needs. 
Maslow  lists  those  needs  in  order  of  fulfillment: 

Level  1  —  Physical  needs:  sustaining  life  and  per¬ 
petuating  the  species 

Level  2  —  Safety  needs:  protection  and  survival 

Level  3  —  Social  needs:  living  as  part  of  a  human 
community 

Level  4  —  Security:  acceptance  by  the  community; 
a  sense  of  belonging 

Level  5  —  Self-fulfillment:  a  feeling  of  having 
reached  one's  potential 


A  Stanford  University  study  conducted  in  1965  asked 
Americans  which  of  these  levels  they  felt  they  had 
reached.  At  that  time,  the  majorty  of  those  surveyed  felt 
they  had  attained  the  middle  level,  satisfying  their  basic 
physical,  safety  and  social  needs.  Overall,  the  study 
results  distributed  people's  levels  of  satisfaction  along 
these  lines: 

Level  1  —  Physical  needs:  10% 

Level  2  —  Safety  needs:  15% 

Level  3  —  Social  needs:  43% 

Level  4  —  Security  needs:  30% 

Level  5  —  Self-fulfillment:  2% 

The  Stanford  study  went  on  to  project  the  future 
satisfaction  levels  of  Americans.  By  1990,  researchers 
predicted,  the  distribution  of  satisfaction  will  look  more 
like  this: 

Level  1  —  Physical  needs:  2% 

Level  2  —  Safety  needs:  14% 

Level  3  —  Social  needs:  30% 

Level  4  —  Security  needs:  40% 

Level  5  —  Self-fulfillment:  14% 

Those  big  increases  in  the  higher  levels  of  personal 
satisfaction,  the  Stanford  group  speculated,  will  be  real¬ 
ized  in  increased  leisure  time.  The  trend  is  crucial  to 
recreation  services,  including  employee  programs.  It  is 
happening  because  Americans  are  being  educated  in 
recreation.  They  expect  more  free  hours  and  more  ex¬ 
citing  things  to  do  with  their  leisure  time.  Smart  com- 
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panies  already  realize  that  providing  recreation  services 
for  their  employees  will  enhance  the  employer's  posi¬ 
tion  as  a  source  of  satisfaction. 

Identify  management  goals 

To  be  successful,  you  must  contribute  to  corporate 
goals.  This  applies  to  business,  industry  and  government 
recreation.  Contributing  to  corporate  goals  wins  recog¬ 
nition  and  support  for  you  and  your  programs. 

Management  goals  have  changed  over  the  years. 
Originally,  the  primary  goal  of  any  business  was  to  real¬ 
ize  a  profit  —  the  higher  the  better.  Then,  in  the  1940' s, 
as  business  organizations  matured,  organizational  main- 
tenence  became  a  matter  of  concern.  Now,  in  recent 
years,  more  socially-oriented  concerns,  including  equal 
opportunity  and  employee  welfare,  have  become  in¬ 
creasingly  important.  All  three  goals  remain  essential. 

To  succeed  in  the  corporate  environment,  a  recrea¬ 
tion  manager  must  make  him/  herself  aware  of  what  the 
organization  hopes  to  accomplish  and  how  managers 
and  supervisors  are  expected  to  contribute.  You  must 
show  an  understanding  of  the  entire  organization.  Be 
able  to  relate  to  various  management  people  in  their 
respective  areas.  This  will  mean  learning  about  the 
organization's  product  or  service  and  becoming  aware 
of  the  problems  of  other  departments. 

Make  yourself  visible  when  you  contribute  to  the 
organization.  Alert  management  to  talented  employees 
you  find  through  the  recreation  program.  You  are  in 
one  of  the  best  positions  to  see  employee  talent  that 
could  otherwise  be  overlooked.  When  you  develop 
leadership  and  share  your  discoveries  with  manage¬ 
ment,  you  not  only  reenforce  your  position  as  a  trainer, 
but  also  demonstrate  your  awareness  and  concern 
about  corporate  needs. 

Initiate  programs.  Take  an  employee  interest  survey. 
Find  what  employees  want  and  present  your  findings  to 
management.  Again,  you  will  help  improve  employee 
relations  and  show  management  how  your  area  fits  in 
the  organization's  overall  effort.  Of  course,  you  must  be 
prepared  to  follow  through  on  your  suggestions. 

Meet  the  future 

The  pursuit  of  self-fulfillment  will  create  a  growing 
need  for  recreation  programs  in  the  future.  Employees 
will  exert  increasing  pressure  for  new  programs.  You 
must  be  prepared  to  offer  a  smorgasbord  of  activities  to 
interest  not  only  your  traditional  athletic  leagues,  but 
also  employee  interests  in  fitness,  hobbies,  educational 
activities  and  cultural  events.  There  will  be  a  closer 
relationship  between  recreation  programs  and  corpor¬ 
ate  goals  in  the  future  as  organizations  —  sometimes 
reluctantly — consider  employee  interests  of  all  kinds.  If 


you  remain  current  in  your  knowlege  of  the  company's 
operation,  you  will  be  ready  to  help  meet  those  goals. 

You  can  expect  that  as  worker  interests  become  more 
important,  your  position  as  a  recreation  manager  will 
grow  in  importance  as  well.  You  can  expect  increasing 
numbers  of  recreation  managers  to  be  tapped  for 
greater  corporate  responsibility.  If  that  is  your  desire, 
plan  for  it  now. 

To  be  successful  today,  you  must  be  prepared  for  the 
future.  Learn  to  be  flexible.  Be  able  to  step  back  from 
recreation  and  see  the  full  range  of  activity  in  the 
organization  which  you  serve.  Learn  as  much  as  you  can 
about  other  areas  of  your  organization  to  give  yourself  a 
broad  picture  of  your  employee's  needs  and  of  the 
powers  that  shape  their  lives  and  contribute  to  your 
success. 


John  Spears  is  a  management  assistant  for  State  Farm 
Insurance  in  Marshall,  Michigan.  He  has  also  served  in 
data  processing,  accounting  and  personnel  man¬ 
agement  positions  with  State  Farm.  He  has  taught  col¬ 
lege  on  the  undergraduate  and  graduate  levels,  pri¬ 
marily  for  personnel  management  courses.  He  has  also 
conducted  seminars  for  businesses,  hospitals,  the 
American  Management  Association  and  NIRA.  Ml 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  "ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits  Mflftilllli 
you  and  your  employees  might  be  missing.  INiniiVii 

NIRA  is  ready  to  help.  Get  the  entire  story.  No  M 

obligation  —  just  information.  Write:  Director  KOCrOCi 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 


HUGHES 


HUGMfS  »I»C«»TT  COMPANY 


Quaker 


Texas  Instruments 


INCORPORATED 


National  Industrial 
Recreation  Association 
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organization  profile 

PARSONS  EMPLOYEE 
RECREATION  CLUB 

with  Robert  A.  Pindroh 


The  Parsons  Employee  Recreation  Club  (PERC)  serves 
the  recreational  needs  of  5,000  home  office  employees 
and  families  of  the  Ralph  M.  Parsons  Company  in 
Pasadena,  California.  The  success  of  PERC  in  its  short 
history  can  be  attributed  to  top  management  support 
and  employee  involvement  throughout  the  company  in 
policy  making  roles.  Under  the  leadership  of  Executive 
Manager  Bob  Pindroh,  PERC  utilizes  the  talents  of  four¬ 
teen  employee  representatives  to  develop  and  imple¬ 
ment  a  program  designed  to  meet  every  employee's 
needs. 

PERC  began  as  a  result  of  numerous  employee  sug¬ 
gestions  in  January  1976.  With  the  support  of  executive 
corporate  management,  the  club  was  chartered  in  the 
State  of  California  as  a  nonprofit  corporation  in  March 
of  1976.  Parsons  management  also  agreed  to  the  use  of 
company  publications,  bulletin  boards  and  office  space, 
as  well  as  the  use  of  reproduction  and  interoffice  mail 
systems  to  organize  and  promote  PERC. 

The  club's  activities  are  financed  primarily  through 
annual  dues  of  $5.00  and  the  profits  from  a  film  proc¬ 
essing  service.  PERC's  services,  though  aimed  at  home 
office  personnel,  have  been  utilized  by  the  company's 
various  job  sites  around  the  world. 

PHILOSOPHY 
Meets  Everyone's  Needs 

PERC's  underlying  philosophy  and  purpose  is  to 
further  the  morale  and  the  social  and  physical  welfare  of 
the  employees  through  social  and  recreational  ac¬ 


tivities.  To  achieve  this,  the  following  objectives  have 
been  established: 

1.  To  make  available  to  its  members  and  their 
families  a  wide  field  of  recreational  and  social  ac¬ 
tivities 

2.  To  foster  and  encourage  the  development  of  sub¬ 
sidiary  clubs  in  various  sporting  and  hobby  ac¬ 
tivities 

3.  To  make  available  various  convenience  services 

4.  To  improve,  enhance  and  solidify  employee/ 
management  relations 

A  four-part  program  of  athletic  leagues,  special 
events,  subsidiary  clubs,  and  merchandise  discounts 
was  developed  to  meet  these  objectives.  Popular  ac¬ 
tivities  include  coed  softball,  basketball,  golf,  bowling, 
tennis,  hiking,  shooting,  flying,  drama,  dinner/dance 
outings,  a  picnic,  an  arts / crafts  exposition,  and  the  PERC 
"Great  Race."  Each  club  and  athletic  league  is  led  by  an 
employee  president  and  other  elected  officers.  The  spe¬ 
cial  events  are  organized,  planned  and  directed  by  an 
employee  chairperson.  This  direct  involvement  has 
been  a  major  factor  in  the  success  of  these  activities. 

ORGANIZATION 

Council  of  Representatives/  Committee 

PERC's  by-laws  provide  for  strong  employee  repre¬ 
sentation  in  the  governing  structure.  Parsons  is  divided 
geographically  with  each  location  or  district  having  a 
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representative.  There  is  one  representative  for  every  350 
employees.  Districts  elect  their  representatives  to  the 
PERC  Council.  The  Council  in  turn  elects  its  governing 
officers  for  one-year  terms.  District  representatives 
serve  two-year  terms,  with  those  from  even-numbered 
Districts  elected  in  even-numbered  years  and  those 
from  odd-numbered  Districts  running  in  odd-num¬ 
bered  years.  Each  District  representative,  along  with 
his/her  sub-reps,  personally  distributes  PERC  informa¬ 
tion  to  keep  employees  up-to-date  as  to  activities,  serv¬ 
ices  and  programs.  This  system  also  gives  reps  the  op¬ 
portunity  to  learn  about  the  employees'  needs. 

The  District  representatives  meet  monthly,  at  alter¬ 
nating  lunch  and  dinner  meetings,  to  conduct  PERC 
business.  The  Council's  officers  plus  a  member-at-large 
from  the  Council  make  up  the  Executive  Committee, 
which  meets  once  a  month  with  Executive  Manager 
Pindroh  to  assist  with  policy  decisions  and  recommend 
various  activities  and  programs  for  the  Council's  con¬ 
sideration. 

Council  members  also  head  one  of  several  governing 
committees: 

•  The  Membership  Committee  recruits  new  members 
for  PERC. 

•  The  Document  Committee  periodically  reviews 
PERC's  by-laws  and  suggests  revisions  as  necessary. 

•  The  Publicity  Committee  provides  necessary  pub¬ 
licity  for  PERC  in  the  form  of  the  "Percolator"  and  a 
calendar. 

•  The  Sub-Club  Committee  serves  as  a  liaison  between 
sub-clubs  and  the  Council  of  Representatives. 

TOP  MANAGEMENT  INVOLVED 

Parsons'  executive  managers  take  an  active  interest  in 
PERC  and  supports  its  Council.  They  are  aware  of  the 
club's  value  in  increasing  morale,  productivity  and  an 
esprit  de  corps  among  the  employees.  With  this  team¬ 
work,  Pindroh  is  confident  that  the  recreational  needs 
of  every  Parsons  employee  will  continue  to  be  met. 


Bob  Pindroh  was  hired  by  The  Ralph  M.  Parsons 
Company  in  January,  1976,  to  organize  and  develop  an 
employee  recreation  club  to  serve  the  5,000  home  of¬ 
fice  employees.  Bob  has  a  BS  in  History  and  Physical 
Education  from  the  University  of  San  Francisco  and  an 
MA  in  Physical  Education  from  California  State 
University,  Los  Angeles.  He  is  also  the  Vice-President 
of  the  Burbank  IRC. 
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LAND  AND  RECREATION  PLANNING  AND  DESIGN 


CIRCLE  READER  SERVICE  CARD  NO.  9 


ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 
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The  Indy  500  it  isn't. 
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A  festive  pre-«ce  crowd  near  Parsons  Headquarters  generated 
its  own  spirited  entertainment. 
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Checklist 


How  to  Organize 
a  Large  Party 


by  Tim  Shroyer,  CIRA 


SO  you  want  to  have  a  large  party  for  your  employees 
and  retirees.  Are  you  sure ?  Have  you  taken  into 
consideration  how  much  work  is  involved?  Let's  look  at 
a  brief  rundown  of  what  is  involved,  then  discuss  each 
category  individually.  You  must  consider: 

1.  Number  of  employees  (or  those  eligible  to  at¬ 
tend) 

Facilities  and  parking 
Duplicating  and  mailing 
Insurance  and  bonding 
5.  Security  and  safety  precautions 
6.  Food  and  beverages 
Entertainment 
Favors,  prizes  and  awards 
Employees  and  volunteers 

10.  Signs  and  display  materials 

11.  Equipment  and  supplies 

12.  Exhibits 

Games,  dancing  and  miscellaneous 
Budget 

All  of  these  categories  are  interrelated  and  can  not 
truly  be  considered  individually. 


2. 

3. 

4. 


7. 

8. 
9. 


13. 

14. 


E.  Parking 

F.  Day  (workday,  weekend) 

G.  Date  (summer,  winter) 

H.  Conflicting  company  events 

I.  Previous  year's  attendance  and  conditions 

Once  everything  has  been  weighed  and  an  estimated 
attendance  has  been  determined,  you  can  move  on  to 
other  items. 

NUMBER  2:  Facilities  and  Parking 

Your  facility  should  be  chosen  on  the  following  basis: 

A.  Estimated  attendance 

B.  Location  and  parking  area  available 

C.  Acoustics  (if  appropriate) 

D.  Costs 

E.  Security 

F.  Reputation  and  credentials 

G.  Equipment  (in  house)  available 

If  you  own  your  own  facility  and  have  control  over 
the  employees,  you're  home  free.  If  you  have  to  rent  a 
facility,  make  sure  that  all  costs  are  covered  in  your  con¬ 
tract.  Secure  information  and  costs  for: 

A.  Security 


NUMBER  1:  Number  of  Employees 

Obviously,  the  number  of  people  you  expect  to  at¬ 
tend  reflects  directly  upon  all  aspects  of  the  party.  In 
figuring  your  expected  attendance,  take  into  account: 

A.  Number  eligible  to  attend 

B.  Guest  policy 

C.  Age  group  eligible 

D.  Location  (distance)  and  type  (indoors,  outdoors) 
of  facility 


B.  Administrative  costs 

C.  Advertising  and  signs 

D.  Stagehands  and  equipment 

E.  Rest  rooms  and  storage  rooms  (their  cleaning  and 
upkeep) 

F.  All  employees  normally  needed  for  set-up  and 
take-down 

G.  Electrical  outlets,  heating,  air  conditioning,  etc. 

H.  Tables,  chairs,  stages,  podiums,  public  address 
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systems,  light  system,  etc. 

I.  Food  and  beverages  (if  applicable) 

).  Any  unions  involved 

K.  Parking  and  attendants 

Be  sure  items  are  covered  in  your  contract  with  the 
facility  or  contracts  for  outside  suppliers. 

NUMBER  3:  Duplicating  and  Mailing 

If  invitations  or  notices  are  to  be  mailed,  they  can 
create  a  very  large  cost  in  your  budget.  Not  only  will 
they  cost  '\3t  per  envelope  to  mail,  but,  if  you  require 
an  R.S.V.P.,  they  will  also  cost  another  9t  per  card  or 
1 3 i  per  envelope.  In  your  mailing  you  may  want  to  in¬ 
clude: 

A.  Letter  of  invitation 

B.  Map 

C.  Admission  ticket 

D.  Parking  ticket 

E.  Door  prize  ticket 

F.  R.S.V.P. 

G.  Agenda 

Many  of  these  items  can  be  combined  on  one  sheet 
or  card.  The  fewer  inserts  you  have,  the  less  your  cost 
will  be  for  duplicating  and  stuffing.  You  will  also  reduce 
the  risk  of  loss.  If  you  can  issue  any  tickets  or  flyers  at 
the  door,  do  so. 

NUMBER  4:  Insurance  and  Bonding 

Make  sure  that  every  one  attending  and  any  property 
utilized  is  insured.  Protect  yourself  and  your  company. 
Bond  anyone  who  will  be  handling  large  sums  of 
money. 

NUMBER  5:  Security  and  Safety  Precautions 

At  any  party,  a  certain  amount  of  security  is  neces¬ 
sary.  Remember,  the  larger  the  crowd  the  greater  the 
chance  of  theft  and  vandalism.  Use  uniformed  officers 
and  keep  them  highly  visible. 

As  a  safety  precaution,  always  have  a  good  first  aid  kit 
handy  and  have  someone  on  hand  who  is  qualified  to 
apply  first  aid  (preferably  a  doctor  or  nurse).  Quick  ac¬ 
cess  to  a  rescue  squad,  police  department,  fire  depart¬ 
ment,  or  ambulance  service  is  essential. 

NUMBER  6:  Food  and  Beverages 

Food  and  beverages  will  undoubtedly  be  your  most 
expensive  category.  Any  party  requires  refreshments, 
and  the  longer  the  party  lasts  the  more  necessary  it  is  to 
provide  food.  Obviously,  a  sit-down  dinner  will  cost 
more  than  hot  dogs  and  hamburgers  at  a  concession. 
Make  sure  a  contract  is  arranged  indicating  the  exact 
costs  of  all  items: 


A.  Cost  per  setting  (sit-down  meal) 

B.  Cost  per  person  (snacks) 

C.  Gratuities  and  labor 

D.  Table  cloths,  tables,  chairs,  etc. 

E.  Bartenders 

F.  Cost  per  beverage  (usually  1/2  barrels  of  beer, 
tanks  of  soft  drinks,  and  gallons  of  coffee) 

Also,  make  sure  that  someone  is  assigned  to  count  ta¬ 
bles,  soft  drink  tanks,  food,  etc.,  to  check  on  the  num¬ 
ber  for  which  you  will  be  billed. 

NUMBER  7:  Entertainment 

If  entertainment  is  desired,  you  must  determine  the 
kind  and  quality.  If  you  want  local  talent  or  charitable 
groups,  your  chamber  of  commerce  or  fellow  em¬ 
ployees  will  provide  you  with  many  suggestions  from 
which  to  choose.  If  you  want  semi-professional  or  pro¬ 
fessional  entertainment,  check  with  your  area 
nightclubs,  dinner  theatres  and  theatrical  agencies. 
Most  can  be  found  in  the  yellow  pages  of  your 
telephone  directory.  Remember,  there  is  no  limit  to 
how  much  you  can  spend  for  entertainment.  Stay  with¬ 
in  your  budget!  Once  again,  have  a  contract  explaining 
specifically  what  your  entertainment  will  provide  and 
what  you  will  pay.  Remember  to  check: 

A.  Soundman  and  amplifying  systems 

B.  Electrician 

C.  Lightboard  and  operator 

D.  Spotlights,  fresnels,  ellipsoidals,  front  lighting,  side 
lighting,  etc. 

E.  Stagehands  for  set-up  and  take-down 

F.  Background  and  scenery 

G.  Dressing  rooms 

Timing  is  of  the  utmost  importance  for  any  entertain¬ 
ment.  Know  how  much  time  is  needed  to  set-up  and 
take-down  and  know  how  long  the  performance  will 
last.  If  your  entertainment  is  roving  or  just  background 
music,  take  into  consideration  volume  and  location  as 
well  as  timing. 

NUMBER  8:  Favors,  Prizes  and  Awards 

If  favors  are  to  be  distributed,  make  sure  every  party 
goer  gets  one.  They  must  be  small  and  light  enough  to 
carry  in  pockets  or  purses.  If  your  favors  are  awkward  in 
size,  distribute  them  as  your  guests  leave.  Be  sure  to 
order  them  early  enough  to  assure  their  arrival  before 
the  event.  They  can  be  inexpensive  but  should  not  look 
cheap.  Never  under-order!  It  is  better  to  have  some  left 
over  than  to  contend  with  an  unhappy  or  complaining 
guest. 
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Organize  a  Large  Party  continued 


If  door  prizes  are  to  be  given  away,  display  them  prior 
to  the  drawing.  If  they  are  difficult  to  carry,  have  them 
on  display  and  deliver  them  to  the  winners'  homes  at  a 
later  date. 

If  awards  are  to  be  presented,  make  them  quick  and 
to  the  point. 

If  games  such  as  bingo  or  a  Monte  Carlo  event  are 
scheduled,  set  aside  a  prize  table  where  the  winners 
may  collect  their  prizes  during  or  immediately  following 
the  event.  Keep  the  table  away  from  the  action. 

NUMBER  9:  Employees  and  Volunteers 

At  any  large  party  you  need  a  staff  of  volunteers  or 
employees.  You  will  need  reliable  personnel  to  handle 
food  and  beverages,  mailings,  security  and  safety  and 
entertainment.  In  addition  to  those  directly  affiliated 
with  the  facility  and/or  parking,  you  will  need: 

A.  Door  attendants 

B.  Prize  table  personnel 

C.  Game  personnel 

D.  Announcers 

You  will  also  need  at  least  one  assistant  for  every  300 
people  expected.  The  event  will  run  smoothly  if  you 
can  delegate  responsibilities  to  each  assistant  well  in  ad¬ 
vance.  Several  employee  meetings  along  the  way  are 
strongly  suggested. 

If  your  employees  are  to  be  paid,  the  cost  will  proba¬ 
bly  fall  just  below  food  and  beverages  and  facility  rental 
in  total  cost. 

NUMBER  10:  Signs  and  Display  Materials 

Any  and  every  party  needs  signs.  Require  lists  from  all 
of  your  assistants  as  to  what  signs  they  need  for  their 
assignments.  Included  among  them  should  be: 

A.  Entrance(s)  and  exit(s) 

B.  Rest  rooms  and  refreshments  (if  needed) 

C.  Door  prizes 

D.  Welcome 

E.  Parking 

F.  Signs  connected  with  games 

G.  Signs  connected  with  exhibits 

Any  displays  or  areas  of  high  traffic  should  be  high¬ 
lighted  by  decorative  curtains  or  drapings.  These  can  be 
rented  at  a  relatively  reasonable  rate  or  you  can 
purchase  decorative  paper  to  place  as  skirts  around  ta¬ 
bles.  Paper  will  be  adequate  and  cost  less.  All  tables  and 
stages  should  be  skirted.  Decorative  roping  will 
enhance  a  display  and  can  help  guide  traffic. 

NUMBER  11:  Equipment  and  Supplies 

Every  party  needs  a  long  list  of  equipment  and  sup¬ 
plies.  Have  all  of  your  assistants  keep  lists  of  everything 
they  need  for  their  assignments  and  periodically  check 
with  the  person  in  charge  of  equipment  and  supplies. 
Be  safe:  purchase  more  than  you  think  you  will  need. 
Anything  left  over  can  be  utilized  throughout  the  year 


or  at  your  next  party. 

NUMBER  12:  Exhibits 

If  you  plan  on  having  any  type  of  exhibit  or  demon¬ 
stration,  the  key  points  to  remember  are: 

A.  Make  arrangements  early 

B.  Confirm  your  arrangements  two  or  three  times 
prior  to  the  event. 

Make  sure  you  plan  for: 

A.  The  take-up  and  take-down 

B.  Employees  or  representatives  involved 

C.  Flyers,  leaflets  or  brochures 

D.  Electrical  outlets  and  mechanics  involved 

E.  Scenery 

F.  Security 

G.  Insurance 

NUMBER  13:  Games,  Dancing  and  Miscellaneous 

Depending  on  the  type  of  party  you  offer,  you  may 
have  many  miscellaneous  activities.  Games,  dancing, 
speeches  and  awards  presentations  are  among  the 
most  common.  Assign  an  assistant  to  each  of  the  special 
projects.  Many  of  the  items  listed  as  categories  will  di¬ 
rectly  involve  these  activities.  Be  certain  that  everything 
is  covered. 

NUMBER  14:  Budget 

This  may  very  well  be  the  most  important  segment  of 
the  entire  party  plan.  After  all,  without  a  budget  there 
probably  wouldn't  even  be  a  party.  After  all  tentative 
costs  are  derived  from  the  above  categories  and  any  ad¬ 
ditional  costs  derived  from  categories  not  covered  (and 
there  will  be  several)  you  are  ready  to  collect  estimates 
from  all  of  your  assistants  and  summarize  a  total  budget. 
In  some  organizations,  a  budget  is  authorized  prior  to 
planning  for  the  event.  In  either  case,  a  budget  is 
needed.  Present  your  estimated  total  (with  line  items) 
for  approval.  There  will  always  be  additions,  deletions, 
and  corrections.  The  more  people  involved  in  decision 
making  the  harder  it  is  to  finalize  any  activity.  Once  the 
revisions  are  made,  gather  together  your  assistants  to 
review  the  overall  project.  The  budget  is  approved; 
plans  are  laid;  all  systems  are  go. 

Tim  Shroyer,  CIRA  is  Coordinator  of  Athletics  and 
Employee  Recreation  for  Delco  Air  Conditioning  Divi¬ 
sion  of  General  Motors  Corp.  in  Dayton,  Ohio.  He 
holds  a  B.S.  in  Education  /  Recreation  from  Bowling 
Green  State  University  where  he  was  a  founder  and 
the  first  president  of  Alpha  Lambda  Omega,  an  honor¬ 
ary  recreation  fraternity.  He  is  the  founder  and  presi¬ 
dent  of  the  industrial/  private  section  of  the  Ohio  Parks 
and  Recreation  Association  and  assistant  editor  of  the 
OPRA  Springboard  Magazine.  He  is  active  in  the 
Dayton  Industrial  Athletic  Association,  a  NIRA-IRC, 
and  helped  organize  the  first  NIRA  Region  II  Con¬ 
ference  and  Exhibit  last  October.  rill 
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"I  CAN  OFFER  A  JOGGER  MORAL  SUPPORT, 
BUTGOODARCH  SUPPORT  IS  EVEN  BETTER? 


My  philosophy  on  the  cosmos  can  help  boost  a  runner’s 
morale,  but  my  knowledge  of  arch  supports  won’t  make  you  jog  any 
easier.  For  that  variety  of  wisdom,  run  to  the  Consumer  Information 
Catalog. 

It’s  published  by  the  Federal  Government  and  lists  over  200 
booklets  you  can  send  away  for.  Over  half  are  free.  And  all  are  wise. 
With  tips  on  jogging  and  weight  control,  appliance  warranties, 
stretching  your  food  budget,  even  what  to  do  when  your  car  engine 
overheats. 

So  send  for  this  free  catalog  which  you  will  find  very  helpful. 
Write:  Consumer  Information  Center,  Dept.  B,  Pueblo,  Colorado 
81009.  After  all,  wearing  the  wrong  shoes  for  jogging  can  be  just  as 
silly  as  climbing  the  Himalayas  in  high  heels. 

THE  CONSUMER  INFORMATION  CATALOG 

A  catalog  of  over  200  helpful  publications. 


General  Services  Administration  •  Consumer  Information  Center 
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Work  and  Recreation: 
The  Imperative  Combination 


by  Jose  Emilio  Amores 


In  the  nineteenth  century,  England  achieved  political 
supremacy  in  Europe,  trade  with  the  East,  products  and 
free  labor  from  her  colonies,  and  the  consolidation  of  a 
great  empire.  From  a  wealthy  country,  she  had  risen  to 
become  the  owner  of  the  world.  The  English  gained 
new  leisure  time.  As  a  result,  sports  blossomed. 

History,  according  to  Toynbee,  develops  in  a  spiral 
manner.  Events  repeat  themselves —  not  as  mirror  im¬ 
ages,  but  rather  as  a  painter's  portrait  recreates  a  face  in 
a  unique  but  familiar  image.  The  development  of  leisure 
activities,  likewise,  has  occurred  in  various  but  similar 
ways  throughout  history. 

The  English  discovery  of  organized  recreation  in  the 
nineteenth  century  repeats  a  similar  situation  that  de¬ 
veloped  in  ancient  Athens,  at  a  time  when  everyone 
was  working  except  the  Athenians.  They  were  creating 
the  science,  art  and  philosophy  which  were  to  shape 
human  lives  for  twenty-five  centuries.  During  the  Mid¬ 
dle  Ages,  thanks  to  leisure  time  in  the  feudal  European 
courts,  orders  of  knights  flourished  with  their  games 
and  romantic  legends.  In  the  fifteenth  century,  wealthy 
Florence  gave  birth  to  the  Renaissance  and  its  explosion 
of  artistic  achievement. 

From  the  historical  point  of  view,  man  must  be  seen 
as  psychologically  compelled  to  use  his  energy  in  some 
creative  activity.  Unlike  other  creatures,  he  cannot 
spend  his  entire  life  in  the  simple  satisfaction  of  his 
physiological  needs:  food,  shelter,  sleep,  sex,  and  so 
forth.  He  cannot  ignore  them,  since  that  would  bring 
about  his  annihilation,  but  neither  is  he  satisfied  filling 
only  those  needs. 


After  satisfying  his  physiological  needs,  man  must  find 
a  balance  between  work  and  recreation.  At  times,  he 
discovers  science  in  a  need  to  understand  his  natural 
world.  At  other  times,  he  creates  philosophy  in  search 
of  an  understanding  of  his  inner  self.  Sometimes,  he 
produces  art  as  an  expression  of  his  emotions,  or  dis¬ 
covers  himself  through  religion,  politics  and  ethics. 

While  inventing  a  work-play  duality,  man  creates 
culture  and,  along  with  it,  a  balance  which  makes  life 
worth  living.  Originally  limited  by  the  narrow  world  of 
basic  psysiological  needs,  man  rises  up  to  break  loose. 
He  passes  over  these  limitations  by  two  means:  work 
and  play.  The  goal  of  each  is  to  satisfy  the  necessity  of 
being  individually  different.  In  this  way,  work  and  play 
are  inseparable  from  the  nature  of  man. 

Work  is  an  organized  activity  through  which  man 
satisfies  the  need  to  know  that  he  is  useful.  The  way  is 
made  easier  because  other  people  guide  him.  Play,  on 
the  other  hand,  is  a  free  pastime.  Being  unstructured,  it 
produces  a  variety  of  results.  Sometimes  man,  not 
knowing  what  to  do,  invents  rules  which  must  be 
faithfully  followed,  as  in  sports.  At  other  times,  he  uses 
his  limitless  imagination  to  appreciate  the  arts  and  the 
world  of  ideas.  In  still  another  possibility,  he  may  make 
the  problems  of  society  his  own,  crusading  for  a  cause. 

Whatever  the  case  may  be,  recreation  as  a  free 
pastime  will  lead  him  to  a  better  physical,  emotional 
and  social  state.  On  the  other  hand,  when  man  does 
not  know  how  to  use  his  free  time  an  anguish  is  created 
which  can  only  push  him  back  again  into  the  daily  work 
pattern.  For  his  own  mental  health,  man  must  maintain 
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i  balance  of  work  and  play. 

Work,  with  regard  to  formal  structure,  is  a  kind  of 
football  field  in  which  activity  is  limited  by  certain  rules 
of  behavior.  Within  those  rules,  people  can  move  with 
freedom  in  search  of  satisfaction  for  having  accom¬ 
plished  tasks  of  importance.  To  do  important  things, 
relevant  to  oneself,  creates  in  each  person  a  sense  of 
life.  For  that  reason,  work  is  more  than  economic  suste¬ 
nance.  It  is  also  the  basis  and  means  for  psychological  as 
well  as  physiological  survival. 

No  one  is  fulfilled  working  for  bed  and  board  alone. 
When  this  happens,  man  will  always  find  an  escape.  He 
may  free  himself  by  forcefully  liberating  himself  from 
an  enslaving  situation  or  by  retreating  behind  an  in¬ 
different  expression  and  a  lack  of  feeling. 

If  work  is  to  satisfy  psychological  and  physiological 
requirements,  behavioral  rules  must  point  toward  two 
principal  objectives:  first,  that  work  produce  something 
of  benefit  to  all  society;  and,  secondly,  that  work  permit 
each  person  to  realize  his  usefulness  in  his  own  eyes,  as 
well  as  in  the  eyes  of  others.  When  these  two  condi¬ 
tions  exist  in  any  given  system,  material  and  cultural  ad¬ 
vances  are  produced  which  give  it  an  advantage  over 
any  other  system.  When  the  balance  is  disturbed  be¬ 
tween  these  two  factors  and  one  cedes  an  advantage  to 
the  other,  either  an  absolute  state  of  dictatorship  occurs 
or  society  falls  into  fruitless  and  irresponsible  dallying. 
History  shows  that  neither  of  these  extremes  helps  man 
to  find  happiness. 

Inevitably,  one  arrives  at  the  conclusion  that  man's 
most  important  activity  is  work.  It  is  through  work  that 
he  satisfies  daily  his  need  to  create  something  and  real¬ 
ize  his  own  worth. 

Man  is  happy  when  he  does  something  well.  Such  a 
state  of  happiness  carries  with  it  another  primary  psy¬ 
chological  need:  that  others  recognize  his  achievement 
and  make  their  recognition  known.  The  need  for  recog¬ 
nition  is  not  narcissism.  Narcissus'  sin  was  that  he  loved 
only  himself.  When  he  looked  into  the  pool  he  saw  only 
his  own  reflection.  He  lacked  the  sensitivity  to  see  the 
world  which  surrounded  him,  and  the  beauty  of  that 
world.  He  was  incapable  of  feeling  the  presence  of 
other  people,  the  things  they  created,  and  the  joy  of 
sharing.  The  working  person  needs  recognition  because 
he  lives  among  his  fellow  men,  shares  with  them  the 
happenings  of  his  life  and  needs  them  to  share  his  dis¬ 
coveries.  He  is  like  the  young  child  who  goes  to  the  sea 
shore  for  the  first  time  and  turns  anxiously  to  his  friends 
to  say,  "Please,  come  help  me  look  at  it".  The  need  for 
recognition  is  simply  the  need  to  share  with  others  what 
has  been  accomplished  by  an  individual. 

Now  we  face  the  question  of  how  to  enjoy  our  free 
time.  At  first  glance  the  solution  seems  simple:  repeat 
what  we  do  in  our  work:  do  something  of  value  and 


share  it  with  others. 

The  terms  "recreation,  play,  use  of  free  time"  are  syn¬ 
onymous  within  a  single  concept.  This  concept 
becomes  apparent  if  a  person  loses  the  means  by  which 
to  exercise  his  creative  capacity  from  one  day  to  the 
next.  To  live  for  work  alone  is  monotonous  and 
spiritually  deadening. 

Recreation  is  not  a  mere  pastime,  but  a  vital  activity. 
Just  as  work  provides  a  means  to  gain  recognition, 
recreation  opens  a  way  to  express  oneself.  Nevertheless, 
unlike  the  work  routine,  the  rules  of  recreational 
behavior  are  not  imposed  by  an  outside  agent.  Rather, 
they  exist  independently  and  should  be  respected  for 
their  own,  creative  ends. 

To  be  creative  does  not  necessarily  mean  to  possess 
the  capacity  to  make  something  new  or  original.  By 
creative  activity  we  can  also  mean  anything  that  man 
does  with  the  goal  of  doing  it  better  each  time.  Any  ob¬ 
server  might  argue  that  this  definition  applies  equally  to 
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Work  and  Recreation  continued 


good  and  evil.  In  this  instance  we  are  not  moralizing, 
but  rather  searching  for  the  wealth  of  riches  within 
man.  For  that  matter,  our  focus  should  always  be 
toward  the  good  in  a  person,  and  not  on  his  negative 
qualities. 

In  recreation,  as  in  the  world  of  labor  and  the  profes¬ 
sions,  activities  are  as  numerous  as  the  imagination  is 
wide.  Some  activities  will  be  practiced  well,  while 
others  will  be  poorly  developed.  Anyone  who  uses  his 
free  time  simply  to  while  away  the  hours  will  be  as 
sterile  as  the  person  who  watches  the  clock  while  work¬ 
ing,  waiting  for  the  time  to  go  home. 

There  are  numerous  examples  of  positive  recreational 
activities:  sports,  study,  social  service  activities,  hobbies, 
artistic  endeavor  and  knowledge  and  practice  in  the 
science  of  human  behavior.  All  these,  with  their  multi¬ 
ple  variations,  are  ways  to  satisfy  basic  leisure  needs. 

Sports  are  a  recreational  activity  with  an  ambivalent 
work-play  nature.  To  take  part  in  sports  is  to  contribute 
to  physical  and  mental  health.  On  the  other  hand, 
sports  demand  competition  in  which  "the  best  man" 
wins.  In  the  world  of  sports,  man  fulfills  the  need  to 
respect  himself,  to  win  the  respect  and  affection  of 
others,  and  to  share  his  achievements.  The  history  of 
man's  competitive  activities  has  oscillated  between  the 
Olympics  of  Athens,  tribal  wars,  the  games  of  knights, 
the  crusades,  modern  games  and  wars  of  power.  In  all 
cases,  the  line  between  work  and  non-work  is  blurred 
to  some  degree. 

In  another  dimension,  but  with  equal  importance  in 
the  search  for  happiness,  appears  study.  Man  is  inquisi¬ 
tive  and  does  not  rest  until  he  finds  anwers.  Studying  in 
itself  can  be  tiring,  but  the  satisfaction  of  new  under¬ 
standing  is  difficult  to  find  by  other  means.  One  of  the 
myths  which  has  been  discredited  in  the  last  quarter  of 
a  century  is  the  belief  that  formal  education  properly 
ends  with  youth.  According  to  this  myth,  there  is  a  time 
to  go  to  school  and  a  time  to  work,  as  if  man  were 
divisible  into  two  parts.  Fortunately,  attending  school  is 
not  dependent  on  age.  The  only  effect  age  has  is  to 
cause  us  to  search  for  different  types  of  learning  experi¬ 
ences.  Moreover,  education  has  extended  itself  beyond 
the  limits  of  traditional  schools,  and  now  satisfies  in¬ 
dividual  preferences  through  informal  groups  devoted 
to  music,  gardening,  travel,  the  theatre,  aesthetic  ap¬ 
preciation,  and  a  thousand  other  fields. 

Man,  once  he  has  satisfied  his  basic  needs,  is  not  con¬ 
tent  with  mere  survival.  He  also  needs  to  know  how  to 
live:  to  feel  loved;  to  know  he  is  useful;  to  share  emo¬ 
tions  and  knowledge;  to  search  for  new  horizons;  to  be 
secure  in  his  own  self-worth  and  be  recognized  for  his 
unique  aptitudes.  These  are  the  satisfactions  which 
derive  from  both  work  and  the  wise  use  of  leisure  time. 

Recently,  recreation  has  become  more  accessible  to 
larger  numbers  of  people,  due  to  the  gradual  rise  in 
general  educational  levels,  activity  on  the  part  of 
government  and  the  participation  of  private  business.  In 
my  home,  Monterrey,  Mexico,  industry  has  realized  the 


value  of  creative  leisure  time  since  about  1920.  It  has  c 
rectly  promoted  activities  among  its  employees,  and  h 
assisted  in  the  forming  of  clubs  such  as  the  Circulo  Me 
cantil  and  Factores  Mutuos. 

In  the  United  States,  at  the  end  of  World  War  II,  bus 
ness  began  to  patronize  recreation  among  its  en 
plbyees.  This  is  singularly  outstanding  in  a  country  al 
ready  rich  in  recreational  opportunities.  In  the  Uniter 
States,  more  than  in  any  other  country,  a  person  has  in 
finite  resources  available  for  use  of  leisure  time:  school 
of  every  kind,  abundant  arts,  sports,  state  and  municipa 
parks,  three  thousand  YMCA  installations,  trave 
facilities,  and  a  high  per  capita  income.  Under  such 
conditions,  the  employee  does  not  need  his  employer 
to  make  recreation  available.  Nor  does  tradition  en¬ 
courage  companies  to  get  into  an  area  which  appears  to 
be  the  private  domain  of  the  employee.  Nevertheless, 
large  and  small  businesses  promote  recreation  as  a 
means  of  developing  workers  as  happier,  more  pro- 1 
ductive  human  beings. 

As  managers,  our  collaboration  with  the  worker  for 
the  development  of  his  leisure  time  is  a  matter  of  at¬ 
titude  and  economics.  Dealing  with  a  person  who  is 
physically  healthy,  emotionally  stable,  involved  with  his 
family  in  his  leisure  time  and  capable  of  learning,  pro¬ 
duces  a  more  pleasant  and  harmonious  working  en¬ 
vironment.  He  who  combines  recreation  with  his  work 
is  rpore  productive  to  himself  and  to  others. 


Jose  Emilio  Amores  is  Director  of  Services  for 
Dinamica  S.A.  in  Monterrey,  Mexico.  A  chemical  engi¬ 
neer  by  education,  he  has  been  a  professor  and  college 
dean,  a  prize-winning  engineer  and  a  serious  promoter 
of  the  arts  in  Mexico.  He  is  a  writer  of  poetry  as  well  as 
technical  and  educational  papers.  He  has  been  a  mem¬ 
ber  of  the  N  IRA  Board  of  Directors,  representing  Region 
IX  (International),  since  1973.  I’m 
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The  Dallas  Conference 
Delegate's  Budget  Planner 


Attending  the  1978  NIRA  Conference  and  Exhibit, 
May  18-23,  will  be  an  investment  in  professional  educa¬ 
tion.  As  reported  in  earlier  issues  of  RM,  the  37th  An¬ 
nual  NIRA  Conference  and  Exhibit  will  include  more 
hours  of  educational  sessions  than  any  previous  NIRA 
meeting.  Special  attention  to  session  scheduling  will 
make  it  as  convenient  as  possible  for  each  delegate  to 
attend  all  sessions  in  his  or  her  areas  of  concern.  A  com¬ 
plete  spouse's  program,  to  be  announced  next  month, 
will  make  the  event  interesting  and  entertaining  for  the 
husbands  and  wives  of  delegates  as  well. 

Recently,  general  budget  information  was  released  to 
assist  potential  delegates  in  planning  their  May  trip. 

ACCOMMODATIONS 

.  .  .  at  the  NorthPark  Inn  in  Dallas  will  be  surprisingly 
economical.  Nightly  rates  for  single  rooms  will  be  just 
$28.  Double  rooms  will  cost  $35  per  night  and  triple  ac¬ 
commodations  will  cost  $40  per  night. 

REGISTRATION  FEES  .  .  . 

.  .  .  cover  an  average  of  two  meals  per  day  during  the 
Conference,  including  the  management  luncheon, 
awards  luncheon  and  President's  Ball.  They  cover  ad¬ 
mission  to  all  exhibit  sessions  (some  of  which  include 
refreshments),  entertainment  and  meals  at  Dallas 
amusement  centers,  as  well  as  transportation  to  and 
from  Six  Flags  and  Ranchland  hosted  events. 

Registration  fees  will  be  discounted  to  those  who  sign 
up  by  April  15.  For  advanced  registrants,  fees  will  be: 

NIRA  Member  Delegate . $125.00 
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Spouse . 65.00 

Non  NIRA  Member  Delegate . 140.00 

Student . 65.00 

Student,  without  meals . 10.00 

Child . 65.00 


After  April  15,  students  who  register  for  the  Con¬ 
ference  without  meals  will  pay  an  additional  $5.00.  All 
others  will  pay  $10.00  more  than  shown  above. 

TRANSPORTATION  .  .  . 

.  .  .  will  include  air  travel  for  most  delegates.  Sample 
round-trip  coach  fares  between  Dallas  and  several  ma¬ 
jor  U.S.  cities  will  provide  a  basis  for  individual  travel 


cost  estimates: 

Atlanta . $172.00 

Chicago . 180.00 

Cincinnati . 184.00 

Detroit . 210.00 

Los  Angeles .  238.00 

New  York . 262.00 

Phoenix . 192.00 

Washington,  D.C . 240.00 


Delegates  may  also  want  to  rent  cars  during  their  stays 
in  Dallas.  Next  month's  RM  will  carry  news  about  a  spe¬ 
cial  car  rental  arrangement  for  the  Conference. 

For  additional  details  on  delegate's  budget  informa¬ 
tion  or  for  answers  to  any  questions  about  the  Dallas 
Conference,  contact  NIRA  headquarters.  riU 
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ideos  clinic 


QOur  recreation  newsletter  has  carried  a  classi¬ 
fied  ad  department  tor  several  years.  It  is  a 
good  service  for  buyers,  sellers  and  "swappers" 
alike.  Judging  by  the  increasing  number  of  ads  we 
receive  each  month,  the  department  is  a  big  success. 
The  ads  have  been  so  popular,  however,  that  they 
have  over-run  space  in  the  paper  which  we  would 
rather  save  for  recreation  news  and  announcements. 
We  cannot  discontinue  the  classified  department, 
but  we  cannot  give  up  our  newsletter  to  ads  alone. 
Can  you  suggest  any  alternatives? 


4.  Deadlines  for  submitting  ad  copy  and  dates  of 
posting  must  be  established  and  consistent. 

5.  No  ads  may  be  posted  for  more  than  four  con¬ 
secutive  one-week  periods  or  more  than  eight  weeks 
in  any  one  year.  No  advertisement  may  be  given 
more  than  one  week's  posting  priority  nor  be 
scheduled  for  more  than  one  posting  period  without 
a  new  written  request. 

6.  Company  and  recreation  association  ads  hold 
top  priority,  although  they  should  be  limited  to  a 
specified  number  which  will  depend  upon  the  size 
of  your  posting  area. 

7.  To  be  most  effective,  the  ad  posting  boards  must 
have  a  complete  change  of  postings  weekly.  Classi¬ 
fied  ads,  like  all  other  bulletins,  must  be  removed 
from  the  boards  after  each  week's  posting  period. 
Take  care  that  no  "space  filler"  material  such  as 
OSHA  information  and  equal  employment  policies 
becomes  a  fixture  on  the  ad  boards.  Rotate  all  ma¬ 
terials  regularly. 

8.  Open  space  on  ad  boards  should  be  devoted  to 
general  services  announcements  such  as: 


R  Several  employee  recreation  offices  —  espe- 
•  dally  those  serving  fairly  large  employee  groups 
—  have  experienced  problems  similar  to  yours.  In  all 
cases,  recreation  directors  are  delighted  to  find  their 
ad  services  becoming  so  popular.  Few,  though,  want 
them  to  dominate  recreation  publications. 

The  most  satisfactory  alternative  we  can  suggest  is 
to  shift  your  classified  department  to  an  in-plant 
posting  system.  The  bulletin  board  medium  can  be 
highly  effective,  provided  it  is  established  and  super¬ 
vised  according  to  a  few  simple  ground  rules. 

Post  a  policy  statement  on  each  classified  bulletin 
board.  Have  extra  copies  of  your  ad  policy  and  forms 
for  placing  ads  available  in  the  recreation  office,  per¬ 
sonnel  department,  company  receptionist's  desk  and 
the  gate  house.  Let  these  common-sense  regulations 
govern  your  ad  boards: 

1.  All  advertisers  must  be  employees  or  members 
of  their  immediate  households. 

2.  Products  and  services  advertised  may  not  be  as¬ 
sociated  with  a  commercial  enterprise  unless  it  is 
owned  and  operated  by  the  employee  —  and  then 
only  when  such  advertising  may  be  unusually 
beneficial  to  the  greater  employee  group. 

3.  Employees  may  post  no  ads  for  product  sales, 
activities  promotion  or  fund  raising  for  political,  fra¬ 
ternal  or  religious  organizations. 


•  News  about  employee  group  insurance,  the  credit 
union,  social  security,  company  pension  plan,  etc. 

•  Notices  about  medical  services:  annual  physical 
exams,  immunizations,  and  so  forth 

•  Blood  donor  programs  publicity 

•  Safety  and  good  housekeeping  notices 

•  Company  product  sales  announcements 

•  General  company  news 

•  Food  and  refreshment  services  information 

•  Special  events  announcements 

•  Meeting  notices 

•  Community  and  company  fund-raising  materials 

•  Educational  and  informative  services 

•  Local  public  transportation  maps  and  schedules 

9.  All  classified  ad  bulletins  must  carry  their  posting 
dates  and  must  indicate  the  employee-advertiser's 
name  and  how  to  reach  him/her  for  further  informa¬ 
tion. 

10.  The  person  responsible  for  publishing  the 
classified  ads  may  edit  any  ad  to  assure  that  it  corn- 
forms  to  posting  policies. 

By  all  means,  retain  your  classified  ads  —  and  con¬ 
sider  posting  them  throughout  the  plant,  office, 
recreation  areas  and  (for  unhurried  reading)  in  the 
"john".  Pm 
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meet  your  board 


Jose  E.  Amores  was  elected  Junior  Director 
from  Region  IX  in  May  1976.  He  became  a 
Senior  Director  last  May.  One  of  NIRA's 
members  from  outside  the  U.S.,  Amores  is  a 
member  of  the  Board  and  Director  of  Serv¬ 
ices  for  Employees  for  Prevision  Social 
Grupo  Industrial  in  Monterrey,  Mexico. 
His  company  joined  NIRA  in  1973.  Amores  is 
serving  his  second  term  as  a  NIRA  Board 
member.  A  professional  educator,  Amores 
has  been  with  PSGI  since  1969.  Prior  to  that, 
he  was  a  professor  of  chemistry  and,  later,  the  Dean  of  the  College  of 
Engineering  at  Monterrey  Tech.  He  has  been  active  in  professional  and 
social  service  organizations  throughout  his  life. 


m 
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■  George  Grigor,  CIRA,  is  a  veteran  Director 
from  Region  VIII.  He  became  a  Senior  Di¬ 
rector  during  the  national  Conference  this 
May.  Like  Amores,  Grigor  is  a  chemist  by 
education.  In  addition  to  a  B.S.  in  industrial 
chemistry,  Grigor  has  studied  business  ad¬ 
ministration.  His  position  as  Recreation  Su¬ 
pervisor  for  Kodak  Canada,  however,  follows 
a  lifetime  devotion  to  recreation.  Grigor 
played  professional  hockey  for  the  Chicago 
Black  Hawks  and  for  the  Baltimore  Orioles, 
United  States  Amateur  Ice  Hockey  Champions,  1940-41.  He  is  Secre¬ 
tary  Assistant  for  the  Professional  Hockey  Players  Athletic  Association. 


~  John  G.  Tutko,  CIRA,  is  NIRA's  CIRA/CIRL 
Director.  His  present  term  as  head  of  the  As¬ 
sociation's  professional  certification  pro¬ 
gram  will  expire  in  May  1978. 

Tutko  holds  bachelor's  and  master's  de¬ 
grees  in  education.  He  has  earned  many  ad¬ 
ditional  credits  in  armed  forces  management 
schools  and  seminars.  He  has  headed  the 
employee  recreation  and  services  program 
for  the  Washington,  D.C.  headquarters  of 
the  Air  Force  for  the  past  twenty  years.  He 
has  also  assisted  championship  bobsled  teams,  including  the  U.S.  en¬ 
try  in  the  1964  Olympics.  His  work  has  earned  him  honors  from  NIRA 
and  the  Department  of  Defense. 

Tutko  is  a  member  of  the  National  Recreation  and  Park  Association, 
a  charter  member  of  the  League  of  Federal  Recreation  Associations 
and  belongs  to  several  other  professional  and  honorary  fraternities.  He 
has  served  in  various  posts  for  the  NIRA  Board  of  Directors  and  direct¬ 
ed  the  publication  of  the  first  Who's  Who  in  Business,  industry  and 
Government  Employee  Recreation.  Ml 
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Please  write  for  information. 

Jack  Lindeman 
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Area  Code  305  -  564-8502 
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Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/ Burbank,  California.  Meets  on  the  third 
Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9582. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/ Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact 
David  C.  Hoel  —  (214)  438-8611,  ext.  765. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  J.W.  "Bill"  Wabler —  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/ Detroit,  Michigan.  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Deneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  DC.  Meets  on  the  third 
Thursday  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme  —  (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/ Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/  New  York,  New  York.  Meetings 
were  suspended  until  September  1977  when  they  may  be  rescheduled.  Contact  Theo¬ 
dore  Curtis  —  (212)  997-2979.  i 

Oakland  Industrial  Recreation  Association/ Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow  —  (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  in  Toledo,  Ohio  in  the 
Fall  of  1978.  Contact  Mel  Byers,  CIRA  —  (419)  475-5475. 

Region  VII  will  hold  its  annual  Conference  and  Exhibit,  September  28-October  1, 1978 
in  Universal  City,  California.  Contact  Bill  Ranney —  (213)  764-0025. 

37th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  18-23, 1978  at  the  North- 
Park  Inn,  Dallas,  Texas.  To  become  involved  as  a  Conference  planner  or  for  more  dele¬ 
gates'  and  exhibitors'  information,  contact  the  NIRA  office —  (312)  346-7575. 
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National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  ln( 
trial  Recreation  Administrators  (CIRA’s) 
Leaders  (CIRL’s).  Each  employee  recrea 
specialist  is  listed  with  notes  on  his/her  e 
cation  and  accomplishments.  46  pages.  $7.J 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  \ 
they  back  industrial  recreation  and  NIRA.  Ch 
men  of  the  Boards  for  the  Ford  Motor  Compa 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  f 
other  industrial  giants  provide  invaluable  si 
port  for  your  programs.  A  “must  see” 
management  in  your  organization.  $5.00  ea 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE 


** 


'inciples  of  Association  Management 

basic  how-to  guide  for  the  association  adminis- 
r.  Published  cooperatively  by  the  American 
3ty  of  Association  Executives  (ASAE)  and  the 
nber  of  Commerce  of  the  United  States.  The  book 
rs  such  basics  as  building  membership,  motivat- 
jeople,  developing  communications,  conducting 
tings,  financing  programs,  handling  public 
ions,  understanding  government  regulations,  and 
5.  Hard-cover.  437  pages.  $1 5  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr„  □  *$15./2  yrs.,  □  *$18./3  yrs. 
'Include  $1.00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ase  send  me  the  publication(s)  I  have  checked. 

we  enclosed  $ _ (check  or  money  order) 

,ME  _ _ _ _ _ _ _ , _ _ _ _  ORGANIZATION 

(DRESS  _ 


JCLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
RA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


N IRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  members  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  “Who's  Who  In  industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Name  three  places  where 
you  can  dine  like  a  kino, 
s  eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 
Dolphin 


Plantation 
Inn 


If  Florida  suits 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
■  overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back 
work 
ask 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
,  under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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about  the  cover 


Employees'  families  reinforce  the  morale-boosting  effects  of 
the  recreation  program  when  they  participate.  With  this  in 
mind,  many  companies  include  special  activities  for  em¬ 
ployees'  children.  In  our  March  cover  story,  we  focus  on  bowl¬ 
ing  and  riflery  for  children  at  Kohler  Company  in  Kohler, 
Wisconsin.  Like  the  family  picnics.  Little  League  baseball, 
Christmas  parties,  junior  golf  leagues  and  many  more 
children's  activities  at  NIRA  companies,  Kohler's  efforts  help 
involve  the  total  family. 

Also  in  this  sports  issue,  we  cover  an  active  basketball  program 
exclusively  for  men  over  40  and  a  unique  "New  Games" 
philosophy  which  can  introduce  a  different  approach  to  sports 
for  all  employees. 

Next  month:  Employee  Services 
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Children’s  sports  activities 
at  Kohler  Company — page  10 
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rhe  NIRA  President 

would  like  a  word  with  you  .  . 


.  .  .  about  coping  with  change 


Fritz  J.  Merrell,  CIRA 
Olin  Corporation 
NIRA  President 


Survival  means  coping  with 
change.  Change  can  be  disconcert¬ 
ing.  It  can  even  be  frightening. 
Given  a  choice,  most  of  us  would 
rather  stick  with  what  we  know 
than  have  to  adjust  to  the  un¬ 
familiar.  This  is  only  natural.  Our 
suspicion  of  new  ideas  saves  us 
from  making  hasty  and  ill-con¬ 
sidered  decisions.  Unfortunately, 
fear  of  change  can  save  us  from  not 
only  hasty  decisions  but  from  wise 
ones  as  well.  Even  worse,  it  can  shut 
us  out  of  the  future. 

Fear  of  change  is  often  a  fear  that 
we  cannot  cope  —  that  we  cannot 
“make  it"  under  new  circum¬ 


stances.  If  employees  demand  new 
activities,  we  may  be  afraid  that  we 
will  not  be  able  to  handle  them.  If 
new  groups  of  employees  demand 
programs  to  meet  their  special  inter¬ 
ests,  we  may  be  afraid  of  both  the 
new  programs  and  the  new  em¬ 
ployees.  Rather  than  face  changes 
that  threaten  us,  we  may  try  to 
maintain  the  status  quo  by  ignoring 
them. 

Change  will  continue,  with  or 
without  our  consent.  Digging  in 
your  heels  and  resisting  change  will 
almost  never  stop  it.  It  will  simply 
assure  that  you  are  left  behind. 

Assume  that  change  is  a  fact  of 
life.  Prepare  not  only  to  accept  it, 
but  also  to  adapt  to  it  and  even  to 
help  direct  it. 

When  change  makes  you  uneasy, 
understand  what  is  happening  with¬ 
in  yourself  as  well  as  around  you. 
Try  to  remember  something  you 
feared  as  a  child  —  something  you 
now  know  is  harmless.  Realize  that 
your  fear  of  change  —  of  the  un¬ 
known  —  may  still  be  operating  as  it 
did  then. 

Your  fear  of  specific  changes  may 
be  founded,  at  least  in  part,  on  fact. 
A  departmental  reorganization,  for 
example,  could  affect  your  position. 
Ignoring  the  change  or  devoting  too 
much  attention  to  every  rumor  will 
not  help.  If  you  need  information 
about  a  rumored  change,  ask  for  it. 
You  are  not  "out  of  line"  when  you 


inquire  seriously  about  potential 
changes  which  could  affect  your 
area  and,  through  it,  the  entire 
workforce. 

After  you  have  carefully  and 
openly  gathered  as  much  informa¬ 
tion  as  you  can  about  a  coming 
change,  take  time  to  assess  your 
situation.  Exactly  how  will  the 
change  affect  recreation  and  em¬ 
ployee  services?  How  can  you  work 
with  the  change  to  solidify  or  even 
enhance  your  area? 

Remember,  change  can  offer  a 
new  opportunity  for  you  to  show 
what  you  can  do.  If  you  need  new 
information  to  handle  the  job,  get  it. 
You  may  have  to  consult  specialists 
from  other  areas  in  your  organiza¬ 
tion  or  take  outside  courses.  You 
should  also  turn  to  NIRA  for  help. 
Some  of  your  fellow  members  have 
probably  experienced  the  changes 
you  face  and  can  help  guide  you 
through  the  unfamiliar  territory 
ahead. 

In  short,  face  change  with  opti¬ 
mism  so  you  can  make  optimum 
use  of  it.  You  cannot  stop  change, 
nor  can  your  ignore  it.  You  really- 
have  no  choice  but  to  make  the 
most  of  it. 
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in 

brief 


Newsbriefs  on 
work  and  leisure 

Personnel  matters  are  demand¬ 
ing  increasing  amounts  of  executive 
attention,  according  to  a  study  by 
Information  Science,  Inc.  The  study 
indicates  that  20%  of  top  manage¬ 
ment  time  is  consumed  with  per¬ 
sonnel  questions.  Many  executives 
surveyed  expect  the  proportion  to 
increase  to  30%  within  five  years. 


FORT  LAUDERDALE,  FLORIDA 


HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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Information  Science  attributes 
much  of  the  change  to  corporate  at¬ 
tempts  to  keep  a  lid  on  rising  labor 
costs.  Growing  demands  of  federal 
regulations  in  health  and  safety  as 
well  as  equal  opportunity  con¬ 
tribute.  The  survey  firm  also  cred¬ 
ited  increased  attention  to  promot¬ 
ing  employee  satisfaction  for  the 
change. 

* 


If  life  seems  to  move  faster  as  you 

get  older,  do  not  let  anyone  tell  you 
it  is  because  you  are  slowing  down. 
The  pace  of  American  life  has 
quickened  in  the  last  15  years,  ac¬ 
cording  to  a  well-known  "quality  of 
life"  index. 

The  index,  compiled  by  Pre¬ 
dicasts,  Inc.  of  Cleveland,  Ohio, 
measures  the  frequency  of  sixteen 
major  events  in  people's  lives.  The 
list  includes  eight  pleasant  events 
(getting  married,  buying  a  new 
home,  etc.)  and  eight  unpleasant 
occurrences  (getting  divorced,  los¬ 
ing  a  job,  etc.).  Between  1960  and 
1976,  Predicasts  has  calculated  the 
average  frequency  6f  these  sixteen 
events.  The  most  recent  results  indi¬ 
cate  that  the  pace,  if  not  the  quality 
of  life,  has  increased  dramatically  in 
the  past  15  years.  The  chance  that  at 
least  one  major  occurrence  would 
affect  the  life  of  each  of  us  during  a 
year  was  65%  in  the  early  I960' s,  but 
has  climbed  past  90%  in  recent 
years.  Unfortunately,  the  chance  of 
a  pleasant  event's  occurrence  has 
declined. 

The  most  significant  shifts  in  life 
patterns  show  important  changes  in 
the  way  Americans  live  and  play.  In 
the  pleasant  column,  the  chances 
that  an  American  will  travel  abroad 
have  increased  225%  in  15  years.  On 
the  other  hand, the  chance  that  one 
of  us  will  be  the  victim  of  violent 
crime  has  risen  188%.  Changes  in 
family  life  have  been  rapid,  too.  The 
chance  that  one  will  be  divorced  in 
the  coming  year  has  increased  by 
120%.  The  only  significant  decrease 
in  major  events  was  in  the  birth¬ 
rate.  An  American's  chance  of  be¬ 
coming  a  parent  declined  35%  from 
the  early  60's. 


Recreation  directors,  of  course 
must  cope  with  changing  life  style 
personally  as  well  as  professionally 
In  some  cases,  as  with  the  dramati 
increase  in  foreign  travel,  they  hav 
actually  helped  promote  those 
changes.  Recreation  and  personne 
administrators  will  realize,  however 
that  the  increased  pace  of  life  cre¬ 
ates  stress  which  can  adversely  af¬ 
fect  employees  at  every  level. 

* 

If  your  employees  dream  of 
spending  a  vacation  in  Caribbean, 
Cuba  is  probably  the  last  place 
they  would  consider  .  .  .  then 
again,  maybe  not.  Since  President 
Carter  lifted  the  ban  on  American 
travel  to  Cuba,  the  island  has  ten¬ 
tatively  placed  the  welcome  mat  at 
its  door.  Some  Cuban  officials  ex¬ 
pect  as  many  as  300,000  tourists  a 
year  in  the  next  decade,  according 
to  a  recent  report  in  the  Wall  Street 
journal. 

Charter  flights  to  Cuba  for  Ameri¬ 
can  tourists  began  taking  off  from 
Detroit  and  Chicago  in  late  Decem¬ 
ber.  By  mid-January,  similar  trips 
had  been  launched  from  New  York 
as  well.  Early  indications  are  that  a 
small  number  of  Americans  is 
curious  enough  about  the  once- 
glamourous  resort  island  to  spend 
up  to  $1,150  for  a  week-long  tour. 
According  to  the  Toronto  tour 
operator  who  arranged  inclusive 
trips  from  Chicago  and  Detroit,  ini¬ 
tial  tours  were  95%  booked. 

Travelers  who  long  for  the  zesty 
tourist  Cuba  of  pre-Castro  days  will 
be  dissappointed  by  the  island  to¬ 
day.  Amenities  in  even  the  best 
hotels  are  truly  Spartan  by  American 
standards.  Food  and  many  other  sta¬ 
ples  are  rationed  or  completely 
unavailable  and  the  nightlife  is  pale 
compared  with  pre-revolutionary 
days.  Evidently,  however,  the  Amer¬ 
icans  who  choose  to  visit  Cuba 
these  days  come  expressly  to  see  the 
changes  the  Castro  regime  has 
brought  to  the  island.  For  them,  the 
trip  is  educational  and  exciting. 
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King  Louie 


Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 


stand  out  any  crowd.  V 

Imprinted  or  plain,  Pro/  Fit  jackets  are 
ideal  for  groups,  teams  or  company  B 
identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction.  B 

You'll  appreciate  King  Louie's  stand-out  jjR  St 

service,  too.  Prompt  shipment  from  a  ™  ™  “® 

fully-stocked  warehouse.  JACKETS  &  CAPS 

•  31!  West  72nd  Street  •  Kansas  City,  Missouri  64114  •  (816)  363-5212 


For  a  catalog, 
write  or  call 

King  Louie  International,  Inc. 


Urban  workers  might  be  sur¬ 
prised  to  learn  that  their  long,  ir¬ 
ritating  commutes  are  rare.  Accord¬ 
ing  to  a  recent  poll  by  the  Roper 
Organization,  the  average  employee 
takes  only  15  minutes  to  get  to 
work.  In  fact,  two-thirds  of  Ameri¬ 
can  workers  take  no  more  than  20 
minutes  to  travel  from  home  to  the 
job.  Black  workers,  however,  spend 
much  more  time  getting  to  and 
from  the  job.  Their  average  one-way 
trip  takes  25  minutes. 

Proponents  of  public  transit  and 
carpools  may  be  slightly  encouraged 
by  the  survey's  finding  that  a  few 
commuters  have  switched  to  those 
energy-saving  means  in  the  past  four 
years.  In  1973,  84%  of  commuters 
used  only  their  automobiles.  Now, 
82%  cannot  or  will  not  use  alternate 
means.  Unfortunately,  only  25%  of 
those  who  drive  say  they  would  use 
“good"  public  transit,  if  it  were 
available.  Four  years  ago,  31%  said 
they  would  be  willing  to  switch. 


No  one  pulls  rank  in  the  com¬ 
pany  parking  lot  at  Bendix  Corp.  of 

Southfield,  Michigan.  The  company 
recently  abolished  reserved  execu¬ 
tive  parking  spots.  Now,  only  one 
employee  rates  reserved  parking. 
No,  it  is  not  the  chairman  of  the 
board.  It  is  the  "Suggester  of  the 
Month"  —  the  employee  who  sub¬ 
mits  the  best  entry  in  the  corporate 
suggestion  program. 


Take  in  a  rodeo,  clambake  or 
dogwood  festival  on  one  of  your 
next  local  employee  trips.  The 
United  States  Department  of  Com¬ 
merce  publishes  monthly  listings  of 
festivals  and  special  events  in  com¬ 
munities  throughout  the  nation.  For 
more  information  on  the  listings 
and  the  annual  Festivals  USA  cata¬ 
log,  contact  Melinda  Carr,  Manager 
—  National  Unit,  United  States 
Travel  Service,  U.S.  Department  of 
Commerce,  Washington,  D.C. 
20230. 


More  leisure  time  means  more 
time  to  chew  ...  at  least  that  is  the 
way  the  R.J.  Reynolds  Tobacco 
Company  sees  it.  The  company  is 
marketing  a  new  brand  of  chewing 
tobacco  with  which  it  hopes  to  woo 
cigar  and  pipe  smokers.  It  takes  two 
free  hands  to  keep  a  cigar  or  pipe 
smoking,  explained  a  company 
spokesman  recently.  Since  such 
increasingly  popular  leisure  ac¬ 
tivities  as  hunting,  fishing  and 
gardening  require  two  hands,  he 
reasoned,  some  smokers  are  bound 
to  switch  to  an  old  fashioned  plug 
for  convenience's  sake. 
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Dallas  Conference 


1978  Program  Richest  Ever 
in  Professional  Education 


PROFESSIONAL  enrichment  will  be  prominent  on 
■  the  agenda  when  the  37th  Annual  NIRA  Con¬ 
ference  and  Exhibit  convenes  May  18,  1978  in  Dallas, 
Texas.  Scheduled  to  run  through  May  23  at  the  North- 
Park  Inn,  the  event  will  include  a  record  high  number  of 
hours  devoted  to  professional  education. 

Program  Chairman  Richard  Brown,  CIRA  (Texas  In¬ 
struments,  Inc.)  and  his  committee  have  narrowed  a 
wide  selection  of  topic  suggestions  from  NIRA  mem¬ 
bers  to  an  exceptional  line-up  of  sessions.  The  deleg¬ 
ates'  program  reaches  into  areas  of  vital  concern  to 
recreation  administrators  in  organizations  of  every  size 
and  kind.  A  sampling  of  topics  includes  the  following: 


PRODUCTIVITY 

The  bottom-line  effect  of  employee  recreation  is 
what  sells  our  programs  to  management.  How  do  em¬ 
ployee  activities  improve  productivity?  How  can  recrea¬ 
tion  administrators  assure  that  their  programs  have  the 
desired  effect  and  how  can  they  impress  management 
with  the  dollars-and-cents  value  of  recreation? 


PHYSICAL  FITNESS 

Delegates  who  have  physical  fitness  programs  and 
those  who  hope  to  initiate  them  need  to  attend  this 
series  of  educational  sessions  in  employee  fitness.  Pro¬ 
bably  the  hottest  area  of  employee  activities,  physical 
fitness  programs  have  gained  national  attention  in  the 
business  community  and  can  draw  support  to  your  en- 


1978 
Conference 
Program 
Chairman 
Richard 
Brown,  CIRA 


tire  program.  This  seminar  will  cover  the  need  for  fitness 
training  and  its  effect  on  the  employee.  It  will  provide 
information  about  various  kinds  of  programs,  what  ex¬ 
pertise  and  facilities  they  require,  and  how  to  go  about 
instituting  and  administering  them. 


URBAN  RECREATION 

Recreation  administrators  in  urban  areas  face  special 
programming  challenges.  Often,  they  lack  access  to 
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outdoor  facilities  for  traditional  recreation  activities. 
Their  participants,  too,  are  frequently  reluctant  to  re¬ 
main  for  after-hours  activities.  Nevertheless,  urban  areas 
offer  their  own  special  programming  possibilities. 

LABOR  UNIONS  AND  RECREATION 

Employee  recreation  is  a  mutual  benefit  for  workers 
and  management.  What  happens  when  organized  labor 
gets  into  the  act?  This  will  be  an  important  session  both 
for  administrators  who  must  deal  with  unions  and  for 
those  whose  employees  are  non-union.  What  role  does 
recreation  play  in  discouraging  workers  from  choosing 
union  representation?  How  do  unions  already  repre¬ 
senting  your  employees  figure  in  your  activities?  Are 
unions  a  threat  to  your  administrative  control? 

TOP  MANAGEMENT  PERSPECTIVE 

Hear  the  executive  point  of  view.  What  do  corporate 
executives  expect  from  recreation  programs?  How  do 
they  see  your  role  in  the  organization?  What  factors 
convince  top  level  decision  makers  to  support  recrea¬ 
tion  and  employee  service? 

INDUSTRIAL  RECREATION  COUNCILS 

Gain  support  for  your  programs,  the  advice  of  profes¬ 
sionals,  volume  buying  power  and  many  of  the  benefits 
of  a  professional  organization  in  your  home  area. 
Leaders  of  Industrial  Recreation  Councils  (IRC's)  from 
throughout  the  nation  will  discuss  how  to  organize  a 
council  in  your  area  and  how  to  reap  the  full  benefits  of 
this  valuable  aspect  of  NIRA  membership. 

WORKING  WITH  BRANCH  PLANTS 

If  your  organization  has  more  than  one  plant  or  of¬ 
fice,  you  face  special  problems  in  programming  and  ad¬ 
ministration.  Learn  how  to  extend  the  benefits  of  em¬ 
ployee  programs  to  your  branch  plants  and  offices  with¬ 
out  spreading  yourself  and  your  resources  too  thin. 

LIABILITY  IN  RECREATION 

"If  you  avoided  every  possible  problem  in  this  busi¬ 
ness,  you  couldn't  do  anything,"  said  a  NIRA  member 
recently.  He  was  talking  about  liability  in  employee 
recreation  and,  like  many  conscientious  NIRA  mem¬ 
bers,  he  wonders  how  liable  he  is  and  what,  if  anything, 
he  can  do  to  minimize  his  liability  risks.  Especially  in  the 
litigious  atmosphere  of  today,  every  recreation  adminis¬ 
trator  has  a  responsibility  to  learn  about  basic  liability 
considerations. 


PROGRAMMING  FOR  RETIREES 

For  a  growing  number  of  organizations,  recreation 
and  services  do  not  stop  when  an  employee  accepts  his 
gold  watch.  Retiree  programs  thank  employees  for  their 
years  of  service  and,  just  as  importantly,  show  active 
workers  that  the  company  remembers  and  rewards 
service.  Learn  about  innovative  programs  for  retirees 
and  discuss  ways  to  expand  your  programs  to  include 
them. 

EMPLOYEE  COUNSELING 

Employers  have  become  increasingly  concerned  in 
recent  years  with  the  personnel  problems  caused  by 
alcohol,  drugs  and  tobacco.  Problems  related  to  all 
three  substances  cost  industry  billions  of  dollars  an¬ 
nually  due  to  absenteeism,  production  losses  and  pre¬ 
mature  deaths.  Many  employers  now  offer  assistance 
ranging  from  stop-smoking  clinics  to  alcohol  and  drug 
abuse  counseling.  Recreation  administrators  are  in  a 
unique  position  to  meet  and  approach  employees  who 
need  help.  Their  involvement  in  counseling  programs  is 
the  sensitive  and  timely  subject  of  this  session. 

EFFECTIVE  PUBLICITY 

Effective  publicity  is  crucial  to  wide  and  productive 
participation  in  your  activities.  Regardless  of  your 
budget,  certain  basic  techniques  apply.  Learn  how  to 
ring  the  bell  for  your  programs. 

LEGISLATION  AND  REGULATION 

Laws  and  regulations  from  the  local  to  the  national 
level  affect  recreation  programs  and  the  way  you  ad¬ 
minister  them.  Employee  health  and  safety,  equal  op¬ 
portunity,  taxation  and  more  have  a  direct  bearing  on 
how  you  do  your  job.  Learn  what  and  how  legislation 
and  related  regulations  reach  into  your  office. 

*  *  * 

These  are  only  some  of  the  current  topics  that  NIRA 
speakers  will  cover  at  the  May  Conference  in  Dallas.  The 
six-day  meeting  will  also  include  several  open  sessions 
with  recreation  exhibitors,  many  of  whom  offer  special 
discounts  and  packages  to  NIRA  members.  Also  at  the 
Conference,  the  Association  will  honor  outstanding 
programs  and  activities  with  the  highest  awards  in  our 
field. 

Plan  to  attend.  For  more  information,  contact  the 
NIRA  office:  20  N.  Wacker  Drive,  Suite  2020,  Chicago,  IL 
60606  — (312)  346-7575.  rm 
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Dallas  Conference 


Spouses'  Program 
Makes  the  Most  of  Dallas 


NIRA  urges  the  husbands  and  wives  of  NIRA  mem¬ 
bers  to  participate  actively  in  the  37th  Annual  Con¬ 
ference  and  Exhibit.  The  spouses'  program  this  year  will 
take  advantage  of  several  unique  attractions  in  Dallas. 
The  program  will  be  coordinated  by  Rita  Ashley,  who  is 
the  daughter  of  NIRA  President  Fritz  Merrell,  CIRA  and 
a  Dallas  resident.  Her  program  will  supplement  the 
educational  portion  of  the  Conference  while  allowing 
free  time  for  spouses  to  attend  all  NIRA  honors  and  en¬ 
tertainment  functions  with  delegates.  (Of  course, 
spouses  are  welcome  to  attend  educational  sessions.) 
Transportation  for  delegates  and  spouses  will  be  pro¬ 
vided  to  all  events. 

On  Thursday  evening,  May  18,  spouses  will  leave  with 
delegates  for  the  official  Conference  opening  at  Ranch- 
land,  a  western  entertainment  center  near  Dallas. 
Ranchland  will  host  a  hearty  western  dinner  and  enter¬ 
tain  the  NIRA  crowd  with  a  rodeo  and  an  evening  of 
square  dancing. 

The  next  day,  Virginia  Merrell,  N IRA's  1977-78  First 
Lady,  will  welcome  all  spouses  for  a  leisurely  breakfast. 
Her  guests  will  have  a  free  morning  before  they  attend 
the  NIRA  Management  Luncheon.  Friday  afternoon  will 
find  spouses  enjoying  two  unique  shopping  centers  in 
Dallas.  At  Olla  Podrida,  they  will  browse  through  the 
original  works  of  western  artists  and  craftsmen.  At  Euro¬ 
pean  Crossroads,  they  will  try  specialty  shopping  at  a 
cluster  of  quaint  import  stores.  That  evening,  spouses 
will  join  delegates  for  the  Grand  Opening  of  Exhibits. 

Spouses  may  know  more  about  Dallas  than  delegates 
do  by  the  end  of  Saturday,  May  20.  While  delegates  at- 

8 


tend  educational  classes,  spouses  will  spend  a  relaxed 
three  hours  touring  the  city.  They  will  stop  at  the  lovely 
Bagatelle  Restaurant  for  a  delicious  lunch  and  an  enter¬ 
taining  fashion  show.  After  they  return  to  the  North- 
Park;  they  will  have  time  to  freshen  up  before  the  wine 
and  cheese  party  in  the  exhibit  hall  that  evening. 

Following  a  free  Sunday  morning,  spouses  will  join 
delegates  for  an  open  afternoon  with  exhibitors.  Early 
that  evening,  all  NIRA  people  will  travel  to  Six  Flags 
Over  Texas,  the  famous  theme  park.  Six  Flags  will  host  a 
dinner  and  free  evening  in  the  park  for  the  entire  NIRA 
delegation. 

On  Monday,  spouses  and  delegates  will  take  advan¬ 
tage  of  the  final  exhibit  hall  session  before  attending  the 
NIRA  Awards  Luncheon.  An  afternoon  wine  tasting  par¬ 
ty  for  all  NIRA  people  will  follow  the  luncheon.  Spouses 
will  have  ample  time  in  the  afternoon  to  prepare  for  the 
President's  Ball,  Monday  evening. 

On  Tuesday,  the  final  day  of  the  Conference,  spouses 
will  tour  the  Dallas  Apparel  Mart,  the  largest  such 
wholesale  center  in  the  southwest.  The  Mart  will  open 
its  floor  to  the  NIRA  group  with  displays  of  fashions  for 
men,  women  and  children.  Spouses  will  return  to  the 
NorthPark  Inn  with  time  to  pack  for  the  trip  home. 

Throughout  the  Conference,  spouses  will  have  their 
own  special  gathering  place  at  the  NorthPark.  A 
spouses'  hospitality  room  will  be  open  at  all  times  for 
relaxation  and  conversation,  away  from  the  bustle  of 
Conference  activities. 

Spouses'  Conference  information  is  included  in 
registration  materials.  Questions  should  be  referred  to 
the  NIRA  office.  riH 
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THE  STING  •  AIRPORT  77  •  MIDWAY  •  THE  SLIPPER  AND  THE  ROSE 
SWASHBUCKLER  •  THE  OTHER  SIDE  OF  THE  MOUNTAIN  •  BINGO  LONG 
JESUS  CHRIST  SUPERSTAR  •  THE  EIGER  SANCTION  •  AND  MANY  MORE 


hiimi 


/  lets  you  bring 

the  movies  to  your  employees. 

For  over  30  years  UNIVERSAL/16,  a  division  of 
UNIVERSAL  CITY  STUDIOS,  Inc.  has  been  a  leader 
in  the  field  of  16  MM  feature  film  rental. 

Our  FREE  264  page  catalogue  offers  a  more 
diversified  selection  of  major  entertainment  films 
than  ever  before.  Brand  new  releases  .  .  .  selected 
Classics  .  .  .  and  all  time  favorites  are  now 
available  for  every  type  of  audience. 

UNIVERSAL/16  feature  films  are  excellent  for .  .  . 

•  Lunch  Hour  Entertainment  •  After  Work  Recreation 

•  Special  Holiday  Programs 

Thousands  of  satisfied  customers  have  found  they 
can  depend  on  UNIVERSAL/16  for  excellent  service 
and  dependability. 

Our  5  Regional  Offices  are  staffed  with  experienced 
film  programmers  eager  to  help  you  and  make  your 
ordering  as  easy  as  possible. 


For  further  information  and  ATLANTA  CHICAGO  DALLAS  LOS  ANGELES  NEW  YORK 

our  catalogue  contact:,  the  205  Walton  Street,  N.W.  425  N.  Michigan  Ave.  810  South  St.  Paul  Street  8901  Beverly  Blvd.  445  Park  Avenue 

regional  office  nearest  you  Atlanta,  Georgia  30303  Chicago,  Illinois  60611  Dallas,  Texas  75201  Los  Angeles,  Calif.  90048  New  York,  N.Y.  10022 

(404)  523-5081  (312)  822-0513  (214)  741-3164  (213)  550-7461  (212)  759-7500 
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Budget 


rentacar 


named  official  rent  a  car  service 
for  the  NIRA  Conference  and  Exhibit 


Delegates  and  exhibitors  at  the  NIRA  Conference 
and  Exhibit  will  benefit  from  a  special  rent  a  car  ar¬ 
rangement.  Budget  Rent  a  Car  Systems,  Inc.,  a  NIRA 
member,  has  announced  a  money-saving  offer  for 
NIRA  people  who  want  the  freedom  and  conven¬ 
ience  of  a  personal  car  during  the  NIRA  meeting. 

According  to  Regina  Allen,  Convention  Coordina¬ 
tor  for  Budget  in  Dallas,  the  offer  will  be  made  by 
mail  to  potential  delegates  and  exhibitors.  All  cars 
reserved  for  NIRA  Conference  participants  will  com¬ 
ply  with  the  Budget  policy  of  providing  autos,  none 
of  which  is  over  six  months  old. 

The  low  rate  for  a  full-size  car  such  as  a  Monte 
Carlo  or  a  Caprice  will  be  $5.95  per  day  plus  $0.16  per 
mile,  or  $14.95  per  day  with  unlimited  mileage.  For  a 


smaller  compact  car  such  as  a  Nova,  the  cost  to  NIRA 
people  will  be  $4.95  per  day  plus  $0.15  per  mile,  or 
$13.95  per  day  with  unlimited  mileage. 

For  additional  convenience,  the  NorthPark  Inn, 
site  of  the  Conference,  has  a  direct  telephone  line  to 
a  nearby  Budget  location.  Budget  also  provides  pick¬ 
up  and  delivery  service.  Two  Budget  locations  at  the 
Dallas-Ft.  Worth  Airport  and  another  at  the  Love 
Field  terminal  will  make  personal  pick-up  quick  and 
convenient. 

Advance  registration  for  the  Budget  Rent  a  Car 
service  will  be  included  in  Conference  and  Exhibit 
information.  Recipients  who  have  any  questions 
after  receiving  registration  materials  should  contact 
the  NIRA  office  at  (312)  346-7575.  I’m 
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KIDSPORTS 

On  the  lanes  or  on  the  range, 
employees'  children  enjoy  sports 
courtesy  of  Kohler  Company 


with  Jack  C.  Jarvis 


Family  recreation  is  central  to 
many  employee  programs.  Em¬ 
ployers  realize  that  keeping  the  em¬ 
ployee's  family  involved  and  happy 
with  the  company  helps  maintain  a 
happy,  productive  workforce.  Many 
NIRA  members  maintain  special 
spouses'  and  children's  programs  for 
this  very  reason.  Probably  the  most 
popular  of  family  activities  are 
children's  Christmas  parties  and  tra¬ 
ditional  family  picnics.  Many  com¬ 
panies  also  maintain  sports  pro¬ 
grams  for  the  children  of  their  em¬ 
ployees.  Some  sponsor  hobby  clubs 
or  company  ball  teams  for  young¬ 
sters.  Several  of  our  Canadian  mem¬ 
bers  offer  children's  hockey  leagues. 

At  Kohler  Company  in  Kohler, 
Wisconsin,  employees'  children 
bowl  and  learn  how  to  shoot  in 
company-sponsored  programs,  as¬ 
sisted  by  skilled  instructors. 

JUNIOR  BOWLING 

Saturday  is  bowling  day  for  as 
many  as  ninety  Kohler  kids  during  a 
single  season.  The  company's  junior 
bowling  league  uses  the  four-lane 
Kohler-owned  American  Club. 
Youngsters  12  through  18  years  of 


age  are  grouped  into  three  divisions, 
by  age  and  skill  level.  Some  bowl  in 
the  morning,  others  at  noon  or  in 
the  afternoon. 

Although  Kohler  foots  most  of 
the  bill  for  the  program,  the  children 
are  required  to  pay  nominal  fees. 

"We  find  the  kids  are  more  com¬ 
mitted  to  the  program  if  they  have  a 
little  money  invested  in  it  —  or  their 
parents  do,"  commented  Recrea¬ 
tion  Manager  Jack  Jarvis  recently. 
Company  sponsorship  and  the  kids' 


fees  cover  not  only  the  use  of  lanes, 
but  also  the  salary  of  a  league  man¬ 
ager/instructor.  The  manager/ in¬ 
structor,  a  retired  Kohler  employee, 
develops  mini-tournaments  for  the 
kids  and  maintains  season  standings 
in  every  division. 

"It's  mostly  competition,"  said 
Jarvis  of  the  junior  bowling  program, 
"although  there  is  some  free  bowl¬ 
ing,  too." 

The  manager/ instructor  provides 
lessons  for  all  three  divisions  in  the 
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league  and  offers  individual  assist¬ 
ance  to  kids  who  need  or  want  spe¬ 
cial  help.  For  the  especially  com¬ 
petitive  members  of  the  league,  the 
October  through  March  season 
climaxes  in  a  county-wide  tourna¬ 
ment.  Every  spring,  Kohler  junior 
bowlers  compete  against  other  jun¬ 
iors  from  throughout  the  area. 

All  of  Kohler's  junior  bowlers 
conclude  their  bowling  season  with 
a  festive  party,  complete  with  hot 
dogs,  soft  drinks  and  awards. 

Because  of  the  close-knit  nature 
of  the  smaller  Kohler  community, 
the  county  competition  involves 
not  only  company  but  also  town 
pride.  Kohler  Company,  with  its 
5,400  employees,  dominates  the  la¬ 
bor  market  in  the  town  of  Kohler 
(population  1,500)  and  the  sur¬ 
rounding  area.  Because  of  the  close 
relationship  between  the  town  and 
the  company,  all  Kohler  village  resi¬ 
dents  between  the  ages  of  12  and  18 
are  eligible  for  the  junior  bowling 
league.  Village  children  whose 
parents  are  employed  elsewhere  en¬ 
joy  the  same  bowling  privileges  as 
company- related  children. 

JUNIOR  RIFLE  CLUB 

In  semi-rural  Wisconsin,  the  Koh¬ 
ler  Junior  Rifle  Club  draws  even 
more  participants  than  the  popular 
bowling  program.  From  November 
through  April,  as  many  as  100  boys 
and  girls  from  12  to  18  years  of  age 
spend  Monday  evenings  in  target 
practice  at  the  Kohler  indoor  shoot¬ 
ing  range.  As  with  the  bowling  pro¬ 
gram,  the  Rifle  Club  is  open  to  all 
Kohler  village  children  in  addition 
to  employees'  children. 

Spurred  by  the  active  indoor  and 
outdoor  Kohler  shooting  program 
for  adults,  the  junior  rifle  program 
has  maintained  high  interest  and 
participation  for  more  than  twenty 
years.  All  shooting  is  done  with 
company-owned  .22  caliber  target 
rifles,  using  ammunition  supplied  by 
the  company.  As  with  the  bowling 
program,  participating  youngsters 


must  pay  a  nominal  entry  fee  to  help 
cover  program  costs.  Although  the 
company  absorbs  the  greater  por¬ 
tion  of  total  expenses,  Jarvis  is  sure 
that  the  fees  assure  the  program 
"gets  a  more  earnest  response"  than 
it  would  if  it  were  entirely  free. 

Kohler's  full  shooting  program, 
including  the  junior  club,  is  affili¬ 
ated  with  the  National  Rifle  Associa¬ 
tion  (NRA)  and  follows  an  NRA 
course  of  instruction.  Three  NRA- 
certified  instructors  take  young  par¬ 
ticipants  through  every  step  of  an 
established  learning  program.  The 
first  weeks  of  each  season  are  domi¬ 
nated  by  safety  instruction  and 
general  familiarization  with  the  ri¬ 
fles.  Later,  participants  compete  for « 
awards  in  target  shooting.  The  sea¬ 
son  is  capped  by  an  awards  party 
and  recognition  of  the  season's  out¬ 
standing  marksmen. 

Skilled  veterans  of  the  Kohler 
adult  shooting  club  act  as  instruc¬ 
tors  for  the  junior  program.  In  keep¬ 
ing  with  the  safety  and  educational 
emphasis  of  the  junior  program,  the 
club  often  presents  a  special  hunt¬ 
er  safety  course.  Those  young 
shooters,  aged  12  through  16,  who 
pass  the  NRA-designed  course  are 
allowed  special  hunter's  privileges 
under  Wisconsin  law.  Passage  of  the 
course,  a  series  of  lectures  and 


demonstrations,  also  qualifies  hun¬ 
ters  of  all  ages  to  hunt  in  certain 
other  states  which  would  otherwise 
deny  them  licenses. 

COMMUNITY 

INVOLVEMENT 

Because  of  the  close  relationship 
between  the  Kohler  Company  and 
the  surrounding  village  of  Kohler, 
recreation  programs  for  the  two  are 
often  combined.  The  company  co¬ 
sponsors  children's  baseball  pro¬ 
grams  in  the  summer,  using  public 
school  facilities.  Through  the  village 
parks  department,  the  company 
also  assists  with  sports  lessons  for 
children  including  instruction  in 
golf,  archery  and  swimming. 

"There's  a  lot  of  cooperation  back 
and  forth,"  said  Jarvis.  "We're  lack¬ 
ing  in  company  facilities,  but  we 
have  village  facilities."  Likewise,  the 
village  has  few  developed  programs, 
but  can  rely  on  the  Kohler  Company 
and  Jack  Jarvis  to  open  activities  to 
local  children. 

Many  children  who  become  in¬ 
volved  with  the  Kohler  Company  as 
members  of  its  children's  sports 
programs  later  come  to  work  for  the 
Company. 

"It's  a  natural,"  acknowledged 
Jarvis.  "They  just  follow  through 
when  they  grow  up."  Fill 
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Resort 


A  Lot  of  Leisure  Vacation! 

On  tlie  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

•  SPECIAL  NIRA  RATES  • 


Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 
COMPANY  VAgW°NS  P.0.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 
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"Over-40"  Basketball 


Don't  shut  out  older  employees 
Who  want  to  play  active  sports. 

Motorola  found  a  successful  activity 
for  those  who  want  more  exercise 
than  a  round  of  golf  can  offer. 


with  Bill  Bruce 


//I  started  out  calling  them  the 
■  'Over  the  Hill  Gang'  ",  said 
Bill  Bruce.  "They  didn't  like  that." 

Bruce,  who  is  Motorola's  Manager 
of  Receation  —  Western  Area,  is  57 
years  old  himself.  He  liked  the  jocu¬ 
lar  name  for  his  senior  basketball 
league,  but  bowed  to  player  pres¬ 
sure  and  changed  its  name  to  the 
Seniors  Basketball  League  for  men 
over  40. 

Bruce  oversees  recreation  for 
some  15,000  Motorola  employees  at 
several  sites  in  the  Phoenix,  Arizona 
area.  Like  most  developed  recrea¬ 
tion  programs,  his  includes  many 
traditional  sports  leagues.  And,  like 
most  industrial  sports  programs,  his 
attracts  predominantly  younger  em¬ 
ployees. 

The  de  facto  exclusion  of  willing 
athletes  over  40  or  50  by  younger 
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sports  teams  is  a  common  problem 
in  employee  programs.  Bruce  him¬ 
self  was  not  prepared  to  play  ball 
with  "the  kids"  as  he  calls  the 
younger  sports  league  members.  On 
the  other  hand,  he  was  not  ready  to 
drop  out  of  ail  employee  teams. 
There  must  be  other  players  who 
fee!  the  same  way,  he  reasoned,  and 
set  out  to  find  them.  i 

"The  thing  [over-40  basketball] 
started  last  year,"  Bruce  told  RM.  "\ 
put  up  flyers,  used  the  company 
paper  and  the  bulletin  boards  —  the 
usual  route."  About  40  players  over 
40  years  of  age  signed  up  to  play. 
Some  joined  the  activity  in  teams. 
Bruce  combined  the  remaining  in¬ 
dividuals  into  new  teams. 

Now  in  its  second  season,  the 
over-40  basketball  league  has  45 
regular  members.  When j the  group 


Hardly  "over  the  hill",  a  senior 
player  takes  control. 


RM,  March,  1978 


began  last  year,  Bruce  was  the  oldest 
player.  This  year,  one  new  recruit 
tops  the  age  range  at  61. 

"I'm  not  playing  this  year,"  admit¬ 
ted  Bruce.  "I  let  myself  get  out  of 
shape." 

Staying  in  shape  is  a  primary  moti¬ 
vation  for  many  of  the  over-40 
sportsmen. 

"I  think  a  lot  of  them  got  into  it  as 
a  fitness  thing,"  Bruce  speculated. 
He  believes  that  most  of  the  older 
players  hope  to  get  back  in  shape  by 
playing  a  little  basketball.  He  points 
out  to  league  members  that  one 
sport  alone  will  not  give  them  the 
benefits  of  an  all-around  fitness  regi¬ 
men.  The  players  do  feel,  however, 
that  at  least  they  are  doing  some¬ 
thing  to  improve  their  physical  con¬ 
ditions  —  while  having  fun. 

Bruce  takes  basic  precautions  for 
the  safety  of  older  players  and  in  the 
interests  of  the  company.  He  re¬ 
quires  a  physician's  approval  to  play 
from  each  man. 

"Of  course  that  won't  guarantee  a 
thing,"  he  acknowledged.  "It's 
merely  a  precaution."  Bruce  also  re¬ 
minds  the  over  40  players  to  warm 
up  before  playing  and  encourages 
them  to  supplement  their  periodic 
sports  activities  with  other  regular 
fitness  training  such  as  swimming 
and  jogging. 

"If  I  had  my  drothers,"  he  added, 
"I'd  require  a  full  physical  (examina¬ 
tion)."  But  Bruce  relies  on  the  un¬ 
derstanding  that  anyone  who  par¬ 
ticipates  in  a  sports  activity  assumes 
some  risk. 

On  balance,  the  "Over  the  Hill 
League"  benefits  from  both  the  ex¬ 
ercise  and  the  fellowship  of  after- 
hours  basketball. 

"Our  only  problem,"  said  Bruce, 
"is  our  lack  of  facilities.  We  play  at 
the  Scottsdale  YMCA.  The  floor 
there  is  small  —  only  about  65  by  35 
feet  —  and  it's  concrete.  Still,  the 
men  don't  complain  .  .  .  except 
about  the  officials,  of  course." 


"I  look  forward  to  playing 
basketball  every  Tuesday  night," 
commented  one  senior  player.  "It 
is  good  to  be  able  to  play  with  men 
your  own  age." 

"Having  been  active  in  competi¬ 
tive  sports  most  of  my  life,"  said  a 
51-year-old  eager,  "this  program 
offers  me  the  chance  to  extend  it 
just  a  little  longer." 

Said  another  participant,  aged 
47,  "Having  the  company  provide  a 
planned  and  supervised  activity  of 
this  kind  gives  me  the  active  exer¬ 
cise  I  want .  .  .  and  creates  a  great 
teamwork  feeling." 


The  Gunners,  above,  after  a  vigorous  game. 


According  to  Bruce,  the  seniors 
take  their  basketball  very  seriously, 
much  to  the  dismay  of  referees  who 
have  been  caught  between  con¬ 
tending  factions  on  the  court.  Offi¬ 
cials,  in  fact,  will  be  dropped  from 
the  March-April  extension  of  this 
year's  senior  basketball  season. 
Bruce  has  expanded  the  season  at 


player  request  to  include  several  ad¬ 
ditional  weeks  of  informal  play  — 
on  the  honor  system. 

"It  should  be  exciting,"  specul¬ 
ated  Bruce  early  in  1978.  "These 
guys  may  be  over  40,  but  they 
haven't  lost  that  competitive  spirit." 

rm 
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Program  Idea 


Hired  Hand  Register .  .  . 

...  or  the  last  great  bargain 
in  skilled  help 


OyVENS-ILLINOIS  employees 

need  not  pay  for  expensive 
"house  calls"  to  have  a  leaking  fau¬ 
cet  fixed,  a  kitchen  wall  papered  or  a 
piano  tuned.  They  can  rely  on  their 
employee  services  office  to  find 
them  skilled  people  to  do  the  work 
at  convenient  hours  and  reasonable 
wages.  Through  the  Toledo- based 
company's  Onized  Club,  employees 
in  need  of  specialized  assistance 
meet  others  who  are  willing  to  sell 
or  swap  their  services. 

According  to  Employee  Services 
Director  Martha  Byers,  CIRA,  the  O- 
I  Hired  Hand  Register  originated 
three  years  ago. 

"It  started  with  our  Golden 
Emblem  retirees  group,"  explained 
Byers  recently.  "Retired  plant  em¬ 
ployees  with  useful  skills  wanted 
something  to  do  in  their  extra 
hours.  Employees  would  come  in, 
looking  for  someone  to  do  a  little 
plumbing  work  or  some  baby  sit¬ 
ting."  It  seemed  natural  to  in¬ 
troduce  the  two  groups  to  one 
another. 

Byers  insisted  from  the  outset  of 
the  program  that  the  Register  re¬ 
main  strictly  an  Owens-Illinois 


f  .  ..  * . 

.  V  t  ''' 

with  Martha  Byers,  CIRA 


benefit  for  both  the  hired  hands  and 
the  employees  who  sought  their 
services.  It  was  not  intended  to  pro¬ 
mote  the  commercial  interests  of 
employees  or  their  families. 

"We  would  not  take  anyone  who 
is  in  business  to  sell  a  service  listed 
in  the  Register,"  said  Byers.  "If  I  sus¬ 
pect  that  someone  is  trying  to  list  a 
full-time  business,  I'll  steer  them  to 
the  discount  services  listing  and  get 


them  to  offer  a  special  price  to  our 
employees.  But  we  haven't  had  any 
problems  so  far." 

Although  it  originated  with  O-l 
retirees,  the  Register  has  expanded 
to  include  current  employees,  mem¬ 
bers  of  their  families  and  even  their 
neighbors. 

"Sometimes,  our  retirees  were 
unavailable,"  explained  Byers. 
"They  would  be  traveling  or  re¬ 
cuperating  from  an  illness  and  be 
unable  to  work."  At  the  same  time, 
active  employees  asked  to  be  regis¬ 
tered  as  hired  hands.  Other  employ¬ 
ees  mentioned  that  family  members 
or  neighbors  had  skills  to  offer. 

Now,  Byers  simply  restricts  the 
Register  to  hired  hands  who  are 
recommended  by  0-1  employees  or 
retirees.  The  service,  however,  is 
available  for  use  only  by  0-1  em¬ 
ployees,  retirees  and  their  families. 

The  Register  is  compiled  once  an¬ 
nually.  Registration  forms  require 
the  hired  hand's  name  as  well  as  a 
means  of  contacting  him  or  her  at 
work  and  at  home.  They  require  a 
description  of  the  service  or  labor 
and  any  special  restrictions  on  avail¬ 
able  work  times.  Remuneration 
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Dwens-lllinois  Hired  Hands  use 
he  registration  card  at  right  to  list 
heir  services  in  an  annual  directo¬ 
ry.  Periodic  notices  update  the  list¬ 
ings  throughout  the  year. 


must  be  provided,  but  the  specific 
terms  are  strictly  between  the  hand 
and  his  or  her  employer.  Some  em¬ 
ployees  agree  upon  hourly  or  piece¬ 
work  wages.  Others  discover  that 
they  can  swap  skill  for  skill  without 
any  exchange  of  money. 

The  current  Hired  Hand  Register 
lists  skills  ranging  from  plumbing 
and  electrical  work  to  graphic  de¬ 
sign  and  cake  decorating.  One  em¬ 
ployee's  husband  offers  full  tailoring 
and  alteration  services.  Other  hired 
hands  do  appliance  repair,  auto 
body  work,  bartending,  baby-sitting, 
carpentry,  clock  repair,  house  paint¬ 
ing,  photography,  typing,  wood  re¬ 
finishing  and  general  labor. 

Throughout  the  year,  new  hired 
hands  and  prospective  employers 
call  the  recreation  office.  Byers 
maintains  a  current  roster  and  peri¬ 
odically  posts  additions  to  the  an¬ 
nual  list. 

“It  really  should  be  updated  every 
six  months,"  she  admitted,  "but  it's 
one  of  those  things  I  haven't  had 
time  for." 

Byers  recommends  the  Hired 
Hand  Registry  idea  to  every  employ¬ 
ee  services  office. 

"It  has  worked  beautifully  here," 
she  said.  "It's  a  wonderful  service, 
especially  for  older  people  and 
those  who  are  alone  and  can't  do 
things  for  themselves." 


Martha  Byers,  CIRA  has  been 
Employee  Services  Director  for 
Owens-Illinois  for  twenty  years. 
She  is  a  member  of  the  NIRA  Board 
of  Directors,  representing  Region 
II,  and  is  a  co-editor,  with  her  hus¬ 
band,  Melvin  C.  Byers,  CIRA,  of  the 
monthly  ideas  newsletter,  key 
notes. 
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I'm  proud  to  belong 

to  a  great  y 

organization'.'  /3j 


A  group  jacket  proclaims  it 
...  among  every  group  member. 

And  the  result  is  heightened 
group  identity  and  a  boost  in 
performance.  . 

...to  the  public 
in  a  way  no 

advertising  can.  tw# 

Keeps  your  organization 
name  and  image  on  display 
in  the  best  possible  manner.  * 

And  It  is  so  very  easy.  VH 

Let  a  Neff  jacket  program 
do  and  say  some  nice  things  pflV* 
for  you.  Find  out  how  easy  it  Is 
by  writing  for  our  free  jacket 
brochure.  Do  it  today! 


the  recognition  products  people 

Dept.  I-B*  Box  218 
Greenville,  Ohio  45331 
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Know  us 

by  the  companies 

ia#a  □  ON  El  DA 

silver  cube.  Our  silversmiths' mark  of 

Monsanto  , 
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OWENSHLUNOIS 


®  MOTOROLA  XEROX  Ijjjl 


Rockwell 

International 


General  Mills 


ARMCO 
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MCDONNELL.  DOUQLJkM 


STATE  FARM 


LOCKHEED 


INSURANCE 
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CORNING 

CORNING  GLASS  WORKS 
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CONTROL  DATA 
CORPORATION 


Kodak 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you  P 
really  owe  it  to  yourself  to  find  out  what  benefits  NflLi  Alii 
you  and  your  employees  might  be  missing.  ■wliliWIi 

NIRA  is  ready  to  help.  Get  the  entire  story.  No  _ 

obligation  —  just  information.  Write:  Director  KQCrOO 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575.  - 
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Oneida  Ltd.  Silversmiths 

From  commune  to  thriving  business 


with  Ronald  C.  Jones,  CIRA 


ONEIDA,  LTD.,  the  famous  maker  of  silver  and  stain¬ 
less  steel  tableware  headquartered  in  upstate  New 
York  appears  today  to  be  the  model  of  a  prosperous 
business,  surrounded  by  a  well-kept,  conservative  com¬ 
munity.  And  so  it  is.  But  throughout  its  home  com¬ 
munity  of  Sherrill,  New  York  and  the  nearby  city  of 
Oneida,  linger  the  reminders  of  a  radical  past  that  still 
influences  the  company. 

One  hundred  years  ago,  Oneida  was  an  historic  ex¬ 
periment  in  communal  living.  Its  members  abolished 
marriage  and  lived  in  a  large  common  house.  Children 
were  removed  from  their  parents  at  an  early  age  and 
raised  in  a  day-care  center.  Women  bobbed  their  hair 
and  wore  a  practical  but  revolutionary  costume,  com¬ 
bining  a  short  skirt  and  trouser-like  pantaloons.  It  was 
designed  to  free  them  to  work  alongside  men,  for  in 
Oneida,  men  and  women  shared  virtually  every  task, 
from  factory  work  to  household  chores. 

Oneida  was  one  of  several  communes  which 
prospered  briefly  in  this  country  during  the  nineteenth 
century.  Oneida's  founder,  John  Humphrey  Noyes,  led 
his  flock  from  Vermont  to  New  York  in  1848.  Noyes  be¬ 
lieved  that  the  second  coming  of  Christ  had  already  oc¬ 
curred  —  in  70  A.D.  The  millenium  had  arrived,  accord¬ 
ing  to  Noyes,  and  it  was  no  longer  possible  to  follow  a 
cycle  of  sinning  and  redemption. 

"Sin  no  more;  repent  no  more."  Noyes  admonished 
his  followers,  "so  regulate  your  lives  to  eliminate  that 
worst  of  evils  —  selfishness."  Noyes  frankly  labeled  his 


Ron  Jones  examining  old  Oneida  photos 


doctrine  Perfectionism  and  set  out  to  make  it  a  viable 
way  of  life. 

Fortunately,  Noyes  held  that  it  was  good  to  prosper. 
Soon  after  he  and  his  followers  settled  in  New  York, 
they  diversified  their  economic  base  across  several  in¬ 
dustries.  Unlike  many  communes  that  depended  en¬ 
tirely  upon  farming,  Oneida  prospered. 

Oneida's  perfectionism  soon  earned  it  a  reputation 
for  high  quality  in  every  product  it  produced.  The  com¬ 
munity  sold  canned  fruits  and  vegetables,  silk,  traveling 
bags,  chains  and  silverware.  From  the  very  beginning, 
the  community  integrated  all  aspects  of  life,  including 
work  and  recreation.  In  the  tradition  of  the  time,  recrea¬ 
tion  often  centered  around  working  "bees".  Adult 
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The  Oneida  Community  Mansion  House,  still  part  of  the  company's  facilities,  was  built  in  1861  while  the  original 
commune  thrived. 


education  was  an  especially  important  leisure  pursuit  in 
early  Oneida.  Classes  in  mathematics,  Greek,  Hebrew 
and  phonography  drew  enthusiastic  students  from 
among  the  adults.  The  community  also  operated  a 
school  for  its  children,  some  of  whom  later  left  to  at¬ 
tend  college. 

Oneida  existed  as  a  commune  from  1848  until  1880. 
Then,  by  vote  of  the  members,  it  dissolved  into  a  secular 
community,  with  its  businesses  formed  into  a  new 
stock  company.  The  new  organization  was  renamed 
Oneida  Community,  Ltd.  and,  later,  Oneida,  Ltd.  Many 
of  the  former  commune  members  remained  in  the  area 
and  worked  in  Oneida  industries.  They  reinstituted 
traditional  marriages  and  families.  Today,  many  of  their 
decendants  still  live  near  the  original  Oneida  settlement 
and  work  for  Oneida,  Ltd.  Most  famous  of  the  modern 
Oneidans  is  the  company's  President  Pierrepont  T. 
Noyes,  grandson  of  the  community's  founder. 

Because  a  strong  community  feeling  continued  to 
prevail  at  Oneida,  recreation  developed  as  a  natural, 
cooperative  function  of  the  company  and  community. 
In  the  early  twentieth  century,  Oneida  supported  em¬ 
ployee  teams  in  football,  baseball,  bowling  and  soccer. 
In  1898,  Oneida  built  the  first  known  company  golf 
course  in  the  United  States.  Although  designed  origi¬ 
nally  for  executive  use  only,  the  course  was  soon 
opened  to  all  employees  of  both  sexes. 

Oneida  was  a  pioneer  in  employee  recreation 
facilities  of  all  kinds.  In  1917,  the  company  converted  a 


barn  into  a  clubhouse,  complete  with  bowling  alleys. 
The  structure,  like  other  Oneida  recreation  facilities,  has 
been  maintained  carefully  by  the  company  and  is  still  in 
use  today.  The  present  clubhouse  houses  twelve 
modern  bowling  lanes,  a  gymnasium/ auditorium,  a 
well-equipped  physical  fitness  center,  a  billiard  lounge, 
meeting  rooms,  an  archery  range  and  a  youth  center, 
equipped  with  table  games  for  Sherrill  teens. 

In  the  early  part  of  this  century,  Oneida  management 
organized  its  support  for  employee  recreation  under  an 
umbrella  club  called  the  Oneida  Community  Limited 
Athletic  Association.  At  first,  its  activities  were  almost 
exclusively  sports-oriented.  In  1920,  the  Association 
was  reorganized  as  the  Community  Associated  Clubs 
(CAC),  an  agency  for  employee  welfare  programs  of 
many  kinds.  In  addition  to  sports  and  cultural  activities, 
CAC  also  administered  employee  insurance,  a  coal  sup¬ 
ply  program,  a  company  store,  an  auto  club,  child  care, 
adult  education  and  more. 

In  recent  decades,  the  CAC  has  specialized  in  more 
purely  recreational  activities.  Today,  the  2,600  Oneida 
Ltd.  employees  in  upstate  New  York  look  to  CAC  for  a 
full  range  of  leisure  activities.  Under  the  direction  of 
Ron  Jones,  CIRA  and  six  staff  members,  CAC  offers 
bowling,  golf,  physical  fitness  training  and  billiards. 
Hobby  clubs  meet  employee  interests  in  shooting 

Continued  on  following  page 
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Oneida  Continued 


THE  NIRA- SWANK 
FILM  PROGRAM 


Mmm  DUMPL 


USE  MOVIES: 


EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 


?  DID  I  ®  201  south  Jefferson  Avenue 

PP  iMSiAMNK 

xg3i ^^fmotion  PICTURES,  INC. 

ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 


CIRCLE  READER  SERVICE  CARD  NO.  9 


Oneida  Ltd.  offers  public  tours  of  its  historic  en¬ 
virons.  For  more  information  about  the  community  and 
the  company,  contact  fellow  NIRA  member  Ronald  C. 
Jonei,  CIRA,  Executive  Vice  President,  CAC  Recreation 
Association,  Inc.,  Oneida  Ltd.,  Sherrill,  NY  13461  — 
Phone  (315)  361-3166. 


A  TRADITION  OF  MANAGEMENT  SUPPORT 


"In  the  earliest  days  in  the  Oneida  Community, 
member  recreation  was  a  very  important  part  of  daily 
life.  Useful  work  and  education  were  paramount,  but 
recreation  was  a  programmed  part  of  the  regime, 
whether  it  be  orchestral,  dramatic,  outdoor  or  what- 
have-you. 

"In  this  century,  the  attitude  not  only  persisted, 
but  gained  momentum.  An  employee  golf  course 
was  started  around  1898  and  various  employee 
athletic  teams  were  backed  by  the  Company.  Today 
we  see  concrete  evidence  of  the  Management's 
commitment  to  recreation  in  the  C.A.C.  Club  House 
facilities,  our  lake  shore  establishment,  the  full  18- 
hole  golf  course  (tough),  and  the  various  hobby  and 
craft  facilities  available  to  all. 

"As  we  can  afford  it,  we  will  always  improve  the 
employee  recreational  facilities.  This  is  Manage¬ 
ment's  permanent  state  of  mind." 

P.  T.  Noyes 

President  and  Chairman  of  the  Board 

Oneida,  Ltd. 
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FIRST  EMPLOYEE  GOLF  COURSE 


illip- 


SIM 


Oneida,  Ltd.  built  the  first  known  executive  golf 
course  in  the  U.S.  in  1898.  By  the  following  year,  when 
the  photo  above  was  taken,  the  course  was  open  to 
general  employees.  Golf  was  a  passion  for  some,  even 
in  January  1900  when  the  photo  at  right  was  taken. 
Here,  P.B.  Noyes,  son  of  the  founder  and  an  Oneida 
President  himself  watched  fellow  executive  B.L.  Dunn 
take  a  snowy  swing.  The  Community  Mansion  House 
stands  in  the  background. 


Grounds  maintenance  was  easy  in  1900.  Sheep  were 

turned  loose  to  graze  on  the  golf  course.  Continued  on  following  page 
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Oneida  continued 


Seventy-five  men  turned  out  for  the  first  Oneida  football  team  in  1916.  The  men  bought  their  own  uniforms  and 


passed  a  hat  at  Sunday  games  to  finance  out-of-town  games.  After  a  highly  successful  first  year,  the  company 
assumed  sponsorship  and  continued  to  support  football  until  it  was  discontinued  in  1933. 
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Originally  a  barn  built  in  1876,  the  CAC  Clubhouse  (above)  opened  in  1917.  Today  it  houses  such  modern  facilities 
(below)  as  a  gymnasium  and  a  fitness  center. 


Custom  Exhibits 

MHMNHI  an  investment  in  communication  HHfli 

The  trade  show  industry  is  constantly  changing  and  that  is  why  you  as  an  exhibitor  must  start 
to  communicate  with  the  people  in  the  aisle.  Invest  your  exhibit  dollar  in  a  contemporary  and 
functional  exhibit,  that  will  sell  your  product  or  corporate  image. 

The  unique  approach  of  Contempo  Design,  Inc.  will  provide  you  with  a  complete  range  of 
services;  Design,  Construction,  Refurbishing,  Storage,  Shipping  Coordination,  Set-up  and 
Dismantling. 


PASS  THIS  INFORMATION  ON — to  your  Corporate  Advertising  Manager  and  call  us 
COLLECT  at  312/441-7670. 


CONTEMPO  DESIGN  INC  1780  Maple  Street  Suite  Six  Northfield  Illinois  60093  312/441-7670 

CIRCLE  READER  SERVICE  CARD  NO.  10 
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NEW 

GAMES 


What  are  games  without 
winners  and  losers? 


They're  "New  Games"  —  a  new  idea  in  sports 


Imagine  .  .  .  you  introduce  a  new 
sports  activity  in  which  every 
employee  can  participate:  men  and 
women,  the  youngest  and  the  old¬ 
est,  the  weakest  and  the  strongest, 
the  coordinated  and  the  clumsy. 
Everyone  plays.  Everyone  wins. 

Sounds  dandy,  you  say;  but  it  isn't 
practical.  It  isn't  even  possible. 

Not  only  is  it  possible,  insist  New 
Games  proponents,  it  is  a  highly  de¬ 
sirable  alternative  to  traditional 
sports  in  which  the  object  is  to  win. 
Inevitably,  they  say,  to  have  win¬ 
ners,  you  must  create  losers.  And 
losers  feel  like  .  .  .  well,  like  losers. 
What  is  worse,  those  who  feel  in¬ 
adequate  in  athletic  competition 
may  never  play  at  all.  For  recreation 
directors  who  hope  to  involve  as 
many  employees  as  possible  in 
company  activities,  such  limitations 
are  an  unfortunate  side  effect  of  tra¬ 
ditional  sports  activities. 


Most  administrators  compensate 
for  the  exclusionary  nature  of  sports 
programs  by  offering  hobby  and  cul¬ 
tural  activities.  This  is  fine,  answer 
New  Games  advocates,  but  there 
are  more  ways  than  you  may  have 
considered  to  involve  a  wide  variety 
of  participants  in  a  common  sports 
activity. 

New  Games  can  be  introduced 
not  as  substitutes,  but  as  supple¬ 
ments  to  more  traditional  competi¬ 
tive  sports.  Some  are  even  twists  on 
familiar  team  sports.  Volleyball,  for 
instance,  can  be  turned  into  Infinity 
Volleyball  in  which  the  object  is  not 
to  make  the  other  team  miss  a  vol¬ 
ley,  but  to  work  with  the  other  team 
to  keep  the  ball  in  the  air  as  long  as 
possible. 

All  you  do  is  add  more  players  to 
each  team  —  scores  of  extra  players, 
if  you  can  find  them.  Add  extra  nets 
next  to  the  original  one.  Trade  in 


your  traditional  volleyball  for  an 
oversized  "earthball".  In  the  result¬ 
ing  chaos,  total  teamwork  makes 
everyone  a  winner  as  perhaps  200 
employee  picnickers  work  together 
to  keep  the  ball  airborn. 

The  New  Games  concept  grew 
out  of  the  anti-war  movement  of 
the  late  1960's,  but  has  blossomed 
in  the  past  two  or  three  years  to  in¬ 
clude  such  diverse  groups  as  city  park 
districts,  corporate  training  depart¬ 
ments  and  girl  scout  troops.  Found¬ 
ed  by  Stewart  Brand,  whose  Whole 
Earth  Catalog  won  the  National 
Book  Award  in  1972,  the  New 
Games  idea  has  spread  primarily 
through  tournaments  and  training 
sessions  held  throughout  the  U.S. 
and  in  several  other  countries.  The 
movement  is  directed  by  the  strug¬ 
gling  not-for-profit  New  Games 
Foundation,  headquartered  in  San 
Francisco.  Tournaments  and  train- 
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"Earthball",  a  free-for-all  airborn  version  of  soccer,  takes  an  unlimited  number  of  players.  In  a  spirit  of  fair  play, 
players  from  a  stronger  team  may  defect  to  the  underdogs,  just  in  time  to  stem  the  tide. 


ing  sessions  depend  upon  active 
participation.  Scruffy  "play  clothes" 
are  recommended  attire. 

New  Games  are  designed  to  re¬ 
lease  tension  and  aggressive  feelings 
without  injury  to  others.  The  con¬ 
cept,  dubbed  "soft  war"  by  founder 
Brand,  is  central  to  all  New  Games. 
Rules  are  flexible  to  allow  for  a  great 
variety  of  participants.  Players  are 
encouraged  to  change  rules  to  ac¬ 
commodate  the  abilities  and  whims 
of  whoever  happens  to  be  on  hand. 
If  the  number  of  players  grows  dra¬ 
matically,  teams  may  expand  the 
boundaries  of  the  playing  field.  If 
children  want  to  join  in,  adults  may 
even  the  competition  (and  protect 
their  smaller  teammates)  by  playing 


ers  to  conform  to  a  single  fixed 
game,"  New  Games  staffer  Todd 
Strong  explained  to  RM  recently. 
"That  means  we  get  rid  of  records 
and  team  standings.  You  play  each 
game  for  today.  It  doesn't  matter 
who  won  yesterday  or  last  week." 

Such  standings  do  matter,  ar¬ 
gue  traditionalists,  because  without 
competition,  players  would  quickly 
lose  interest  in  the  game. 

"A  common  misconception 
about  New  Games  is  that  they  aren't 
competitive,"  Strong  countered. 
"They  are  highly  competitive.  I've 
gotten  more  worked  up  over  'Brit¬ 
ish  Bulldog'  (see  inset)  than  I  have 
over  any  game  of  pick-up  football 
I've  ever  played." 


The  point  is,  both  can  be  accommo¬ 
dated  by  New  Games." 

Strong  sees  valuable  uses  for  New 
Games  in  industrial/ business  set¬ 
tings.  They  can  be  used  as  ice-break¬ 
ers  before  training  sessions,  for  ex¬ 
ample.  They  can  also  be  incorporat¬ 
ed  into  traditional  sports  programs 
and  be  used  to  bring  different  kinds 
of  employees  together  in  a  light¬ 
hearted,  non-threatening  atmo¬ 
sphere. 

"The  benefits  of  the  play  commu¬ 
nity  really  do  transfer  to  the  work 
community,"  said  Strong.  "If  people 
play  together,  they  will  work  better 
together.  But,  in  your  field,  you  al¬ 
ready  know  that." 


on  their  knees.  If  the  match  seems 
lop-sided,  players  from  the  stronger 
team  may  defect  to  the  other  side. 

"The  point  is  to  make  the  game  fit 
the  participants,  not  force  the  play- 


"The  degree  of  competitiveness 
depends  upon  your  frame  of  refer¬ 
ence,"  he  continued.  "The  guy  who 
once  played  pro  ball  is  going  to  play 
a  lot  differently  than  a  Girl  Scout. 


Continued 
on  following  page 


RM,  March,  1978 


25 


NEW  GAMES  continued 


NEW  GAMES  —  A  Sampling 


New  Games  are  as  varied  and  as  numerous  as  the 
players  themselves.  Two  or  two  hundred  can  play,  so 
long  as  everyone  understands  what  is  happening  in 
any  particular  game.  If  teams  are  to  be  chosen,  a  ran¬ 
dom  selection  method  works  best.  The  group  may  be 
divided  into  those  with  even-numbered  and  odd- 
numbered  birthdates,  for  example.  Teams  should  be 
evenly  matched  by  any  means  acceptable  to  the  par¬ 
ticipants,  including  unorthodox  handicapping  meth¬ 
ods.  They  need  not  have  equal  numbers  of  players. 

The  New  Games  Book,  published  by  the  New 
Games  Foundation,  describes  over  60  games,  grouped 
according  to  number  of  players  ("Games  for  Two", 
" Games  for  a  Dozen",  "Games  for  Two  Dozen"  and 
"The  More  the  Better"),  and  by  intensity  ("Moder¬ 
ate",  "Active",  "Very  Active".)  Here  is  a  sampling  of 
New  Games. 

CATCH  THE  DRAGON'S  TAIL 

For  a  dozen  people  —  very  active 

Everyone  forms  a  line,  single  file.  Each  person  puts 
his  arms  around  the  waist  of  the  person  in  front  of 
him.  The  last  person  in  line,  the  "tail",  tucks  a  scarf 
into  his  belt.  The  head  then  chases  the  "tail",  at¬ 
tempting  to  snatch  the  scarf.  (The  head  competes 
against  the  tail  —  but  which  way  do  the  people  in  the 
middle  go?)  When  the  head  finally  snatches  the  scarf, 
he  becomes  the  tail.  Double  your  fun  by  forming  two 
dragons,  chasing  one  another's  tails. 

ORBIT 

For  two  dozen  people  —  moderately  active 

For  Orbit,  you  will  need  an  "earthball"  or  other 
very  large  inflatable  ball.  Divide  the  group  into  two 
teams.  Players  in  Team  A  lie  on  their  backs  in  a  circle 
with  their  heads  toward  the  center  and  their  feet  in 
the  air.  Everyone  in  Team  B  stands  in  a  circle  around 
Team  A,  facing  inward.  Toss  the  ball  into  the  center 
of  the  circle.  Team  A  tries  to  kick  the  ball  into  orbit, 
beyond  the  reach  of  Team  B.  The  standing  players, 
meanwhile,  try  to  bat  the  ball  back  down  into  the 
center  of  the  circle.  When  Team  A  succeeds  in  put¬ 
ting  the  ball  into  orbit,  the  teams  change  places. 

BRITISH  BULLDOG 

For  two  dozen  people  —  very  active 

This  is  one  game  that  the  more  fragile  members  of 
the  group  may  want  to  observe,  initially.  About  one 
tenth  of  the  players  cluster  in  the  center  of  the  field. 
The  others  divide  between  two  "end  zones".  When 
the  center  group  calls  out  "British  Bulldog  1-2-3!", 
the  others  try  to  rush  past  them  to  the  opposite  ends 


of  the  field  without  being  caught.  Once  a  catcher 
from  the  center  group  nabs  a  runner,  he  must  lift  the 
runner  off  the  ground  and  shout  "British  Bulldog 
1-2-3!"  before  letting  the  victim's  feet  touch  the 
ground.  Any  runner  thus  caught  becomes  a  catcher. 
Several  catchers  may  have  to  "gang  up"  on  a  few  wily 
or  especially  heavy  runners.  When  all  the  runners 
have  become  catchers,  the  game  ends. 

SPIRALS 

For  an  unlimited  group — moderately  active 

This  well-known  ice-breaker  has  been  used  for 
many  years  by  educational  and  training  groups.  To 
begin,  everyone  joins  hands  in  a  circle,  facing  inward. 
One  person  releases  the  hand  of  his  neighbor  and 
begins  walking  around  and  behind  the  circle,  pulling 
everyone  in  a  long  human  rope  behind  him.  The  per¬ 
son  at  the  end  of  the  rope  remains  stationary  as  the 
others  begin  wrapping  around  him  in  agrowing  spir¬ 
al,  until  all  players  are  wrapped  in  a  huge  tightly- 
packed  cylinder.  Now,  while  everyone  still  holds  his 
neighbor's  hands,  the  person  in  the  center  ducks 
down  and  makes  his  way  through  a  forest  of  legs  to 
free  air,  pulling  everyone  else  behind  him  until  the 
spiral  has  unwound  into  a  free  circle  once  again. 


A  "boffer"  drives  home  a  point.  Boffers  duel  with 
polyethylene  foam  rapiers  and  wear  protective  ear 
guards  and  goggles. 


For  more  information  about  New  Games  and  a 
schedule  of  training  sessions  to  be  held  throughout 
the  U.S.  in  1978,  contact  the  New  Games  Founda¬ 
tion,  P.O.  Box  7901,  San  Francisco,  CA  94120  — 
Phone  (415)  824-6900.  HU 
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The  Chairman  of  The  Equitable 
supports  employee  recreation 


VARIED  RECREATIONAL 
OUTLETS  FOR  BOTH 
YOUNG  AND  OLDER 
EMPLOYEES  PROVIDE 
A  UNIQUE  UNIFYING 
BOND  WITHIN  THE 
WORKPLACE 


John  T.  Fey 

Chairman  of  the  Board 
The  Equitable 

Life  Assurance  Society  of  the  United  States 


it  [RECREATIONAL  activities  have  been  an  in- 
■  »  tegral  part  of  Equitable  way  of  life  for  our 
employees  for  more  than  100  years. 

“The  concept  of  employee  recreation  changes 
through  the  years.  This  is  a  natural  development 
since  recreation  programs  are  initiated  and  ad¬ 
ministered  by  the  employees  whose  attitudes  and 
interests,  in  turn,  are  ever  changing.  The  Equita¬ 
ble  strives  to  keep  its  recreational  programs 
apace  with  those  changing  times  and  tastes. 

“Despite  these  continuous  changes,  we  believe 
it  is  essential  to  keep  one  factor  constant:  the 
recognition  of  the  individual.  This  concern  for  our 
employees  as  individuals  is  natural  for  an  in¬ 
surance  company  which  is  traditionally  commit¬ 
ted  to  the  personal  security  and  well-being  of  peo¬ 
ple. 

“Varied  recreational  outlets  for  both  young  and 
older  employees  provide  a  unique  unifying  bond 


within  The  Equitable  workplace.  The  satisfaction 
and  recognition  derived  from  participation  in 
diverse  recreational  activities  give  a  tremendous 
boost  to  personnel  morale  and  can  contribute  im¬ 
portantly  to  an  individual  employee’s  own  per¬ 
sonal  sense  of  development,  particularly  within 
the  framework  of  his  job  growth.  Recreation  ac¬ 
tivities  for  and  by  employees  also  can  create  a 
genuine  spirit  of  democratic  participation  that  is 
to  be  welcomed  and  encouraged  in  a  modern  cor¬ 
porate  environment. 

“The  Equitable  sees  its  affiliation  with  the  Na¬ 
tional  Industrial  Recreation  Association  as  a 
means  to  improve  the  effectiveness  of  a  balanced 
recreational  program  for  its  employees.  And  just 
as  the  company  is  committed  to  achieving  con¬ 
tinued  financial  security  for  its  millions  of 
policyowners  and  clients,  so,  too,  the  company  is 
committed  to  maintaining  the  strength  and  stabil¬ 
ity  of  its  own  human  resources,  its  employees.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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tournament  news 


Fishing  Contest 

The  1977  Fishing  Contest  drew  participation  by  a 
record  63  NIRA  organizations.  A  record  number  of 
prizes,  too,  contributed  to  the  finest  event  we  have  ever 
had  for  NIRA  anglers.  Contest  Coordinator  Gene 
Miller,  CIRA  of  Michigan  Bell  Telephone  Company 
traveled  to  our  Chicago  headquarters  to  announce  the 
1977  winners  and  to  oversee  the  distribution  of  prizes. 

NIRA  tharrks  the  American  Fishing  Tackle  Manufac¬ 
turers  Association  (AFTMA)  for  the  participation  of  its 
members  in  the  NIRA  Contest.  AFTMA  members  con¬ 
tributed  top-name  prizes  for  all  contest  winners.  In  fact, 
thanks  to  AFTMA  contributors,  an  additional  thirty 
NIRA-member  employees  received  excellent  prizes 
simply  for  entering  the  Contest.  Among  the  participa¬ 
tion  prizes  were  an  electric  outboard  motor,  several 
deluxe  tackle  boxes,  an  80-quart  cooler,  a  radar  fish 
finder,  three  heavy-duty  boat  seats  and  many  fishing 
rods. 


A  rich  array  of  prizes  awaited  winners  and  over  30  gen¬ 
eral  participants  in  the  1977  Fishing  Contest.  All  were 
donated  by  members  of  the  American  Fishing  Tackle 
Manufacturers  Association  (AFTMA). 


by  Stephen  D.  Waitz,  ClRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


Update 

Waltz  Elected  VP, 
Tournaments  &  Services 

Stephen  D.  Waltz,  CIRA  (Cummins  Engine  Co.) 
was  elected  Vice  President,  Tournaments  &  Ser¬ 
vices  by  the  NIRA  Board  of  Directors,  January  13, 
1978.  He  will  serve  until  May  1979.  Waltz  replaces 
Jack  Frain,  CIRA  (formerly,  McDonnell  Douglas 
Corp.),  who  resigned  from  the  Board  late  last  Fall. 
Waltz  served  as  1975-77  Vice  President,  Tourna¬ 
ments  &  Services.  Last  May,  President  Fritz  J.  Mer- 
rell,  CIRA  (Olin  Corp.)  appointed  him  NIRA 
Treasurer.  After  Waltz'  move  to  Tournaments  & 
Services,  President  Merrell  appointed  Past  Presi¬ 
dent  William  B.  DeCarlo,  CIRA  (Xerox  Corp.)  to 
fill  the  remainder  of  the  one  year  T reasurer's  term. 


Karen  S.  Brown  of  AFTMA  assisted  Contest  Coor- 
dinatpr  Gene  Miller,  CIRA  with  the  participation  prize 
drawing  at  the  NIRA  office. 
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1977  NIRA  FISHING  CONTEST 


NAME  &  COMPANY 

CATEGORY 

WEIGHT 

PLACE  &  PRIZES 

|.  Steve  Parker 

Bass,  Largemouth 

13  lbs. 

1st  Place 

Tupperware  Home  Parties 

Deluxe  Rod  &  Reel 

Bill  Jackson 

Bass,  Largemouth 

12  Ibs.-1 5  oz. 

Runner-Up 

Solar 

Fish  Net 

Bob  Schmidt 

Muskellunge 

24  lbs. -06  oz. 

1st  Place 

Quasar  Electronics 

Deluxe  Rod  &  Reel 

R.  1.  Smits 

Green  Bay  Packaging 

Muskellunge 

14  lbs. -04  oz. 

Runner-Up 

Fish  Net 

Judy  Hellige 

Northern  Pike 

21  lbs. -08  oz. 

1st  Place 

3M  Company 

Deluxe  Rod  &  Reel 

Derrell  Weilacher 

Northern  Pike 

17  lbs. -04  oz. 

Runner-Up 

Cummins  Engine  Company 

Fish  Net 

Frank  LaFerla 

Walleye 

13  lbs. -02  oz. 

1st  Place 

Kodak  Canada 

Deluxe  Rod  &  Reel 

G.  Ken  Koski 

Walleye 

12  lbs. -05  oz. 

Runner-Up 

Michigan  Bell  Telephone 

Fish  Net 

Bet  ty  Anderkay 

Perch 

1  lb. -1 4  oz. 

1st  Place 

Green  Bay  Packaging 

Deluxe  Rod  &  Reel 

Michael  L.  Miller 

Perch 

1  lb. -12  oz. 

Runner-Up 

Michigan  Bell  Telephone 

Fish  Net 

Henry  Remmert 

Salmon 

35  lbs. -08  oz. 

1  st  Place 

U.S.  Postal  Ser\-ice 

Deluxe  Rod  &  Reel 

Peter  F.  Stanlev 

Salmon 

28  lbs. -08  oz. 

Runner-Up 

Babcock  &  Wilcox 

Fish  Net 

Gene  T.  Kulzer 

Trout,  Brown 

4  lbs. -01  oz. 

1st  Place 

3M  Company 

Deluxe  Rod  &  Reel 

Harry  F.  Zitzka 

Trout,  Lake 

35  lbs. 

1st  Place 

Quasar  Electronics 

Deluxe  Rod  &  Reel 

Quentin  L.  Sommers 

Trout,  Rainbow 

13  lbs. -02  oz. 

1st  Place 

3M  Company 

Deluxe  Rod  &  Reel 

Gary  Senft 

Trout,  Rainbow 

06  lbs. -05  oz. 

Runner-Up 

U.S.  Postal  Service 

Rapala  Knife 

Todd  A.  Good 

Bass,  Sea 

04  lbs. -05  oz. 

1st  Place 

Cummins  Engine  Company 

Deluxe  Rod  &  Reel 

Payson  Willard 

Kingfish 

38  lbs. -03  oz. 

1st  Place 

Texas  Instruments 

Deluxe  Rod  &  Reel 

George  T.  McNeill 

Kingfish 

20  lbs. 

Runner-Up 

McDonnell  Aircraft 

Rapala  Knife  I 

profe/zlonal  /ervice/  directory 


v 

Kotz  C  Schneider 

(D 

CIRCLE  READER  SERVICE  CARD  NO.  7 


LAND  AND  RECREATION  PLANNING  AND  DESIGN 
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Q&R 


ideas  clinic 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


Ql  am  Program  Director  for  an  air  force  base.  A 
•  colleague  here  suggested  that  you  might  be 
able  to  provide  new  ideas  for  our  social  and  youth 
programs.  Can  you  help? 


ROne  of  the  most  important  factors  to  recognize 
.  when  programming  recreation  activities  —  and 
one  which  you  have  undoubtedly  taken  into  consid¬ 
eration  —  is  the  average  age  of  the  people  for  whom 
you  are  planning.  Among  adults,  we  have  found 
prime  interest  in  those  activities  which  were  popular 
when  they  were  young  —  aged  18  to  30.  For  children, 
some  excellent  entertainment  and  educational  pro¬ 
gramming  ideas  can  be  discovered  by  watching  chil¬ 
dren's  television  programs.  In  the  area  of  children's 
athletic  endeavors,  look  into  filling  the  voids  in  activ¬ 
ity  schedules  in  the  local  community.  Consider  jun¬ 
ior  bowling,  softball  and  golf  leagues.  Get  parents  in¬ 
volved  as  coaches  or  as  participants  in  parent-child 
weekend  outings.  Most  of  your  athletic  leagues 
should  promote  personal  development  and  total 
participation  rather  than  heavy  competition  or  selec¬ 
tive  membership.  You  can  always  reserve  special 
teams  for  those  to  whom  competition  is  important. 

Family  events  are  most  important  for  any  recrea¬ 
tion  program,  since  employee  satisfaction  is  in¬ 
creased  and  reinforced  when  workers'  families  ap¬ 
preciate  the  employer.  For  a  military  base,  where  en¬ 
tire  families  depend  upon  base  services,  it  is  essential. 

Many  programs  can  involve  the  family.  They  in¬ 
clude  ice  and  roller  skating  —  lessons,  free  skating 
and  parties;  bicycle  outings;  nature  hikes;  cross¬ 
country  skiing;  sledding  and  toboggan  outings;  fish¬ 
ing  rodeos  and  splash  parties  incorporating  simple 
water  games  and  contests.  Kids  and  parents  also  en¬ 
joy  pet  shows  and  exhibitions,  overnight  field  and 


forest  camp-outs,  seasonal  activities  such  as  Easter 
egg  hunts  and  Christmas  parties,  zoo  days,  picnics 
and  hay  rides.  There  are  a  number  of  other  family 
events  which  can  be  arranged  with  commercial  rec¬ 
reation  facilities  such  as  short  plane  rides,  railroad 
tours,  amusement  park  days,  rodeos,  theatre  trips 
and  television  show  audience  participation.  Consid¬ 
erable  interest  can  be  aroused  through  contests  for 
such  diverse  activities  as  snow  sculpture,  photog¬ 
raphy,  crayon  and  water  color  art  and  kite  building 
and  flying. 

Form  a  planning  committee  involving  adults  and 
youths.  It  will  generate  even  more  program  ideas  and 
stimulate  participation.  There  is  an  old  rule  of  thumb 
concerning  participation  that  seldom  fails:  the  more 
people  involved  in  the  planning,  direction  and  pro¬ 
motion  of  an  event,  the  greater  the  attendance.  For 
every  person  who  is  involved" in  a  theatrical  produc¬ 
tion,  for  example,  ten  fellow  employees  and  family 
members  will  be  attracted  to  the  event.  Some  pro¬ 
ducers  of  company  shows  endeavor  to  fill  the  cast, 
crew  and  orchestra  with  10-20%  of  the  total  work 
force.  This  assures  a  memorable  event  for  many  par¬ 
ticipants  and  a  sell-out  before  the  event  takes  place. 

Do  not  forget  that  some  of  your  best  ideas  come 
from  your  participants  themselves.  Encourage  them 
to  come  forth  with  suggestions.  Give  awards  for  the 
best  new  idea,  most  successful  new  activity,  out¬ 
standing  chairman  of  the  year,  best  publicized  event 
of  the  season,  etc.  A  committee  brainstorming  ses¬ 
sion  also  develops  enthusiasm  and  Interest. 

There  are  five  common  components  of  successful 
recreation  programs: 

(1)  Eating  and  drinking 

(2)  A  chance  to  win 

(3)  Passive  participation 

(4)  Active  participation 

(5)  Thrills  and  adventure 

If  you  are  able  to  include  all  of  these  components 
through  a  variety  of  activities,  your  overall  program 
should  interest  a  broad  spectrum  of  participants. 
Success  is  virtually  assured  if  your  offerings  are 
planned  with  participant  help  and  promoted  widely 
and  well. 

I  have  forwarded  a  copy  of  your  question  to  NIRA 
headquarters  with  a  request  that  our  staff  send  you 
Association  publications  containing  additional  pro¬ 
gramming  ideas.  NO 
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meet  y#ur 


Gloria  Boyles  serves  on  the  NIRA  Board  of 
Directors  as  the  Senior  Director  from  Region 
I.  She  was  elected  Junior  Director  in  May 
1976  and  will  complete  her  term  this  coming 
May. 

Boyles  is  Recreation  Coordinator  for  Un¬ 
ion  Carbide  Corporation  in  New  York  City. 
She  also  acts  as  Executive  Secretary  of  the 
Carbide  Club,  the  corporation's  employee 
association,  and  directs  the  Union  Carbide 
Glee  Club.  She  began  her  career  with  Union 
Carbide  in  the  corporate  accounting  department  and  moved  to  full¬ 
time  recreation  work  in  1970. 


Arthur  L.  Conrad,  CIRA,  Vice  President  of 
Public  Relations,  has  been  a  mainstay  of 
NIRA  for  many  years.  As  Vice  President  of 
Employee  and  Public  Relations  for  Flick- 
Reedy  Corporation  in  Bensenville,  Illinois, 
Conrad  oversees  one  of  the  outstanding  em¬ 
ployee  recreation  programs  among  the  na¬ 
tion's  smaller  companies.  His  programs  have 
repeatedly  won  the  NIRA  Citizens  Savings 
Award.  As  a  member  of  the  Board  of  Direc¬ 
tors  and  as  Vice  President  of  Public  Rela¬ 
tions,  Conrad  has  helped  publicize  NIRA,  nationally. 

Art  Conrad  earned  his  A.B.  from  the  University  of  Notre  Dame,  his 
Ed.M.  from  DePaul  University  in  Chicago  and  his  law  degree  from 
Loyola  University  in  Chicago.  A  lifetime  of  military,  educational,  civic 
and  religious  service  has  earned  Conrad  a  lengthy  list  of  honors.  He 
will  hold  his  present  term  with  NIRA  until  May  1978. 


-Jerre  Yoder  is  NIRA  Vice  President  of  Fi¬ 
nance.  He  is  Chief  of  Employee  Services  for 
the  Fort  Worth  Division  of  General  Dynam¬ 
ics  Corporation. 

Yoder  holds  a  degree  in  Accounting.  Be¬ 
tween  1968  and  1973,  he  worked  as  an  ac¬ 
countant  and  auditor  for  General  Dynamics. 
In  late  1973,  he  became  Manager  of  the  Divi¬ 
sion's  large  and  active  Recreation  Associa¬ 
tion.  In  April,  1976,  Yoder  was  promoted  to 
his  present  position  overseeing  recreation 
and  many  other  employee  benefits. 

Yoder  was  instrumental  in  organizing  the  thriving  Dallas/  Fort  Worth 
Metroplex  Recreation  Council  (MRC).  He  served  as  its  Vice  President 
of  Programs  in  1975  and  was  elected  Council  President  in  1976.  Also  in 
1975-76,  Yoder  was  elected  Junior  Director  from  Region  VI.  He  served 
as  1976-77  NIRA  Treasurer  and  was  appointed  to  his  present  position 
last  May.  I’m 


I  CAN  OFFER 
A JOGGER 


MORAL  SUPPORT, 
BUTGOOD 
ARCH  SUPPORT 

IS  EVEN  better:’ 


My  philosophy  on  the  cosmos 
can  boost  a  runner’s  morale,  but 
my  knowledge  of  arch  supports 
won’t  make  you  jog  any  easier.  For 
that  variety  of  wisdom,  run  to  the 
Consumer  Information  Catalog. 

It’s  published  by  the  Federal 
Government  and  lists  over  200 
booklets  you  can  send  away  for. 
Over  half  are  free.  And  all  are  wise. 
With  tips  on  everything  from 
appliance  warranties  to  jogging  and 
weight  control. 

So  send  for  this  free  catalog. 
Write:  Consumer  Information 
Center,  Dept.  B,  Pueblo,  Colorado 
81009.  After  all,  wearing  the  wrong 
shoes  for  jogging  can  be  just  as 
silly  as  climbing  the  Himalayas  in 
high  heels. 


THE 
CONSUMER 
INFORMATION  CATALOG 


F  £C£RAL  PUBLCATCN3  Or 
CONSUK/6R 
MTEREST 


CONSUMER 
INFORMATION 
CATALOGS™ 

COjSOWR  IftfCHMATON  CCNTF.R 


A  catalog  of  over  200  helpful  publications. 


General  Services  Administration  •  Consumer  Information  Center 
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nirci  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/ Burbank,  California.  Meets  on  the  third 

Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9582. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/ Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  luly  and  December.  Contact 
David  C.  Hoel  —  (214)  438-8611,  ext.  765. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  |.W.  "Bill"  Wabler —  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/ Detroit,  Michigan.  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Beneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  DC  Meets  on  the  third 
Thursday  of  the  month;  excluding  |uly  and  August.  Contact  Larry  Lemme  —  (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/  Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida  —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/  New  York,  New  York.  Meetings 
were  suspended  until  September  1977  when  they  may  be  rescheduled.  Contact  Theo¬ 
dore  Curtis  —  (212)  997-2979. 

Oakland  Industrial  Recreation  Association/ Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  )ody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/ Orange  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/ Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow  —  (714)  236:5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA  —  (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  in  Toledo,  Ohio  in  the 
Fall  of  1978.  Contact  Mel  Byers,  CIRA  —  (419)  475-5475. 

Region  VII  will  holds  its  28th  annual  Conference  anid  Exhibit,  September  28-October  1, 
1978  in  Universal  City,  California.  Contact  Bill  Ranfiey  —  (213)  764-0025. 

37th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  18-23, 1978  at  the  North- 
Park  Inn,  Dallas,  Texas.  To  become  involved  as  a  Conference  planner  or  for  more  dele¬ 
gates'  and  exhibitors'  information,  contact  the  NIRA  office —  (312)  346-7575. 
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rinciples  of  Association  Management 

basic  how-to  guide  for  the  association  adminis- 
>r.  Published  cooperatively  by  the  American 
ety  of  Association  Executives  (ASAE)  and  the 
mber  of  Commerce  of  the  United  States.  The  book 
srs  such  basics  as  building  membership,  motivat- 
people,  developing  communications,  conducting 
stings,  financing  programs,  handling  public 
tions,  understanding  government  regulations,  and 
e.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$1071  yr„  □  *$1572  yrs.,  □  *$1873  yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


jase  send  me  the  publication(s)  I  have  checked. 

ave  enclosed  $ _ (check  or  money  order) 


WIE  _ ORGANIZATION 

5DRESS  _ 


MCLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
RA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  a 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Ind 
trial  Recreation  Administrators  (CIRA’s)  i 
Leaders  (CIRL’s).  Each  employee  recreat 
specialist  is  listed  with  notes  on  his/her  ec 
cation  and  accomplishments.  46  pages.  $7.5 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  w 
they  back  industrial  recreation  and  NIRA.  Ch£ 
men  of  the  Boards  for  the  Ford  Motor  Compar 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  ai 
other  industrial  giants  provide  invaluable  su 
port  for  your  programs.  A  “must  see”  f 
management  in  your  organization.  $5.00  eac 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 


SERVICES  &  ACTIVITIES 


v _ 

Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  oc 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program  —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda- 


_ J 

tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


aSlsBa 


Of,  how  to  catch  a  show  without  having  to  catch  the  milk  train, 


The  Americana  Hotel  will  get  you 
two  orchestra  seat  tickets  for  almost 
any  Broadway  show  you  choose,  any 
night  of  the  week.  (For  some  shows 
we  need  48  hours  notice.) 

And  when  it  comes  time  to  dash 
for  the  last  train  home,  you’ll  find 
instead  a  deluxe  double  room  waiting 
for  you  in  the  theater  district. 

And  before  or  after  the  show  —  a  cocktail  at  the 
hotel.  And  if  you  drive  into  town,  drive  right  into  the 


hotel  garage.  Free  parking  is  included  in  the  package. 

And  $79  per  couple  wraps  up  the  package  includ¬ 
ing  all  taxes.  Just  put  it  on  the  American  Express  Card. 
The  Americana  will  make  all  the  ar¬ 
rangements,  simply  call  212-581-1000. 

Ask  for  “BofFo”  reservations.  The  pack- 
age  is  subject  to  room  availability.  . 

Let  the  Americana’s  BofFo  'JfiSL  _ 

Broadway  Package  take  the 
milk  train  out  of  your  next  £’ 

night  out  on  the  town.  fKMM 


The  American  Express  Card.  Don’t  leave  home  without 1 
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I  >ne  employer’s  new  recreation  program 
helped  cut  absenteeism  by  23%  in  one  year 

n  M.-  n  n  «  r  r  n  V  [i  n  ,1/ 
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Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Haply 

pnm 

If  Florida  suits  " 

yourtaste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 


Plantation 
Inn 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weather  tennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qR  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,"  NorthPark  Inn. 


Name  three  places  where 
you  can  dine  likea  kino, 
eep  like  a  baby,  work  no 
a  Trojan  and  play  to 
your  heart’s  content! 

NorthPark  Inn 
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ESIDENT 

FR/TZ  I.  MERRILL,  CIRA 
Olin  Corporation 
Risgah  Forest,  North  Carolina 
tESIDENT  ELECT 
RICHARD  M.  BROWN,  CIRA 
Texas  Instruments,  Incorporated 
Dallas,  Texas 
CE  PRESIDENTS 
ARTHUR  L.  CONRAD,  CIRA 
Flick-Reedy  Corporation 
Bensenville,  Illinois 

EDWARD  C.  HILBERT,  CIRA 
Battelle  Memorial  Institute 
Columbus,  Ohio 
STEPHEN  D.  WALTZ.  CIRA 
Cummins  Engine  Company 
Columbus.  Indiana 
A.  C.  WARD 

Owens-Corning  Fiberglas  Corporation 
Toledo,  Ohio 

KENNETH  C.  WATTENBERGER,  CIRA 
Lockheed  California  Company 
Burbank,  California 
IERRE  JYODER 

General  Dynamics  Corporation 
Ft.  Worth,  Texas 

IMMEDIATE  PAST  PRESIDENT 
ROY  L  MC  CLURE,  CIRA 
Lockheed-Georgia  Company 
Marrietta,  Georgia 

SECRETARY 

ELIZABETH  f.  BURCHARD,  CIRA 
Northwestern  Bell  Telephone  Company 
Omaha.  Nebraska 

TREASURER 

STEPHEN  D.  WALTZ.  CIRA 
Cummins  Engine  Company 
Columbus,  Indiana 

DIRECTORS 

lose  EMILIO  AMORES 
Dinamica,  S.A. 

Monterrey,  N.L..  Mexico 
IOSEPH  T.  BARBER 
Raybestos-Manhaltan,  Incorporated 
Bridgeport,  Connecticut 
IOHN  BOWMAN.  CIRA 

Bethlehem  Steel  Corporation 
Chesterton,  Indiana 
GLORIA  BOYLES 

Union  Carbide  Corporation 
New  York.  New  York 

MARTHA  P.  BYERS.  CIRA 
Owens-Illinois,  Incorporated 
Toledo,  Ohio 

MILES  M.  CARTER.  IR..  CIRA 
McLean  Trucking  Company 
Winston-Salem,  North  Carolina 
KIRT  T.  COMPTON.  CIRA 
Eastman  Kodak  Company 
Rochester,  New  York 
NELSON  ELLSWORTH 
Province  of  Nova  Scotia 
Halifax,  Nova  Scotia,  Canada 
GEORGE  GRIGOR,  CIRA 
Kodak  Canada 
Toronto,  Ontario,  Canada 
CHERYL  JONES 
First  National  Bank  in  Dallas 
Dallas,  Texas 
RAY  KAPPER,  CIRA 
Firestone  Tire  &  Rubber  Company 
Akron,  Ohio 
LAWRENCE  LEMME 

League  of  Federal  Recreation  Associations 
Washington,  D  C 
ROBERT  L.  MC  CRAY 
Coca-Cola  Bottling  Company 
San  Diego,  California 
NED  L  MEDLEY 
Naval  Training  Center 
Orlando,  Florida 
EUGENE  MILLER,  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 
BILL  O'KEEFE 
Falk  Corporation 
Milwaukee,  Wisconsin 
ELLIS  RHODES.  CIRL 
Solar  Division, 

International  Harvester 
San  Diego,  California 
HOWARD  SHANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 
SUSAN  SIWICKI 

Bankers  Life  &  Casualty  Company 
Chicago,  Illinois 
REEVES  E.  TEVIS 
El  Paso  Natural  Gas  Company 
El  Paso,  Texas 
JOHN  G.  TUTKO.  CIRA 
Headquarters/ U  S.  Air  Force 
Washington,  D  C 
RICHARD  WILSMAN.  CIRA 
lohnson  Wax 
Racine,  Wisconsin 
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Employee  Services 
reduce  labor  cosis 


Om>  ('mpibyiix’s  neve  recreation  program 
helped  cjjiit  absenteeism  by  23%  in  oho  ye 


reereition 

management 
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THIS  IS  ALL  YOU  NEED 
TO  BECOME 

A  GROUP  TRAVEL  EXPERT 


Our  Unique  Jamaica  Group  Packs 
Make  Everyone  an  Expert. 

The  Great  Jamaica  Group  Packs  are 
pre-packaged  group  programs  at  seven 
great  Jamaica  resorts.  You  start  with 
the  basic  vacation  package  (which 
includes  lots  of  extras)  priced  as  low 
as  $22  per  person  per  night.  Then 
add  whatever  options  you  choose  — 
everything  from  cocktail  parties 
to  fashion  shows  to  tours  to  golf 
tournaments,  the  exact  cost  of 
each  option  is  spelled  out  so  you 
can  tailor  a  package  to  fit  your 
group  perfectly.  And,  best  of  all, 
our  expert  staff  will  handle  all 
the  arrangements  and  make  sure 
everything  goes  like  clockwork. 
It’s  the  easiest  way  ever  to  give  a 
group  all  the  excitement,  sports, 
beauty  and  joy  of  Jamaica. 

If  you’re  planning  a  trip  for  a 
group,  nobody  works  harder 
to  make  your  job  easier. 

For  your  copies  of  our  Great 
Jamaica  Group  Pack  pre¬ 
packaged  group  program,  or 
for  more  information  on 
our  great  hotels,  see  your 
travel  agent  right  away, 
call  toll-free  or  send  in  the 


coupon. 


JAMAICA 

RESORT 

HOTELS 


OCHO  RIOS:  Hotel  InterContinental  Ocho  Rios -353  Guestrooms  -  Eight  meeting  and  banquet  rooms  for  up  to  1000.  Mallards  Beach-Hyatt  -  379  Guestrooms  —  Seven  meeting  and  banquet 
rooms  for  up  to  600.  MONTEGO  BAY:  Rose  Hall  InterContinental  Hotel  &  Country  Club  -  508  Guestrooms  -  Eight  meeting  and  banquet  rooms  for  up  to  1075.  Royal  Caribbean  Hotel  -  168 
Guestrooms  —  One  meeting  and  banquet  room  for  up  to  350.  RUNAWAY  BAY:  Runaway  Bay  Hotel  &  Golf  Club  —  152  Guestrooms  —  Five  meeting  and  banquet  rooms  for  up  to  200.  KINGSTON: 
Hotel  InterContinental  Kingston—  330  Guestrooms  —  Eight  meeting  and  banquet  rooms  for  up  to  1200.  Sheraton-Kingston  — 197  Guestrooms  — Nine  meeting  and  banquet  rooms  for  up  to  800. 


Please  send  my  copies  of  the  Great  Jamaica  Group  Packs.  Jamaica  Resort  Hotels,  call  toll-free  800-327-0371  (In  Florida,  call  collect  305-442-4693.)  P.O.  Box  898,  Coconut  Grove,  Florida  33133. 

Name  _ _  -  _ _  ..  - _  City_ _ — _ — _ _ — - — . — - — — — — _ — _ — — - — - — - - _ — - - — 

Address  _ _  —  _ _  _ _ _ _  State/ Zip — - — - - - - - 

Jamaica  Resort  Hotels  are  owned  and/or  operated  by  National  Hotels  &.  Properties,  Ltd.,  Rose  Hall  InterContinental  Hotel  &  Country  Club  is  operated  by  InterContinental  Hotels  Corp.  RM 

Runaway  Bay  Hotel  &  Golf  Club  is  operated  by  Fitzroy  International,  Inc. 

CIRCLE  READER  SERVICE  CARD  NO.  2 


RM,  April,  1978 


3 


The  N IRA  President 

would  like  a  word  with  you  .  .  . 


.  .  .  about  the  Dallas  Conference 


Fritz  J.  Merrell,  CIRA 
Olin  Corporation 
NIRA  President 

I  expect  to  see  you  at  the  37th  An¬ 
nual  NIRA  Conference  and  Exhibit. 

If  you  have  attended  a  NIRA  Con¬ 
ference  before,  I  don't  have  to  sell 
you  on  the  idea.  You  know  how 
valuable  it  is,  both  in  formal  educa¬ 
tion  and  in  the  opportunity  to  meet 
other  recreation  directors.  For  those 
who  have  never  been  part  of  the 
only  national  meeting  of  employee 
recreation  directors,  make  the  Dal¬ 
las  Conference  your  first. 

A  first-timer  will  feel  like  a 
newcomer  only  until  he  identifies 
himself  as  a  NIRA  member.  From 
that  moment  on,  you  will  find 
veteran  NIRA  members  from  every 
kind  of  organization  ready  to  make 
you  feel  a  part  of  the  Association. 
We  are  fortunate  to  be  large  enough 
to  present  a  full  and  varied  Con¬ 
ference,  and  yet  small  enough  that  a 
new  member  or  a  greenhorn  dele¬ 
gate  never  gets  lost  in  the  shuffle. 

Education  is  our  primary  purpose 
in  meeting  every  year.  As  we  have 


already  pointed  out,  proudly,  this 
year's  Conference  has  more  hours  of 
education  than  any  Conference  we 
have  ever  held.  (Check  last  month's 
RM  for  a  synopsis  of  some  of  the 
program's  more  exciting  topics.)  Ed¬ 
ucational  sessions  are  serious,  but 
casual.  Most  begin  with  a  formal 
presentation,  but  usually  break  for 
informal  questions.  Both  during  ses¬ 
sions  and  after  them,  you  will  be 
able  to  bring  your  personal  inquiries 
to  the  speakers. 

Informal  learning  from  other 
recreation  directors  is  the  most 
valuable  portion  of  every  Confer¬ 
ence  for  some  delegates.  Virtually 
every  first-time  delegate  is  surprised 
and  delighted  to  find  so  many  other 
administrators  who  share  his  prob¬ 
lems  and  have  realistic,  practical  ad¬ 
vice  to  offer.  The  friendships  that 
begin  at  Conferences  will  last  for 
years  to  come. 

We  are  a  unique  market  for  the 
suppliers  who  exhibit  at  the  annual 
Conference.  They  come  to  court 
our  business  —  to  attract  patronage 
from  the  employee  groups  we 
represent.  Exhibit  sessions,  always 
warm  and  informal,  allow  you  to 
meet  representatives  of  sporting 
goods  manufacturers,  tour  opera¬ 
tors,  amusement  parks,  discount 
services  and  more.  They  want  to 
show  you  the  special  programs  they 
can  offer  your  employees.  And  they 
are  ready  to  discuss  your  special 
needs. 

As  an  official  representative  of 
your  organization,  you  also  come  to 
the  NIRA  Conference  as  a  national 
elector.  In  the  Association's  annual 
"town  meeting",  you  will  partici¬ 
pate  in  elections  for  the  officers 


who  govern  the  Association.  C^pen 
nominations  always  prevail  at  the 
annual  meeting  and  you  are !  en¬ 
couraged  to  enter  your  eligible  can¬ 
didates  for  office. 

National  awards  will  also  be  a  part 
of  the  NIRA  Conference.  If  you  have 
entered  any  one  of  the  NIRA  awards 
categories,  of  course  you  will  vyant 
to  be  present  when  the  final  selec¬ 
tions  are  announced.  If  you  ar^  in¬ 
terested  in  learning  from  the  fihest 
programs  in  the  country,  the  open 
sessions  with  administrators  of 
award-winning  programs  will  be  of 
special  interest  to  you. 

Be  sure  to  tell  your  spouse  about 
the  NIRA  Conference,  too.  We  have 
designed  a  special  program  jfor 
spouses,  to  complement  the  regu¬ 
larly  scheduled  delegates'  educa¬ 
tional  line-up.  Tours  of  special  in¬ 
terest  points  in  Dallas  will  make  (he 
trip  fun  for  your  better  half.  Of 
course,  the  spouses'  program  is 
woven  around  the  entertainment 
highlights  of  the  Conference,  sdch 
as  the  President's  Ball,  so  that  jhe 
two  of  you  can  enjoy  the  relaxing, 
social  aspects  of  the  Conference  to¬ 
gether. 

Our  Conference  and  Exhibit  pf- 
fers  the  best  benefits  of  NIRA  mem¬ 
bership.  In  attending,  you  make  ^he 
most  of  your  investment,  and  your 
company's,  in  the  only  association 
for  employee  recreation  directors. 
Make  a  special  effort  this  year  to 
come  to  Dallas.  If  you  need  any  in¬ 
formation  or  assistance  with  your 
plans,  please  call  the  NIRA  office^ 
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The  President  of  Groves  Thread 
supports  employee  recreation 

MOST  OF  OUR 
YOUNGER  EMPLOYEES 
WHO  ARE  MOVING 
INTO  POSITIONS  OF 
RESPONSIBILITY  ARE 
THOSE  WHO  CAME  UP 
THROUGH  OUR 
RECREATION 
PROGRAM 


Earl  T.  Groves 

President  &  Treasurer 
Groves  Thread  Company,  Incorporated 


“In  the  past  two  decades,  our  society  has  been  rewarding,  and  satisfying  use  of  their  discretion- 

shaken  by  the  winds  of  change.  We  have  wit-  ary  time.  We  need  a  work-leisure  ethic  that  brings 

nessed  the  decline  of  the  work  ethic,  the  springing  people  a  sense  of  fulfillment  and  achievement  in 

up  of  the  hippie  movement  and  drug  culture,  the  their  daily  lives. 

growth  of  a  rootless  society  and  general  dis-  “I  firmly  believe  that  industrial  recreation  pro¬ 
satisfaction  and  disenchantment  among  large  vides  many  answers  to  the  problems  of  our 

segments  of  our  population.  society.  We  find  this  to  be  true  in  our  own  com- 

“Modern  technology  has  made  possible  shorter  pany.  Most  of  our  younger  employees  who  are 

working  hours,  more  holidays,  and  consequently  moving  into  positions  of  responsibility  are  those 

greater  leisure  time.  One  would  anticipate  that  who  came  up  through  our  recreation  program, 

people  would  be  happier  and  better  satisfied  than  They  are  also  proving  to  be  active  and  interested 

at  any  time  in  our  history.  citizens  in  the  communities  in  which  they  live. 

“However,  the  opposite  is  true.  The  work  ethic  “I  am  convinced  that  well-conceived  industrial 
is  no  longer  enough.  With  increased  leisure  hours  recreation  programs  are  a  tremendous  stabilizing 
we  need  programs  that  give  people  constructive,  influence  to  our  American  way  of  life.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 


RM,  April,  1978 


5 


A  Public  Service  of  this  magazine  & 
The  Advertising  Council ! 


niro  neuus 


\bur  Business 
can  be  one 
too. 

Red  Cross  needs  individual 
volunteers,  and  donors  of 
blood  and  money,  by  the 
millions. 

But  we  need  even  more 
help.  We  need  the  solid  sup¬ 
port  of  American  Business. 
And  we  never  needed  it  more. 

If  your  business  is  already 
helping,  by  organizing  blood 
drives,  and  by  supporting 
payroll  deductions— either 
directly  for  the  Red  Cross,  or 
through  the  local  combined 
fund  drive— the  whole  com¬ 
munity  owes  you  thanks.  And 
we  thank  you,  too. 

Last  year,  with  help  from 
our  friends,  we  offered  major 
aid  at  over  30,000  disasters— 
from  typhoons,  to  local  (but 
just  as  devastating)  house 
fires. 

We  were  able  to  help  the 
elderly  with  practical  pro¬ 
grams,  we  helped  veterans  by 
the  hundreds  of  thousands, 
we  taught  people  by  the  mil¬ 
lions  to  swim  or  swim  better. 
And  that’s  just  the  tip  of  the 
iceberg. 

Think  of  America  without 
The  American  Red  Cross. 

And  you’ll  know  why  we 
need  your  business  as  a  Red 
Cross  Volunteer.  In  your 
community.  And  all  across 
America.Contact  your  local 
Red  Cross  Chapter  to  see  how 
your  company  can  become  a 
volunteer. 

Red  Cross. 

The  Good  Neighbor. 


Employee  services 
make  good  P.R. 

Employee  services  can  score  valu¬ 
able  public  relations  points  when 
groups  of  employees  from  one  com¬ 
pany  serve  their  community.  An 
Owens-Illinois  plant  in  Vineland, 
New  Jersey  found  itself  cited  as  as 
community  hero  recently  because 
of  its  personnel  service  activities. 

Marvin  Smith,  managing  editor  of 
the  Vineland  Times  Journal,  noted 
charitable  contributions  by  em¬ 
ployees  of  the  glass  manufacturer  in 
an  editorial.  Portions  of  his  state¬ 
ment  appear  below,  with  RM's  em¬ 
phasis  added: 

With  all  the  fuss  about  industry 
finding  an  alleged  paradise  in  the 
Sunbelt,  it's  encouraging  that  some 
firms  realize  that  the  future  is  here  — 
in  the  North. 

Owens-Illinois,  which  operates 
the  Kimple  plant  in  Vineland,  ap¬ 
parently  is  one  of  them.  And  it's  for¬ 
tunate  for  this  city  .  .  . 

Although  it  operates  without  fan¬ 
fare —  and  in  many  instances  decries 
publicity  —  O-l  is  one  of  the  big 
contributors  to  the  financial  and 
social  well-being  of  this  community. 
Last  year  it  tunneled  $21  million  to 
workers  in  Vineland  in  wages  and 
salaries,  it  spent  $6  million  in 
purchases  locally  in  addition  to  buy¬ 
ing  $2  million  worth  of  electricity 
from  the  City  Utility,  and  it  paid 
$317,000  to  the  city  in  taxes. 

Its  employees  donated  $23,000 
to  the  United  Fund  last  year  and  the 
company  contributed  $8,000.  The 
Red  Cross  received  470  pints  of 
blood  from  Kimble  workers. 

Those  are  cold  statistics  which  can 
never  convey  the  warmth  existing 
between  the  community  and  the 
Kimble  plant  of  Owens-Illinois 


Old  Chicago 
invests  in  the  future 

Old  Chicago,  a  5V2-acre  enclosed 
amusement  center  in  suburban  (phi- 
cago,  is  betting  millions  that  it  pan 
make  a  new  name  for  itself  among 
midwestern  theme  parks.  The  one- 
of-a-kind  attraction  has  sunk  aj  $6 
million  capital  investment  ijnto 
revamping  the  combination  amuse¬ 
ment  park  and  shopping  village.  The 
owners  have  also  wooed  pro|es- 
sionals  with  experience  from  sdch 
well-known  parks  as  Disneywofld, 
Six  Flags,  Sea  World  and  the  Grpnd 
Ole  Opry  to  staff  the  park. 


The  Eagles  Nest  is  part  of  the  new 
children's  Fun  Factory  at  Old 
Chicago.  The  innovative  concept 
offers  eighteen  "soft"  play  expedi¬ 
ences  in  a  supervised  arena  for 
parents  and  children. 

Old  Chicago's  unique  concept 
combines  a  leisurely  enclosed  shop¬ 
ping  mall  in  a  "Gay  90's"  at¬ 
mosphere  with  an  indoor  amuse¬ 
ment  park.  Small  stores  and  a  beer 
garden  are  arranged  along  a  curving 
"street"  in  the  shopping  area.  The 
amusement  section  offers  22  ridds 
and  24  carnival  games  in  a  16-stojy 
high  domed  enclosure.  Four  shows 
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fer  entertainment  throughout  the 
irk.  Dizzying  rides,  including  the 
Ihicago  Loop"  offer  thrills  to 
atrons  of  all  ages. 

A  single  admission  ticket  opens 
re  park  for  unlimited  fun.  Calling 
self  the  "Family  Fun  Capital,"  the 
musement  area  admits  adults  for 
5.75  and  children  under  12  for 
4.75.  Sales  Manager  Jim  Cleary, 
ormerly  of  Sea  World,  Ohio, 
welcomes  inquiries  from  NIRA 
nembers  about  group  discounts 
md  arrangements.  Contact  him  at 
Did  Chicago,  555  S.  Bolingbrook 
Dr.,  Bolingbrook,  IL  60439  —  Phone 
|312)  759-1895. 

Shock  Wave  over  Texas 
is  a  double-looper 

Delegates  to  the  NIRA  Confer¬ 
ence  this  May  can  prove  their  daring 
on  "the  tallest,  longest,  fastest  dou¬ 
ble-loop  roller  coaster  in  the 
world."  The  Shock  Wave,  scheduled 
to  roll  this  spring,  is  the  latest  addi¬ 
tion  to  Six  Flags  Over  Texas.  The 
famous  theme  park  will  host  a  tour 
for  NIRA  delegates  during  the  37th 
Annual  Conference  and  Exhibit. 


Delegates  beware.  The  German- 
made  looper  is  designed  to  hurl  as 
many  as  1,800  passengers  hourly  at 
speeds  up  to  60  miles  per  hour.  Ac¬ 
cording  to  General  Manager  Dan 
Howells,  the  $2  million  attraction 
will  carry  riders  116  feet  into  the  air 


before  suddenly  plunging  down  a 
sharp  incline  and  through  two  70- 
foot  tall  vertical  loops  which  will 
literally  turn  them  upside  down 
twice.  "Then,"  says  Flowells,  "it 
goes  on  to  do  what  you  would  ex¬ 
pect  from  a  great  roller  coaster."  I'm 


name/  In  the  new/ 


Melvin  C.  Byers,  CIRA,  NIRA 
Consultant,  has  been  named  an 
honorary  Lifetime  Board  member 
by  the  George  P.  Crosby  Gardens 
in  Toledo,  Ohio.  Crosby  Gardens 
is  a  multi-purpose  center  for  en¬ 
vironmental  and  cultural  pro¬ 
grams.  Byers'  active  involvement 
in  employee  and  community 
recreation,  nationwide,  belies  his 
official  retirement. 

*  *  * 

Jacqueline  Erwin,  Personnel 
Director  for  the  Toledo-based 
Peoples  Jewelry  Company,  was 
recently  elected  Vice  President  of 
the  Toledo  chapter  of  the  Inter¬ 
national  Association  of  Personnel 
Women.  Erwin  co-authored  the 
"Organization  Profile"  in  this 
issue. 

*  *  * 


Richard  Carlsen,  CIRA  and 
Pamela  Crespi  have  become  in¬ 
structors  with  the  Recreation 
Management  Training  Unit,  Navy 
Special  Services  Administrative 
Activity  (NSSAA),  located  at  the 
Naval  Air  Station,  Patuxent  River, 
MD.  The  unit  conducts  courses 
in  ashore  installation  and  ship¬ 
board  recreation  management  as 
well  as  recreation  accounting 
courses  and  facility  management 
symposia.  Carlsen  was  formerly  a 
Field  Representative  with  NSSAA, 
while  Crespi  was  Dependent  Ac¬ 
tivities  Supervisor  at  the  Naval 
Weapon  Station,  Charleston,  SC. 

*  *  * 

Two  NIRA  members  played  an 
active  role  in  the  Alberta  Recrea¬ 
tion  and  Parks  Association  Fall 


Conference,  RM  learned  re¬ 
cently.  Stan  Fisher,  Director  of 
the  Recreation  Programs  Branch 
of  Alberta  Recreation,  Parks  and 
Wildlife  Service,  was  a  keynote 
speaker.  Assisting  him  with  his 
presentation  on  industrial  re¬ 
creation  was  George  G rigor, 
CIRA,  a  member  of  N IRA's  Board 
of  Directors. 


Send  news 

about  NIRA  members 
to  the 
Editor, 

Recreation  Management 
20  N.  Wacker  Dr. 

Suite  2020 
Chicago,  IL  60606 
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Fish  and  wildlife 
gain  in  popularity 

You  should  have  no  fear  for  the 
strength  of  your  outdoor  sports¬ 
men's  clubs.  Hunting  and  fishing 
have  attracted  legions  of  new  con¬ 
verts,  according  to  the  U.S.  Fish  and 
Wildlife  Service.  The  Service  noted, 
in  a  recently  published  report,  that 
the  number  of  hunters  increased  by 
44%  during  the  first  five  years  of  this 
decade.  The  number  of  fishing  en¬ 
thusiasts  rose  62%  in  the  same 
period. 

The  figures  were  released  early 
this  year  as  part  of  a  regular  study  of 
wildlife-related  activities  published 
every  five  years  by  the  Service. 

Although  female  participation  in 
angling  and  shooting  sports  has  in¬ 
creased  in  recent  years,  both  sports 
remain  a  male  domain.  Of  20.6  mil¬ 
lion  hunters,  92%  were  men. 
Among  the  53.9  million  fishers, 
nearly  one-third  were  female. 

The  survey  also  found  interesting 
news  for  target  shooting  clubs.  The 
report  stated,  “While  16.2  million 
persons  participated  in  some  form 
of  recreational  shooting  with  fire¬ 
arms,  22%  of  these  were  nonhun¬ 
ters  and  nonanglers,  26%  were 
anglers,  and  52%  were  hunters.  In 
other  words,  48%  of  those  who  shot 
firearms  for  recreation  were  not 
hunters." 

Shooting  Foundation 
posts  hunter's  ethics 

Members  of  your  hunting  and 
fishing  clubs  will  probably  ac- 
knowlege  that  their  sport  still  faces  a 


public  relations  problem  with  at 
least  part  of  the  nonhunting  popula¬ 
tion.  In  an  effort  to  help  outdoor 
sportsmen  improve  their  image,  the 
National  Shooting  Sports  Founda¬ 
tion,  which  sponsors  the  annual  Na¬ 
tional  Hunting  and  Fishing  Day,  re¬ 
cently  released  the  following  re¬ 
minder  to  all  hunters.  It  includes  a 
worthwhile  set  of  resolutions  to 
review  at  the  start  of  any  season: 

"As  hunters,  it  may  not  be  all  that 
important  if  we  continue  to  forget 
to  pack  in  a  lunch,  never  get  around 
to  repainting  the  decoys  this  sum¬ 
mer  or  are  still  occasionally  late  for 
an  early  morning  hunting  ren¬ 
dezvous;  but  there  is  one  thing  that 
we  can't  afford  to  forget,  and  that's 
the  ethical  conduct  of  all  of  us  who 
hunt. 

"We  may  be  able  to  forgive  the 
hunting  partner  who  ends  up  eating 
half  our  lunch  or  causes  us  to  miss 
the  morning  flight  and  never  seems 
to  have  the  right  shells,  but  none  of 
us  should  tolerate  the  hunter  who 
fails  to  abide  by  the  rules  of  hunting 
ethics.  Just  how  important  this  is 
was  revealed  by  a  major  study  on 
public  attitudes  toward  hunters  and 
hunting  conducted  by  a  New  York 
research  organization  for  the  Na¬ 
tional  Shooting  Sports  Foundation. 

"On  the  surface,  it  would  seem 
that  the  results  of  such  a  study 
would  probably  show  the  public  as 
regarding  hunting  as  an  unfair  con¬ 
test  and  the  way  a  bunch  of  guys 
had  to  prove  their  manhood,  among 
other  things. 

"The  truth  is,  it  didn't  come  out 
that  way  at  all.  The  public  (and  by 
that  we  mean  people  pre-selected 
to  have  no  bias  for  or  against  hunt¬ 
ing)  found  the  biggest  fault  with  the 
hunter  himself.  When  actually  put 
to  the  test,  the  public  has  no  big 
complaint  about  hunting  but  a  big 
fault  to  find  with  the  way  we  do  it. 
Hunters  are  viewed  as  not  very  well 
trained,  as  not  very  good  shots,  as 
inadequate  woodsmen  and,  more¬ 
over,  as  being  pretty  much  a  slob 
while  doing  their  thing. 

"So,  for  1978  and  beyond,  let's 
resolve  to  clean  up  our  act.  Let's  not 
let  the  untidy  actions  of  a  few  ruin  it 
for  all  of  us.  Here  at  the  National 
Shooting  Sports  Foundation,  we 


have  nine  points  of  sportsmanlik 
conduct: 

(1 )  You  respect  the  rights  of  land 
owners 

(2)  You  use  a  dog  when  hurltinj 

birds  j 

(3)  You  know  your  gun  and  yha 
it  can  do 

(4)  You  match  your  ammunitior 
to  the  game 

(5)  You  shoot  only  when  ab¬ 
solutely  certain  of  your  target 

(6)  You  pick  up  spent  shells  and 
other  litter 

J 

(7)  You  clean  and  care  for  vour 
game  properly 

(8)  You  can  have  a  great  day  with¬ 
out  taking  the  limit 

(9)  You  know  that  just  being  out 
there  is  really  what  it's  all 
about 


Snowmobile  clubs 
a  safe  bet  for  '78-'79 

If  your  employees  did  not  nryke 
overtures  about  starting  a  snowmo¬ 
bile  club  this  year,  you  may  yell 
hear  the  suggestion  next  fall.  Snow- 
mobiling,  which  already  claims 
more  than  nine  million  participants 
in  North  America,  is  winning  mbre 
converts  every  season.  This  pew 
form  of  winter  recreation  is  the  third 
fastest  growing  sport  in  America,  ac¬ 
cording  to  a  survey  by  the  Aj.C. 
Nielson  Company. 

Even  before  this  year's  record 
snow  began  to  fall,  snowmobile 
retailers  reported  big  increases  in 
sales.  Sales  figures  for  the  perjod 
ending  November  30, 1977  showed 
a  20%  increase  over  the  previous 
year,  according  to  Mortimer  B. 
Doyle,  president  and  chief  execu¬ 
tive  officer  of  the  Internatiohal 
Snowmobile  Industry  Association. 
By  the  end  of  last  November,  95, (XX) 
of  the  motorized  sleds  had  bpen 
sold  in  just  one  year. 

Recreation  directors  who  con¬ 
template  sponsoring  snowmobile 
clubs  must  be  aware  of  the  safety 
considerations  involved  with  this 
still-new  sport.  Among  the  many 
new  snowmobile  pilots  are  a  sub- 
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20  North  Wacker  Drive 
Suite  2020 

Chicago,  Illinois  60606 


Snowmobile  clubs  have  become  increasingly  popular  among  employee  groups. 


stantial  number  who  have  inade¬ 
quate  training  in  basic  safety  con¬ 
siderations  and  practices.  A  well- 
organized  and  responsible  family 
snowmobile  club  can  provide  a 
valuable  service  by  offering  safety 
instruction  and  supervised  group 
outings.  Those  interested  in  more 
information  about  the  sport  may 
contact  the  International  Snow¬ 
mobile  Industry  Association,  Suite 
850  South,  1800  M  Street,  N.W., 
Washington,  D.C.  20036. 


Newsbriefs  ...  If  smoke  alarms 
are  a  hot  item  in  your  merchandise 
resale  program,  you  may  want  to 
add  burglar  alarms.  According  to  a 
study  by  Frost  &  Sullivan,  Inc.  the 
demand  for  residential  burglar 
alarms  should  more  than  double  by 
1985  .  .  .  The  Toll  Free  Business  di¬ 
rectory  contains  more  than  6,000 
toll  free  “800"  numbers.  Grouped  in 
55  categories,  the  national  numbers 
help  consumers  make  travel  reserva¬ 
tions,  report  stolen  credit  cards, 
contact  government  offices  and 
more.  Updated  semi-annually,  the 
directory  costs  $6.95  per  copy  and 
$11.95  for  a  two-issue  subscription. 
Contact  Toll  Free  Planning  Services 
P.O.  Box  102,  Minneapolis,  MN 
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55440  .  .  .  One  specific  toll  free 
number  listed  by  the  U.S.  Com¬ 
merce  Department  can  be  your  lead 
to  information  about  accommoda¬ 


tions,  attractions,  mileage,  and 
more.  For  the  national  "Travel 
Hotline",  dial  (800)  243-2372  —  in 
Connecticut,  call  (800)  822-7611.  rm 


For  a  catalog, 
write  or  call 


Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 
stand  out  in  any  crowd. 
Imprinted  or  plain,  Pro/Fit  jackets  are 
ideal  for  groups,  teams  or  company 
identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out 
service,  too.  Prompt  shipment  from  a 
fully-stocked  warehouse. 


1**  g  * 

King  Louie 


JACKETS  &  CAPS 


King  Louie  International,  Inc.  •  311  West  72nd  Street  .♦  Kansas  City,  Missouri  64114  •  (816)  363-5212 
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BOARD  OF  DIRECTORS' 
WINTER  MEETING 


/ 

/ 


Year-end  Financial  Report 
By-laws  Revision 
New  Publications 


Spring  Membership  Campaign 
Increased  Research  Support 
1978  Elections  Preparations 


N IRA's  Board  of  Directors  began 
1978  with  a  solid  financial  report 
and  plans  for  increased  membership 
growth.  The  Board  met  Friday,  Jan¬ 
uary  13,  1978  at  the  Beach  Club  Ho¬ 
tel,  Ft.  Lauderdale,  Florida.  Under 
the  leadership  of  1977-78  NIRA 
President  Fritz  J.  Merrell,  CIRA 
(Olin  Corp.),  the  Association's  gov¬ 
erning  body  acted  on  many  topics 
of  interest  to  the  general  member¬ 
ship. 

Vice  President  of  Finance  Jerre 
Yoder  (General  Dynamics)  reported 
that  the  Association  ended  1977  in 
the  sound  financial  balance  appro¬ 
priate  for  our  non-profit  status.  Pre¬ 
liminary  tabulations  of  1978  dues 
payments  indicate  that  the  mem¬ 
bership  assessment  increase  ap¬ 
proved  by  general  referendum  last 
fall  has  been  well  accepted.  The  in¬ 
crease  in  dues,  necessary  to  offset 
rising  operating  costs,  has  apparent¬ 
ly  not  had  an  adverse  effect  on 
membership  renewal. 

The  Special  Personnel  Committee 
of  the  Board  has  begun  a  study  of 
the  Association's  by-laws.  The  Com¬ 
mittee  will  prepare  updated  and 
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clarified  by-laws  for  later  member¬ 
ship  review  and  approval. 

Two  new  information  publica¬ 
tions  will  be  prepared  at  the  direc¬ 
tion  of  the  Public  Relations  Com¬ 
mittee,  chaired  by  Vice  President 
Arthur  Conrad,  CIRA  (Flick-Reedy 
Corp.).  A  new  brochure  will  de¬ 
scribe  the  National  Industrial  Rec¬ 
reation  Research  and  Education 
Foundation  (NIRREF).  The  Founda¬ 
tion,  separately  incorporated  but 
closely  tied  to  NIRA,  sponsors  such 
educational  efforts  as  the  employee 
recreation  textbook  currently  in 
production.  A  new  NIRA  speaker's 
kit  is  also  scheduled  for  production 
this  year.  It  will  be  prepared  for  the 
use  of  any  NIRA  member  who 
speaks  to  a  public  or  private  group 
about  employee  programs.  It  will  in¬ 
clude  information  about  the  history 
of  recreation  in  industry,  its  status 
and  scope  today  and  the  future  de¬ 
velopments  NIRA  forsees  for  the 
field.  The  kit  will  also  include  a  his¬ 
tory  of  NIRA  as  well  as  membership 
information.  When  complete,  the 
kit  will  be  available  free  to  members 
upon  request  from  the  NIRA  office. 


The  Board  reaffirmed  its  1977 
commitment  to  expanding  mem¬ 
bership.  Long  an  advocate  of  agres- 
sive  membership  solicitation.  Vice 
President  of  Membership  Ken  Wat- 
tenberger,  CIRA  (Lockheed  Califor¬ 
nia)  supported  a  new  all-out  mem¬ 
bership  campaign.  Beginning  this 
spring,  the  NIRA  office  will  work 
with  several  other  groups  interested 
in  employee  programs,  such  as  the 
American  Society  of  Personnel  Ad¬ 
ministrators,  to  reach  potential  new 
members.  Occasionally,  Watten- 
berger  warned,  there  may  be  some 
inadvertent  duplication  of  efforts, 
causing  some  current  NIRA  mem¬ 
bers  to  receive  membership  solicita¬ 
tion  materials. 

Also  within  the  membership 
sphere,  the  Board  clarified  two  re¬ 
curring  questions  of  eligibility.  The 
Directors  re-examined  the  question 
of  whether  labor  organizations  may 
become  members  of  the  national 
association.  Current  NIRA  by-laws 
specify  that  organization  members 
must  open  their  recreation  pro¬ 
grams  to  the  entire  on-site  work¬ 
force  of  a  particular  employer.  Be- 
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cause  of  their  limited  memberships, 
therefore,  the  Board  determined 
that  labor  organizations  are  not  elig¬ 
ible  for  national  membership.  Sec¬ 
ondly,  the  Board  directed  the  NIRA 
staff  to  determine  the  authorized 
voting  representative  for  every  In¬ 
dustrial  Recreation  Council. 

The  Regional  Management  Com¬ 
mittee  congratulated  the  members 
of  Regions  II,  III  and  VII  for  their 

1977  Conferences.  (Regions  II  and 
III  began  a  new  tradition  of  mid- 
western  meetings  this  fall.)  Repre¬ 
sentatives  of  all  three  regions  con¬ 
firmed  plans  to  hold  1978  Confer¬ 
ences.  Meeting  sites  and  times  will 
appear,  when  announced,  in  the 
monthly  RM  "NIRA  Calendar". 

NIRREF  under  the  direction  of 
William  DeCarlo,  CIRA  (Xerox 
Corp.),  has  broken  new  ground  in 
expanding  its  membership  and  pre¬ 
paring  for  future  projects.  At  its  Jan¬ 
uary  meeting,  the  Foundation  rede¬ 
fined  its  voting  membership  to  in¬ 
clude  all  Certified  Industrial  Recrea¬ 
tion  Administrators  (CIRA's)  and 
Leaders  (CIRL's).  Beginning  with  the 

1978  membership  renewal  period, 
one  dollar  of  every  CIRA/L's  certifi¬ 
cation  membership  dues  will  be 
allocated  by  NIRA  to  the  Founda¬ 
tion.  Regular  business  meetings  of 
the  Foundation  will  coincide  with 
N IRA's  national  Conference. 

The  Foundation's  current  project, 
the  employee  recreation  textbook, 
will  be  publically  announced  at  the 
May  Conference  in  Dallas.  A  synop¬ 
sis  of  the  text  and  order  forms  will 
be  available. 

As  announced  in  last  month's 
"Tournaments  and  Services"  col¬ 
umn,  Stephen  D.  Waltz,  CIRA 
(Cummins  Engine  Co.)  was  elected 
by  the  Board  as  Vice  President  of 
Tournaments  and  Services.  He  was 
elected  by  the  Board,  rather  than 
the  full  membership,  because  he 
will  fill  the  unexpired  term  of  Jack 
Frain,  CIRA  who  resigned  from  the 
position. 
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President  Merrell  appointed 
William  DeCarlo,  CIRA  to  fill  the  re¬ 
mainder  of  Waltz'  1977-78  term  as 
NIRA  Treasurer. 


NIRA  Treasurer  DeCarlo 


Also  at  the  January  meeting,  the 
Board  voted  to  expand  1978  the 
Postal  Golf  Tournament,  initiated  in 
1977,  from  a  9-hole  event  to  full  18- 
hole  competition. 

The  Nominations  and  Elections 
Committee,  under  the  leadership  of 
Immediate  Past  President  Roy  Mc¬ 
Clure,  CIRA  (Lockheed-Georgia 
Co.),  announced  plans  to  solicit 
nominations  for  the  NIRA  Executive 
Committee.  A  letter  to  all  voting 
members  of  NIRA  will  list  those  ex¬ 
ecutive  Board  positions  which  stand 
open  this  May.  They  are  the  Vice 


Presidencies  of  Finance,  Public  Rela¬ 
tions,  and  Research  and  Education. 
Members  must  also  select  a  Presi¬ 
dent-Elect  who  will  join  the  Board 
immediately  and  take  office  as  Presi¬ 
dent  in  May  1979.  To  be  eligible  for 
any  of  these  four  offices,  a  member 
must  have  served  on  the  NIRA 
Board  of  Directors  for  at  least  one  of 
the  past  four  years.  The  letter  to 
members  will  list  every  person  who 
is  eligible.  Roy  McClure  will  collect 
all  national  nominating  ballots  prior 
to  the  Conference  and,  with  the 
candidates'  consent,  compose  the 
slate  from  those  who  gain  the  great¬ 
est  number  of  nominations. 

The  Board  meeting  closed  with  a 
review  of  Conference  plans.  Presi¬ 
dent-Elect  Richard  Brown,  CIRA 
(Texas  Instruments,  Inc.)  reported 
full  readiness  for  the  May  meeting  in 
Dallas,  while  the  site  Selection 
Committee  confirmed  the  1979  and 
1980  Conference  sites  as  Rochester, 
New  York  and  San  Diego,  California, 
respectively. 

The  present  Board  will  meet  again 
during  the  Conference  and  Exhibit 
next  May  in  Dallas.  Following  gener¬ 
al  elections,  the  1978-79  Board  will 
also  meet  before  the  Conference 
closes.  I’m 
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Recreation  Volunteers 

Under  thoughful  supervision 
they  will  enrich  your  program 
with  their  talents  and  enthusiasm 


by  Peter  DeFranco,  CIRA 


Volunteers  are  vital 
to  recreation  services 

The  role  of  the  volunteer  is  vital  to  the  total  employee 
recreation  program.  This  is  especially  evident  when 
budgeting  limitations  can  affect  approval  of  new  pro¬ 
grams.  The  volunteer  can  become  a  valuable  asset  in 
program  development  by  providing  expertise  and 
knowledge  in  his  particular  field  of  interest. 

The  involvement  of  volunteers  can  accomplish  two 
major  objectives.  First,  it  can  effectively  and  efficiently 
use  their  individual  talents  and  skills  to  provide  mean¬ 
ingful  recreation  experiences  for  other  participants.  Sec¬ 
ondly,  it  should  simultaneously  create  a  feeling  of  suc¬ 
cess  and  satisfaction  for  volunteers. 

Volunteers  bring  several  benefits  to  the  recreation 
program: 

•  Volunteers  inject  new  ideas  or  points  of  view  and 
enthusiasm  that  are  valuable  to  both  the  profes¬ 
sional  staff  and  the  employees  who  participate  in 
the  program. 

•  Volunteers  can  assume  routine  tasks  and  related  re¬ 
sponsibilities,  thereby  freeing  the  professional  staff 
to  concentrate  on  issues  of  highest  priority. 

•  Volunteers  contribute  special  knowledge,  skill,  and 
motivation  which  support  those  general  partici¬ 
pants  who  are  interested  in  the  development  of  the 
program. 


•  Active  and  experienced  volunteers  gain  valuable  in¬ 
sight  into  activity  administration  and  develop  an 
appreciation  of  the  objectives  and  values  of  em¬ 
ployee  recreation.  They  become  enthusiastic  inter¬ 
preters  and  supporters  of  your  overall  program. 

•  Volunteers  enjoy  involvement,  understanding  and 
personal  satisfaction  while  participating  in  the  ac¬ 
tivities  they  most  enjoy. 

For  the  reasons  noted  above,  then,  volunteers  can  be 
an  important  complement  to  both  the  employee  parti¬ 
cipant  group  and  your  recreation  staff.  The  role  of 
voluhteers  and  their  contributions  to  the  employee 
recreation  program  will  continue  to  grow  in  importance 
as  management  accepts  the  need  for  program  expan¬ 
sion,  increased  participation  and  greater  cooperation 
between  the  employer  and  employees. 

Volunteers  require 
training  and  supervision 

The  development  of  a  successful  volunteer  program 
combines  various  essential,  interrelated  features.  Volun¬ 
teers  must  understand  their  roles  and  responsibilities.  It 
is  the  responsibility  of  the  recreation  professional  to  in¬ 
terpret  and  communicate  those  responsibilities.  Prin¬ 
cipal  procedures  for  developing  volunteers  fall  into  the 
basic  areas  of  training,  assisting,  supervising  and  evaluat- 
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ing  them.  Several  methods  may  be  utilized  to  prepare 
volunteers  for  leadership  roles  in  the  recreation  pro¬ 
gram: 

Training  volunteers 

Individuals  recruited  as  volunteers  must  participate  in 
training  sessions  regardless  of  the  expertise  and  skill 
which  they  bring  to  the  program.  Training  periods 
should  include  attendance  at  staff  meetings,  confer¬ 
ences  and  workshops;  reviewing  program  literature;  and 
observation  of  staff  personnel  at  work.  New  volunteers 
should  also  attend  training  sessions  two/three  weeks 
prior  to  beginning  their  volunteer  assignments.  Training 
sessions  should  cover  the  following  related  topics: 

•  General  policies  to  be  followed 

•  Instruction  procedures  and  participant  develop¬ 
ment 

•  Principles  of  sound  recreation  leadership 

•  Specific  duties  and  responsibilities  the  volunteer  is 
expected  to  perform 

•  Each  volunteer's  responsibilities  to  his  fellow  group 
members 

•  First  aid  and  emergency  procedures 

Assignment  of  responsibilities 

Assignment  of  volunteers  should  be  made  according 
to  your  assessment  of  their  abilities  to  perform  within 
the  requirements  of  the  program.  When  making  assign¬ 
ments,  you  must  make  certain  that  volunteers  under¬ 
stand  several  basic  concepts,  including: 

•  Program  schedules  —  these  include  beginning  and 
completion  dates  of  the  program  period,  the  loca¬ 
tion  and  time(s)  the  service  is  to  be  performed,  etc. 

•  The  nature  of  volunteers'  responsibilities  —  these 
must  be  definite,  written  and  adjusted  to  each 
volunteer's  ability  and  skill 

•  Each  volunteer's  reporting  relationship 


•  The  assistance  that  the  volunteer  will  receive 

•  Any  statistical  records  that  are  to  be  maintained 

•  First  aid  and  emergency  procedures 

Supervising  and  evaluating  volunteers 

Responsibility  for  supervising  and  evaluating  volun¬ 
teers  lies  with  the  recreation  staff.  Volunteers  need  sug¬ 
gestions,  advice,  direction  and  inspiration  from  the 
recreation  professional.  They  need  the  assurance  that 
the  professional  will  be  available  to  assist  them  with  dif¬ 
ficult  problems  that  may  occur.  Administrative  atten¬ 
tion  to  volunteers  will  help  maintain  a  professional 
atmosphere  surrounding  them  and  assure  the  proper 
conduct  of  personnel  and  the  highest  professional  stan¬ 
dards  in  all  activities  of  the  recreation  department. 

Conduct  an  interview  with  each  volunteer  concern¬ 
ing  his/her  role  and  evaluation  of  that  role.  Add  your 
impressions  from  the  interview  to  your  observations  of 
the  volunteer  at  work.  A  number  of  areas  should  be 
considered  in  your  evaluation: 

•  Opportunities  to  observe  the  volunteer  and  his/her 
achievements 

•  The  accomplishments  of  groups  under  his/her 
leadership 

•  The  volunteer's  problem-solving  techniques 

•  His/her  completion  of  assigned  responsibilities 

•  His/her  relationship  to  other  volunteers  and  recrea¬ 
tion  personnel 

•  The  volunteer's  attitude  toward  the  employee 
recreation  department  and  its  goals  and  objectives 

Reward  the  efforts  of  your  volunteers  and  reenforce 
their  commitment  to  employee  services  through  a 
recognition  program  that  will  provide  sufficient  mean- 
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THE  NIRA-  SWANK 
FILM  PROGRAM 


USE  MOVIES:  _ 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 

201  South  Jefferson  Avenue  fcjrvsi 
Saint  Louis,  Missouri  63103  IrvA?  Mj UCMJU  A Uf 

\  (314)534-6300  ^7r«‘f/lrrt 

1  V -^m^MOTION  pictures,  INC. 

1  ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 

/  HOUSTON,  AND  LOS  ANGELES 
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Recreation  Volunteers 

continued 


ing  in  their  role.  Recognition  can  come  in  the  form  of 
thank  you  letters;  articles  in  newspapers,  professional 
magazines,  etc.;  or  praise  of  volunteers  in  the  recreation 
department's  annual  report.  You  may  also  want  to 
recognize  volunteers  with  appreciation  awards  or  other 
tangible  symbols.  Special  awards  are  occasionally  pre¬ 
sented  to  individuals  who  have  participated  as  volun¬ 
teers  over  a  long  period  of  service.  (See  "Ideas  Clinic", 
page  26). 


Effective  volunteers 
strengthen  your  program 

Volunteer  services  play  an  important  role  in  the  de¬ 
velopment  of  employee  recreation.  Highly  motivated 
volunteers  will  demonstrate  their  willingness  to  work 
hard  and  dedicate  their  services  to  activities  in  which 
they  are  especially  interested.  Some  of  them  will  also  be 
willing  to  lend  a  hand  with  not-so-familiar  activities 
from  which  they  will  gain  as  much  involvement  value  as 
will  the  ordinary  participant.  A  combination  of  exten¬ 


sive  volunteer  preparation  from  the  professional  recrea 
tion  staff  and  the  confidence  of  volunteers  in  their  owi 
activities  are  the  motivating  factors  that  will  strengther 
your  recreation  program. 

The  recreation  staff  must  explore  all  avenues  of  crea¬ 
tive  and  innovative  program  development  to  encourage 
volunteer  and  participant  involvement.  As  new  interest 
areas  are  identified  or  created,  volunteer  enthusiasm 
emerges.  Since  the  recreation  staff  cannot  be  knowl¬ 
edgeable  in  all  new  leisure  interests,  it  is  essential  to 
research  all  data  pertaining  to  a  proposed  new  activity. 
Such  preliminary  investigation  allows  volunteers  to 
contribute  their  knowledge  and  expertise  at  the  earliest  | 
stages  of  recreation  programming. 

Programming  is  only  the  beginning.  Volunteers  can 
make  valuable  contributions  to  every  phase  of  your  pro¬ 
gram.  Depending  upon  their  individual  skills,  they  can 
provide  specialized  assistance  with  such  projects  as  pre¬ 
paring  an  annual  report,  laying  out  a  publicity  brochure, 
designing  a  questionnaire  or  interest  survey,  improving 
press  relations  or  accomplishing  other  tasks  for  which 
the  recreation  staff  may  not  be  professionally  trained. 
The  volunteer  force  may  include  an  artist,  public  rela¬ 
tions  people  or  other  skilled  and  experienced  profes¬ 
sionals  whose  contributions  can  add  to  the  overall  pro¬ 
fessionalism  of  employee  services. 

A  selection  of  volunteers  from  diverse  areas  of  the 
workforce  will  broaden  your  employee  recreation  pro¬ 
gram.  Recruit  volunteer  specialists  to  handle  various 
kinds  of  recreation  work: 

Administrative  or  Advisory  Help 

This  category  generally  involves  responsibilities  on 
boards,  councils,  or  committees.  This  group  is  assigned 
such  specific  tasks  as  supervising  a  recreation  survey  or 
determining  facility  expansion  to  meet  increasing  leisure 
demands. 

Group  Leadership 

These  volunteers  direct  their  energies  toward  de¬ 
signing,  organizing  and  implementing  clubs,  outdoor 
education  programs,  instruction  clinics,  social/cultural 
activities  and  other  various  recreation  programs. 

Non-leadership  Assistance 

Volunteers  of  this  sort  perform  such  duties  as  officiat¬ 
ing  at  sporting  events  or  tournaments,  judging  special 
contests,  acting  as  ushers  or  ticket  takers,  assisting  with 
drama  productions,  or  furnishing  transportation. 

Clerical  or  Maintenance  Work 

These  volunteers  assist  with  myriad  details  including 
program  registration,  office  duties,  marking  game  courts 
and  fields,  and  recording  attendance  figures. 

Miscellaneous  Services 

Volunteer  services  may  also  include  informal  advice 
from  a  lawyer  or  architect,  free  photographic  services, 
preparation  of  publicity  material,  participation  as  a 
guest  speaker,  or  any  number  of  other  donated  services. 
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Volunteers  can  add  immeasurably  to  your  recreation 
program.  When  properly  motivated  and  supervised, 
they  can  provide  services  which  would  otherwise  re¬ 
main  beyond  your  reach.  Volunteer  involvement  is  per¬ 
sonally  rewarding,  too,  for  the  employees  whose  skills 
and  enthusiasm  enrich  your  program. 


Peter  DeFranco,  CIRA  holds  a  B.S.  in  Recreation 
Park  Management  from  State  University  College  at 
Brockport,  New  York.  He  has  been  Supervisor,  Em¬ 
ployee  Recreation  for  Xerox  Corporation  at  Leesburg, 
Virginia  since  1974.  He  is  actively  involved  in  several 
recreation  and  fitness  associations  and  has  headed 
seminars  for  both  recreation  professionals  and  college 
students  in  the  field.  Ml 


ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in.  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 


FRITZ  J.  MERRELL,  CIRA 

President 
National  Industrial 

Recreation  Association 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  pf  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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organization  profile 


People's  Jewelry  Company 

Where  a  new  personnel  director 
introduced  recreation  and  employee  services 
and  watched  absenteeism  fall  dramatically 


with  Jacqueline  Erwin 


AN  Ohio-based  company  proved  that  employee  rec- 
reation  and  services  can  help  reduce  absenteeism 
dramatically.  People's  Jewelry  Company,  headquartered 
in  Toledo,  was  in  a  unique  position  to  monitor  the  ef¬ 
fects  of  a  new  employee  relations  effort,  including  a  rec¬ 
reation  program,  in  the  home  office.  When  Personnel 
Director  Jacqueline  Erwin  joined  the  company  in  May 

1976,  she  initiated  a  progressive  employee  services  pro¬ 
gram,  including  recreation.  Her  department  monitored 
non-paid  absenteeism;  i.e.,  sick  leave  beyond  the  maxi¬ 
mum  allowable  and  other  absenteeism,  for  1976  and 

1977. 

The  study  was  feasible  at  relatively  little  expense  be¬ 
cause  of  the  small  size  (140)  of  the  company's  home  of¬ 
fice  work  force.  The  family-owned  company  employs 
1,000  people,  nationwide. 

At  the  Region  II  Conference  last  October,  Erwin  re¬ 
ported  that  she  expected  as  much  as  a  15%  decrease  in 
absenteeism  for  1977.  This  January,  when  the  figures 
had  been  tabulated,  non-paid  absences  at  People's  Jew¬ 
elry  showed  a  dramatic  23%  decline. 

"When  we  got  the  results,"  said  Erwin  in  January,  "it 
really  boggled  my  mind.  I  went  back  and  rechecked  the 
figures." 

A  double-check  revealed  that  non-paid  absenteeism 
had  indeed  decreased  by  23%.  "I  really  didn't  expect 
this,"  said  Erwin.  "The  president  of  the  company  will  be 
delighted." 

Even  though  she  was  surprised  at  the  precipitous  de¬ 


cline  in  employee  absences,  Erwin  had  expected  im¬ 
provement  when  she  initiated  the  new  employee  pro¬ 
grams.  As  a  personnel  professional  for  her  former  em¬ 
ployer,  she  had  become  active  in  the  Toledo  Industrial 
Recreation  and  Employee  Services  Council  (TIRES),  her 
local  IRC.  (She  is  1978-79  Council  President-Elect.) 
Through  her  Council  contacts  and  through  her  own  ex¬ 
perience,  she  knew  the  value  of  recreation  programs. 

Even  though  she  had  onlya  negligible  recreation  bud¬ 
get  at  People's  Jewelry,  Erwin  resolved  to  open  new  rec¬ 
reation  possibilities  to  her  work  force.  Their  introduc¬ 
tion  was  part  of  a  comprehensive  effort  to  open  lines  of 
communication  and  boost  morale.  For  recreation,  Er¬ 
win  concentrated  on  those  programs  which  required 
little  or  no  company  investment.  She  obtained  discount 
tickets  for  major  amusement  parks  across  the  nation 
and  gathered  information  on  hotels  and  resorts  that 
were  willing  to  offer  her  employees  and  their  families 
special  rates.  She  contacted  local  cultural  centers,  in¬ 
cluding  museums  and  theatres,  to  arrange  economical 
tours  and  outings. 

To  publicize  the  new  recreation  services,  she  posted 
announcements  on  bulletin  boards  in  the  employee 
lunchroom  and  distributed  flyers,  desk  to  desk.  She  also 
initiated  a  monthly  home  office  employee  newsletter 
which  publishes  employee  news,  recreation  announce¬ 
ments  and  general  employee  benefits  information. 

"We  try  to  get  as  much  information  to  them  (employ¬ 
ees)  as  possible,"  said  Erwin.  "We  just  aren't  equipped 
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to  handle  big  tours  or  other  major  activities  for  them." 

Although  her  primary  efforts  were  devoted  to  home 
office  employees,  Erwin  also  sent  discount  information 
to  the  company's  field  force.  Her  office  is  the  only  per¬ 
sonnel  department  for  the  company,  and  organized  rec¬ 
reation  administration  was  virtually  nonexistent  for  field 
offices.  Even  so,  said  Erwin,  she  receives  notes  from 
field  employees,  thanking  her  for  her  help. 

"It  really  is  nice  to  know  they  appreciate  our  efforts," 
she  said. 

Although  she  had  been  given  a  green  light  to  try  new 
recreation  and  services  programs,  Erwin  had  no  special¬ 
ly  earmarked  funds  for  the  project.  She  depended  upon 
the  company's  in-house  advertising  department  to  pre¬ 
pare  her  notices  and  newsletters  and  kept  other  ex¬ 
penses  to  a  bare  minimum. 

Erwin  gives  her  management  high  marks  for  support¬ 
ing  new  personnel  assistance  programs. 

"They  have  done  so  many  things  to  make  the  work 
place  better,"  commented  Erwin.  New  supervisory 
training  programs  stressed  the  human  element  in  peo- 
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pie  management.  Supervisors  were  encouraged  to  listen 
to  employees  as  individuals  and  to  communicate  with 
them  frequently.  Employees,  in  turn,  were  encouraged 
to  discuss  work-related  problems  with  their  supervisors. 
Erwin's  office  also  opened  a  confidential  counseling 
avenue  for  employees  who  need  to  discuss  problems  of 
any  kind  with  someone  other  than  a  supervisor.  In  sev¬ 
eral  cases,  Erwin  has  helped  find  outside  counseling  or 
assistance  for  employees  or  referred  them  to  communi¬ 
ty  service  centers  for  additional  help. 

"We  try  to  show  them  that  we  are  glad  they  work 
here  —  that  we  feel  good  about  their  being  employees," 
Erwin  explained. 

After  the  23%  decline  in  non-paid  absenteeism  regis¬ 
tered,  Erwin  felt  certain  that  the  total  personnel  pro¬ 
gram,  including  the  new  recreation,  had  established  its 
worth. 

"Obviously,  there  are  reasons  why  it  has  happened," 
she  said  in  January,  "and  I'm  sure  the  employee  activi¬ 
ties  played  a  part." 


"A  double-check  revealed  that  non-paid 

_ ,  23%  " 


The  new  recreation  program  depends  upon  bulletin  boards  to  publicize  employee  activities. 
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- - Merchandise  Resale - 

Helping  Employees 
Stretch  Their  Paychecks 

The  Employee  Store 
at  Nationwide  Insurance 

with  Bobbie  Hildenbrand 


kA  ERCHANDISE  resale  programs  give  employees  a 
bonus,  as  surely  as  if  the  payroll  department  had 
slipped  a  few  extra  dollars  into  every  paycheck.  Their 
value  is  greater  than  the  money  workers  save  on  dis¬ 
counted  merchandise,  however.  Resale  programs  such  as 
the  employee  store  at  Nationwide  Insurance  Company 
in  Columbus,  Ohio,  are  visible  proof  of  an  employer's 
willingness  to  assist  workers  and  their  families,  above 
and  beyond  the  traditional  benefits  offered  by  most 
modern  organizations. 

"It  makes  our  company  a  tad  different  from  the  next 
one."  said  Nationwide's  personnel  services  manager 
Bobbie  Hildenbrand.  "It  is  evidence  of  what  we  mean 
when  we  say  we  are  concerned  about  the  employees." 

The  employee  store  at  Nationwide  originated  in  1950, 
long  before  group  discounts  were  widely  available.  In 
fact,  unlike  most  merchandise  resale  programs,  which 
grow  out  of  established  recreation  programs,  the  effort 
at  Nationwide  provided  the  impetus  for  the  larger 
recreation  association.  In  1950,  a  company  store  com¬ 
mittee  composed  of  representatives  from  management 
and  the  general  workforce  laid  the  groundwork  for  the 
store.  That  same  year,  the  store  opened  with  an  initial 
funding  of  $12,000  —  only  $1,800  of  which  was  sup¬ 
plied  by  employee  contributions  in  the  form  of  mem¬ 
bership  dues.  One  of  the  moving  forces  behind  the 
store  was  also  one  of  the  early  supporters  of  the  Na¬ 
tional  Industrial  Recreation  Association,  1970-71  NIRA 
President  Martha  Daniell,  CIRA. 


Shortly  after  the  employee  store  opened,  all  recrea¬ 
tion  and  services  were  gathered  under  one  organization, 
incorporated  as  the  Employee  Activities  Association. 
This  umbrella  organization  covered  the  store,  which 
was  administered  by  its  own  board.  Also  included  were 
special  interest  councils  for  general  recreation,  social 
events  and  service  activities.  The  association's  first  an¬ 
nual  report  indicated  that  the  1,000  Columbus  workers 
employed  by  Nationwide  in  1951  benefitted  from  a 
wide  selection  of  services.  In  addition  to  the  store,  these 
included  a  drama  club,  choruses,  dance  classes,  bridge 
and  camera  clubs,  sewing  classes,  a  women's  club  and 
various  social  e.vents.  The  association  sponsored  fifteen 
intramural  sports  activities,  including  softball,  bowling 
and  basketball  for  both  men  and  women,  golf,  table 
tennis  and  swimming  classes. 

The  early  organization  worked  from  the  start  because 
it  began  with  a  carefully  planned  organizational  struc¬ 
ture  and  strong  management  support.  The  solid  foun¬ 
dation  served  it  well  in  the  coming  years. 

"The  association  is  still  running  on  the  same  basic 
framework,"  said  Hildenbrand,  "We  still  have  many  of 
the  same  activities,"  including  the  store  which  now 
serves  over  4,000  employees. 

Today  the  non-profit  employee  store  handles  a 
$150,000  annual  volume  in  merchandise  resale  alone. 
The  selection  is  limited  to  a  few  highly  successful  items 
such  as  pantyhose  which  is  very  popular.  The  store  has 
also  stocked  smoke  detector  alarms,  fire  extinguishers, 
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A  Nationwide  employee  uses  her  lunch  break  to  shop  at  the  employee  store 


tennis  and  golf  balls  and  candy.  A  three-day  photo  film 
development  service  brings  many  employees  to  the 
store. 

Nationwide  retirees  operate  their  own  greeting  card 
concession  in  the  store.  Members  of  the  retirees  club 
maintain  the  card  selection  and  staff  their  thriving  cor¬ 
ner  of  the  store.  The  card  shop  is  allowed  to  generate  a 
small  profit  which  helps  underwrite  the  cost  of  retiree 
club  travel. 

As  important  as  the  merchandise  available  at  the 
store  are  the  many  convenience  services  dispensed 
across  its  counters.  The  store  sells  city  bus  tickets,  state 
fair  tickets  and  discount  passes  to  well  known  amuse¬ 
ment  parks  and  attractions  throughout  the  U.S. 

Rather  than  stock  a  wide  line  of  merchandise,  the 
store  also  makes  available  a  listing  of  local  merchants 
who  offer  discounts  to  Nationwide  employees.  Mem¬ 
bers  of  the  recreation  association  review  every  potential 
discount  program  before  it  is  offered  to  the  employees. 
Using  a  list  of  strict  criteria,  the  committee  accepts  and 
publicizes  only  those  discount  programs  which  are  of 
genuine  value  to  employees.  The  current  listing  in¬ 
cludes  such  diverse  merchandise  as  home  furnishings, 
automobile  tires,  optical  supplies  and  dairy  products. 

Three  personnel  services  staff  members  work  in  the 
employee  store  during  regular  business  hours.  Because 
they  have  a  variety  of  other  duties,  however,  they  han¬ 
dle  cash  receipt  business  between  11:00  a.m.  and  3:30 
p.m.  only. 


Hildenbrand  encourages  employee  services  offices  to 
start  merchandise  resale  programs.  As  with  any  employ¬ 
ee  service,  she  cautions,  they  must  be  well-conceived 
and  supported  by  management  and  the  recreation  staff. 

"If  a  company  is  going  to  go  into  it,"  she  said,  "man¬ 
agement  ought  to  be  prepared  to  staff  it  properly."  On 
the  other  hand,  she  added,  a  company  need  not  begin 
with  a  large,  expensive  store. 

"It's  certainly  safe  to  start  out  small,"  she  acknowl¬ 
edged,  "but  you  must  have  total  commitment.  Before 
you  provide  a  benefit  like  this,  you  must  realize  that  it 
will  be  almost  impossible  to  discontinue  it  without 
some  kind  of  trade-off." 

To  minimize  financial  outlay,  the  Nationwide  store 
tries  to  obtain  merchandise  and  discount  tickets  on 
consignment.  When  asked  how  she  determines  which 
merchandise  will  sell,  Hildenbrand  was  at  a  loss. 

"I  don't  know  if  there  is  a  science  to  that,"  she 
laughed.  "I  guess  if  there  were,  every  store  owner  would 
be  a  millionaire.  We  are  careful,  though,  and  we've  nev¬ 
er  really  been  'burned'.  The  staff  takes  a  proprietary 
interest  in  their  jobs,  too.  We  don't  stock  up  madly." 

Hildenbrand  feels  that  the  employee  store  and  the 
full  program  of  employee  services  sets  Nationwide  apart 
from  many  other  employers. 


continued  on  following  page 
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Employee  Store 

continued 


"We're  real  proud  of  the  store,"  she  said.  "I  think  we 
are  unique  in  our  interest  in  the  employees  —  without 
being  paternalistic.  I  don't  really  mind  tooting  our 
horn." 


Employee  services  were  the  single  factor  which  con¬ 
vinced  Bobbie  Hildenbrand  to  work  for  Nationwide 
herself.  Back  in  1953  when  she  interviewed  with  the 
company,  the  personnel  manager  gave  her  a  tour. 
When  she  saw  the  employee  activities  area,  she 
remembers,  "I  thought,  'well,  maybe  this  company  is  a 
little  different  than  the  others.' "  She  signed  on  then  as 
an  executive  secretary  and  celebrated  her  25-year  an¬ 
niversary  with  the  company  last  February.  She  has  held 
her  present  position  for  one  year.  Hll 
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The  37th  Annual  NIRA 
National  Conference  and  Exhibit 
The  IMorthPark  Inn 
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May  18-23,  1978 

Data 
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Common  First  Name 
Firm  Name  _ 


Business  Address 
City - 


.State 


-Zip 


Telephone 


Status:  CIRA  Q 


Number  of  conferences  attended 


.Number  of  Employees. 


CIRL  □ 


New  NIRA  Member  I  I 

(Since  June  1 ,  1  977)  L— 


Names  of  others  in  your  party  for  whom  you  will  submit  forms 


(for  cross  reference) 

A  separate  form  must  be  submitted  for  each  person  in  your  party.  (Duplicate  if  necessary) 


Registration  Packages 

(Fee  includes  group  meals  and  social  functions) 


Delegate  of  NIRA  member  Company 
Non-member  delegate  attending  Conference 
Exhibitors 

Extra  Exhibitor  participants 
Associate  Members,  not  exhibitors  but 
attending  Conference 
Commercial  attendees  who  are  not 
exhibiting  at  Conference 
All  Spouses 
Student  Attendees 
Children 


-IMPORTANT- 
CIRCLE  YOUR  CATEGORY 


Prior  to  April  1 5,  1 978 

After  April  1 5, 

$125.00 

$135.00 

$140.00 

$150.00 

2  per  booth  ( 

no  charge) 

$  75.00 

$  85.00 

$200.00 

$210.00 

$285.00 

$295.00 

$  65.00 

$  75.00 

$  65.00 

$  75.00 

$  65.00 

$  75.00 

Policies 


Include  your  check  made  payable  to  the  National  Industrial  Recreation  Association.  No  registration  accepted 
without  payment  in  advance.  Registration  can  be  accepted  in  Dallas  at  some  inconvenience  to  you. 


Mail  registration  and  checks  to:  NIRA,  20  N.  Wacker  Drive,  Chicago,  Illinois  60606. 

Cancellation  Policy  .  .  .  Full  registration  will  be  refunded  if  cancellation  notice  is  received  postmarked  no  later 
than  May  2,  1978.  After  this  date,  full  refund  cannot  be  guaranteed.  No  refunds  will  be  made  unless  request 
is  filed  before  June  20,  1 978. 
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Dallas  Conference 


Make  It  Worth 
Your  Time  and  Money 


spend  valuable  time  and 
*  good  money  to  attend  the  NIRA 
Conference  and  Exhibit.  It  had  bet¬ 
ter  be  worth  it. 

Before  the  Conference 

Serious  preparation  before  you 
depart  for  Dallas  will  assure  that 
your  investment,  and  your  com¬ 
pany's,  pay  off  in  practical  knowl¬ 
edge  and  professional  contacts  that 
will  improve  your  performance  in 
the  coming  year. 

The  annual  Conference  and  Ex¬ 
hibit,  May  18-23,  offers  you  the  op¬ 
portunity  to  accomplish  a  great  deal 
in  a  brief  period  of  time.  To  get  the 
most  you  can  from  the  experience, 
you  must  go  armed  with  your  own 
set  of  goals  and  objectives.  Know 
what  you  want  from  the  Conference 
before  you  even  register. 

You  are  fortunate  if  colleagues, 
whether  staff  members  or  volun¬ 
teers,  can  attend  the  Conference 
with  you.  A  team  can  cover  the 
many  Conference  events  better 
than  a  single  individual  can.  The 
guidelines  below  are  written  with  a 
delegation  in  mind,  but  can  be 


by  Michael  T.  Brown,  CIRA 


adapted  for  a  single  attendee.  If  you 
must  attend  the  Conference  alone, 
you  may  want  to  coordinate  your 
efforts  with  another  delegate  from 
your  home  area,  so  that  each  of  you 
can  benefit  from  the  other's  obser¬ 
vations. 

If  you  bring  additional  delegates 
from  your  organization,  choose 
your  group  carefully.  Attendance  at 
the  Conference  should  be  an  in¬ 
vestment  in  the  future  of  your  pro¬ 
gram,  not  a  reward  for  past  involve¬ 
ment.  Within  the  political  realities 
of  your  organization,  choose  those 
people  whose  attendance  will  best 
serve  the  entire  recreation  associ¬ 
ation.  You  may  decide  to  bring  your 
superior  or  members  of  your  staff. 
Outstanding  volunteers,  especially 
members  of  your  association  board, 
can  also  be  valuable  assets  to  a  Con¬ 
ference  delegation. 

The  First  Meeting 

Prepare  yourself  and  your  delega¬ 
tion  with  two  meetings  prior  to  the 
Conference.  In  your  first  meeting, 
give  your  delegation  a  general  in¬ 
troduction  to  NIRA  and  explain 


what  will  happen  at  the  Con¬ 
ference.  If  you  are  a  first-time  dele¬ 
gate  yourself,  call  a  fellow  member 
or  the  NIRA  office  for  any  informa¬ 
tion  you  need. 

Also  at  your  first  meeting,  discuss 
various  travel  alternatives.  Agree 
upon  your  room  arrangements  at 
the  NorthPark  Inn  and  determine 
whether  you  will  need  a  rental  car 
for  the  six  days  in  Dallas.  Review 
your  estimated  expenses  and  make 
arrangements  for  travel  allowances. 
Make  certain  that  everyone  in  your 
group  understands  the  importance 
of  keeping  a  complete  and  accurate 
travel  expense  record,  in  line  with 
your  organization's  policy. 

Once  the  mechanics  of  the  trip 
are  settled,  consider  specific  goals 
and  objectives  for  the  Conference. 
Gather  questions  for  which  you 
hope  to  find  answers  in  Dallas. 
Perhaps  your  organization  needs 
new  ideas  on  increasing  participa¬ 
tion,  generating  funds  or  reducing 
liability  risks.  All  recreation  pro¬ 
grams  have  problems.  Define  these 
general  areas  within  your  context 
and  ask  each  member  of  your  group 
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inciples  of  Association  Management 

oasic  how-to  guide  for  the  association  adminis- 
r.  Published  cooperatively  by  the  American 
sty  of  Association  Executives  (ASAE)  and  the 
nber  of  Commerce  of  the  United  States.  The  book 
rs  such  basics  as  building  membership,  motivat- 
jeople,  developing  communications,  conducting 
tings,  financing  programs,  handling  public 
ions,  understanding  government  regulations,  and 
Hard-cover.  437  pages.  $15  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$1071  yr.,  □  *$1 5./2  yrs.,  □  *$18./3  yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ase  send  me  the  publication(s)  I  have  checked. 

ive  enclosed  $ - (check  or  money  order) 

ME _ ORGANIZATION 

'DRESS  _ 


CLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
?A  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 
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National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  In 
trial  Recreation  Administrators  (CIRA’s) 
Leaders  (CIRL’s).  Each  employee  recret 
specialist  is  listed  with  notes  on  his/her  > 
cation  and  accomplishments.  46  pages.  $7. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain 
they  back  industrial  recreation  and  NIRA.  Cl 
men  of  the  Boards  for  the  Ford  Motor  Comp 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M, 
other  industrial  giants  provide  invaluable  : 
port  for  your  programs.  A  “must  see” 
management  in  your  organization.  $5.00  e; 
quantity  discounts  available  for  20  or  more. 


SEE  REVERSE  SIDE  ** 


246 


** 


to  determine  the  specific  questions 
that  will  help  you  gather  useful  in¬ 
formation  at  the  Conference.  Before 
your  next  meeting,  prepare  a  list  of 
goals  and  objectives  and  have  a 
copy  ready  for  every  delegate. 

The  Second  Meeting 

At  your  second  meeting,  review 
the  mechanics  of  the  trip  to  Dallas. 
Confirm  your  travel  and  accom¬ 
modation  details.  Distribute  tickets 
and  travel  advances  and  make  cer¬ 
tain  that  everyone  understands  ex¬ 
pense  reporting  procedures.  Discuss 
your  goals  and  objectives  and  stress 
the  importance  of  finding  answers 
to  your  questions.  If  possible,  make 
each  delegate  responsible  for 
researching  particular  questions  at 
the  Conference. 

Remind  your  delegates  to  view 
the  Exhibit  portion  of  the  Con¬ 
ference  as  a  valuable  source  of  pro¬ 
gramming  ideas.  Several  Exhibit  ses¬ 
sions  throughout  the  Conference 
will  allow  you  ample  time  to  meet 
every  exhibitor,  even  if  you  attend 
the  meeting  alone.  Make  certain 
that  every  member  of  your  delega¬ 
tion  talks  with  every  exhibitor.  Col¬ 
lect  all  the  information  you  can 
about  every  supplier.  Some  exhibits 
may  seem  outside  your  organiza¬ 
tion's  current  interests.  Learn  about 
them  anyway,  since  you  may  be  able 
to  use  their  services  in  the  future. 

In  talking  with  exhibitors,  de¬ 
scribe  your  organization  and  ask 
how  the  exhibitor's  product  or  serv¬ 
ice  could  benefit  your  employee 
group.  Many  suppliers  offer  flexible 
programs  which  can  be  adapted  to 
your  unique  circumstances. 

Also  stress  to  your  delegates  the 
vital  importance  of  meeting  as  many 
people  as  possible  during  the  six 
Conference  days.  Use  mealtimes, 
breaks  between  sessions  and  eve¬ 
ning  social  hours  to  meet  recreation 
directors  from  a  wide  variety  of 
organizations.  These  informal  times 
offer  a  great  opportunity  to  discuss 
program  ideas,  find  answers  to  your 
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questions  and  meet  friends  who 
may  be  able  to  provide  advice  and 
assistance  in  the  future. 

During  the  Conference 

Once  you  reach  Dallas,  meet  with 
your  delegation,  before  the  Con¬ 
ference  begins.  Review  the  program 
in  light  of  your  goals.  Determine 
who  will  attend  which  educational 
sessions.  It  is  especially  important  to 
coordinate  attendance  for  concur¬ 
rent  sessions  so  that  you  can  com¬ 
pare  and  exchange  notes  later.  If 
you  attend  the  Conference  alone, 
mark  those  sessions  which  will  be 
most  beneficial  to  you.  Whenever 
possible,  arrange  to  exchange  notes 
with  delegates  who  attend  sessions 
you  must  miss. 

Schedule  one  or  two  informal 
meetings  during  the  Conference 
with  your  delegation  to  discuss  the 
program  and  review  your  goals. 
Keep  in  touch  with  each  member  of 
your  delegation  or  the  delegates 
from  your  home  area.  Make  it  a 
point,  however,  to  meet  new  peo¬ 
ple.  If  you  are  a  new  member  or 
first-time  delegate,  introduce  your¬ 
self  to  members  of  the  NIRA  staff 
and  Board  of  Directors.  Part  of  their 
job  is  to  help  you  meet  other  mem¬ 
bers  and  make  the  most  of  your 
Conference  experience. 

Before  your  leave  Dallas,  schedule 
a  review  meeting  with  your  delega¬ 
tion.  Hold  it  within  a  week  of  your 
return,  while  memories  of  the  Con¬ 
ference  (as  well  as  your  notes)  are 
still  fresh. 

After  the  Conference 

At  your  post-Conference  meet¬ 
ing,  evaluate  your  experience. 
Organize  your  new-found  informa¬ 
tion  according  to  your  goals  and  ob¬ 
jectives.  Complete  and  review  all 
travel  expense  reports. 

Write  a  report  on  your  Con¬ 
ference  experience,  emphasizing 
the  practical  application  of  what 


you  and  your  group  have  learned. 
Circulate  your  report  to  your  recrea¬ 
tion  association's  board  of  directors 
as  well  as  any  corporate  executive 
who  has  an  offical  interest  in  the 
recreation  program.  Your  report  is 
important  for  several  reasons.  First, 
it  helps  you  organize  your  impres¬ 
sions  of  the  Conference  and  forms  a 
permanent  record  to  which  you  can 
refer  in  the  future.  Secondly,  it  helps 
to  justify  your  attendance  at  this  and 
future  Conferences.  Finally,  your 
company's  management  and  your 
volunteer  board  have  a  legitimate 
interest  in  what  you  gained  from  the 
Conference  and  Exhibit.  Your  report 
will  tell  them  why  it  was  worth  the 
time  and  expense  of  sending  you  to 
Dallas. 


If  you  need  any  information  or 
assistance  with  your  Conference 
plans,  please  contact  the  NIRA  of¬ 
fice.  The  staff  will  help  you  per¬ 
sonally  or  refer  you  to  other  mem¬ 
bers  in  your  home  area  who  can. 


Michael  T.  Brown,  CIRA  knows 
NIRA  Conferences  from  several 
perspectives.  As  activities  coor¬ 
dinator  for  R.R.  Donnelley  &  Sons, 
Inc.,  Chicago,  he  attended  several 
Conferences  as  a  delegate.  He  also 
served  on  the  Association's  Board 
of  Directors,  representing  Region 
III.  In  June  1977,  Brown  joined  the 
NIRA  staff  as  Assistant  Executive 
Director.  Since  then,  he  has  been 
involved  in  the  organization  of  the 
1978  Conference  and  Exhibit.  PHI 
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Q&R 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QFor  some  time,  we  have  presented  our  out- 
•  standing  volunteers  with  various  recognition 
awards.  Our  system  of  choosing  award  winners  and 
recognizing  them  has  always  been  somewhat  infor¬ 
mal.  We  fee!  that  it  is  time  to  reorganize  the  awards 
into  a  more  formal  program  to  provide  the  greatest 
possible  incentive  for  volunteer  leadership.  We 
would  appreciate  any  information  you  can  provide 
on  how  other  companies  administer  recreation 
awards  which  could  help  us  in  restructuring  our 
program. 

Rl  am  happy  to  answer  your  question  concern¬ 
ing  volunteer  awards.  As  you  know,  volunteers 
fall  into  four  general  groupings:  organizers/ leaders, 
specialists,  average  workers  and  outstanding  workers. 
Some  of  your  most  valuable  volunteers  have  worked 
in  two  or  more  of  these  capacities. 

As  you  develop  your  volunteer  incentive  program, 
remember  that  public  recognition  is  the  reward  most 
volunteers  desire  above  all  others. 

Distinguishing  excellent  volunteers  from  the  many 
good  ones  you  may  have  can  be  a  delicate  and 
difficult  process.  In  the  sports  arena,  winners  are  usu¬ 
ally  easy  to  spot.  However,  in  the  service  and  leader¬ 
ship  areas,  award  evaluations  require  more  intricate 
ground  rules  for  judging  and  careful  thought  as  to  the 
types  and  categories  of  awards  to  be  made.  Many 
organizations  start  an  awards  program  in  recreation 
based  solely  on  years  of  service.  Traditionally,  a  pin, 
plaque,  certificate  or  jacket  is  given  for  a  specified 
length  of  service.  Some  clubs  graduate  the  awards, 
giving  certificates  annually  for  the  first  three  or  four 
years,  and  following  with  jackets,  pins  or  plaques  for 
later  anniversaries  of  active  service. 

Whatever  presentations  you  make,  your  awards 
program  must  be  systematically  outlined.  Guidelines 
should  be  established  by  a  permanent  awards  com¬ 
mittee  whose  members  are  selected  from  among 
management  and  the  general  workforce.  This  com¬ 


ideas  clinic 


mittee  should  have  an  odd,  tie-breaking  number  of 
members,  not  more  than  nine.  The  personnel  di¬ 
rector  or  recreation  manager  should  serve  as  the 
committee's  non-voting  advisor.  Members  of  such  a 
committee  should  serve  staggered  terms  of  at  least 
two  years  to  maintain  continuity  in  the  program. 

Recreation  volunteer  awards  should  be  divided 
into  several  categories,  depending  upon  the  various 
activities  you  sponsor.  You  may  want  to  include 
recognition,  for  example,  in  athletics  and  sports, 
cultural  activities,  administrative  work,  general  ap¬ 
preciation,  and  outstanding  service.  Sports  and 
cultural  awards  would  go  to  outstanding  organizers, 
leaders,  publicists,  etc.  within  specific  activities.  Ad¬ 
ministrative  awards,  beyond  these,  might  note  out¬ 
standing  leadership  for  special  events  such  as  the  an¬ 
nual  picnic,  children's  Christmas  party,  etc.  Ap¬ 
preciation  awards  would  be  given  for  blood  dona¬ 
tions,  emergency  relief  contributions,  United  Way 
leadership  and  so  forth.  You  may  also  want  to  recog¬ 
nize  outside  agencies,  including  merchants,  for  their 
special  considerations  for  the  recreation  effort. 

Outstanding  service  awards  should  be  strictly 
limited  in  number.  Award  no  more  than  two  per  year 
and  do  not  present  them  at  all  unless  you  have  a  truly 
worthy  recipient.  The  criteria  for  winning  the  award 
must  be  demanding,  including  several  years  of  serv¬ 
ice  to  the  association.  In  recording  and  evaluating  a 
candidate's  service,  you  may  want  to  assign  a  point 
value  to  various  contributions  and  acheivements 
(see  chart  below).  Beside  points,  of  course,  the 
judges  should  evaluate  the  worth  and  effectiveness 
of  the  candidate's  contributions,  the  number  of  em¬ 
ployees  who  benefited,  how  much  community 
benefit  was  involved,  and  other  salient  factors. 

This  highest  award  might  well  be  signified  by  two 
plaques  —  one  for  the  recipient  and  one  to  hang  on 
public  display  as  part  of  your  recreation  association's 
"halt  of  fame". 

You  will  want  every  one  of  your  awards  to  be 
prestigious.  The  timing  of  their  presentation  can 
affect  their  importance  and  impact  considerably. 
Presenting  every  award  at  a  single  event,  for  instance, 
can  bore  participants  and  diminish  the  value  of  each 
award.  You  may  want  to  present  some  awards 
following  specific  events  within  the  interest  groups 
involved.  Others,  you  may  want  to  save  for  special 
board  meetings  or  red-letter  days  during  the  year. 


Continued  on  the  following  page 
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ciation  Secreta 


Custom  Exhibits 


an  investment  in  communication 


The  trade  show  industry  is  constantly  changing  and  that  is  why  you  as  an  exhibitor  must  start 
to  communicate  with  the  people  in  the  aisle.  Invest  your  exhibit  dollar  in  a  contemporary  and 
functional  exhibit,  that  will  sell  your  product  or  corporate  image. 

The  unique  approach  of  Contempo  Design,  Inc.  will  provide  you  with  a  complete  range  of 
services;  Design,  Construction,  Refurbishing,  Storage,  Shipping  Coordination,  Set-up  and 
Dismantling. 


PASS  THIS  INFORMATION  ON — to  your  Corporate  Advertising  Manager  and  call  us 
COLLECT  at  312/441-7670. 


CONTEMPO  DESIGN 

RM,  April,  1978 


INC  1780  Maple  Street  Suite  Six  Northfield  Illinois  60093  312/441-7670 
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WELCOME 

HOUSTON— GALVESTON  AREA 
INDUSTRIAL  RECREATION  COUNCIL 

The  booming  Houston  area 
has  given  birth  to  a  new  Council. 

We  welcome  our  second  full  Council 
from  the  Lone  Star  State. 


OFFICERS 


Council  President 
Tim  Kincaid 
NASA  Exchange 


Vice  President 
Frank  Dawdy 
C.E.  Lummus  Co. 


Secretary 
Laura  Davis 
Gulf  Oil  Co. 


Treasurer 
Nita  Davis 

Texas  Instruments,  Inc. 


Chairman, 

Sports  &  Tournaments 
Glenn  Lippman 
Singer  Company 


Chairman ,  Chairman, 

Discount  Tickets  &  Merchandise  Publications 

Jim  Walker  Mike  Keough 

McDonnell  Douglas  Corp.  Western  Geophysical 


Associate  Member  Representative 
Carol  Shaffer 

Houston  Sports  Association 
(Houston  Astros) 
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IRC  ACTIVE  MEMBERS 


:.E.  LUMUS  COMPANY 

Houston 

-'rank  Dawdy 

COLLEGE  OF  THE  MAINLAND 
Texas  City 
Maryann  Urick 

FLUOR  ENGINEERS  AND  CON¬ 
STRUCTORS,  INC 
Houston 
Karen  Seivers 

GENERAL  ELECTRIC 

Houston 

Karen  Balentine 

GULF  OIL 
Houston 

Laura  Davis  and  Carl  Gotfried 


HOUSTON  SPORTS 
ASSOCIATION* 

Houston 
Carol  Shaffer 

LOCKHEED  ELECTRONICS 

Houston 

Charlie  Sharp 

MC  DONNELL  DOUGLAS  CORP. 

Houston 

Jim  Walker 

NASA  EXCHANGE 

Houston 

Tim  Kincaid 

SAKOWITZ,  INC 
Houston 
Claudia  Smith 


SINGER  CO. 

Houston 

Glenn  Lippman  and  Bill  Walker 

SIX  FLAGS  OVER  TEXAS 
HOUSTON  REGIONAL  SALES* 
Houston 
Lou  Acosta 

TEXAS  INSTRUMENTS,  INC. 

Houston 

Nita  Davis 

WESTERN  GEOPHYSICAL 

Houston 

Mike  Keough 

*  Associate  Members  Pin 


ttflW  HICH  ARE  YOUR 
EMPLOYEES  E.Qs.? 


(Economics  Quotients) 


The  American  Economic  System 

We  should  all  learn  more  about  it. 


Booklets,  P.O.  Box  1887,  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ I  would  also  like  a  copy  of  the  survey  highlights. 


Name _ 

Company.. 
Address  _ 
City _ 


_Title  . 


.  State_ 


.  Zip_ 


Note:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue, 
New  York,  New  York  10022. 

ffPI  /'v\ 

VfftvQI  v  A*  A  service  message  ofThis  MoQozine  &  The  Advertising 

Gxncil  y  Council  &  the  US  Department  of  Commefce. 


ANSWERS:  A  P 1  £ (fsjy) A’ZVl 


COULD  THEY  ANSWER 
BASIC  ECONOMIC 
QUESTIONS  LIKE  THESE? 

True  False 

□  □  ( 1 .)  Less  than  four  per 
cent  of  the  (IS.  labor  force  are 
agricultural  workers. 

□  □  (2.) Today,  the  CIS.  ranks 
third  in  international  trade. 

□  □  (3.)  As  productivity 
increases,  our  standard  of  living 
increases. 

□  □  (4.)  When  inflation 
occurs,  each  dollar  we  have  buys 
more  goods  and  services. 

A  recent  national  survey  shows 
that  many  people  would  find  these 
questions  tough.  In  short,  their 
Economics  Quotients,  their  E.Qs., 
could  probably  stand  improvement. 

A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 
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rd  - —  Monsanto  #5 


INDIVIDUAL  MEDALISTS  —  Champit 

First  — i  C.  Chopp  (Motorola) 

Second  —  j;  Freda  (PPG  #1 ) 

Third  —  J.  Keleman  (STD  Register  #1) 


tournament  news 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
IMIRA  Vice  President, 
Tournaments  &  Services 


We  are  between  contests  at  this  writing,  awaiting  the 
results  of  the  winter's  activities.  Andy  Zadany,  CIRA 
(Corning  Glass  Works)  is  tabulating  the  results  of  our 
1978  Bowling  Tournament.  Andy  did  a  fine  job  again 
this  year  in  administering  the  postal  tournament. 


Bob  Bauer,  CIRA  (Armco  Steel  Corp.),  Coordinato 
of  the  NIRA/National  Rifle  Association  Postal  Rifle  am 
Pistol  Matches,  will  supply  us  with  the  winners'  name 
from  his  effort,  which  concluded  April  1.  John  Gruba 
of  the  NRA  will  present  the  1978  Rifle  and  Pistol  tro 
phies  at  the  Awards  Luncheon  of  the  Dallas  Conference 
in  May. 

Delegates  to  the  1978  Conference  will  view  the  win¬ 
ning  entries  from  this  year's  Photo  Contest  on  display  in 
the  Exhibit  Hall.  George  Stark  of  McDonnell  Douglas 
coordinated  that  contest. 

* 

Recreation  directors  are  often  the  last  people  to  find 
time  for  participating  in  sports  tournaments.  At  the  May] 
Conference,  we  will  offer  several  tournaments  for  off- 
hours  competition.  We'll  have  more  on  that  next 
month. 
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meet  your  board 


Roy  L.  McClure,  CIRA  is  NIRA's  Immediate 
Past  President.  As  Recreation  Manager  for 
Lockheed-Georgia  Co.,  McClure  oversees 
one  of  the  outstanding  recreation  programs 
in  the  United  States.  The  Georgia-Lockheed 
Employee  Recreation  Club  (GLERC)  won  the 
NIRA/Citizens  Savings  Award  for  overall  ex¬ 
cellence  in  1977. 

McClure  has  been  active  in  NIRA  leader¬ 
ship  for  many  years.  He  has  served  in  several 
capacities  as  a  member  of  the  Association's 
Board  of  Directors.  He  was  1974-75  Treasurer  and  was  elected  NIRA 
President  for  the  1975-76  term.  He  remains  on  the  Board  for  1977-78 
as  Immediate  Past  President  and  is  Chairman  of  the  1978  NIRA  Con¬ 
ference  and  Exhibit. 


WacU  c\u\> 


m 


A.C.  "Al"  Ward  was  elected  Vice  President 
of  Regional  Management  at  the  May  1977 
Annual  Meeting.  He  will  serve  until  May 
1979.  Ward  is  Manager  of  Personnel  Services 
for  Owens-Illinois  Fiberglas  Corp.  in  Toledo, 
Ohio.  He  has  served  NIRA  in  leadership 
roles  since  he  joined  the  Association  in  1972. 
He  has  been  an  active  member  of  several 
committees:  Research  and  Education,  Public 
Relations,  Tournaments  and  Services,  and 
Nominations  and  Elections.  He  has  also 
been  very  active  in  NIRA  affairs  at  the  local  level.  He  was  a  charter 
member  and  the  first  President  of  the  Toledo  Industrial  Recreation 
and  Employee  Services  Council  (TIRES)  and  is  Chairman  of  the  1978 
Region  II  Conference  and  Exhibit,  scheduled  for  next  September. 


Ken  Wattenberger,  CIRA  is  Vice  President 
of  Membership.  He  was  elected  to  the  post 
last  May  and  will  serve  until  May  1979.  Wat¬ 
tenberger  is  Executive  Director  of  the  Lock¬ 
heed  Employee  Recreation  Club  (LERC)  at 
Lockheed  California  in  Burbank,  California. 
A  lifetime  of  municipal  and  industrial  rec¬ 
reation  work  has  netted  him  numerous 
awards,  including  a  1975  NIRA  Distinguished 
Service  Award.  He  served  the  Association  as 
a  member  of  the  Board  of  Directors  from 
1973-74  and  again  for  a  1976-77  term.  He  has  been  a  leader  on  NIRA's 
Western  Region  VII  Board  for  many  years  and  has  participated  actively 
in  the  organization  and  administration  of  many  Region  VII  Confer¬ 
ences.  Ml 


HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 


CIRCLE  READER  SERVICE  CARD  NO.  8 


LEADERS 

of  Industry 
are  talking 
about 

Employee 

Recreation. 

Top 

Management 

Speaks 

a  NIRA  publication 

Order  Today 
Complete  publication 
order  form  in 
the  back  of 
this  issue. 
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nirci  calendar 


Drop  in  on  your  fallow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/ Burbank,  California.  Meets  on  the  third 
Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9582. 

Columbus  Industrial  Recreation  Association/ Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/ Dallas  and  Ft.  Wdrth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  J uly  and  December.  Contact 
David  C.  Hoel  —  (214)  438-8611.  ext.  765. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/ Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid  —  (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  J.W.  "Bill"  Wabler —  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/ Detroit,  Michigan.  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Beneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  DC.  Meets  on  the  third 
Thursday  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme  — (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/  Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida  —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  Inly.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association /  New  York,  New  York.  Meetings 
were  suspended  until  September  1977  when  they  may  be  rescheduled.  Contact  Theo¬ 
dore  Curtis  —  (212)  997-2979. 

Oakland  Industrial  Recreation  Association/ Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/ Orarige  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/ Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow —  (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA  —  (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  October  26-28,  1978  at 
the  Ramada  Inn  Southwyck,  Toledo,  Ohio.  Contact  Al  Ward  —  (419)  248-8132. 

Region  VII  will  hold  its  28th  annual  Conference  and  Exhibit,  September  28-October  1, 
1978  at  the  Sheraton  Universal  Hotel,  North  Hollywood,  California.  Contact  Bill  Ran- 
ney  —  (213)  764-0025. 

37th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  18-23, 1978  at  the  North- 
Park  Inn,  Dallas,  Texas.  To  become  involved  as  a  Conference  planner  or  for  more  dele¬ 
gates'  and  exhibitors'  information,  contact  the  NIRA  office  —  (312)  346-7575. 
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Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  compan/s  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


Wa 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Or,  how  to  catch  a  show  without  having  to  catch  the  milk  train. 


The  Americana  Hotel  will  get  you 
two  orchestra  seat  tickets  for  almost 
any  Broadway  show  you  choose,  any 
night  of  the  week.  (For  some  shows 
we  need  48  hours  notice.) 

And  when  it  comes  time  to  dash 
for  the  last  train  home,  you’ll  find 
instead  a  deluxe  double  room  waiting 
for  you  in  the  theater  district. 

And  before  or  after  the  show— a  cocktail  at  the 
hotel.  And  if  you  drive  into  town,  drive  right  into  the 


hotel  garage.  Free  parking  is  included  in  the  package. 

And  $79  per  couple  wraps  up  the  package  includ¬ 
ing  all  taxes.  Just  put  it  on  the  American  Express  Card. 
The  Americana  will  make  all  the  ar-  HHHIH 
rangements,  simply  call  212-581-1000.  ImHsMpH 
Ask  for  “Boffo”  reservations.  The  pack- 
age  is  subject  to  room  availability.^^ 

Let  the  Americana’s  Boffo 
Broadway  Package  take  the 

milk  train  out  of  your  next  J 

night  out  on  the  town. 

V  WriMOAx-t 


The  American  Express  Card.  Don’t  leave  home  withoutifT 
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'The  Groundwork  of  All 
Happiness  is  Health" 


Said  Leigh  Hunt,  1784-1859  „• 

n  has  changed  little  during  these  last  centuries  in  his  regard  for  his  per¬ 
sonal  health.  Early  man  probably  gave  little  thought  to  his  health  un¬ 
til  it  no  longer  existed  and  he  was  put  to  death. 

Modem  man  is  not  much  different.  Only  a  few  primitive  societies 
still  put  to  death  their  disabled,  but  too  many  men  continue  to 
give  too  little  thought  to  their  health  until  they  are  in  jeopardy  of 
losing  it  or  have  lost  it.  The  final  testimonial  to  the  value  of  good 
health  too  often  uttered  is,  "I  would  give  all  I  own  if  I  could  only 
regain  my  health.” 

Your  company's  happiness  and  success  is  also  dependent  upon 
health,  the  health  of  its  employees.  Since  your  employees  are  hu¬ 
man  and  tend  to  neglect  personal  health,  and  since  they  are  your 
company's  most  valuable  asset,  it  seems  advisable  that  your  mutual 
desire  for  health  and  happiness  be  insured. 

Mor-Life  is  dedicated  to  provide  those  products  and/or  services  that 
k  will  enrich  and  extend  the  lives  of  individuals.  These  programs 
A  can  also  be  beneficial  to  the  employer  since  management  sta- 
■  tistics  show  such  programs  reduce  workmen  compensation 
H  costs,  lower  employee  turn-over  by  as  much  as  35  percent  as 
Wk  well  as  reduce  employee  absenteeism  by  an  equal  amount. 
||B  One  such  program  developed  by  Mor-Life  can  increase  a  35 
lift  year  old  employee's  retirement  funds  by  approximately  70 
percent  compared  to  traditional  methods  at  no  increase  in 


Life  programs  work  for  the  individual  as  well  as  fi 
ill  and  large  corporations. 


Mor-Life  Enterprises  Inc 
400  Broadway  Suite  51 
Bismarck,  ND  58501 
1-800-437-2075 
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about  the  cover 


"Employee  Recreation  and  Fitness  —  The  Formula  for  Prod¬ 
uctivity",  the  theme  for  NIRA's  1978  conference  and  exhibit,  is 
represented  graphically  on  our  cover.  The  May/ June  issue  out¬ 
lines  the  37th  Annual  event  in  program  highlights,  speakers' 
notes  and  more.  A  full  Conference  and  Exhibit  report  will 
follow  in  the  August  issue. 

Additional  articles  this  month  focus  on  recreation's  positive 
effect  on  productivity.  A  line  manager  explains  how  his  com¬ 
pany's  recreation  program  helps  him  manage  more  effectively. 
A  recreation  educator  tells  how  pre-retiree  assistance  can  help 
maintain  productivity  in  an  active  workforce  of  all  ages.  The 
Chairman  of  the  National  Industrial  Recreation  Research  and 
Education  Foundation  announces  a  new  survey  whose  results 
may  help  recreation  directors  justify  employee  activities. 

Cover  art  courtesy  of  Texas  Instruments,  Inc. 


Next  month:  Employee  fitness 


The  source  of  information  on 

employee 

$  \  r  J 

m\  recreation: 


Directors'  salaries 
Cost  per  employee 
Staffing  ratios 
Capital  in  facilities 
Kinds  of  programs 


$45.00  to  N IRA  members 
$60.00  to  non-members 

Illinois  residents  add  5%  sales  tax 
or  supply  exemption  no - 


Abbott,  Langer  &  Associates 

P.O.  Box  275 

Park  Forest,  III.  60466 


THIS  IS  ALL  YOU  NEED 
TO  BECOME 

A  GROUP  TRAVEL  EXPERT 


Our  Unique  Jamaica  Group  Packs 
Make  Everyone  an  Expert. 

The  Great  Jamaica  Group  Packs  are 
pre-packaged  group  programs  at  seven 
great  Jamaica  resorts.  You  start  with 
the  basic  vacation  package  (which 
includes  lots  of  extras)  priced  as  low 
as  $22  per  person  per  night.  Then 
add  whatever  options  you  choose  — 
everything  from  cocktail  parties 
to  fashion  shows  to  tours  to  golf 
tournaments,  the  exact  cost  of 
each  option  is  spelled  out  so  you 
can  tailor  a  package  to  fit  your 
group  perfectly.  And,  best  of  all, 
our  expert  staff  will  handle  all 
the  arrangements  and  make  sure 
everything  goes  like  clockwork. 
It’s  the  easiest  way  ever  to  give  a 
group  all  the  excitement,  sports, 
beauty  and  joy  ofjamaica. 

If  you’re  planning  a  trip  for  a 
group,  nobody  works  harder 
to  make  your  job  easier. 

For  your  copies  of  our  Great 
Jamaica  Group  Pack  pre¬ 
packaged  group  program,  or 
for  more  information  on 
our  great  hotels,  see  your 
travel  agent  right  away, 
call  toll-free  or  send  in  the 


coupon. 


U£ 

JAMAICA 

RESORT 

HOTELS 


OCHO  RIOS:  Hotel  InterContinental  Ocho  Rios—  353  Guestrooms  —  Eight  meeting  and  banquet  rooms  for  up  to  1000.  Mallards  Beach-Hyatt  —  379  Guestrooms  —  Seven  meeting  and  banquet 
rooms  for  up  to  600.  MONTEGO  BAY:  Rose  Hall  InterContinental  Hotel  &  Country  Club  —  508  Guestrooms  —  Eight  meeting  and  banquet  rooms  for  up  to  1075.  Royal  Caribbean  Hotel  —  168 
Guestrooms  —  One  meeting  and  banquet  room  for  up  to  350.  RUNAWAY  BAY:  Runaway  Bay  Hotel  &  Golf  Club  —  152  Guestrooms  —  Five  meeting  and  banquet  rooms  for  up  to  200.  KINGSTON: 
Hotel  InterContinental  Kingston  — 330  Guestrooms  —  Eight  meeting  and  banquet  rooms  for  up  to  1200.  Sheraton' Kingston  — 197  Guestrooms  — Nine  meeting  and  banquet  rooms  for  up  to  800. 


Please  send  my  copies  of  the  Great  Jamaica  Group  Packs.  Jamaica  Resort  Hotels,  call  toll-free  800-327-0371  (In  Florida,  call  collect  305-442-4693.)  P.O.  Box  898,  Coconut  Grove,  Florida  33133. 

Name  - — _  City _ 

Address  -  State/ Zip - - _ - _ _ _ _ _ _ _ 

Jamaica  Resort  Hotels  are  owned  and/or  operated  by  National  Hotels  &  Properties,  Ltd.,  Rose  Hall  InterContinental  Hotel  &  Country  Club  is  operated  by  InterContinental  Hotels  Corp.  RM 

Runaway  Bay  Hotel  &  Golf  Club  is  operated  by  Fitzroy  International,  Inc. 
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The  NIRA  President 

would  like  a  word  with  you  .  .  . 


. . .  about  our  year  together 


Fritz  J.  Merrell,  CIRA 
Olin  Corporation 
NIRA  President 

Of  my  many  years  in  the  Associ¬ 
ation,  this  has  seemed  the  shortest 
—  and  has  certainly  been  the  most 
rewarding.  My  term  as  NIRA  Presi¬ 
dent  will  end  with  the  annual 
change  of  the  guard  in  Dallas.  I 
hope  to  be  able,  at  the  Conference 
and  Exhibit,  to  thank  the  many 
members,  including  the  NIRA 
Board  and  staff,  who  have  sup¬ 
ported  my  efforts  since  last  May. 

A  year  ago  in  this  space,  I  empha¬ 
sized  our  1977  Conference  and  Ex¬ 
hibit  theme:  “Together,  We  Are 
Something."  Those  whom  I  have 
met  personally  know  I  truly  believe 
in  that  motto.  Our  strength  and  po¬ 
tential  is  in  our  association  with  one 
another.  The  important  changes  in 
NIRA  during  the  past  year  have 


proved  this  to  be  true. 

Our  greatest  asset,  our  member¬ 
ship,  has  increased  to  more  than 
1,800.  A  large  share  of  the  credit  for 
this  growth  belongs  to  regional 
leaders  who  devoted  large  measures 
of  their  time  to  advancing  N IRA's 
cause.  Conferences  in  Regions  II,  III 
and  VII  sparked  interest  in  the  Asso¬ 
ciation  and  broadened  our  base  of 
support.  Most  importantly,  they  in¬ 
troduced  NIRA  to  many  organiza¬ 
tions  for  the  first  time  and  extended 
the  benefits  of  membership  to 
others  who  had  not  been  seriously 
involved  before. 

A  new  Industrial  Recreation 
Council  in  Houston,  Texas  and  a 
soon-to-be-announced  Council 
abroad  brought  more  new  members 
into  the  Association.  New  full-mem¬ 
bership  Councils  in  Oakland  and 
and  San  Diego,  California  showed 
the  strength  that  careful  organiza¬ 
tion  and  dedicated  leadership  can 
bring  to  our  Association. 

I  count  this  grassroots  growth  as 
the  greatest  advance  for  NIRA  in  the 
past  year  because  it  shows  a  trend 
toward  more  member  involvement 
and  service  upon  which  the  future 
of  NIRA  must  depend. 

The  employee  recreation  text¬ 
book,  now  in  the  final  stages  of 
manuscript  preparation,  will  be  an 
important  contribution  to  the 
future  of  our  profession.  Through  its 
support  of  the  National  Industrial 
Recreation  Research  and  Educa¬ 
tional  Foundation,  NIRA  will  soon 


contribute  the  only  modern  text¬ 
book  for  the  college  training  of  em¬ 
ployee  recreation  professionals. 

I  have  been  pleased  to  work  with 
Executive  Director  Pat  Stinson  and 
Assistant  Executive  Director  Mike 
Brown,  CIRA  in  their  first  year  at  the 
helm  in  our  Chicago  headquarters. 
Their  strong  service  orientation 
reflects  members'  desires  and  will 
help  continue  the  trends  begun 
during  1977-78. 

My  only  regret  after  this  brief  year 
as  President  is  that  I  had  fewer 
chances  than  I  would  have  liked  to 
meet  members  personally.  Those 
visits  I  did  enjoy  with  NIRA  people 
in  their  home  regions  were  an  im¬ 
portant  aid  in  bringing  national 
leadership  closer  to  individual 
members.  I  hope  future  Presidents 
can  make  such  visits  more  fre¬ 
quently. 

At  the  1977  Conference  and  Ex¬ 
hibit,  I  told  delegates  to  "lead, 
follow  or  get  out  of  the  way."  At  the 
Dallas  meeting,  I'll  be  glad  to  hand 
the  President's  gavel  to  President- 
Elect  Dick  Brown,  CIRA  and  return 
to  the  ranks  of  active  followers 
under  his  very  able  leadership.  In 
the  past  twelve  months,  NIRA 
members  have  given  me  a  rare  and 
enviable  opportunity  to  lead  —  an 
honor  which  I  shall  always  cherish 
and  of  which  I  shall  always  be 
proud. 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


i  dorIc 

25,300  tons 

TO  BERMUDA 

_  t 


-^6  . 


OCEANIC 

39,241  tons 

TO  NASSAU 


m 

. .-jaJFLJHi 


Ship  is  hotel  lor  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton's  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  overthe  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

:  DORIC  Oceanic 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432;1414  Offices  in  Principal  Cities 


lAitAwaJUsuci  $nA-  QiwJlhf.  _ PComjl  JIusa  JamouA  §talum,  (PjlaaojvuL 
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mrci  news 


Whatever  your  game, 

GAA  wants  you  on  its  team 


This  wacky,  eye-catching  photo  drew  attention  to  a  promotional  arti¬ 
cle  on  the  Grumman  Athletic  Association.  The  picture  appeared  on  the 
cover  of  the  Grumman  Plane  News,  the  company  newspaper  published 
bi-monthly  by  Grumman  Aerospace  Corp.  in  Bethpage,  New  York.  The 
clever  promotional  idea  was  the  brainchild  of  Plane  News  Editor  Kathy 
Housley. 


Flexible  hours  work 
for  Pitney  Bowes 

Employees  and  managers  alike  are 
pleased  with  flexible  work  sched¬ 
ules  at  Pitney  Bowes.  The  NIRA 
member  in  Stamford,  Connecticut 
recently  assessed  the  results  of  a 
three-year  flextime  experiment.  It 
found  that  employee  morale  and 
productivity  rose  under  the  contro¬ 
versial  system,  while  absenteeism 
declined  and  tardiness  virtually  dis¬ 
appeared. 

The  experiment  involved  800  em¬ 
ployees  in  the  company's  financial 
and  data  entry  areas  and  in  some 
smaller  departments.  James  Bast, 
Senior  Vice  President-Finance  and 
Administration,  reviewed  manage¬ 
ment's  assessment  of  the  experi¬ 
ment  at  a  recent  seminar  on  the 
quality  of  work  life  sponsored  by 
Congressman  Stewart  B.  McKinney 
(R-Conn.).  Bast's  remarks  were  re¬ 
ported  in  PB  News ,  a  newspaper  for 
Pitney  Bowes  employees. 

"Employees  have  responded  to 
flextime  in  a  positive  way,"  said 
Bast,  "and  we  have  achieved  some 
measurable  improvements  in  our 
operations.  Managers  have  men¬ 
tioned  the  virtual  elimination  of  tar¬ 
diness  as  a  major  advantage  of  flex¬ 
time.  Also,  efficiency  increases  have 
been  noted  in  some  departments, 
particularly  because  employees 
have  tended  to  shift  their  worktime 
schedules  to  match  peak  workloads. 
Nearly  half  of  the  supervisors  noted 
that  employees  developed  more  re¬ 
sponsible  attitudes  toward  their 
workload,  and  a  new  ability  to  man¬ 
age  their  own  work.  Supervisors 
themselves  realized  an  improve¬ 
ment  in  their  work  planning,  a 
requirement  for  functioning  prop¬ 
erly  under  flextime." 

Employee  morale  was  improved, 
noted  Bast,  by  a  more  cooperative 
spirit  between  employees  and  su¬ 
pervisors  under  the  new  system. 

"Flextime  has  helped  to  bring 
about  increased  cooperation,  more 
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For  a  catalog, 
write  or  call 


.  - 

Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 
stand  out  in  any  crowd. 
Imprinted  or  plain,  Pro 1  Fit  jackets  are 
ideal  for  groups,  teams  or  company 
identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out 
service,  too.  Prompt  shipment  from  a 
fully-stocked  warehouse. 


i 


King  Louie 


JACKETS  &  CAPS 


King  Louie  International,  Inc.  *  311  West  72nd  Street  •  Kansas  City,  Missouri  64114  •  (816)  363-5212 
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exchange  of  information,  greater 
delegation  by  the  supervisor,  less 
supervisory  control  and  more  infor¬ 
mality.  Employees  also  report  that 
flextime  has  improved  group  coop¬ 
eration,  communication,  motiva¬ 
tion  and  job  satisfaction." 

Bast  added  that  the  new  system 
helped  improve  supervisors'  atti¬ 
tudes  toward  their  employees. 

"Flextime  has  dispelled  some  old 
myths  such  as:  people  won't  work 
unless  you  watch  them;  given  the 
choice,  their  own  interests  always 
come  first;  without  regulation,  dis¬ 
cipline  collapses;  most  people  will 
cheat  if  given  the  chance;  and  peo¬ 
ple  are  not  self-motivating  where 
work  is  concerned." 

Although  the  flextime  system  has 
worked  remarkably  well,  on  bal¬ 
ance,  Bast  acknowleged  some  limi¬ 
tations.  Most  significantly,  he  noted, 
it  is  not  feasible  in  the  company's 
manufacturing  areas. 

The  system  would  be  "prohibi¬ 
tively  expensive  if  applied  within 
our  production  or  engineering  func¬ 
tions,"  he  said,  "because  as  a  gov¬ 
ernment  contractor,  we  are  re¬ 
quired  by  law  to  pay  time-and-a- 
haif  for  all  hours  worked  in  excess  of 
eight  per  day.  Office  jobs  ...  are 
covered  by  the  Fair  Labor  Standards 
Act,  which  requires  only  that  we 
pay  time-and-a-half  after  40  hours 
of  work  per  week." 

Bast  warned  the  seminar  atten¬ 
dees  that  flextime  can  put  an  addi¬ 
tional  strain  on  an  employer's  lost¬ 
time  administration.  Pitney  Bowes 
discovered,  expecially  during  the 
harsh  winter  of  1977-78,  that  a  com¬ 
plex  set  of  policies  was  necessary  to 
assure  fair  compensation  for  em¬ 
ployees  on  flextime. 

In  the  final  analysis,  however,  Bast 
supports  flexible  time,  where  feasi¬ 
ble,  for  the  excellent  effect  it  has  on 
employee  morale. 

Said  Bast,  "Aside  from  a  favorable 
response,  flextime  has  confirmed 
something  very  important  to  us  as  a 
company,  we  have  a  very  personal¬ 
ized  employee  benefit  that  meets 
real  human  needs.  Employees  are 
anxious  not  to  lose  a  benefit  that 
most  now  feei  they  would  never 
want  to  part  with." 

RM,  May,  1978 


NOTE:  At  six  DuPont  Company 
plants,  workers  apparently  like  a 
complex  experimental  shift  arrange¬ 
ment  that  allows  them  long 
stretches  of  time  off.  In  six  con¬ 
tinuously  operating  plants,  DuPont 
rotates  workers  through  12-hour 
days,  four  days  per  week.  No  worker 
is  stuck  permanently  in  a  graveyard 


shift  and  no  one  works  more  than 
four  days  in  a  row.  The  experiment, 
begun  in  1974,  is  considered  a  suc¬ 
cess  by  DuPont. 
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Resort 


A  Lot  of  Leisure  Vocotion! 

On  the  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

•  SPECIAL  NIRA  RATES  • 


Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 

COMPANY  VAGANS  P.O.  BOX  8337,  N.  REDINGTON  BCH„  FLA.  33738 
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NIRA  News  continued 


NIRA  Citations  of  Merit  went  to  five  volunteers  of 
the  Hughes  Fullerton  Employees'  Association. 
Phyllis  Smith,  CIRA  (second  from  left)  presented 
the  Certificates  to  outstanding  ticket  sellers  (left  to 
right)  Jennie  Budd,  Dan  Reeter,  Don  DuPont,  Joyce 
Wynants  and  Margie  Stotts. 


At  General  Dynamics  in  San  Diego,  another  Cita¬ 
tion  of  Merit  went  to  Dick  Schulz  (left),  a  past 
President  of  tlie  Convair  Recreation  Association. 
Ray  Mendoza,  CIRA,  Manager  of  Employee  Serv¬ 
ices,  made  the  presentation.  Schulz  served  the  CRA 
for  ten  years  as  a  commissioner. 


THE  NIRA- SWANK 


Ranchi  and  rodeo  set 
for  NIRA  Conference 


USE  MOVIES: 


EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 


Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 
Quality  prints  guaranteed. 

Early  arrival  of  films  assured. 

Free  professional  publicity  for  every  movie  you  show. 

Exact  return  postage  and  label  enclosed  with  your  film. 

Your  collect  call  accepted  at  all  times. 

Send  for  your  free  color  catalog  or  for  more  information. 


201  South  Jefferson  Avenue 
Saint  Louis,  Missouri  63103 

(314)534-6300 


R SWANK 

^MOTION  PICTURES.  INC,  1 


ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 


CIRCLE  READER  SERVICE  CARD  NO.  6 


RM,  May,  1978 


tainment  begins  at  Ranchiand.  The  working  guest 
ranch  will  host  the  official  opening  of  the  NIRA  Con¬ 
ference  and  Exhibit,  May  18.  Ranchiand  is  an  associate 
member  of  the  Dallas-Ft.  Worth  Metroplex  Recreation 
Council  (MRC).  Pm 


Stimulate  greater  participation  in  your  sports  programs 


We’re  America’s  foremost  sports 
book  publisher,  featuring  hundreds  of 
popular  titles  by  top  athletes.  And 
we’re  offering  substantial  discounts 
to  you  and  your  employees.  Order 
any  of  these  books  and  receive  the 
discounts  shown  below.  In  addition 
to  these  titles,  we  have  a  complete 
library  of  books  available  through  the 
N.I.R.A.  book  service.  For  complete 
details  on  the  program,  clip  the 
coupon  below. 


Mastering  Golf— Lou  Graham  $6.95  Veteran  pro  Lou  Graham  shares  his  secrets  with  a  shot-by-shot 
replay  of  his  1975  U.S.  Open  victory.  Tips  and  techniques  mastered  during  more  than  a  decade  of  PGA 
tour  competition.  Photos. 

Inside  Softball— Loren  Walsh  $4.95  Tips  for  improving  performance  in  fielding,  hitting  and  base 
running  are  offered  for  both  fast  and  slow  pitch  enthusiasts.  Top  rate  instruction  from  a  championship 
pitcher  and  manager. 

Winning  Bowling — Earl  Anthony  $4.95  Bowling’s  greatest  money  winner  explains  his  techniques  to 
beginners  and  advanced  bowlers.  Diagrams,  photos,  tips  on  concentration,  coordination  and  timing. 
Inside  Bowling  for  Women — Paula  Sperber  and  Chuck  Pezzano  $4.95  A  solid  200-average  shooter 
and  two-time  winner  of  the  U.S.  Open,  Paula  shows  the  serious  woman  bowler  that  brains  can  conquer 
brawn.  A  step-by-step  rundown  of  her  winning  technique,‘with  hundreds  of  pictures  and  diagrams. 
Inside  Vol’eyball  for  Women — Mary  Jo  Peppier  $4.95  Volleyball  superstar  Mary  Jo  Peppier  offers  a 
unique  how-to  book  of  skills  and  fundamentals  including  instruction  on  movement,  serving,  passing, 
volleying,  diving,  rolling  and  defense.  Winner  of  ABC-TV’s  “Superstars”  competition  for  women. 

Inside  Golf  for  Women— Patty  Berg  $4.95  The  greatest  name  in  women’s  golf  offers  insight  and  tips 
using  photographs  and  illustrations  along  with  lucid  professional  instruction.  Forward  by  Carol  Mann. 

•  Winning  College  Basketball  •  Winning  Racquetball  *  Inside  Handball 

Ray  Meyer  $4.95  Art  Shay  $4.95  Paul  Haber  $5.95 

•  Inside  Tennis  •  Inside  Pocket  Billiards  •  Winning  Squash 

Stan  Smith  $4.95  Steve  Mizerak  $4.95  Al  Molloy,  Jr.  $5.95 


N.I.R.A.  MEMBER 
DISCOUNTS 


Under  $10  at  retail  20%  off 
$10  at  retail  or  more  40%  off 
25  copies  46%  off 

250  copies  47%  off 

500  copies  48%  off 

750  copies  49%  off 

1000  copies  50%  off 

Titles  may  be  combined  for  volume 
discount. 


TO:  Mr.  Bruce  DuMont,  Contemporary  Books,  Inc. 

180  N.  Michigan  Avenue,  Chicago,  IL  60601 
□  Please  send  your  latest  catalog  of  sports,  premiums,  and  Christmas  books. 
Please  send  the  following  titles. 


_ Mastering  Golf  @  $6.95  ea.  $_ 

_ Inside  Softball  @$4.95ea.  $_ 

_ Winning  Bowling  @  $4.95  ea.  $_ 

_ Inside  Bowling  for  Women  @  $4.95  ea.  $_ 

_ Inside  Volleyball  for  Women  @  $4.95  ea.  $_ 

_ Inside  Golf  for  Women  @  $4.95  ea.  $_ 


Winning  College  Basketball  @  $4.95  ea.  $_ 


Illinois  residents  add  5%  sales  tax 
California  residents  add  6%  sales  tax 


SHIP  TO: 
Name _ 


Inside  Tennis 
Winning  Racquetball 
Inside  Pocket  Billiards 
.  Inside  Handball 
Winning  Squash 
TOTAL  RETAIL 
LESS  N.I.R.A.  DISCOUNT 
REMITTANCE  ENCLOSED 


@  $4.95  ea.  $_ 
@  $4.95  ea.  $_ 
@$4.95  ea.  $_ 
@$5.95  ea.  $_ 
@  $5.95  ea.  $_ 
$- 


$_ 


.Title. 


Company  Name 

Address  _ 

City _ 


_State  _ 


_Zip. 


Authorized  Signature  _ 


Contemporary  Books,  Inc, 

180  North  Michigan  Avenue,  Chicago,  Illinois  60601  (312)  782-9181 
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Meet  Your  NIRA  Staff 


The  National  Industrial  Recreation  Association's  headquarters 
is  "Information  Central"  for  recreation  directors  throughout 
the  U.S.,  Canada  and  Mexico.  The  Association's  full-time 
professional  staff  coordinates  NIRA  services  and  activities  from 
its  Chicago  office.  Our  volunteer  Board  of  Directors,  elected 
by  NIRA  members  in  nine  regions,  sets  policy  and  issues  directives 
for  the  staff's  implementation  and  administration. 

Throughout  the  year,  the  staff's  primary  contact  with  members 
is  by  phone  and  letter.  Regional  conferences  and  the  annual 
National  Conference  and  Exhibit  present  rare  opportunities 
for  the  staff  to  meet  members  personally. 


PATRICK  B.  STINSON 


Executive  Director 


i 


Filling  a  double  role  for  NIRA,  Pat 
Stinson  is  responsible  fof  the  overall 
administration  of  the  Association 
and  for  the  sale  of  advertising  in 
N  IRA's  Recreation  Management 
Magazine. 

As  Executive  Director,  Stinson  di¬ 
rects  the  daily  business  of  the  Asso¬ 
ciation,  according  to  policy  estab¬ 
lished  by  the  Board  of  Directors.  He 
reports  to  the  Board  and  works 
closely  with  individual  Directors  on 
an  informal  basis  and  at  regularly 
scheduled  meetings  throughout  the 
year. 

Stinson  is  also  official  publisher  of 
Recreation  Management  Magazine 
and  supervises  the  publication  of 
other  NIRA  materials  for  the  infor¬ 
mation  of  Association  members  and 
the  promotion  of  the  Association's 
public  image. 

As  chief  NIRA  administrator,  Stin¬ 
son  is  responsible  for  the  Associa¬ 
tion's  financial  planning.  He  pre¬ 
pares  an  annual  budget  for  the  re¬ 
view  and  approval  of  the  Board  of 
Directors  and  administers  the  Asso¬ 


ciation  within  that  budget.  He  also 
acts  as  Secretary-Treasurer  of  the 
National  Industrial  Recreation  Re¬ 
search  and  Education  Foundation 
(NIRREF),  a  separate  corporation. 

Pat  Stinson  is  responsible  for  co 
ordinating  staff  and  member  efforts 
for  the  annual  NIRA  Conference 
and  Exhibit.  He  works  with  Confer¬ 
ence  committee  volunteers  during 
every  phase  of  planning  and 
organization.  He  sells  booths  for  the 
Exhibit  portion  of  the  event  and 
oversees  the  entire  meeting  as  it  oc¬ 
curs. 

As  Executive  Director,  Stinson 
acts  as  an  official  spokesperson  for 
NIRA.  In  this  position,  he  is  able  to 
publicize  the  benefits  of  member¬ 
ship  and  establish  the  Association  as 
the  clearinghouse  of  information  on 
employee  recreation  and  services. 

After  earning  a  B.S.  in  recreation 
from  Western  Illinois  University, 
Stinson  joined  the  NIRA  staff  in 
1974  as  Director  of  Membership.  He 
was  named  Executive  Director  in 
May  of  1977. 
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MICHAEL  T.  BROWN 

Assistant  Executive  Director; 
Director  of  Membership 


Mike  Brown,  CIRA,  in  his  position 
as  Assistant  Executive  Director, 
helps  administer  NIRA's  Chicago 
headquarters.  He  is  extensively  in¬ 
volved  in  all  phases  of  organization 
for  the  annual  Conference  and  Ex¬ 
hibit.  He  als©  acts  as  an  official 
spokesperson  for  NIRA.  In  Pat  Stin¬ 
son's  absence,  he  assumes  responsi¬ 
bility  for  overall  headquarters  opera¬ 
tions. 

As  Director  of  Membership, 
Brown  administers  the  broad  range 
of  services  that  makes  NIRA  mem¬ 
bership  valuable.  In  cooperation 
with  the  Vice  President  of  Tourna¬ 
ments  and  Services,  he  oversees  the 
Association's  various  recreation 
tournaments  and  contests.  He  coor¬ 
dinates  our  Awards  program.  The 
Association's  recognition  program 
for  Certified  Industrial  Recreation 
Administrators  and  Leaders  (CIRA's 
and  CIRL's)  also  falls  in  his  area.  In¬ 
formation  services  as  varied  as  pro¬ 
gram  consultation  and  the  NIRA 
Membership  Directory  also  emanate 
from  his  office.  Job  placement  for 


recreation  professionals  and  the 
headquarters  intern  program  are 
also  his  responsibility. 

A  major  portion  of  Brown's  work 
involves  the  development  of  new 
members  for  the  future  growth  of 
NIRA.  He  promotes  NIRA  to  new 
organizations  and  works  to  include 
them,  once  they  join,  in  the  active 
benefits  of- membership. 

Mike  Brown,  CIRA  earned  a  B.S. 
in  recreation  from  Michigan  State 
University  in  1973  and  began  his  ca¬ 
reer  as  activities  coordinator  for  R.  R. 
Donnelley  and  Sons  Company. 
While  with  Donnelley,  he  served 
NIRA  as  a  Director  from  Region  III. 
In  June  1977,  he  joined  the  NIRA 
staff  in  his  present  position. 


*  *  * 


JANA  L.  BURDICK 


Secretary/ Administrative  Assistant 


Jana  Burdick  joined  NIRA  in  1976 
as  a  secretary/receptionist.  She  was 
promoted  in  February  1978  to  her 
present  position. 


Her  responsibilities  include  a 
wide  variety  of  secretarial  and  ad¬ 
ministrative  duties  directed  toward 
expiditing  the  administration  of 
NIRA  and  the  efficient  management 
of  everyday  office  functions.  She 
types  all  executive  correspondence 
and  often  authors  general  NIRA  cor¬ 
respondence  herself.  She  handles 
preliminary  bookkeeping  for  the  As¬ 
sociation's  accounts  and  prepares 
NIRA's  financial  records  for  review 
by  our  accountant. 

Burdick  monitors  the  office's 
equipment  and  supply  needs  and 
acts  as  purchasing  agent.  She  han¬ 
dles  the  distribution  of  brochures, 
booklets,  textbooks,  and  other  ma¬ 
terials  requested  by  NIRA  members. 

Jana  Burdick  is  a  1976  high  school 
graduate  and  currently  attends 
Mundelein  College  in  Chicago  as  a 
part-time  freshman. 

*  *  * 

MARY  P.  MORRIS 

Editor 

Mary  Morris'  primary  responsibil¬ 
ity  is  the  production  of  NIRA's 
monthly  Magazine,  Recreation  Man¬ 
agement.  In  this  capacity,  she  works 
with  Pat  Stinson  and  Mike  Brown  to 
develop  a  yearly  editorial  plan.  She 
is  responsible  for  obtaining  au¬ 
thored  feature  stories  for  the  maga¬ 
zine  and  for  writing  the  remainder 
of  its  material  herself.  She  obtains 
whatever  artwork  is  necessary, 
sometimes  taking  photographs  to 
supplement  stories.  She  lays  out  the 
magazine  and  works  closely  with  its 
printer  through  all  phases  of  pro¬ 
duction  and  distribution. 

In  addition  to  the  Magazine,  Mor¬ 
ris  edits  the  monthly  key  notes 
newsletter  of  Melvin  and  Martha 
Byers,  CIRA's  and  the  quarterly 


continued 
on  following  page 
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NIRA  Past  Presidents 


1941-44 — Dr.  Floyd  R.  Eastwood,*  Los  Angeles  State 
College 

1944-46 — Edward  B.  DeGroote,*  Servel,  Inc. 

1946- 47 — James  J.  Walsh,*  Chrysler  Corp. 

1947- 48 — R.  C.  Skillman,  Champion  Papers,  Inc. 

1948- 49 — C.  A.  Benson,  Eastman  Kodak  Co. 

1949- 51 — W.  H.  Edmund,  Goodyear  Tire  &  Rubber 

Co. 

1951- 52 — John  R.  Ernst,*  National  Cash  Register  Co. 

1952- 53 — William  T.  Prichard,*  General  Motors 

Corp. 

1953- 54 — A.  H.  Spinner,  Armstrong  Cork  Co. 

1954- 55 — Ralph  M.  Isacksen,  Seeburg  Corp. 

1955- 56 — Carl  Klandrud,  CIRA,  Allis-Chalmers  Man¬ 

ufacturing  Co. 

1956- 57 — Ben  Kozman,  CIRA,  Thompson  Ramo 

Wooldridge,  Inc. 

1957- 58 — Kenneth  Klinger,  Consolidated  Vacuum 

Corp. 

1958- 59 — Thomas  G.  Croft,  General  Dynamics/ Fort 

Worth 

1959- 60 — John  H.  Leslie,  CIRA,  Minnesota  Mining 

and  Manufacturing  Co. 

1960- 61 — Oskar  Frowein,  CIRA,  Republic  Aviation 

1961- 62 — Robert  A.  Turner,  CIRA,  West  Point  Manu¬ 

facturing  Co. 


1962- 63 — Edward  T.  Mitchell,  CIRA,  U.S.  Steel  Corp. 

1963- 64 — Walter  Dowswell,*  Motorola,  Inc. 

1964- 65 — Frank  Davis,  CIRA,  Lockheed  California 

Co.* 

1965- 66 — Charles  Bloedorn,  CIRA,  Goodyear  Tire  & 

Rubber  Co. 

1966- 67 — Larry  M.  Deal,  Sr.,  CIRA,  Inland  Manufac¬ 

turing  Co. 

1967- 68 — Patrick  W.  Feely  Jr.,  The  Falk  Corp. 

1968- 69— Kenneth  L.  Kellough,*  North  American 

Rockwell  Corp. 

1969- 70 — A.  Murray  Dick,  CIRA,  Dominion  Found¬ 

ries  &  Steel,  Ltd. 

1970- 71 — Martha  L.  Daniell,  CIRA,  Nationwide  In¬ 

surance  Co. 

1971- 72 — C.  James  Moyer,  CIRA,  Eastman  Kodak  Co. 

1972- 73 — Gary  D.  McCormick,  CIRA,  Salt  River  Proj¬ 

ect 

1973- 74 — Edward  M.  Bruno,  CIRA,  Minnesota  Min¬ 

ing  and  Manufacturing  Co. 

1974- 75 — Miles  M.  Carter,  CIRA,  McLean  Trucking 

Co. 

1975- 76 — William  B.  DeCarlo,  CIRA,  Xerox  Corp. 

1976- 77 — Roy  L.  McClure,  CIRA,  Lockhead-Georgia 

Co. 

1977- 78 — Fritz  J.  Merrell,  CIRA,  Olin  Corp. 


* deceased 
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NIRA  Staff  continued 


CIRA  Informer  from  Daniel  Archi¬ 
bald,  CIRA.  She  arranges  for  the 
printing  and  distribution  of  both 
these  pieces  as  well  as  the  produc¬ 
tion  of  other  occasional  NIRA  publi¬ 
cations. 

Morris  arranges,  with  the  help  of 
NIRA  members,  for  publicity  and 
press  coverage  of  the  annual  Con¬ 
ference  and  Exhibit.  Throughout  the 
year,  she  assists  with  the  production 
of  various  materials  used  to  publi¬ 
cize  NIRA  and  its  services. 

In  1972,  Mary  Morris  earned  a  B.  A. 
in  journalism  from  the  University  of 
Michigan.  After  working  as  an  ad¬ 
vertising  copywriter  and  employee 
publications  editor,  she  joined  the 


NIRA  staff  on  a  free-lance  basis  in 
March  1975.  She  signed  on  as  full¬ 
time  Editor  the  next  September. 
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news 

in 

brief 


Newsbits  for  the 
recreation  planner 

Money -saving  national  park  passes 

are  available  from  the  Department 
of  the  Interior  again  this  year.  The 
1978  passes  help  cut  the  cost  of 
visiting  national  parks,  monuments 
and  recreation  areas.  The  Golden 
Eagle  Passport  entitles  people  under 
62  years  of  age  and  those  traveling 
with  them  to  free  entrance  where 
fees  are  ordinarily  charged.  The 
Passport  costs  $10  and  is  valid  for 
one  year.  The  Golden  Age  Passport 
is  a  lifetime  permit  available  free  to 
those  over  62  years  of  age.  It  carries 
the  same  free  admittance  privileges 
as  the  Golden  Eagle  Passport  plus  a 
fifty  per  cent  discount  on  all  user 
fees  within  federally-managed  parks 
monuments  and  recreation  areas. 
Seniors  must  apply  in  person  for 
Golden  Age  Passports.  For  more  in¬ 
formation,  contact  the  Heritage 
Conservation  and  Recreation  Serv¬ 
ice,  Department  of  the  Interior- 
South,  Washington,  D.C.  20240. 

Bowling  participation  continues 
to  increase,  if  American  Bowling 
Congress  figures  are  any  indication. 
Membership  statistics  reported 
through  January  1978  show  a  one- 
year  increase  of  nearly  140,000 
bowlers  competing  in  ABC  leagues. 
Membership  in  the  ABC,  a  NIRA 
member,  reached  3,784,990. 

Short  people  got  special  atten¬ 
tion  from  the  Missouri  Division  of 
Tourism  recently.  Pint-sized  folk, 
who  have  been  the  butt  of  Randy 
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Newman's  tongue-in-cheek  put- 
down  in  the  song  "Short  People", 
will  love  Missouri,  according  to  that 
state's  recent  tourism  campaign. 
Some  quips  from  tourism  Director 
Jim  Pasley: 

•  Short  people  will  love  the 
Ozarks  —  a  beautiful  range  of  short 
mountains —  not  at  all  intimidating 
like  the  Rockies. 

•  Tour  the  boyhood  home  of 
Mark  Twain,  whose  short  stories  are 
as  famous  as  his  novels. 

•  Wherever  they  travel  in  the 
state,  concludes  Pasley,  short  peo¬ 
ple  can  have  a  good  time,  even  if 
they're  short  of  funds. 

The  office  work-week  is  shrink¬ 
ing,  according  to  new  Bureau  of 
Labor  statistics.  The  data,  reported 
recently  in  the  Wall  Street  Journal, 
indicate  that  office  workers  in 
Newark,  N.J.  average  only  36  hours 
per  week  while  their  counterparts  in 
New  York  City  put  in  36.4  hours  and 
those  in  Boston  work  38.7.  Com¬ 
parable  employees  in  the  south 
work  longer  hours.  The  statistics 
show  a  trend  toward  a  shorter  work¬ 
week.  Employees  averaged  41.1 
hour  weeks  in  1948,  but  logged  a 
weekly  average  of  only  38.2  hours  by 
1976. 

Unions  lost  52%  of  elections  to 

decide  representation  questions  in 
1976.  The  figures  were  included  in 
the  National  Labor  Relations  Board's 
annual  report,  released  in  mid- 
March.  The  report  also  noted  a  tre¬ 
mendous  increase  over  the  last  ten 
years  in  the  number  of  decertifica¬ 
tion  elections  —  votes  to  eject 
unions.  Last  year,  unions  won  24% 
of  decertification  votes.  Although 
the  proportion  remains  unchanged 
over  a  decade,  the  number  of  such 
elections  has  increased  more  than 
300%  to  849  in  1976. 

Your  merchandise  resale  program 

should  include  more  consumer 
electronic  products  in  coming  years. 
According  to  a  recent  release  from 
Predicasts,  Inc.,  sales  of  several 
popular  home  electronic  gadgets 
will  grow  more  than  50%  annually 
in  coming  years.  Predicasts  prepares 


FORT  LAUDERDALE,  FLORIDA 


Wach  c\n\> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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marketing  reports  and  forecasts  in  a 
wide  variety  of  areas.  High  on  its  lists 
of  future  boom  products  are  video 
recorders  and  players,  home/  hobby 
computers,  home  video  games  and 
auto  radar  detectors. 

Camping  families  now  have  over 
one  million  campsites  from  which 
to  choose,  nationwide,  according  to 
the  1978  edition  of  Woodall's 
Campground  Directory.  There  is 
now  one  campsite,  public  or  pri¬ 
vate,  for  every  two  hotel  or  motel 
rooms  in  the  U.S.  The  five  states 
with  the  most  campsites  according 
to  Woodall's  figures  are  California, 
Florida,  Michigan,  New  York  and 
Ohio.  Camping  may  be  fun  for 
some,  but  apparently  Americans  like 
their  wilderness  with  at  least  some 
of  the  comforts  of  home.  There  are 
more  than  six  million  recreational 
vehicles  in  use  today,  according  to 
the  Recreation  Vehicle  Industry  As¬ 
sociation.  Kampgrounds  of  Ameri¬ 
ca,  however,  says  only  five  million 
family  tents  are  in  use.  PIU 
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/ recreation  \  1978  Research  Foundation  Study 

|  RESEARCH  ! 

54  awn  s 

^educational/ 

to  help  justify  programs 


by  Michael  Whitlock 

William  B.  DeCarlo,  CIRA 
David  Groves,  Ph.  D. 


Information 


The  National  Industrial  Recreation  Research  and  Edu- 
■  cational  Foundation  (NIRREF)  has  mailed  an  impor¬ 
tant  questionnaire  to  NIRA  organization  members.  The 
purpose  of  the  survey  is  to  increase  our  knowledge 
about  administrative  processes,  facilities,  services  and 
programs.  Members'  participation  in  this  endeavor  will 
help  provide  valuable  information  for  their  own  use  and 
for  the  support  of  employee  recreation  and  services  in 
general.  The  results  of  this  survey  will  provide  a  basis  for 
comparison  among  companies  and  an  incentive  for 
continued  improvement  of  operations.  They  will  be 
available  from  NIRREF  to  participants. 

The  survey  data  may  be  especially  important  to  newer 
members  of  the  Association.  It  is  the  hope  of  the  Foun¬ 
dation  to  be  able  to  work  with  individual  organizations 
to  help  them  obtain  the  specific  information  they  need 
to  justify  their  programs  and  make  better  decisions.  The 
Foundation,  in  this  function,  serves  as  a  clearing  house 
and  consulting  service  to  improve  the  quality  of  infor¬ 
mation  available  to  the  profession. 

Baseline  information 
convinces  management 

Growth  of  employee  recreation  and  services  in  the 
past  few  years  has  been  substantial,  as  evidenced  by 
NIRA's  membership  increases.  Many  questions  are 
being  raised  about  the  contributions  of  recreation  to 
business  institutions.  These  questions  are  difficult  to 
answer  without  baseline  information  to  illustrate  the 
beneficial  influence  of  recreation  upon  employees.  The 


basic  issue  is  one  of  benefits  to  the  company  based 
upon  employee  satisfaction  that  translates  into  greater 
productivity  and  higher  profits. 

Data  available  to  answer  these  questions  is  limited.  A 
primary  consideration  is  which  agency  or  organization 
will  take  the  major  responsibility  for  obtaining  the 
needed  information.  At  present,  the  research  being 
conducted  is  fragmented  and  therefore  of  only  limited 
use.  The  greatest  benefits  from  research  are  realized 
when  there  is  a  concerted  effort  in  one  particular  direc¬ 
tion  and  when  there  is  continuity  from  one  research 
study  to  the  next. 

Several  years  ago,  NIRA  responded  to  the  need  for  a 
major  sponsoring  institution.  The  Association  created 
the  separately  incorporated  NIRREF  for  the  purpose  of 
sponsoring  applied  research  in  employee  recreation  and 
services.  NIRREF  studies  are  designed  to  provide  a  per¬ 
spective  for  future  employee- related  needs  and  devel¬ 
opments  in  the  industrial  movement.  Its  research  pro¬ 
vide^  information  used  in  formulating  policy  and  devel¬ 
oping  guidelines  to  help  improve  programs,  services 
and  facilities.  This  work,  in  turn,  helps  expand  the  influ¬ 
ence  of  recreation  within  the  corporate  structure.  The 
Foundation,  toward  this  end,  sponsored  a  survey  in 
1974  that  tapped  sources  among  NIRA  organization 
members.  That  survey  provided  a  foundation  of  prelim¬ 
inary  information  (see  examples  below)  upon  which  to 
base  some  decisions  in  the  program  and  facility  design 
areas.  It  also  showed  us  important  areas  in  which  NIR¬ 
REF  required  both  updated  and  additional  information. 
Results  of  the  1978  survey  will  help  satisfy  this  need. 
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Example  Findings —  1974  NIRREF  Survey 

ADMINISTRATION 


•  55.8%  of  the  companies  reported  having  an  em¬ 
ployee  recreation  association.  (Non-respondent 
17.1%) 

•  Major  fringe  benefits  provided  by  companies  were: 

Retirement  fund  (66.6% ) 

Health  and  accident  insurance  (64.1%) 

Life  and  travel  insurance  (55.8%) 

Auto  allowance  (44.1%) 

Paid  educations  (43.4%) 

Blue  Cross/ Blue  Shield  insurance  (42.5%) 


Funds  for  the  recreation  budget  came  from  four 
main  sources: 

Company  contributions  (60% ) 

Employee  program  fees  (42.5%) 

Vending  machines  (33.3%) 

Dues  (31.6%) 


Annual  gross  operating  budgets  varied  widely  (per¬ 
centage  of  respondents  in  each  budget  category): 
Under  -  $5,000  (4.1%) 

$5,000  -  $10,000(7.5%) 

$10,001  -  $25,000  (17.5%) 

$25,001  -  $50,000  (9.1%) 

$50,001  -  $100,000(10.8%) 

$100,001  -  $250,000  (12.5%) 

$250,001  -  $500,000(5.8%) 

$500,001  -  $750,000(0.8%) 

$750,001  -  up  (1.6%) 

Non-respondent  (29.1%) 


FACILITIES 

•  Recreation  programs  most  commonly  operated 
with  three  types  of  indoor  facilities  (percentage  of 
respondents  who  have  each  type  of  facility): 

Recreation  buildings  (25.6%) 

Meeting  rooms  (30.5%) 

Auditoriums  (30.5%) 

•  Outdoor  facilities  most  commonly  provided  were 
picnic  areas  (26.4%)  and  ball  diamonds  (24.7%) 


SERVICES 

•  23.9%  of  the  companies  had  travel  clubs  and 
40.4%  sponsored  travel  trips.  (Non-respondent 
18.1%).  The  major  places  visited  by  the  organiza¬ 
tions  surveyed  were  Hawaii  (36.2%),  Las  Vegas 
(29.7%)  and  Europe  (23.7%). 

PROGRAMS 

•  The  activities  most  commonly  sponsored  were 
(percentage  of  respondents  who  sponsor  each  ac¬ 
tivity): 

Golf  (52.7% ) 

Bowling  (48.6%) 

Slow  pitch  softball  (45.6%) 

Basketball  (41.2%) 

Volleyball  (33%) 

Bridge  (26.9% ) 

Snow  skiing  (25.2%) 

Photography  (16.6%) 


NIRA 

•  Membership  in  NIRA  was  considered  valuable 
(fairly  and  very)  by  85% . 

•  The  members  thought  that  a  primary  NIRA  goal 
should  be  giving  service  to  companies  and  organi¬ 
zations. 

•  Members  felt  that  NIRA  communication  was  of 
high  quality  (45.8%). 

•  Of  the  NIRA  publications,  highest  ratings  were 
given  to  Recreation  Management  (47.5%)  and  key 
notes  (46.6%). 

•  Members'  attitudes  toward  NIRA  were  favorable 
(89.1%). 


continued  on  following  page 
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If  you've  got  the 
convention, 
uie've  got  the 
auditorium,  arena, 
airport,  marina, 
stadium. 

Municipal  Pier 
and  the  hotels, 
all  within 

walking  distance  of  our  Bayfront  Center! 


Other  plus  features:  •  100%  air-conditioned  •  Arena 
seats  8,000+;  theater  —  2,200;  two  meeting  rooms 
—  300  and  500;  dinner  room  for  2500  in  arena,  buffet 
space  for  4500  ;  total  28,400  sq.  ft.  arena  exhibit 
space.  •  12'xlO'x  20' 20,000  lb.  freight  elevator 

•  Individual  hook-ups  for  uuater,  electricity  (230V), 

•  20  minutes  to  Gulf  of  Mexico,  20  minutes  to 


Greyhound  racing,  30  minutes  toJ'ai  Alai. 

•  Nearby  tennis,  golf,  motor  and  sailboat  rental. 

Just  a  short  drive  to  Disney  UUorld ,  Busch  Gardens 
and  all  Central  Florida  attractions.  Write  or  call 
Bayfront  Administrator  for  Convention  Information  Kit. 
(813)  893-7251,  400-1  st  St.  South,  St.  Petersburg,  FL 
Phil  Scott,  Asst.  Director  rffc/)  / 

,  Director 


Bayfront  Center  Complex 

"fl  Convention  in  St.  Pete  is  also  a  Vocation!'' 
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Research  Study  continued 


Continuing  research 
supports  growth 

Employee  recreation  is  evolving  into  an  important 
support  service  within  the  company  structure.  As  recre¬ 
ation  grows  in  importance,  more  information  is  needed 
about  facilities,  services  and  programs  to  support  and 
improve  the  quality  of  operations.  Comparisons  must 
be  made  among  companies  to  provide  baseline  infor¬ 
mation  and  make  available  alternative  paths  and  stan¬ 
dards  on  which  to  base  sound  decisions. 

NIRA  members  will  help  promote  essential  research 
by  participating  in  the  1978  NIRREF  study.  Results  of  the 
study,  when  compared  with  similar  findings  from  1974, 
will  provide  NIRREF  and  NIRA  members  with  a  new, 
clearer  concept  of  where  employee  recreation  and  serv¬ 
ices  stand  today  and  what  trends  appear  for  the  future. 
Future  studies  must  address  more  complex  issues  in  the 
field,  including: 

•  The  benefits  of  recreation  programs 

•  Facility  design 

•  Activities  for  programming 


•  Methods  and  techniques  to  deliver  quality  pro¬ 
grams 

•  Increasing  services  through  effectiveness  and  effi¬ 
ciency  of  operation 

•  Use  of  employee  associations  and  volunteer  serv¬ 
ices  in  developing  programs 

•  Developing  fiscal  resources  that  are  self-sustaining 
and  not  heavily  based  upon  company  support. 

Only  through  cooperating  and  sharing  information 
can  the  employee  recreation  and  services  profession 
continue  to  grow.  The  1978  NIRREF  survey  is  an  excel¬ 
lent  means  by  which  NIRA  members  can  contribute  to 
the  formal  research  in  their  field  and  immediately  gain 
information  to  use  in  support  of  their  programs. 

j 

David  Groves,  Ph.D  is  with  the  Department  of  Rec¬ 
reation  and  Leisure  at  State  University  of  New  York 
(SUNY)  —  Brockport.  Michael  Whitlock  is  a  research 
assistant  at  SUNY  and  colleague  of  Dr.  Groves.  William 
DeCarlo,  CIRA  is  Chairman  of  the  National  Industrial 
Recreation  Research  and  Educational  Foundation,  the 
current  Treasurer  of  NIRA  and  a  Past  President  of  the 
Association.  Ml 
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Goodyear's  Chairman  of  the  Board 
supports  employee  recreation 


RECREATION  BECOMES 
A  KEY  FACTOR  IN 
PRODUCTIVITY  BY 
GIVING  THE  INDIVIDUAL 
STATUS  AND 
RECOGNITION 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 


C.  J.  Pilliod 

Chairman  of  the  Board 
Goodyear  Tire  &  Rubber  Company 

“Management  has  an  obi igcitiort,  wherever 

possible,  to  see  that  employees  achieve 
a  sense  of  personal  satisfaction  from  what  they 
do. 

“Goodyear’s  early  management  strongly  be¬ 
lieved  that  there  is  a  direct  correlation  between  a 
healthy  body  and  a  person’s  ability  not  only  to  do 
his  or  her  job,  but  also  to  enjoy  fully  the  hours 
away  from  work.  Thus,  more  than  a  half  century 
ago,  a  large  gymnasium  was  built  opposite  corpo¬ 
rate  headquarters  in  Akron.  It  has  been  in  con¬ 
stant  use  ever  since. 

“We  actively  promote  the  idea  of  employees 
taking  part  in  sports.  Our  company  has  leagues 
for  basketball,  flag  football,  softball,  bowling,  vol¬ 
leyball,  and  golf.  In  recent  years  membership  in 
our  skiing  and  tennis  clubs  has  mushroomed. 
Realizing  that  not  everyone  is  cut  out  for  active 
participation  in  sports,  Goodyear  sponsors  41 
clubs  that  offer  a  varied  menu  of  interests,  rang¬ 
ing  from  chess  and  bridge  to  gourmet  eating  and 


model  railroading.  A  1 ,400-seat  theater  provides  a 
fine  setting  for  the  Goodyear  Musical  Theatre. 
The  75-acre  Wingfoot  Lake  Park  is  becoming  one 
of  the  finest  employee  facilities  in  the  country.  The 
company  sponsored  its  first  Boy  Scout  troop  in 
1914.  Today  Goodyear  is  one  of  the  largest  indus¬ 
trial  sponsors  of  scouting  in  the  world.  We  also 
sponsor  the  world’s  largest  hunting  &  fishing  club 
with  a  membership  of  more  than  5,000. 

“All  of  this  costs  money,  but  we  consider  it 
money  well  spent,  because  it  lets  our  employees 
know  we  care  about  them  over  and  beyond  what 
they  produce  on  the  job. 

“Recreation  becomes  a  key  factor  in  productiv¬ 
ity  by  giving  the  individual  status  and  recognition, 
as  well  as  improving  his  or  her  morale.  A  diversi¬ 
fied  selection  of  activities  for  employees,  mem¬ 
bers  of  their  families  and  retirees  is  the  fiber  that 
joins  our  people  into  a  well-knit,  friendly  group  — 
on  and  off  the  job.” 
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Management  Perspective 


Should  a  manager  participate 
in  employee  activities? 


with  Arnold  Burns 


Employee  services 
directors  insist  that 
recreation  activities 
improve  productivity 
by  bringing  managers 
and  employees 
together  socially.  But 
is  such  informal 
contact  desirable? 
Some  managers  don't 
think  so . . . 

.  .  .  and  their  viewpoint  still  exerts 
considerable  influence  in  some 
organizations.  Managers  must  main¬ 
tain  a  certain  distance  from  their 
employees,  so  the  argument  goes.  In 
an  industrial  or  business  setting, 
familiarity  can  breed  contempt  —  or 
at  least  damage  the  manager-em¬ 
ployee  relationship. 

"I  haven't  seen  any  evidence  of 
that.  I've  never  hesitated  to  get  in¬ 
volved  in  employee  activities,"  says 
Arnold  Burns,  a  line  manager  for 


R.R.  Donnelley  and  Sons  Company. 
Burns  is  responsible  for  250  workers 
in  the  Chicago  printing  giant's  gra¬ 
vure  pressroom  and  ink  depart¬ 
ments.  He  is  also  an  active  partici¬ 
pant  in  the  company's  Lakeside 
Press  Employees  Association 
(LPEA). 

Burns  participates  in  LPEA  ac¬ 
tivities  primarily  for  his  own  enjoy¬ 
ment,  rather  than  as  a  calculated 
employee  relations  effort.  He  is  a 
member  of  the  golf,  ski,  bicycle  and 
anglers  clubs  and  has  traveled  with 
LPEA  groups.  He  is  one  of  few  man¬ 
agers,  however,  who  are  seriously 
involved  in  employee  activities. 

Burns  feels  there  may  be  several 
reasons  why  some  managers  hesi¬ 
tate  to  join  their  employees  in 
recreation  activities.  An  important 
factor  for  some,  he  speculates,  may 
be  a  fear  of  confrontation  with  em¬ 
ployees. 

"Although  they  can't  admit  it," 
says  Burns,  "  some  managers  aren't 
confident  they  can  handle  the  ques¬ 
tions  employees  might  ask  in  a 
social  situation."  Ironically,  he  adds, 
employees  seldom  quiz  him  during 
recreation  events  about  job-related 
matters.  When  employees  do  ques¬ 


tion  a  particular  decision  or  com¬ 
pany  policy,  however,  Burns  feels 
free  to  answer  frankly. 

"You  have  to  be  confident  in 
your  own  decisions  and  be  able  to 
back  them  up  if  an  employee 
should  challenge  them,"  he  says. 
"But  it  really  doesn't  come  up  that 
often.  In  fact,  we  talk  about  every¬ 
thing  but  the  job." 

Burns  disagrees  strongly  with 
those  who  argue  that  a  manager's 
involvement  with  the  employee  as¬ 
sociation  damages  the  manager-em¬ 
ployee  relationship.  In  fact,  he 
counters,  knowing  employees 
through  recreation  activities  helps 
him  manage  more  effectively  for 
several  inter-related  reasons: 

•  It  promotes  better  manager- 
employee  relations 

•  It  helps  him  understand  what 
is  happening  in  his  department 

•  It  reduces  the  number  and 
severity  of  personnel  problems 

•  It  offers  him  enjoyable  leisure 
activities 


continued 
on  following  page 
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Should  a  manager  participate?  continued 


Better  employee  relations 

Burns  is  sure  that  his  participa¬ 
tion  in  employee  activities  simplifies 
his  responsibilities  as  a  manager. 
When  employees  know  their  man¬ 
agers  as  fellow  bowlers  or  members 
of  a  ball  team,  says  Burns,  feelings  of 


camaraderie  carry  over  to  the  shop. 
Familiarity  makes  discipline  easier, 
rather  than  more  difficult,  Burns 
says,  because  it  helps  employees  un¬ 
derstand  that  criticism  on  the  job 
does  not  involve  personal  dislike  or 
malice. 

"They  see  that  you  don't  carry 
grudges,"  he  explains.  In  com¬ 
parison,  managers  who  deal  with 
their  employees  only  in  the  work¬ 
place  have  fewer  opportunities  to 
demonstrate  that  they  like  and 
respect  employees  as  individuals, 
aside  from  any  interim  difficulties 
on  the  job. 

More  employee  awareness 

Managers  can  learn  about  the  in¬ 
ner  workings  of  their  own  depart¬ 
ments  if  they  participate  with  their 
employees  in  recreation  activities, 
according  to  Burns.  Employees  are 
more  apt  to  talk  honestly  about  per¬ 
sonnel  relations  and  company 
policies  in  the  casual  atmosphere  of 
a  recreation  activity  than  they  are  in 
a  work  setting. 


"You  are  able  to  learn  more  about 
their  true  feelings,"  Burns  says.  The 
informal  situation,  too,  encourages 
employees  to  ask  questions  which 
they  might  be  afraid  to  ask  at  work. 

"I  always  tell  people  that  it's  bet¬ 
ter  to  ask  a  stupid  question  than 
make  a  stupid  mistake,"  says  Burns, 
"and  in  a  casual  setting,  it's  easier  to 
ask." 

Sometimes,  says  Burns,  seeing  an 
employee  at  a  recreation  function 
also  helps  him  understand  a 
worker's  performance  problems  in 
the  shop. 

"You  get  the  opportunity  to  wit¬ 
ness  problems  —  drinking  prob¬ 
lems,  for  example,  or  domestic 
difficulties  —  at  a  preliminary 
stage,"  he  explains.  "You  can 
counsel  an  employee  before  it 
becomes  a  formal  reprimand  and 
you  can  sometimes  offer  advice 
without  seeming  to  criticize." 

Fewer  personnel  problems 

Personnel  problems  often  begin 
with  poor  communications  be¬ 
tween  managers  and  employees. 
They  are  almost  invariably  aggra¬ 
vated  when  the  two  cannot  talk 
with  one  another.  The  informality  of 
a  recreation  activity,  Burns  says, 
helps  managers  and  employees 
learn  to  communicate  without  un¬ 
necessary  inhibitions. 

"It  helps  break  down  barriers  on 
both  sides,"  he  says.  "A  manager 
can  be  so  much  more  effective  if  he 
can  cut  through  insignificant  bar¬ 
riers  to  communications  and  get 
right  to  the  point." 

Burns  feels  that  the  chance  to  im¬ 
prove  communications  during  rec¬ 
reation  activities  is  especially  impor¬ 
tant  for  large  employers  in  urban 
areas.  In  a  small  town,  he  points  out, 
workers  and  managers  are  likely  to 
know  one  another  as  neighbors, 
fellow  parishioners  or  members  of 
the  same  community  organizations. 
In  a  large  city,  however,  employees 
and  managers  may  never  see  one 
another  outside  the  work  environ¬ 
ment.  Burns  sees  the  recreation  pro¬ 


gram  as  a  compensating  influence 
that  brings  people  together  and 
reveals  their  common  interests  and 
feelings. 

"We  try  to  create  a  small  town  at¬ 
mosphere  in  a  metropolitan  set¬ 
ting,"  he  says  of  Donnelley. 


Enjoyable  leisure  activities 

Burns  believes  that  managers 
who  do  not  participate  in  employee 
recreation  activities  miss  the  fun  he 
enjoys  as  a  member  of  the  LPEA.  He 
credits  the  employee  association 
with  introducing  him  to  snow  ski¬ 
ing,  a  sport  he  now  pursues 
enthusiastically  as  a  member  of  the 
LPEA  ski  club. 

"I  never  would  have  had  the 
courage  to  get  out  on  the  slope 
without  the  moral  support  of  other 
employees,"  he  remembers. 

Burns  acknowledges  that  consci¬ 
entious  managers  who  spend  long 
hours  at  the  plant  or  office  may  be 
reluctant  to  devote  additional  time 
away  from  their  families  to  com¬ 
pany-related  activities. 


"It  would  be  unfair  to  criticize  all 
managers  who  can't  participate,"  he 
admits,  "but  there  is  no  excuse  for 
not  doing  something." 

For  example,  a  manager  should 
never  be  too  busy  to  drop  in  on  a 
retiree's  good-bye  coffee,  he  says, 

RM,  May,  1978 


22 


This  ad 
is  in  Black 
&  White 


••• 


. . . because 
there’s  not  enough 
color  to  describe 
Las  Vegas’  Color-full 
new  Silver  Bird 
Hotel  and  Casino. 


CONTINENTAL  THEATRE 

Featuring  top  star  entertainment 

CASINO  LOUNGE 

Offering  intimate  relaxation 

BIRD'S  NEST 

Gourmet  dining  in  regal  splendor 

LA  PALOMA 

Authentic  Mexican  cuisine 


For  your  pleasure  and  convenience. 

OYSTER  BAR 

Foods  from  the  oceans  of  the  World 

TERRACE  ROOM 

Snacks  to  dinners  —  24  hours 

FABULOUS  BUFFETS 

Daily  for  breakfast,  lunch  and  dinner 

SWIMMING  POOL  AND  GARDENS 

For  Daytime  fun  and  relaxing 


{ 


HOTEL  &  CASINO 

A  MAJOR  RIDDLE  ENTERPRISE 


KENO  AND  BINGO  PARLORS 

A  specialty  with  over  500  seats 

SPORTS  BOOK 

Bettmg  on  alt  sporting  events. 

SHOPS 

Of  all  kinds  for  your  pleasure  and  convenience. 

FREE  PARKING 

Security-staffed  illuminated  parking  lot. 

PHONE  TOLL  FREE 
(800)  634-3410 
or  see 
your  Travel  Agent 


CIRCLE  READER  SERVICE  CARD  NO.  12 


even  if  the  retiree  did  not  report  di¬ 
rectly  to  the  manager.  Employees 
welcome  the  interest,  he  says,  and 
are  genuinely  proud  that  managers 
are  concerned  enough  about  them 
to  participate.  The  recreation  di¬ 
rector  has  a  responsibility,  too,  adds 
Burns,  to  program  activities  that 
allow  some  involvement  without 
infringing  on  the  time  an  employee 
or  manager  spends  with  his  or  her 
family. 

"A  well  balanced  recreation  pro¬ 
gram  will  have  activities  that  reach 
the  entire  family,"  he  says.  "There 
should  also  be  activities  available 
which  an  employee  can  enjoy  with¬ 
out  taking  too  much  time  away 
from  the  family." 

Because  employee  recreation  has 
only  recently  been  adopted  on  a 
broad  scale,  data  concerning  its 
effect  on  productivity  is  extremely 
limited.  (See  story,  page  16).  Suc¬ 
cessful  managers  must  often  rely  on 
their  personal  observations  of  its 
benefits.  After  ten  years  as  a  super- 
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visor  and  manager  at  Donnelley, 
Burns  has  no  doubt  that  his  involve¬ 
ment  with  recreation  programs  pro¬ 
motes  smoother,  more  efficient 
production  by  improving  commun¬ 
ications. 

"It  is  very  hard  to  quantify,"  Burns 
admits.  "But  I  am  convinced  that  an 
employee  who  is  comfortable  in  his 
job,  who  believes  that  his  grievances 


will  be  handled  fairly  and  feels  he 
can  talk  with  his  manager  will  give 
you  better  performance." 

"Qualitatively,  I  can  only  cite  my 
experience,"  Burns  continues.  "For 
example,  we  recently  established  a 
work-through-lunch  program.  We 
had  less  trouble  with  the  transition 
than  we  might  have  had  because  we 
were  able  to  make  many  one-to-, 
one  explanations  of  the  change.  I 
am  sure  the  effectiveness  of  those 
meetings  was  enhanced  by  our 
mutual  involvement  in  the  recrea¬ 
tion  program." 


Arnold  Burns  began  his  career 
with  R.R.  Donnelley  and  Sons 
Company  ten  years  ago  as  a  man¬ 
agement  trainee.  Before  he  joined 
the  company,  he  taught  mathemat¬ 
ics  and  natural  science  in  the 
Chicago  public  schools.  As  a 
teacher,  Burns  found  his  sponsor¬ 
ship  of  student  clubs  helped  his 
classroom  effectiveness.  I'm 
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Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QAs  employee  services  supervisor,  I  have  been 
*  asked  to  investigate  the  possibility  of  opening 
an  employee  lunchroom  —  kinds  of  service,  costs, 
etc.  At  the  present  time,  employees  either  bring 
their  lunches  with  them  or  eat  in  local  restaurants. 
As  our  plant  has  expanded,  problems  have  arisen  in 
finding  proper  year-round  facilities  for  the  "brown 
baggers"  and  in  assuring  that  those  who  eat  in 
crowded  restaurants  get  back  to  work  on  time. 
There  has  also  been  pressure  from  some  employee 
groups  for  the  company  to  open  a  cafeteria  on  the 
premises. 

My  main  function  until  now  has  been  to  manage 
the  employee  recreation  activities.  I  have  no  experi¬ 
ence  whatsoever  with  food  service.  Can  you  tell  me 
if  any  other  recreation  directors  also  administer 
food  service  and,  if  so,  how  they  handle  it? 

RFood  service  is  one  of  those  auxiliary  services 
•  that  are  sometimes  thrust  upon  the  recreation 
director.  As  companies  expand  their  employee  serv¬ 
ices  areas,  we  can  expect  more  administrators  in  our 
position  to  acquire  such  responsibilities. 

To  my  knowledge  there  are  very  few,  if  any,  em¬ 
ployer-operated  food  services  that  make  a  profit.  In 
fact,  most  lose  money.  Some  questions  that  confront 
management  concerning  meal  service  are: 

•  Do  we  consider  food  service  as  an  employee 
benefit? 

•  If  we  do,  how  much  are  we  willing  to  invest  an¬ 
nually  to  provide  such  a  benefit? 

•Will  providing  food  service  reduce  eating  time  or 
tardiness? 

•  If  we  don't  provide  food  service,  should  we  be 
concerned  with  employees  leaving  the  plant  site 
and  consuming  alcoholic  beverages  during  the 
meal  period? 

•  Does  the  bringing  of  food  into  the  plant  by 
employees  present  hygiene  and  health  problems? 


•Would  the  institution  of  food  service  create 
serious  problems  of  ill  will  among  local  food  ven¬ 
dors? 

Employers  who  do  offer  on-site  food  service  han¬ 
dle  it  in  a  variety  of  ways.  Some  serve  cafeteria-style 
meals.  Others  provide  a  selection  of  vending  ma¬ 
chines.  Still  others  opt  for  a  combination  of  the  two. 

Many  employers,  feeling  the  cost  pinch  of  com¬ 
pany-operated  food  services,  have  sublet  the  busi¬ 
ness  to  catering  contractors.  This  eliminates  the  com¬ 
pany  employment  of  food  service  personnel  whose 
hourly  wages  and  company  benefits  can  make  it  im¬ 
possible  to  maintain  a  break-even  status.  The  move 
to  exclusively  vending  machine  operations  elimi¬ 
nates  the  food  service  employee  consideration  and 
the  cost  of  food  preparation  facilities.  On  the  other 
side  of  the  coin,  most,  if  not  all,  food  vending  serv¬ 
ices  are  unpopular  with  employees  and  a  bone  of 
contention  for  the  employees  and  unions.  Your 
company's  choice  of  food  service  method  will  de¬ 
pend  upon  management's  feelings  of  what  con¬ 
stitutes  success  in  the  program  —  whether  it  is  pri¬ 
marily  a  dollars-and-cents  consideration  ora  person¬ 
nel  benefit.  Your  company  may  choose  vending  ma¬ 
chines  which  can  break  even  financially  or  make  a 
profit,  or  go  with  a  cafeteria  which  could  lose  money 
while  satisfying  workers.  A  company  with  a  machine 
vending  food  service  most  likely  will  praise  its  opera¬ 
tions  strictly  on  the  basis  of  time  and  cost  savings  and 
its  relative  ease  of  operation.  A  company  with  its 
own  food  service  will  most  likely  point  out  the  em¬ 
ployee  satisfaction,  comfort  and  health  protection 
possible  with  personal  food  service. 

Unfortunately,  most  smaller  plants  are  more  or  less 
forced  to  choose  a  mechanical  food  vending  service 
rather  than  manual  operations.  The  larger  the  plant 
the  greater  reason  for  providing  manual  food  service. 
If  such  a  service  is  properly  operated,  the  costs  can 
be  kept  low.  Vending  machines  for  refreshments  and 
even  some  meal  needs  are  desirable  in  most  plants. 
Regardless  of  the  in-plant  food  service  offered,  there 
is  a  place  for  food  vending  machines  in  all  industrial 
complexes.  They  do  serve  an  employee  service  need 
and  are  appreciated  by  the  employees  for  the  conve¬ 
nience  that  no  other  facility  can  offer  as  well.  Some 
industries  with  in-plant  food  service  also  install  food 
vending  machines  which  make  food  available  at 
times  when  the  cafeteria  is  closed.  Some  companies 
also  provide  a  lunch  room  adjoining  the  machines. 

continued  on  page  28 
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Put  Your  Retirees  to  Work 

Helping  retirees  find  useful  work 
after  they  leave  the  company 
can  encourage  better  morale 
among  your  fulltime  employees 

by  Steven  L.  Ranck,  Ph.  D. 


Deople  who  are  active  in  business  and  their  profes- 
"  sions  can  be  frightened  at  the  thought  of  retire¬ 
ment.  Their  apprehension  is  evident  to  their  fellow  em¬ 
ployees  and  their  sinking  morale  can  be  contagious.  As 
the  time  for  retirement  approaches,  the  fear  of  being  led 
to  pasture  becomes  more  evident.  Some  employees 
who  previously  looked  forward  to  retirement  as  a  pleas¬ 
ant  experience,  reverse  their  thinking  as  it  draws  near 
and  feel  frustrated,  depressed  or  angry.  Their  frustration 
and  depression  can  translate  into  poor  job  perform¬ 
ance.  Anger  can  be  turned  against  the  company  which 
pre-retirees  feel  is  ready  to  abandon  them  once  their 
productive  years  on  the  job  have  passed. 

People  of  any  age  need  attention  and  appreciation. 
Retirement  may  pose  a  threat  to  these  basic  human 
needs.  To  overcome  the  fear  of  retirement,  some  com¬ 
panies  have  created  "new  job"  programs  for  employees 
who  are  nearing  retirement.  The  object  of  such  pro¬ 
grams  is  to  help  older  employees  find  post- retirement 
occupations  which  will  offer  them  interesting,  useful 
work  to  which  they  can  look  forward.  These  programs 
introduce  potential  retirees  to  agencies  that  would  be 
delighted  to  use  their  services,  full-  or  part-time.  Many 
social  service  agencies,  for  example,  are  begging  for 
volunteers  and  there  are  many  business  establishments 
seeking  reliable  part-time  help.  Not  to  be  overlooked 
are  organizations  that  need  full-  or  part-time  directors, 
consultants  or  board  members.  Some  retirees  have 
been  placed  on  speakers  lists,  have  been  employed  as 
part-time  instructors  or  paid  to  substitute  for  vacation¬ 
ing  employees. 


The  list  of  areas  in  which  retirees  can  find  "new  jobs" 
is  long.  Compiling  it  requires  some  initial  homework  on 
the  part  of  the  recreation  director.  The  director  should 
contact  all  possible  employment  sources  for  retired  per¬ 
sonnel.  The  recreation  office  can  provide  a  directory  of 
such  contacts  for  reference  or  distribution  to  potential 
retirees. 

Service  opportunities  abound  for  retirees  at  virtually 
every  skill  level.  Agencies  such  as  ACTION  and  the  Serv¬ 
ice  Corps  of  Retired  Executives  (SCORE)  —  both  at  806 
Connecticut  Avenue,  N.W.,  Washington,  D.C.  20525  — 
are  interested  in  retired  executive  level  personnel.  The 
federal  Small  Business  Administration  (SBA)  enlists 
retired  business  executives  to  counsel  small  businesses 
which  have  been  granted  SBA  loans.  Clients  are  coun¬ 
seled,  if  they  request  heip,  by  volunteers,  all  of  whom 
are  retired  executives  who  have  "made  it"  with  estab¬ 
lished  firms  or  who  have  been  successful  owners  of 
small  businesses.  The  volunteer  advisors  offer  a  wide 
range  of  management  skills  in  taxation,  finance,  adver¬ 
tising,  accounting,  production,  marketing,  banking,  en¬ 
gineering  and  general  administrative  management  expe¬ 
riences.  Another  "new  job"  source  for  this  type  of 
retiree  is  the  International  Executive  Service  Corps 
(IESC)  —  622  Third  Avenue,  New  York,  New  York.  The 
IESC  deals  with  retired  executives  who  are  interested  in 
advising  foreign  business  operations.  Volunteers  usually 
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Retires  continued 


serve  without  salary,  receiving  only  travel  and  living  ex¬ 
penses  for  themselves  and  their  spouses  while  on 
foreign  assignment.  In  addition,  various  chapters  of  the 
American  Association  of  Retired  Persons  (AARP)  are  ex¬ 
tremely  helpful  in  securing  work  or  services  for  mem¬ 
bers  who  seek  work,  either  to  supplement  their  income 
or  just  to  fill  their  time  with  some  constructive  activity. 

In  every  community  there  is  a  need  for  people  who 
are  willing  to  work  at  odd  jobs  or  as  occasional  fill-ins. 

;  Retirees,  unlike  some  younger  workers,  almost  always 
!  take  a  sincere  interest  in  doing  a  day's  work  for  reason- 
|  able  compensation.  Because  of  their  freer  schedules, 
too,  retirees  are  able  and  willing  to  become  serious 
volunteers  for  community  service  projects.  Recreation 
directors  can  recommend  that  potential  retirees  in¬ 
vestigate  compensated  or  volunteer  work  as  childcare 
assistants,  "house  sitters"  (while  the  owners  are  away), 
companions  to  shut-ins,  typists  and  stenographers,  no- 
I  taries  public,  small  business  auditors,  income  tax  service 
i  workers,  home  maintenance  workers,  apartment  build- 
|  ing  managers  and  any  number  of  other  occupations  that 
i  imagination  brings  to  mind.  Retirees  should  be  re- 
i  minded,  too,  that  churches,  social  agencies,  private 
j  schools,  small  business  establishments  need  part-time 
!  janitors,  painters  and  maintenance  workers. 


Ideas  Clinic  continued 

Before  you  become  involved  in  making  a  decision 
about  food  service  at  your  plant,  I  suggest  you  survey 
NIRA  companies  of  your  size,  type  and  location.  A 
visit  to  a  cross-section  of  like  industries  after  a  deci¬ 
sion  is  made, too,  would  be  most  helpful  in  gathering 
practical  advice  on  the  administration  of  whichever 
food  service,  if  any,  your  management  chooses. 

*  *  * 

NOTE:  In  making  your  food  service  recommenda¬ 
tions,  you  must  consider  the  plantwide  benefits  of 
every  possibility.  Keep  in  mind,  however,  that  vend¬ 
ing  machine  profits  are  a  widely  accepted  and  suc¬ 
cessful  source  of  operating  funds  for  employee 
recreation  programs.  Many  employers  can  be  con¬ 
vinced  that  profits  made  from  food  sales  to  em¬ 
ployees  should  be  returned  to  employees  in  the  form 
of  recreation  and  services  which  benefit  both 
workers  and  management. 

The  "Ideas  Clinic"  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  Wacker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
.312/346-7575.  I'll) 


Aside  from  work  interests,  retirees  need  association 
with  others.  A  multitude  of  hobby  clubs,  garden 
forums,  sports  leagues  and  other  recreation  interests  are 
available.  In  many  communities  municipal  recreation 
departments  and  metropolitan  park  districts  are  in¬ 
terested  in  finding  help  with  their  activities.  Universities 
and  colleges  in  many  cities  offer  free  or  nearly-free 
courses  in  a  wide  range  of  popular  fields.  Retirees  may 
be  interested  in  such  continuing  education  courses  as 
students  or  as  guest  lecturers. 

For  the  most  part,  retirees  are  at  a  loss  to  know  how 
to  find  a  job  or  locate  agencies  which  would  welcome 
their  volunteer  services.  Recreation  directors  can  help 
potential  retirees  overcome  this  hurdle  by  verifying  the 
needs  for  assistance  at  various  sources  and  making  their 
addresses  and  phone  numbers  available.  Personnel  staff 
people  may  be  enlisted  to  give  job-seeking  pointers  to 
groups  of  interested  pre-retirees. 

Special  "new  job"  assistance  for  potential  retirees  is 
valuable  as  a  measure  of  thanks  for  past  service.  Just  as 
importantly,  it  encourages  employees  who  are  ap¬ 
proaching  retirement  to  devote  undiminished  energy  to 
their  jobs  because  they  know  the  company  is  con¬ 
cerned  about  their  welfare  after  they  leave  its  payroll 
and  because  they  have  useful  post-retirement  occupa¬ 
tions  to  consider.  Active  employees  of  all  ages  are 
bound  to  draw  favorable  conclusions  about  an  em¬ 
ployer  who  considers  employees'  welfare,  even  after 
their  productive  years  for  the  company  are  past. 


SteVen  L.  Ranck,  Ph.D.  is  Chairman  of  the  Recreation 
and  Leisure  Education  Department  at  the  University  of 
Toledo.  He  earned  his  doctorate  in  Leisure  Studies  at 
the  University  of  New  Mexico.  Ranck  was  a  speaker  at 
the  1977  NIRA  Region  II  Conference  and  Exhibit,  rm 
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Recognition 
Increases 
Real  Pride 


Group  identity  and  pride.  Neff  jackets 
make  them  stand  out  in  any  crowd 

Promoting  your  group’s  own  unique 
image  and  identity  on  high  quality 
Neff  jackets  can  add  real  vitality  to 
the  sense  of  belonging  foryour 
organization’s  club,  team  or  em¬ 
ployee  group. 

Recognition  products:  To  award 
accomplishment  -•  and  stimulate  new 
achievement 

Our  satisfied  customers  --  including 
several  major  corporations  --  continue 
to  prove  the  intrinsic,  productive 


values  of  effective  recognition  pro¬ 
grams  built  around  the  concept  of 
customized  group  jackets  from  Neff. 

See  for  yourself. 

Discover  the  quality  and  diversity  of 
the  complete  Neff  line  of  recognition 
jackets,  shirts,  plaques  and  certifi¬ 
cates.  Our  NGP  Pack  details  how  we 
can  set  up  a  program  for  you,  spon¬ 
sored  and  paid  for  by  your  organization 
...or  as  a  complete,  self-liquidating 
program,  delivered  to  and  paid  for  by 
your  members  or  employees. 

Write  for  your  free  copy  today. 


the  recognition  products  people 


(pt.i-A •  P.O.  Box218»  Greenville, Qhio 45331 
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Bronson  Pharmaceuticals: 

Big  savings  on  vitamins 

Bronson  Pharmaceuticals,  a  new  Associate  member, 
offers  a  unique  group  plan  vitamin  program  to  all  NIRA 
members.  The  Bronson  Company  has  been  in  the  mail 
order  vitamin  business  for  over  eighteen  years,  market¬ 
ing  its  products  nationally.  Bronson  products  have  been 
promoted  principally  to  physicians  who  in  turn  have 
recommended  them  to  their  patients,  not  only  because 
of  Bronson  quality,  but  also  because  of  the  substantial 
savings  the  Company  offers.  Recently,  Bronson  devel¬ 
oped  a  new  group  plan  which  can  be  tailored  to  fit  the 
individual  requirements  of  companies  and  organiza¬ 
tions  which  have  an  interest  in  their  employees' 
welfare. 

The  Bronson  group  program  has  three  goals: 

•  To  save  employees  money  when  they  purchase  top- 
quality  vitamins  for  themselves  and  their  families 

•  To  help  provide  funds  for  recreation  activities  —  With 
no  time,  cost  or  effort  on  the  part  of  participating 
companies,  Bronson  will  contribute  15%  of  the  sales 
made  to  employees,  to  the  recreation  program.  If  you 
have  a  company  store  where  you  stock  and  sell  Bron¬ 
son  products,  the  profits  to  your  recreation  program 
can  be  even  higher. 

•  To  help  your  employees  better  understand  the  science 
of  nutrition  —  Bronson  offers  a  book  purchase  plan 
including  more  than  twenty  volumes  in  the  field  of 
nutrition.  All  are  available  to  your  employees  at  cost. 
Among  the  books  available,  for  example,  is  Doctor 
Linus  Pauling's  Vitamin  C,  The  Common  Cold  and  The 
Flu ,  which  retails  in  paperback  for  $3.45  and  is  availa¬ 
ble  from  Bronson  at  $2.20.  A  number  of  other 
pamphlets,  catalogs  and  booklets  are  available  for  dis¬ 
tribution  to  your  employees  at  no  cost  to  you  or 
them. 

Bronson  is  a  service  oriented  organization.  Orders  re¬ 
ceived  in  the  morning  are  usually  shipped  the  same  day. 
Bronson  pays  all  shipping  costs  to  destinations  in  the 
United  States. 

Offer  this  unique  fringe  benefit  to  your  employees. 
Write  for  details  and  samples  of  the  free  literature.  Also 
plan  to  visit  the  Bronson  booth  (#82)  at  the  NIRA  Con¬ 
ference  and  Exhibit  in  Dallas. 

BRONSON 

PHARMACEUTICALS 

4526  RINETTI  LANE, LA  CAN  A  DA ,  C  A  L  IF.  9 1  011 


Helbros  watches  discounted 
for  resale,  service  gifts 

Helbros  Watches,  Inc.,  a  new  Associate  NIRA  mem¬ 
ber,  offers  popularly  priced  watches  to  employees 
through  the  recreation  programs  of  NIRA  member 
organizations.  The  New  York-based  company  provides 
flexible  services  to  meet  the  needs  of  large  and  smaller 
companies. 

Helbros,  in  business  for  65  years,  makes  handsome, 
reliable  watches  for  men  and  women  and  markets  them 
at  popular  prices.  The  company  makes  its  line  available 
to  NIRA-member  organizations  at  dealer  prices.  This 
means  that  its  full  line  of  time  pieces,  priced  to  retail  at 
$40  to  $125,  will  sell  to  NIRA  members  at  $20  to  $60. 

The  Helbros  line  includes  a  style  for  every  taste  and 
need.  Analog  quartz  watches  come  in  a  variety  of  styles 
and  Offer  unusual  accuracy.  Self-winding  styles  are 
available  with  the  day/date  feature.  Dress  watches  and 
pocket  models  offer  additional  variety  for  men.  For 
ladies;  Helbros  offers  many  fashion  watches,  several 
with  diamond  accents.  Ladies  may  also  choose  from 
modern  bangle  styles,  water-resistant  "nurses'  models 
and  practical  full  numeral  styles. 

The  Helbros  program  for  NIRA  members  makes  these 
watches  available  for  group  or  individual  purchase.  Em¬ 
ployees  may  purchase  watches  either  through  company 
stores!  or  by  catalog  order.  The  recreation  organization 
may  stock  the  watches  for  display  and  sale  or  may  refer 
employee  orders  to  Helbros.  The  program  is  ideal  even 
for  relatively  small  organizations,  since  Helbros  can 
process  batches  of  as  few  as  a  dozen  employee  orders  at 
the  standard  discount.  Of  course,  in  either  resale  case, 
Helbros  will  supply  color  catalogs  and  complete  assis¬ 
tance  to  the  recreation  administrator. 

Helbros  also  supplies  watches  for  incentive  and  serv¬ 
ice  awards  programs.  Recreation  and  employee  services 
organizations  may  order  watches  for  employee/ retiree 
recognition  purposes,  for  example.  Many  organizations 
will  be  interested  in  the  unique  "Indenta-Dial"  process 
by  which  Helbros  will  personalize  your  gift  watches 
with  your  organization's  logo  or  company  trademark. 
The  Indenta-Dial  process  imprints  any  logo,  trademark 
or  other  copy —  in  the  color(s)  of  your  choice  —  on  the 
face  of  the  watch. 

Helbros  is  ready  to  tailor  its  program  to  NIRA  member 
companies.  For  additional  information,  contact  Sol 
Demel,  Advertising  Director,  Helbros  Watches,  Inc.,  2 
Park  Avenue,  New  York,  NY  10016  —  Phone  (212) 
685-6300. 
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You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive*  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA— and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 


FRITZ  J.  MERRELL,  CIRA 

President 
National  industrial 
Recreation  Association 


Sea  World  extends  new 
wholesale  travel  service 

For  recreation  directors  across  the  U.S.,  the  Sea  World 
name  means  fine  family  vacation  attractions.  Now,  it 
also  means  expert  travel  planning  assistance.  Sea  World 
has  expanded  its  vacation  services  to  include  travel 
planning  and  assistance.  Now,  NIRA  members  can  ar¬ 
range  individual  or  group  trips  with  Sea  World  Travel,  a 
wholly  owned  subsidiary  of  Sea  World. 

NIRA  members  have  come  to  rely  on  Sea  World's 
Happy  Dolphin  Club  for  dependable  employee  pro¬ 
grams.  The  Club  allows  employee  discounts  at  the  Sea 
World  marine  parks  in  Orlando,  Florida,  Aurora,  Ohio 
and  San  Diego,  California.  Sea  World  Travel  offers 
wholesale  travel  assistance  with  the  same  reliability  and 
excellent  service  NIRA  members  expect  from  Sea 
World.  The  travel  company  concentrates  its  efforts  in 
the  popular  Orlando,  Florida  area. 

"We  know  the  destination,"  said  Hal  Buckland  of  Sea 
World  Travel.  "Many  tour  operators  who  send  people 
to  Florida  work  out  of  other  areas  of  the  country.  We 
are  located  in  Orlando  and  feel  our  personalized  service 
and  attention  to  local  details  afford  the  traveler  a  more 
professional  approach  to  central  Florida  travel." 

Sea  World  Travel  handles  individual  and  group  trips 
to  other  popular  vacation  destinations,  including  the 
Caribbean,  Las  Vegas  and  Honolulu.  Whatever  the  des¬ 
tination,  Sea  World  Travel  works  closely  with  the  recrea¬ 
tion  administrator  to  tailor-make  the  best  possible  travel 
package  within  the  budget  the  administrator  estab¬ 
lishes.  For  those  individuals  or  groups  who  find  it  more 
convenient  to  book  their  transportation  independently, 
Sea  World  Travel  will  arrange  land  accommodations  at 
the  vacation  destination. 

In  its  first  year  of  operation,  Sea  World  Travel  has  dis¬ 
covered  the  advantages  of  a  reputation  for  stability  and 
reliability  developed  by  its  parent. 

"People  know  Sea  World.  We  want  to  assure  each 
client  that  the  travel  company  maintains  the  same  high 
standards  inherent  in  the  three  parks.  We  will  deliver 
what  the  client  buys,"  said  Buckland.  "Also,  we  have 
the  financial  stability  that's  so  important  to  recreation 
directors  who  may  have  been  wary  of  tour  operators  in 
the  past."  Finally,  added  Buckland,  Sea  World  Travel  can 
offer  many  special  options  which  may  not  be  available 
through  other  tour  operators  concerned  with  Florida 
travel. 

For  more  information  about  Sea  World  Travel,  con¬ 
tact  Hal  Buckland,  at  (800)  327-6010  (in  Florida:  (305) 
859-7110).  Stop  by  the  Sea  World  Travel  booth  (number 
70)  at  the  Dallas  Conference  and  Exhibit. 
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A  Productive  Enterprise 

Employee  recreation  and  fitness 
have  captured  management's  interest. 
We  must  be  ready  to  translate 
that  interest  into  new  programs. 


by  Roy  L.  McClure,  CIRA 

NIRA  Immediate  Past  President 
1978  Conference  Chairman 


N  IRA's  37th  Annual  Conference  and  Exhibit  is  about  ness  programs,  NIRA  members  must  educate  them- 

the  health  of  business  and  industry.  A  healthy  selves;  to  modern  programming  methods  and  tech- 

enterprise  is  a  productive  enterprise.  Now,  more  than  nology.  The  1978  NIRA  Conference  and  Exhibit  is  de- 

ever,  employee  recreation  and  fitness  programs  im-  signed  to  meet  this  need. 

prove  the  health  both  of  individual  employees  and  the  The:  Dallas  program  includes  a  full  fitness  institute 

organizations  for  which  they  work.  NIRA  members  im-  day.  It  was  planned  with  the  help  of  medical  experts 

prove  the  health  of  individual  employees  through  tradi-  and  experienced  employee  fitness  directors.  Sessions 

tional  sports  leagues  and  organized  fitness  activities.  throughout  the  day  will  give  delegates  who  are  in- 

These  programs  improve  the  overall  fitness  of  em-  terested  in  all  phases  of  fitness  programming  a  day-long 

ployees  while  offering  them  fellowship  and  relaxing  seminar  on  the  subject.  Individual  sessions  are  corn- 

recreation.  Employees'  better  health  and  sense  of  plete  in  themselves,  however,  for  those  with  a  more 

belonging,  in  turn  improves  their  performance  on  the  limited  interest. 

job.  A  healthy,  involved  employee  turns  in  a  better  day's  The  Conference  covers  other  vital  concerns  for  em- 

work  for  his  or  her  employer.  And  that  makes  for  a  ployee  recreation  and  services  planners.  In  his  Con- 
healthier,  more  productive  enterprise.  ference  keynote  address,  fames  Hoke,  Ph.D.,  President 

Employers  in  business,  industry  and  government  turn  of  Practical  Management  Consultants,  will  ask  the  vital 

to  NIRA  with  increasing  frequency  for  information  and  question  for  modern  business  and  industry,  "Productiv- 

assistance  with  recreation  programs  that  include  fitness  ity:  What  are  We  Doing  About  It?"  Hoke  will  discuss 

activities.  From  where  we  sit,  this  interconnection  of  "Stress  Elimination"  as  part  of  the  fitness  institute.  Later, 

recreation  and  fitness  may  be  the  key  to  the  expansion  delegates  will  hear  management's  perspective  on  their 

of  full  employee  recreation  and  services.  To  meet  man-  vvork.  Jack  Baughn,  Vice  President  of  Personnel  for  Na- 

agement's  interest  in  and  demand  for  recreation  and  fit-  tionwide  Insurance  Company,  will  tell  how  "Top  Man- 
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Roy  L.  McClure,  CIRA  served  as  1976-77  NIRA  Presi¬ 
dent  and  is  this  year's  Conference  Chairman.  He  is 
Recreation  Manager  for  Lockheed-Georgia  Company, 
Marietta,  Georgia. 


agement  Looks  at  Recreation  and  Employee  Services." 

Many  other  outstanding  speakers  will  fill  the  program 
throughout  the  six-day  Conference.  For  many  delegates, 
the  multitude  of  important  sesions  will  create  a  conflict 
of  choices. 

The  Exhibit  attached  to  the  1978  Conference  will  pre¬ 
sent  an  outstanding  practical  education  in  itself.  Not 
only  will  suppliers  display  their  goods  and  describe  their 
services,  but  some  may  also  take  time  to  work  per¬ 
sonally  with  delegates  to  plan  special  arrangements  to 
meet  programming  needs  at  different  companies. 

We  welcome  delegates'  spouses  to  the  Conference 
and  invite  them  to  attend  any  of  the  educational  ses¬ 
sions.  We  offer  them  a  special  program  to  supplement 
the  delegates'  activities,  which  includes  visits  to  some  of 
Dallas'  most  famous  and  beautiful  sights.  Of  course, 
spouses  will  be  free  to  join  delegates  for  the  social  por¬ 
tions  of  the  Conference  program. 

NIRA  delegates  and  spouses  will  get  a  taste  of  real 
Texas  hospitality  for  the  official  Conference  opening. 
The  event  will  be  held  at  MRC-member  Ranchland,  a 
working  guest  ranch.  Later  in  the  Conference,  Six  Flags 
Over  Texas  will  sponsor  a  dinner  and  evening  tour. 

We  are  glad  to  be  in  Dallas  this  year.  We  expect  to  en¬ 
joy  every  day  of  the  Conference  and  Exhibit.  Most  im¬ 
portantly,  we  know  that  this  year's  Conference  ad¬ 
dresses  the  vital  question  facing  our  companies:  pro¬ 
ductivity.  And  it  will  help  each  of  us  return  to  our  em¬ 
ployers  with  a  new  understanding  of  recreation  and  fit¬ 
ness  and  their  real  potential  for  improving  productivity. 
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PROFESSIONAL  DEVELOPMENT 
EDUCATIONAL  PROGRAM 

THURSDAY,  MAY  18 

8:00  a.m.  —  5:00  p.m,  Registration  for  delegates,  spouses,  and  exhibitors 

Meetings  of  the  NIRA  Board  of  Directors 
Noon  —  5:00  p.m.  Conference  Golf  Tournament 

3:00  p.m.  —  5:00  p.m.  Tour  of  the  Aerobic  Center,  Dallas 

5:00  p.m.  —  6:00  p.m.  Buses  depart  for  Conference  Opening  at  Ranchland 

Evening  includes  dinner,  rodeo,  dancing  and  enter¬ 
tainment 

FRIDAY,  MAY  19 

8:30  a.m.  —  10:00  a.m.  Regional  Breakfasts  and  Regional  Elections 
10:00  a.m.  —  11:00  a.m.  General  Session  —  Conference  Keynote 

“Productivity:  What  are  we  doing  about  it?" 

James  Hoke,  Ph.D. 

11:00  a.m.  —  Noon  Concurrent  Sessions 

(a)  For  new  members  and  first-time  delegates 

(b)  For  session  chairmen  and  speakers 

Noon  —  2:30  p.m.  Management  Luncheon 

Employer  of  the  Year  Award 
New  CIRA/CIRL  Inductions 
NIRA  Professional  Awards 
2:30  —  5:00  p.m.  Concurrent  Sessions 

(a)  "Swap  Shop"  of  member  publications 

(b)  Clay  target  shooting  at  Texins  Assn.  Rod  &  Gun  Club 
6:00  p.m.  —  8:00  p.m.  Grand  Opening  of  the  Exhibit  Hall 

8:00  p.m.  Dinner  on  your  own 

SATURDAY,  MAY  20  Physical  Fitness  Institute  Day 

Six  hours  of  educational  sessions  scheduled  through¬ 
out  the  day,  running  concurrently  with  other  sessions 

9:00  a.m. —  10:00  a.m.  General  Session  —  Physical  Fitness  Keynote 

"Employee  Physical  Fitness  and  Its  Effect  on  Prod¬ 
uctivity" 

Russell  A.  Harris  —  Executive  Director,  The  Housto¬ 
nian  Foundation 

10:00  a.m.  —  11:00  a.m.  Concurrent  sessions 

(a)  "YMCA  Fitness  Programs  in  the  Industrial  Setting" 

(b)  "Benefit  Analysis  of  the  Industrial  Recreation  Setting" 

11:00  a.m.  —  Noon  Concurrent  Sessions 

(a)  "Components  and  Staffing  of  a  Fitness  Program" 

(b)  "Legal  Considerations  in  Your  Recreation  Program" 

(c)  "NIRA  Tournaments  and  Services" 

Noon  —  2:00  p.m.  Lunch  on  your  own 
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Custom  Exhibits 

an  investment  in  communication 

The  trade  show  industry  is  constantly  changing  and  that  is  why  you  as  an  exhibitor  must  start 
to  communicate  with  the  people  in  the  aisle.  Invest  your  exhibit  dollar  in  a  contemporary  and 
functional  exhibit,  that  will  sell  your  product  or  corporate  image. 

The  unique  approach  of  Contempo  Design,  Inc.  will  provide  you  with  a  complete  range  of 
services;  Design,  Construction,  Refurbishing,  Storage,  Shipping  Coordination,  Set-up  and 
Dismantling. 

PASS  THIS  INFORMATION  ON — to  your  Corporate  Advertising  Manager  and  call  us 
COLLECT  at  312/441-7670. 


CONTEMPO  DESIGN  INC  1780  Maple  Street  Suite  Six  Northfield  Illinois  60093  312/441-7670 


CIRCLE  READER  SERVICE  CARD  NO.  14 


2:00  p.m.  —  3:00  p.m. 
3:00  p.m.  —  4:00  p.m. 


4:00  p.m.  —  5:00  p.m. 

6:00  p.m.  —  8:00  p.m. 
8:00  p.m. 

SUNDAY,  MAY  21 
8:00  a.m.  —  9:00  a.m. 
9:00  a.m.  —  10:30  a.m. 
10:30  a.m.  —  Noon 
Noon  —  3:00  p.m. 

2:00  p.m.  —  5:00  p.m. 


5:00  p.m.  —  10:00  p.m. 


General  Session 
"Stress  Elimination" 

James  Hoke,  Ph.D. 

Concurrent  Sessions 

(a)  "Selling  an  Exercise  Program  to  the  Corporation  and 
Its  Officers" 

(b)  "Legislation  —  Is  It  Affecting  Us?" 

(c)  "Programming  for  Retirees" 

Concurrent  Sessions 

(a)  "Medical  Considerations  in  an  Employee  Fitness 
Program" 

(b)  "Labor  Unions  and  Your  Activities  Program" 
Exhibit  Hall  Reception 

Dinner  on  your  own 


Non-denominational  worship  service  in  Hotel 
CIRA/CIRL  Breakfast 

Annual  Meeting  and  Election  of  NIRA  Officers 
Open  Session  in  the  Exhibit  Hall 
Concurrent  On-site  Tours  of  employee  recreation 
facilities 

(a)  General  Dynamics  (2:00  p.m.  —  5:00  p.m.) 

(b)  Texas  Instruments  (2:30  p.m.  —  5:00  p.m.) 
Evening  at  Six  Flags  Over  Texas 

Event  includes  dinner  and  an  open  tour  of  the  Park 


continued  on  following  page 
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HIGHLIGHTS:  Educational  Program  continued 


MONDAY,  MAY  22 
9:00  a.m.  —  11:00  a.m. 
11:00  a.m.  —  1:30  p.m. 


2:00  p.m.  —  2:50  p.m. 


3:00  p.m.  —  3:40  p.m. 


3:50  p.m.  —  4:30  p.m. 


4:40  p.m.  —  5:30  p.m. 


7:00  p.m.  —  8:00  p.m. 
8:00  p.m.  —  1:00  a.m. 


Open  Session  in  the  Exhibit  Hall 
Awards  Luncheon 
NIRA  Tournament  Awards 
Exhibitor  Door  Prize  Drawings 
Entertainment  by  the  "Folkel  Minority" 

Concurrent  Sessions 

(a)  "Public/ Private  and  Industry/ Community  Coopera¬ 
tion" 

Chris  Therral  Delaporte —  Director,  Heritage  Conser¬ 
vation  and  Recreation  Service 

(b)  "The  Alphabet  Soup  of  Group  Air  Travel" 
Concurrent  Sessions 

(a)  "Alcohol,  Drug  and  Tobacco  Counseling" 

(b)  "Working  With  Branch  Plants" 

Concurrent  Sessions 

(a)  "Combat  the  City  Blues:  Recreation  in  an  Urban 
Setting" 

(b)  "What  an  IRC  Can  Do  For  You" 

General  Session 

"Top  Management  Looks  at  Recreation  and  Employee 
Services" 

Jack  Baughn  —  Vice  President,  Personnel,  Nationwide 
Insurance  Co. 

Presidents  Reception 
Presidents  Ball 
Dinner  and  Dancing 

Entertainment  by  "Harmony  &  Understanding" 


TUESDAY,  MAY  23 
8:00  a.m.  —  10:00  a.m. 
9:00  a.m.  —  10:00  a.m. 


10:00  a.m.  —  11:00  a.m. 


11:00  a.m.  —  Noon 


Meeting  of  the  NIRA  Board  of  Directors 
Concurrent  Workshops 

(a)  "Successful  Publicity  Techniques" 

(b)  "Income  Sources" 

(c)  "Liability  in  your  Recreation  Program" 
Concurrent  Workshops 

(a)  Programming  for  fewer  than  1,000  employees 

(b)  Programming  for  1,000  —  5,000  employees 

(c)  Programming  for  rhore  than  5,000  employees 

General  Session 

Conference  Summary  and  Wrap-Up 
1978-79  NIRA  President  Richard  Brown,  CIRA 


Transportation  is  provided  to  Conference  events  for  registered  delegates,  exhibitors  and  spouses. 

A  detailed  Conference  and  Exhibit  program  will  be  separately  bound  and  included  in  registration  packets 
distributed  at  the  NorthPark  Inn.  Copies  of  the  program  will  be  available  after  May  1  to  NIRA  members 
upon  request  from  the  NIRA  office  —  20  N.  Wacker  Dr.,  Chicago,  IL  60606. 


Full  Conference  coverage  in  the  August  issue  of  RM 
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OUTSTANDING  SPEAKERS 
and  ENTERTAINMENT 


"The  Folkel  Minority"  (above)  will  provide  music  and  humor  for  the 
Management  Luncheon.  "Harmony  and  Understanding",  a  talented 
group  of  Tyler  Junior  College  students,  will  offer  a  program  of  song 
and  dance  at  the  Presidents  Ball.  rm 


James  H.  Hoke,  Ph.D. 

"Productivity:  What  are  we  doing 
about  it?  That  is  the  key  question  for 
modern  recreation  directors  be¬ 
cause  it  strikes  the  central  issue  of 
recreation's  value  to  management. 

lames  H.  Hoke,  Ph.D.,  1978  NIRA 
Conference  keynote  speaker,  will  hit 
the  subject  head-on  in  his  May  19 
address.  He  will  explain,  from  a  psy¬ 
chotherapist's  viewpoint,  how  rec¬ 
reation  programs  promote  produc¬ 
tivity  by  improving  total  employee 
fitness.  Hoke  will  expand  upon  a 
portion  of  that  theme  in  his  May  20 
session  on  "Stress  Elimination." 

Hoke  is  president  of  Practical 
Management  Consultants,  South- 
field,  Michigan.  It  is  his  business  to 
help  employees  relieve  the  stress 
which  can  reduce  productivity. 

"The  bottom  line  of  emotionally 
fit  employees  is  increased  produc¬ 
tivity,"  says  Hoke.  "Psychologically 
and  physically  fit  employees  turn 
out  more  and  better  quality  work 
than  their  stress-pressured  peers. 
They  will  think  more  clearly,  learn 
faster,  react  more  confidently,  ad¬ 
vance  faster  and  relate  better  to 
their  co-workers." 

Hoke  holds  a  doctorate  in  psy¬ 
chology  and  has  designed  executive 
stress  relief  programs. 


Chris  T.  Delaporte 

Cooperation  for  recreation  pro¬ 
grams  and  facilities  between  various 
sectors  aids  well-rounded  programs 
in  each.  Chris  Therral  Delaporte,  Di¬ 
rector  of  the  U.S.  Heritage  Conser¬ 
vation  and  Recreation  Service 
(HCRS),  will  discuss  the  increasing 
opportunities  for  such  cooperation 
on  May  22.  Delaporte  is  the  first 
chief  of  the  newly-created  HCRS,  an 
agency  of  the  U.S.  Department  of 
the  Interior. 

Delaporte  is  a  political  science 
graduate  of  Oklahoma  State  Univer¬ 
sity  and  a  former  Captain  in  the  U.S. 
Air  Force. 


Jack  Baughn 

Jack  Baughn,  Vice  President- Per¬ 
sonnel  for  Nationwide  Insurance 
Company,  will  present  a  manage¬ 
ment  perspective  on  employee  pro¬ 
grams,  May  22.  Baughn  knows  the 
importance  of  productivity.  He  be¬ 
gan  his  career  with  Nationwide  in 
1949  as  an  accountant.  He  was 
named  to  his  present  position  in 
July  1977. 

"I  really  believe  that  employee 
programs  are  a  bottom  line  matter," 
Baughn  has  said,  ".  .  .  the  impor¬ 
tant  nurturing  role  played  by  em¬ 
ployee  programs  in  the  preservation 
and  growth  of  human  assets  is  real 
and  powerful." 
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Volunteer  leaders  help  make 

the  N1RA  Conference  and  Exhibit  work. 

Many  hands  for  the  1978  meeting  are  members  of  the 
Dallas-Ft.  Worth  Metroplex  Recreation  Council. 


Speakers  Co-Chairman 

A.  C.  "Al"  Ward 
Owens-Corning  Fiberglas 


Registration 

Jackie  Price 
Zaie 


Conference  Program 

Richard  Brown,  CIRA 
Texas  Instruments 


Spouse's  Program 

Rita  Ashley 


Hospitality 

Cheryl  Jones 

First  Nat'l.  Bank  in  Dallas 


Publicity 

Arthur  Conrad,  CIRA 
Flick-Reedy 


Exhibits  &  Security 

John  Davis 

Meetinghouse  Display 


Speakers  Co-Chairman 

Jim  Gibbons 
Dallas  Naval  Air  Station 


-■  m  ■ 

nm  %  • 

ir  ■■  t  mm 

Transportation 

Swap  Shop 

Tournaments  Co-Chairman 

Tournaments  Co-Chairman 

Jerry  Anderson 

Gary  Spraberry 

Leroy  Hollins 

Troy  Mauldin 

Dallas  Naval  Air  Station 

General  Dynamics 

Texas  Instruments 

Texas  Instruments 
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Entertainment  Special  Events 

Bill  Summers  ).  D.  Smith 

Jerell  General  Dynamics 


Door  Prize  Co-Chairman 

J.D.  Hamilton 
Goodyear  Atomic 


Door  Prize  Co-Chairman 

Mary  Graziano 
Prudential  Insurance 
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1978 

NIRA  AWARDS 


Awards  by  the  National  Industrial  Recreation  Associ¬ 
ation  are  the  highest  honors  for  employee  recreation 
and  services  programs.  NIRA  Awards  recognize  excel¬ 
lence  in  programming,  promotion  and  service.  1978 
award  winners  will  be  announced  at  the  Management 
Luncheon  of  the  Conference  and  Exhibit  in  Dallas,  May 
19,  1978. 

NIRA/ Citizens  Savings  Award 

This  highest  of  organization  awards  recognizes  excel¬ 
lence  in  total  recreation  and  services  programs.  The 
award  is  presented  to  as  many  as  four  organizations 
each  year,  in  categories  determined  by  size.  Criteria  for 
the  award  are  stringent  and  cover  not  only  programs 
and  facilities  but  also  organizational  structure,  leader¬ 
ship  development  and  overall  effectiveness. 

Certificate  of  Excellence 

Outstanding  individual  activities  within  larger  recrea¬ 
tion  programs  are  honored  by  the  NIRA  Certificate  of 
Excellence.  Winning  programs  must  demonstrate  spe¬ 
cial  success  for  their  particular  circumstances.  This 


means  that  activities  from  organizations  of  all  sizes  and 
levdls  of  funding  are  competitive. 


Distinguished  Service  Award 

This  honor  is  reserved  for  individuals  who  devote  ex¬ 
traordinary  service,  locally  or  nationally,  to  the  strength 
of  the  National  Industrial  Recreation  Association. 


Promotional  Awards 

(1)  First,  second  and  third  place  awards  honor  out¬ 
standing  organization  handbooks,  membership  bro¬ 
chures,  activities  guidebooks  and  membership  director¬ 
ies.  Originality,  appearance  and  effectiveness  are  pri¬ 
mary  criteria. 

(2)  First,  second  and  third  place  awards  are  also  pre¬ 
sented  for  outstanding  publicity  efforts  for  individual 
activities.  Originality  and  effectiveness  are  important 
standards. 

(3)  This  third  category  is  open  to  any  promotional  ef¬ 
fort  not  covered  by  the  categories  above.  Again,  origi¬ 
nality  and  effectiveness  are  most  important  in  judging. 


Employer  of  the  Year  tops  the  list 


lohn  W.  Kluge  is  N IRA's  1978  Employer  of  the 
Year.  He  is  Chairman  of  the  Board  and  President  of 
Metromedia,  Inc.,  New  York. 

Personal  experience  has  made  John  Kluge  a  strong 
believer  in  recreation  and  fitness  programs.  A  con¬ 
firmed  "fitness  nut",  he  encourages  his  employees  to 
participate  in  fitness  activities  and  relaxing  recreation 
of  all  kinds.  Because  of  his  personal  adherence  to  fit¬ 
ness,  he  stresses  the  importance  of  individual  re¬ 
sponsibility  for  sound  health. 

Recreation  and  fitness  at  Metromedia  are  in  the 
hands  of  employee  volunteers.  With  the  support  of 
management  and  Kluge's  personal  example,  employ¬ 
ees  conduct  a  wide  range  of  leisure  activities. 

Metromedia  is  the  leading  non-network  broad¬ 
casting  group  in  the  country.  Its  interests  include 
radio  and  television  stations,  outdoor  advertising, 
mail  marketing,  and  television  program  production. 
Metromedia  owns  the  famous  Ice  Capades  and  the 
Harlem  Globetrotters.  Pin 
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Name  three  places  where 
you  can  dine  like  a  kino, 
seep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Happy 
Dolphin 

If  Florida  suits  " 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


ation 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weather  tennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
■'■’’ghtful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 


NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp j  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(21 4)  363-2431  (81 3)  360-701 1 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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Transition  in  Leadership 

Merrell  steps  down 
after  year  of  membership  growth 


Brown  takes  office 

with  experience  in  association  management 


I  n  the  year  since  Fritz  j.  Merrell,  CIRA  (Olin  Corp.)  be- 
*  came  NIRA  President,  the  Association  has  experi¬ 
enced  a  major  growth  in  grassroots  membership 
strength.  Merrell  counts  this  improvement  as  the 
greatest  single  stride  forward  for  the  Association  since 
he  took  office  at  the  national  Conference  and  Exhibit 
last  May. 

During  his  1977-78  term,  Merrell  saw  the  traditional 
Western  Region  VII  Conference  and  Exhibit  make 
another  successful  showing —  this  time  in  Phoenix.  The 
NIRA  Board  of  Directors,  under  Merrell's  administra¬ 
tion,  held  its  regular  September  meeting  in  conjunction 
with  the  Region  VII  event.  The  show  of  support  from 
the  NIRA  national  leadership  emphasized  the  new 
reliance  on  local  involvement  for  membership  strength. 
Later  last  fall,  Regions  II  and  III  held  first-time  Con¬ 
ferences  as  well.  Leaders  of  both  Regions  have  an¬ 
nounced  plans  to  continue  the  trend  with  meetings  in 
1978.  Other  Regions  have  given  new  consideration  to 
holding  conferences  or  seminars  in  their  areas. 

The  interest  which  this  local  activity  sparked  carried 
through  with  the  adoption  of  full-membership  status  by 
the  Oakland  and  San  Diego,  California  Industrial 
Recreation  Councils.  A  totally  new  Council  in  Houston, 
Texas,  too,  joined  the  Association  during  Merrell's  term. 

Fritz  Merrell  took  advantage  of  a  new  official  com¬ 


munications  link  with  members  through  his  regular  col¬ 
umn  in  Recreation  Management.  Begun  late  in  the  term 
of  1976-77  President  Roy  McClure,  CIRA,  the  column 
provided  the  President  with  an  open  forum  in  which  to 
share  his  thoughts  about  NIRA.  The  feature  will  con¬ 
tinue  over  the  signature  of  1978-79  President  Richard  M. 
Brown,  CIRA. 

Continuous  behind-the-scenes  coordination  is  a  sub¬ 
stantial  portion  of  the  NIRA  President's  responsibilities. 
For  Merrell,  that  effort  was  devoted  primarily  to 
monitoring  the  preparation  of  the  employee  recreation 
textbook  sponsored  by  the  National  Industrial  Recrea¬ 
tion  Research  and  Education  Foundation  (NIRREF).  The 
sorely  needed  college  text  will  be  completed  later  this 
year. 

As  head  of  the  governing  Board  of  NIRA,  Fritz  Merrell 
oversaw  a  major  staff  transition  in  the  NIRA  head¬ 
quarters  office.  The  NIRA  Board  appointed  Patrick  B. 
Stinson  as  Executive  Director  of  the  Association  follow¬ 
ing  the  April  1977  resignation  of  Michael  A.  Fryer.  Mer¬ 
rell  also  supported  Stinson's  appointment  of  Michael  T. 
Brown,  CIRA,  a  former  Board  member,  as  Assistant  Ex¬ 
ecutive  Director. 

Merrell's  term  as  NIRA  President  tops  a  life-long 
career  in  recreation  leadership  and  NIRA  service.  Mer¬ 
rell  began  his  professional  work  as  a  recreation  leader  at 

RM,  May,  1978 


42 


.  *  .-  »‘.*i 

’  •  - 


1977-78  N!RA  President  Fritz  J.  Merrell,  CIRA  1978-79  NIRA  President  Richard  M.  Brown,  CIRA 


Olin  Corp.,  Pisgah  Forest,  North  Carolina  in  1947.  Dur¬ 
ing  the  next  few  years,  he  worked  as  athletic  director 
and  recreation  supervisor.  In  1960,  well  ahead  of  many 
employers,  Olin  developed  its  still  exemplary  Camp 
Harry  H.  Straus  employee  recreation  park  which  Merrell 
oversees  as  employee  activities  supervisor. 

Merrell  is  a  charter  member  of  the  Certified  Industrial 
Recreation  Administrators,  CIRA's  professional  cer¬ 
tification  program.  Active  as  a  Director  of  the  NIRA 
Board  for  many  years,  he  was  cited  as  the  outstanding 
senior  director  for  1961-62.  In  1970,  the  Olin  program 
received  employee  recreation's  highest  honor,  the 
NIRA/Citizens  Savings  Award  for  overall  excellence. 

Merrell  will  remain  active  on  the  NIRA  Board  as  Im¬ 
mediate  Past  President  during  the  1978-79  term.  At  the 
Dallas  Conference  and  Exhibit,  he  will  hand  the  Presi¬ 
dent's  gavel  to  President-Elect  Richard  M.  Brown,  CIRA 
(Texas  Instruments,  Inc.). 

In  contrast  with  his  predecessor,  Dick  Brown  came  to 
recreation  management  from  an  unrelated  professional 
field.  As  a  materials  research  scientist  for  Texas  Instru¬ 
ments,  Brown  initially  became  involved  in  recreation  as 
an  employee  participant  and  club  president.  In  1973,  he 
was  named  General  Manager  of  the  corporation's  Tex- 
ins  Association.  He  joined  NIRA  and  became  im¬ 
mediately  active  in  its  leadership,  both  locally  and  na¬ 


tionally. 

In  his  home  area,  Brown  was  instrumental  in  forming 
the  Dallas-Ft.  Worth  Metroplex  Recreation  Council 
(MRC).  He  served  as  the  group's  first  President  during 
1974-75  and  has  held  several  other  offices  since  then. 
Nationally,  Brown  was  elected  in  1974  to  the  NIRA 
Board  of  Directors  from  Region  VI.  The  following  May 
he  was  appointed  NIRA  Treasurer.  After  serving  that 
one-year  term,  he  was  elected  Vice  President  of  Fi¬ 
nance.  In  May  1977,  Brown  was  elected  1977  President- 
Elect,  to  become  President  for  1978-79.  During  his  term 
as  President-Elect,  he  has  also  served  as  Program  Chair¬ 
man  for  the  1978  Conference  and  Exhibit. 

The  employee  recreation  and  services  program  which 
Brown  administers  for  Texas  Instruments  is  exceptional 
in  both  size  and  scope.  Winner  of  the  1972 
NIRA/Citizens  Savings  Award,  it  includes  (in  the  Dallas 
area  alone)  a  26,000  square  foot  activities  center  and 
athletic  complex,  an  archery  range,  a  complete  rod  and 
gun  club  facility,  the  66-acre  lakeside  Texoma  Club 
recreation  park  and  an  income  generating  golf  center. 
Delegates  to  the  NIRA  Conference  will  have  the  oppor¬ 
tunity  to  tour  the  Texins  facilities.  The  follow-up  Con¬ 
ference  issue  of  Recreation  Management  will  introduce 
Brown  as  1978-79  NIRA  President.  ITU 


We  are  proud  to  honor  the  best 


in  our  field 
They  are... 


WHO'S  WHO 


Business,  Industry 
and  Government 
Employee  Recreation 


Official  Directory  of 
Certified  Industrial  Recreation 
Administrators  and  Leaders 


lA/HO'S  WHO  in  Business ,  Industry  and 
Government  Employee  Recreation 
recognizes  the  finest  administrators  of 
employee  recreation  and  service  programs. 
The  men  and  women  listed  in  this  first  edi¬ 
tion  are  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's). 
They  have  met  strict  criteria  for  professional 
excellence  under  the  only  existing  certifica¬ 
tion  program  for  employee  recreation 
specialists. 

Who's  Who  .  .  .  lists  every  CIRA  and 
CIRL  of  record  on  the  publication  date.  In 
biographical  sketches,  the  directory  outlines 


the  educational  and  professional  ac¬ 
complishments  which  distinguish  the  mem¬ 
bers  of  this  select  group. 

The  first  publication  of  its  kind,  Who's 
Who  ...  is  available  on  a  limited  basis  to 
NIRA  members,  interested  recreation  pro¬ 
fessionals,  educational  institutions  and  li¬ 
braries.  The  cost,  including  postage  and 
handling,  is  $7.50  per  copy. 

To  order  your  copy  of  Who's  Who  .  .  ., 
write  to  Patrick  Stinson  at  the  NIRA  office, 
20  N.  Wacker  Drive,  Suite  2020,  Chicago,  III. 
60606  —  Phone  (312)  346-7575. 
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SERVICES  &  ACTIVITIES 


Purpose 


The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  ot 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 
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N IRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program  —  NIRA  cer- 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/ Burbank,  California.  Meets  on  the  third 
Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9582. 

Chicago  Association  tor  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill— (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact 
David  C.  Hoel  —  (214)  438-8611,  ext.  765. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Houston-Calveston  Area  Industrial  Recreation  Council/ Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid  —  (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  J.W.  "Bill"  Wabler—  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/ Detroit,  Michigan  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Beneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  DC.  Meets  on  the  third 
Thursday  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme  —  (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/ Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida  —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/  New  York,  New  York.  Meetings 
were  suspended  until  September  1977  when  they  may  be  rescheduled.  Contact  Theo¬ 
dore  Curtis  —  (212)  997-2979. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/ Orange  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/  Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Cauncil/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow  —  (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/To!edo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA  —  (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  October  26-28, 1978  at 
the  Ramada  Inn  Southwyck,  Toledo,  Ohio.  Contact  Al  Ward  —  (419)  248-8132. 

Region  VII  will  hold  its  28th  annual  Conference  and  Exhibit,  September  28-October  1, 
1978  at  the  Sheraton  Universal  Hotel,  North  Hollywood,  California.  Contact  Bill  Ran- 
ney  —  (213)  764-0025. 

37th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  18-23, 1978  at  the  North- 
Park  Inn,  Dallas,  Texas.  To  become  involved  as  a  Conference  planner  or  for  more  dele¬ 
gates'  and  exhibitors'  information,  contact  the  NIRA  office —  (312)  346-7575. 
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rinciples  of  Association  Management 

basic  how-to  guide  for  the  association  adminis- 

r.  Published  cooperatively  by  the  American 
ety  of  Association  Executives  (ASAE)  and  the 
nber  of  Commerce  of  the  United  States.  The  book 
rs  such  basics  as  building  membership,  motivat- 
people,  developing  communications,  conducting 
(tings,  financing  programs,  handling  public 
ions,  understanding  government  regulations,  and 

s.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr„  □  *$1 5./2  yrs.,  □  *$18./3  yrs. 
•Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ase  send  me  the  publication(s)  I  have  checked. 


ave  enclosed  $ _ (check  or  money  order) 

ME  _ ORGANIZATION 


(DRESS 


ICLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
Wt  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  In 
trial  Recreation  Administrators  (CIRA’s) 
Leaders  (CIRL’s).  Each  employee  recree 
specialist  is  listed  with  notes  on  his/her  < 
cation  and  accomplishments.  46  pages.  $7. 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain 
they  back  industrial  recreation  and  NIRA.  Ct 
men  of  the  Boards  for  the  Ford  Motor  Comp; 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M, 
other  industrial  giants  provide  invaluable  j 
port  for  your  programs.  A  “must  see” 
management  in  your  organization.  $5.00  e; 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 


Bring  them  to  Mexico.  With  Americono's  very 
economicol  Mexico  GrouPlans.  We'll  give  you  o 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
o  lo  carte  to  a  full  seven-course  stay. 

In  Acapulco,  when  you  stay  of  one  Americano 
hotel,  you  hove  complete  use  of  facilities  ot  our 
other  two  fine  hotels.  Your  group  will  hove  the 
largest  resort  complex  under  the  Acapulco 
sun  to  enjoy. 


For  information  on  our  Mexico  GrouPlans  and  o  supply 
of  brochures,  coll  TOLL  FREE  (800)  433-2777.  In  Texas,  coll 
collect  (817)  267-1315.  And  put  a  little  spice  in  ydur  group. 

Condesa  del  Mar  El  Presidente 
Fiesta  Tortuga  Fiesta  Palace 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  o  spicy 
package  for  your  group  at  the  Fiesta  Palace— 
the  most  exciting  hotel  on  the  Reforma. 


Fly  American/Stay  Americana 


CIRCLE  READER  SERVICE  CARD  NO.  16 


A package 
of  services 

you  can  depend  on. 


Depend  on  Sea  World  Travel. 

•  For  value-packed  group  and  charter  tours 

•  For  exotic  destination  resort  packages 

•  For  wide-smile  ground  hospitality  services 

•  For  our  professionalism 

•  For  packages  that  are  simple  and  flexible  enough 
to  meet  your  individual  needs 

Depend  on  us. 

Stop  by  our  booth  in  Dallas. 

Put  us  on  the  line. 

1-800-327-6010 

Wholly  owned  subsidiary  of  Sea  World  of  Florida. 


Sea  World  Travel,  Inc./9355  Florida  Road/Building  414/Orlando  International  Airport/Orlando,  Florida  32809 
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Name  three  places  where 

■  ■  ■  ■■■  ■  ■ 


you  can  dine  like  a  king, 
eep  like  a  baby,  work  no 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 
Dolphin 


Plantation 
Inn 


If  Florida  suits 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL  33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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obout  the  cover 


Next  month:  1978  Conference  &  Exhibit  report 


An  investment  in  employee  fitness  is  an  investment  in  im¬ 
proved  productivity.  Even  employers  who  may  not  have  devel¬ 
oped  extensive  recreation  services  for  their  employees  want  to 
initiate  fitness  programs.  Employees,  caught  in  the  new  enthu¬ 
siasm  for  fitness,  are  signing  up  in  record  numbers  for  exercise 
classes,  jogging  clubs  and  other  fitness  activities. 

The  joggers  on  our  July  cover  are  part  of  the  after-hours  fitness 
class  at  Bankers  Life  and  Casualty  Company  in  Chicago.  Their 
instructor,  Tom  Gulan,  is  the  "Marathon  Man"  in  brown.  His 
cover  story  describes  a  basic  fitness  class  that  is  possible  at  a 
minimal  cost.  Also  in  this  issue,  an  employee  services  manager 
from  California  outlines  a  more  extensive  fitness  program  for 
for  organizations  with  larger  budgets.  Related  stories  describe 
a  runners  club  at  a  Pennsylvania  firm,  an  intriguing  diet  that 
radically  lowers  cholesterol  levels  and  more. 

Cover  courtesy  of  Bankers  Life  and  Casualty  Company. 


The  incomparable  Acapulco  Center.  Completely  redesigned ..  .with  music  pavillion, 
theatres,  fine  restaurants,  boutiques,  discotheque.  The  last  word  in  business  and  pleasure. 


Mexico  has  more  superb  meeting 
sites  than  you're  probably  aware  of. 
The  incomparable  convention  halls 
and  hotel  facilities  of  Mexico  City, 
Acapulco,  Puerto  Vallarta,  Guadalajara 
Mazatlan  and  Monterrey  have  hosted 
the  world's  leading  corporations. 
International  congresses.  Thousands 
of  incentive  travelers. 

And  there's  our  brand  new 
convention  center  on  Cancun.  Plus 
new  gathering  locations  rising  under 
the  sun  of  Ixtapa/Zihuatanejo. 

A  meeting  in  Mexico  is  a  wise 
business  decision.  A  beautiful 
choice.  For  complete  information, 
mail  in  this  coupon.  Or  call  the 
nearest  office  of  the  Mexican 
Government  Tourist  Office. 


We're  all  business.  But  we  do  it  beautifully 


Host  to  Miss  Universe  Pageant 
Acapulco,  July  24. 


Secretaria  de  Turismo  •  Consejo  Nacional  de  Turismo 


Ijc  ■  MEXICO 

THE  AMIGO  COUNTRY 
MEXICAN  GOVERNMENTTOURIST  OFFICE 

Director  of  Groups  and  Conventions 

405  Park  Avenue 

New  York,  New  York  10022 

I'm  interested.  And  I'd  like  to  learn  more. 

Name _ 

Title _ 

Company _ 

Address _ 

City - State _ Zip _ 

Telephone _ 
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The  N IRA  President 

would  like  a  word  with  you  .  .  . 


.  .  .  about  professionalism 


My  goal  as  1978-79  NIRA  Presi¬ 
dent  is  increased  professionalism, 
both  in  our  field  and  in  this  Associa¬ 
tion. 

Is  NIRA  truly  a  professional  orga¬ 
nization?  Does  it  perform  for  us  the 
same  functions  that  other  well- 
known  professional  associations 
perform  for  their  members?  It  is  our 
responsibility —  yours  and  mine  — 
to  see  that  it  does. 

Professionalism  in  our  field  and  in 
NIRA  depends  upon  individual  rec¬ 
reation  directors.  When  you  think 
of  the  most  prestigious  and  effective 
professional  associations,  remember 
where  they  obtain  their  strength.  It 
is  not  primarily  from  their  paid  staffs 
or  from  their  publications.  It  derives 
from  their  members:  how  well  they 
are  respected  for  the  work  they  do, 
how  knowledgeable  they  are  in  their 
field,  and  how  effectively  they  rep¬ 
resent  their  profession  to  other  sec¬ 
tors  of  the  society. 

Are  you  respected  for  the  work 
you  do?  You  should  be.  Employee 
recreation  and  services  contribute 
to  increased  productivity,  which  is 
the  only  absolute  way  to  control  in¬ 
flation,  the  single  most  serious  issue 
facing  western  industry  today.  Our 
work  is  becoming  increasingly  ac¬ 
cepted  as  an  essential  element  in 
human  resources  management. 

Do  not  expect  upper  manage¬ 
ment  to  appreciate  your  work  auto¬ 
matically,  however.  First,  you  must 
recognize  your  own  value  to  your 
organization.  A  positive  self-image  is 
of  primary  importance.  As  a  profes¬ 
sional,  you  must  promote  your 
department's  efforts  within  your 
organization  and  your  profession's 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


contributions  within  the  business 
community.  Keep  your  manage¬ 
ment  informed  about  your  pro¬ 
grams  and  make  your  colleagues  in 
business  and  industry  aware  of 
NIRA  and  its  purpose. 

Are  you  knowledgeable  in  your 
field?  Are  you  aware  of  recent  de¬ 
velopments  in  employee  recreation, 
fitness  and  services  as  well  as  the 
broader  concerns  of  industrial  rela¬ 
tions  and  personnel  management? 
Continuing  education  is  one  of  the 
primary  purposes  of  a  professional 
association.  It  must  be  a  personal 
goal  for  the  professional  practitioner 
as  well.  Have  you  attended  N IRA's 
regional  and  national  conferences 
to  gather  new  information  and 
ideas?  Do  you  take  advantage  of 


educational  opportunities  available 
through  your  employer  or  in  your 
community?  Do  you  really  make  the 
investment  of  time,  effort  and  even 
personal  expense  to  justify  calling 
yourself  a  professional? 

How  well  do  you  represent  your 
profession  to  other  segments  of  so¬ 
ciety,  the  business  sector  and  your 
own  organization?  Do  you  demon¬ 
strate  not  only  specialized  knowl¬ 
edge  in  your  field,  but  also  a  broad 
perspective  on  its  value  to  business 
and  industry?  Are  you  ethical  in 
your  professional  dealings?  Do  you, 
in  short,  naturally  command  the  re¬ 
spect  you  believe  should  be  accord¬ 
ed  our  profession? 

All  of  these  questions  can  be  an¬ 
swered  positively  through  NIRA.  Its 
conferences  and  publications  help 
provide  you  with  information  and 
ideas.  To  get  your  money's  worth 
from  the  Association,  however,  you 
must  contribute.  Join  actively  in 
your  local  Industrial  Recreation 
Council  or,  if  necessary,  help  orga¬ 
nize  one  in  your  area.  Let  others 
benefit  from  your  experience  and 
insight  by  submitting  articles  for 
NIRA  publications.  Contribute  to 
conferences  not  only  by  your  at¬ 
tendance,  but  also  by  assisting  in 
their  organization  and  direction. 

With  this  kind  of  commitment, 
NIRA  and  our  profession  will  con¬ 
tinue  to  grow  and  become  an  ac¬ 
cepted  factor  in  the  formula  for  pro¬ 
ductivity. 
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Regional  Conferences  set  for  fall 


The  Sheraton  Universal,  Region  VII  Conference  site. 


The  Toledo  Industrial  Recreation 
and  Employee  Services  Council 
(TIRES)  is  this  year's  host.  Entitled 
"People  Making  Progress"  for  busi¬ 
ness  and  industry,  the  meeting  will 
center  around  employee  services 
and  their  relationship  to  higher 
profits.  A.C.  "Al"  Ward,  CIRA 
(Owens-Coming  Fiberglass)  is  Con¬ 
ference  Coordinator. 

In  Region  III,  a  second  annual 
Conference  is  scheduled  for  Octo¬ 
ber  4, 1978.  This  year's  allrday  semi- 


Resort 


A  Lot  of  Leisure  Vacation! 

On  the  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
■  TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

_ •  SPECIAL  NIRA  RATES  • 

Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 
COMPANY  VADAep?NS  P-0.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 
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N IRA's  three  most  active  regional 
organizations  have  announced 
Conferences  for  this  fall.  The  meet¬ 
ings  will  vary  in  length  and  scope, 
but  all  will  emphasize  professional 
education  as  their  primary  purpose. 
NIRA  members  from  all  regions  are 
welcome  to  register  for  each  Con¬ 
ference. 

Region  II  will  hold  its  second  an¬ 
nual  fall  Conference  and  Exhibit 
October  26-28, 1978  at  the  Ramada 
Inn  Southwyck  in  Toledo,  Ohio. 


nar  will  be  organized  by  the  Chicago 
Association  for  Recreation  and  Em¬ 
ployee  Services  (CARES)  and  held  at 
Flick-Reedy  Corporation's  facilities 
in  the  Chicago  suburb  of  Bensen- 
ville,  Illinois.  According  to  Con¬ 
ference  Coordinator  Susan  Siwicki, 
CIRA  (Bankers  Life  and  Casualty 
Company),  the  meeting  will  con¬ 
centrate  on  the  causes,  effects  and 
remedies  of  employee  stress.  Fea¬ 
tured  speaker  James  Hoke  was  the 
popular  keynote  speaker  on  the  na¬ 
tional  Conference  program  last  May. 

"Employee  Recreation:  A  Key  to 
Productivity"  is  the  theme  for  this 
year's  four-day  Region  VII  Confer¬ 
ence  and  Exhibit.  The  event  will  be 
held  at  the  Universal  Sheraton  Hotel 
in  the  Los  Angeles  suburb  of  U  niver- 
sal  City,  California.  Hosted  by  the 
(Burbank)  Associated  Industrial 
Recreation  Council  (AIRC),  the  28th 
western  gathering  will  offer  the 
AIRC  Sports  and  Hobby  Show,  a 
progressive  exercise  program,  and 
exhibitor  learning  sessions.  Con¬ 
current  learning  sessions  will  cover 
such  topics  as  planning  and  imple¬ 
menting  recreation  programs, 
money  management,  liability,  devel¬ 
oping  noon  and  break-time  pro¬ 
grams,  procurement  of  recreation 
supplies,  utilizing  private  and  public 
facilities,  and  maintaining  recreation 
facilities.  Special  keynote  and  celeb¬ 
rity  speakers  plus  a  tour  of  Universal 
Studios  will  highlight  this  yeaKs  pro¬ 
gram.  A  full  schedule  of  spouse's  ac¬ 
tivities  is  planned  to  complement 
the  delegates'  program.  Bill  Ranney 
(Home  Savings  &  Loan,  Los  Angeles) 
is  Conference  Chairman. 


Check  your 
"NIRA  Calendar" 
for  constant  updates 
on  NIRA 

Regional  Conferences 
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BETTY  PHIPPS 
Secretary/  Receptionist 

Chances  are  good  that  when  you 
call  N1RA  headquarters  in  Chicago, 
the  voice  on  the  other  end  of  the 


CIRCLE  READER  SERVICE  CARD  NO.  3 


line  belongs  to  Betty  Phipps.  She 
joined  the  Association's  fulltime 
staff  as  Secretary/  Receptionist  on 
April  10,1978. 

As  Receptionist,  Betty  Phipps 
greets  visitors  and  answers  incoming 
calls.  She  provides  information 
about  the  Association  and  refers 
questions  to  other  staff  members. 

As  Secretary  for  Assistant  Execu¬ 
tive  Director  Michael  Brown,  CIRA, 
she  works  extensively  with  NIRA 
members.  When  organizations  join 
the  Association,  she  officially  enrolls 
them  and  keeps  their  records  cur¬ 
rent.  She  bills  members  for  their  an¬ 
nual  dues  and  records  their  pay¬ 
ments.  She  also  maintains  NIRA 
mailing  lists,  including  the  subscrip¬ 
tion  roster  for  Recreation  Manage¬ 
ment  She  assists  Mike  Brown  with 
membership  promotion  and  ser¬ 
vices  mailings. 

Betty  Phipps  is  a  1976  high  school 
graduate  with  additional  business 
school  training.  Originally  from 
Natchez,  Mississippi,  she  has  lived 
in  Chicago  for  two  years. 


Stan  Locke,  CIRA  of  J PL  retires 


ppp )« 

C.  Stanley  Locke, 
HBkt  CIRA,  Executive  Man- 

'  i  iwWl 

'  #  ager  of  Jet  Propulsion 

Laboratory's  Employees' 
4  4  Recreation  Club,  has  re- 

*. .  ..  JgjHp  tired,  due  to  medical 

'  reasons,  after  22  years 

of  service,  A  former 
member  of  the  NIRA 
?  .  4, '  Board  of  Directors, 

Locke  was  a  strong  sup- 
H*”'  ’  •;  porter  of  Industrial  Re- 

creation  Councils. 

nf&j#  V,!  -  "lust  so  this  doesn't 
t  K  <  sound  too  much  like  an 

} '  /  obituary,"  said  Locke, 

1  \  ‘  "I'll  still  try  to  keep  my 

I  1  .  j  hand  in,  as  time  and  cir- 

j  |  &  cumstances  allow." 

1  tjSj  Locke  is  succeeded  at 

m  '  A  I  hy  his  former  assis- 

■  s!3r?f*»i  tant,  Beth  Bell.  PHI 
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From  an  educational  session 
1977  NIRA  Region  III  Conference 

You  can  start 

your  employee  fitness  program 
on  a  shoestring 

by  Thomas  Gulan 


gram.  You  will  do  your  employer  and  your  employee 
group  a  great  favor  if  you  initiate  a  fitness  program  now, 
with  whatever  resources  you  have  available. 

At  Bankers  Life  and  Casualty  Company,  in  Chicago, 
Employee  Services  Supervisor  Susan  Siwicki,  CIRA, 
oversees  such  a  program  for  employees  at  all  levels.  I 
have  been  its  instructor  since  the  program  opened  four 
years  ago. 

Exercise  is  the  foundation  of  feeling  —  and  perform¬ 
ing—  well.  For  total  fitness,  of  course,  exercise  must  be 
combined  with  a  nutritious  diet,  sufficient  and  regular 
sleep,  and  the  ability  to  cope  with  stress. 

Traditionally,  employee  interests  in  fitness  have  been 
incorporated  into  athletic  and  sports  activities.  Com¬ 
petitive  motivation  plays  an  important  part  in  such  pro¬ 
grams.  These  activities  are  effective  for  some  partici¬ 
pants  because  they  provide  exercise  and  tension  release 
as  well  as  a  means  of  encouraging  team  goals.  A  more 
specific  fitness  program,  however,  must  address  the  in¬ 
dividual,  non-competitive  goals  of  both  executives  and 
general  employees.  It  cannot  and  should  not  replace 
competitive  sports  activities,  but  is  a  necessary  comple¬ 
ment  to  them. 

When  designing  your  exercise  program,  accommo¬ 
date  five  basic  concepts: 

(1)  You  can  establish  a  sound,  basic  fitness  program 
at  low  cost  to  both  your  employer  and  the  employee 
participants. 

(2)  You  need  the  input  of  the  professional  medical 
team  available  to  you.  Involve  your  organization's  medi- 


YOUR  organization  can  have  an  employee  fitness 
program.  It  is  possible  even  if  you  have  no  facilities 
and  a  shoestring  budget.  You  have  undoubtedly  read 
about  the  impressive  facilities  some  corporations  oper¬ 
ate  for  their  employees.  Such  programs  are  great,  if  you 
can  bankroll  them.  It  is  not  necessary,  however,  to  have 
sophisticated  facilities  and  equipment  or  a  fulltime  fit¬ 
ness  staff  before  you  begin  an  employee  fitness  pro- 


Bankers  Life  and  Casualty  employees  jog  around  fold¬ 
ing  chairs  in  an  after-work  fitness  class. 
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cal  department  in  the  planning  and  administration  of 
your  program. 

(3)  Carefully  consider  what  activities  you  will  include 
in  your  program.  Remember  that  exercise  is  only  one 
element  of  total  fitness. 

(4)  Your  program  should  be  accessible  to  as  many 
employees  as  possible.  Schedule  your  sessions  for  the 
convenience  of  participants. 

(5)  Work  to  improve  employees'  fitness  attitudes 
both  at  home  and  on  the  job.  Include  activities  which 
will  make  employees  aware  of  good  nutrition,  the 
damaging  effects  of  stress  and  drugs,  and  so  forth. 

As  you  develop  your  program,  consider  the  space  and 
equipment  available  to  you.  Some  recreation  directors 
allow  themselves  to  be  discouraged,  unnecessarily,  at 
this  preliminary  stage.  You  probably  can  locate  both  in¬ 
door  and  outdoor  facilities  which  can  be  adapted  to  a 
fitness  program. 

First,  no  matter  where  you  are  located,  Mother 
Nature's  facilities  are  fine  at  least  part  of  the  year.  You 
can  organize  outdoor  jogging  programs  on  city 
sidewalks,  in  local  parks  and  on  other  public  and  private 
land.  Secondly,  you  can  make  use  of  indoor  facilities 
you  may  not  have  considered.  All  you  need  is  one  room 
the  size  of  a  volleyball  court.  Use  a  company 
lunchroom  after  hours  or  an  unused  storage  area.  One 
company  we  know  conducts  exercise  classes  in  its  own 
office  corridors.  Check  your  community  resources  for 
such  space  as  church  basements,  school  classrooms 
and  other  occasionally  vacant  space.  Bankers  Life  and 
Casualty  Company  rents  a  small  hall  from  a  local  com¬ 
munity  organization.  The  company' s  cost  for  two  se¬ 
mesters  is  only  $200,  plus  utility  charges. 

You  can  equip  your  indoor  fitness  facility  with  ordin¬ 
ary  items  from  the  office,  dime  store  and  even  em¬ 
ployees'  homes.  You  will  need  a  carpet  for  the  floor  of 
your  exercise  area.  If  this  is  unavailable,  ask  participants 
to  bring  individual  exercise  mats  or  small  rugs  from 
home.  You  may  also  want  to  obtain  a  folding  chair  for 
each  participant  and  a  supply  of  jump  ropes. 

Showers  are  a  nice  feature  for  your  fitness  facility,  but 
they  are  not  essential.  Participants  can  shower  when 
they  get  home  after  class,  just  as  they  would  after  a  soft- 
ball  game  or  other  athletic  activity. 

It  is  important  that  any  exercise  program  be  con¬ 
ducted  by  a  trained  fitness  instructor.  This  does  not 
mean,  however,  that  you  must  hire  a  fulltime  staff 
member.  Bankers  arranged  for  my  services  as  a  fitness 
instructor  through  the  City  Colleges  of  Chicago.  Partici¬ 


pating  employees  are  enrolled  as  off-campus  physical 
education  students.  They  willingly  pay  $22  per  semester 
for  thirty  fitness  sessions.  Those  who  complete  the 
course  earn  two  college  credits.  If  you  are  not  a 
qualified  fitness  instructor  yourself,  check  with  schools 
in  your  area,  as  well  as  local  YM/YWCA's,  for  qualified 
instructors. 

Your  organization  will  naturally  be  concerned  with 
the  liability  considerations  in  a  fitness  program.  It  is  es¬ 
sential  that  you  explain  to  your  classes  that  every  partic¬ 
ipant  is  responsible  for  being  reasonable  in  his  or  her  ex¬ 
ercise  program.  Fitness  training  is  a  slow,  deliberate 
process  which  will  bring  definite  results  in  the  long  run. 
Emphasize  to  every  participant  that  he  or  she  will  see 
improvement  only  through  a  gradual  program  of  sensi¬ 
ble  exercise.  It  is  the  instructor's  responsibility  to  see 
that  no  one  pushes  too  hard. 

As  additional  protection,  obtain  signed  release  forms 
from  all  participants.  These  seldom  provide  all-inclusive 
protection  from  liability  claims,  but  they  do  discourage 
participants  from  filing  them  in  the  first  place. 

It  is  also  essential  that  your  fitness  instructor  is 
thoroughly  trained  not  only  in  fitness  procedures  but 
also  in  first  aid  and  cardiopulmonary  resuscitation 
(CPR).  You  may  even  want  to  include  first  aid  instruc¬ 
tion  for  all  employees  in  your  fitness  program. 


continued  on  following  page 


Simple  mats  on  a  bare  floor  create  an  exercise  area  in  a 
local  community  center. 
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■"“APPLE  DUMPLING 
GANG  __ 

USE  MOVIES:  ^ 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

Send  for  your  free  color  catalog  or  for  more  information. 


(314)554-6300 


\ SWANK 


^MOTION  PICTURES,  INC.  \ 

ALSO  OFFICES  IN*  NEW  YORK,  BOSTON, WASHINGTON  D.C., CHICAGO,  \ 


HOUSTON, AND  LOS  ANGELES 


CIRCLE  READER  SERVICE  CARD  NO.  6 


THE  NIRA- SWANK 


Fitness  Program  continued 


Before  you  begin  your  fitness  classes,  design  an  ap¬ 
praisal  system  which  will  help  the  instructor  determine 
the  fitness  levels  of  all  participants.  At  Bankers,  we  use 
Dr.  Kenneth  Cooper's  Aerobic  Field  Test  which  involves 
a  12-minute  run.  We  pre-test  each  participant  before 
the  program  begins.  We  test  again  after  six  weeks'  par¬ 
ticipation  and  again  after  twelve  weeks.  The  repeated 
tests  give  the  instructor,  the  medical  department  and 
the  participants  an  indication  of  progress.  You  will  want 
to  consult  with  your  medical  department  and  other 
qualified  sources  about  appropriate  tests  for  your 
group. 

Utilizing  the  simple  facilities  and  equipment  already 
discussed,  your  fitness  instructor  can  develop  a  regular 
conditioning  course  for  your  employee  group.  At 


Bankers,  we  combine  an  exercise  routine  with  vigorous^ 
aerobic  activity.  We  begin  with  simple  warm-up  exer¬ 
cises  and  continue  with  calisthenics  and  spot  exercises 
to  firm  and  tone  whatever  areas  the  class  wants  to  im¬ 
prove.  Using  folding  chairs,  we  include  a  variety  of  sit¬ 
ting,  stepping  and  lifting  exercises.  We  end  the  routine 
with  relaxation  exercises. 

Our  conditioning  session  then  moves  ahead  with 
vigorous  activity  to  stimulate  the  cardiovascular  system. 
This  can  include  walking,  jogging  and  running,  cycling, 
swimming  or  rope-skipping.  We  vary  the  activities  ac¬ 
cording  to  the  facilities,  season  and  abilities  of  the  par¬ 
ticipants. 

Convenient  scheduling  is  essential  if  your  fitness  pro¬ 
gram  is  to  realize  its  participation  potential.  Schedule 
sessions  before,  during  or  immediately  after  work  hours. 
Your  participation  will  fall  considerably  if  you  ask  em¬ 
ployees  to  return  to  the  workplace  or  other  facility  after 
they  go  home. 

At  Bankers,  we  begin  fitness  classes  immediately  after 
the  regular  daytime  work  shift  ends.  Even  those  who 
struggle  into  class  after  an  especially  tough  workday  find 
the  exercises  stimulating  and  refreshing.  Exercise  also 
acts  as  a  natural  appetite  suppressant,  which  helps  par¬ 
ticipants  curb  their  eating  at  the  dinner  table. 

Do  not  hesitate  to  experiment  with  unusual  schedul¬ 
ing  for  your  fitness  sessions.  Try  a  "breakfast  of  cham¬ 
pions"  before  work.  Arrange  an  exercise  session  —  jog¬ 
ging,  perhaps  —  followed  by  a  light,  nutritious  break¬ 
fast.  Offer  a  10-15-minute  pre-lunch  program.  You  can 
even  slip  in  a  short  routine  of  stretching  exercises  after 
lunch.  Try  mid-morning  and  mid-afternoon  exercise 
breaks.  A  brief  routine  of  running  in  place,  rope  jump¬ 
ing,  sit-ups  and  stretches  will  help  relax  and  refresh  em¬ 
ployees  more  healthfully  than  a  coffee  break. 

Complement  your  exercise  program  with  information 
on  total  fitness.  Call  upon  your  organization's  medical 
staff  and  outside  speakers  from  local  schools  or  health 
organizations.  Include  lectures  on  weight  control,  nutri¬ 
tion,  coping  with  stress  and  other  health  topics. 

Your  fitness  activities  will  be  valuable  to  management 
and  employees  because  they  improve  employee  health, 
confidence  and  productivity.  They  can  be  a  great 
morale  booster  and  even  a  positive  public  relations  in¬ 
fluence.  Fitness  classes,  like  sporting  events,  bring  em¬ 
ployees  together  in  an  informal  setting.  You  may  well  be 
able  to  develop  a  successful  fitness  course  which  com¬ 
bines  executives  and  their  employees  in  common 
classes,  if  this  does  not  adversely  affect  executive  partic¬ 
ipation.  After  all,  the  bodies  are  the  same. 

When  you  use  city  sidewalks  and  public  lands  for 
your  fitness  runs,  you  not  only  show  a  human  side  of 
your  organization,  but  you  also  prove  to  the  community 
that  your  organization  is  interested  in  its  employees' 
health  and  welfare.  PIB 


Thomas  Gulan  is  an  Associate  Professor  of  Physical 
Education  at  Harry  S  Truman  College  in  Chicago.  He 
holds  B.S.  and  M.S.  degrees  in  Physical  Education.  He 
qualified  for,  and  finished,  the  1978  Boston  Marathon. 
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The  Chairman  of  Motorola 
supports  industrial  recreation 


“INDUSTRIAL 
RECREATION  BUILDS 
LEADERS  AND  BRINGS 
FAMILY,  COMMUNITY 
AND  COMPANY 
CLOSER  TOGETHER” 


Robert  W.  Galvin 
Chairman  of  the  Board 
Motorola  Incorporated 


“Industrial  recreation  is  an  extremely  important 
activity  at  Motorola.  I  have  given  it  a  great  deal  of 
personal  attention  and  have  participated  in  many 
of  the  programs.  My  participation  has  been  good 
for  me,  as  I  am  convinced  it  has  been  good  for  my 
associates. 

“The  basic  objective  of  industrial  recreation  is 
to  recognize  man’s  needs  as  a  social  entity.  This 
is  a  sound  objective.  Employee  recreation  has 
given  opportunity  for  personal  expression,  in¬ 
dividuality  and  recognition  to  the  men  and  women 
in  industry.  This  is  an  essential  part  of  belonging 
to  an  industrial  organization. 

“Through  recreation,  employees  become  better 
acquainted.  We  all  find  that  we  have  many  in¬ 
terests  in  common  with  one  another.  We  gain  bet¬ 
ter  understanding  of  each  other.  We  break  down 
and  overcome  the  persistent  barriers  that  God 


seems  to  have  given  us  as  obstacles  to  overcome. 
In  the  process,  people  have  fun. 

“Aside  from  personal  development,  recreation 
is  also  good  for  the  corporation.  Being  known  as 
a  company  with  a  varied  recreation  program 
helps  in  recruiting.  Further,  employee  recreation 
is  of  great  value  to  families  and  to  the  community. 
We  hope  that  our  recreation  program  helps  bring 
family,  community,  and  company  closer  together. 

“New  leaders  are  frequently  discovered  as  the 
driving  forces  in  company  recreational  pursuits. 
Altogether,  Motorola’s  recreational  activities  are 
a  natural,  mutually  enjoyable  extension  of 
wholesome,  on-the-job  relationships.  Our  pro¬ 
gram  has  long  been  one  of  the  strong  links  in  the 
communications  chain  among  all  of  us.  I  feel  con¬ 
fident  this  will  continue  with  ever  greater  vitality 
and  enthusiasm,  in  the  years  ahead." 


From  Top  Management  Speaks 


Check  the  publications  order  form  card  at  the  back  of  this  issue 
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Physical  fitness  is  a  growing  concern  among  the  em¬ 
ployees  of  Gilbert  &  Associates,  Inc.,  the  Reading,  Pa. 
branch  of  Gilbert/Commonwealth  (G/C)  engineering 
consultants.  G/C's  2,500  Reading  employees  already  en¬ 
joy  a  broad  range  of  sports  leagues  through  the  GAI  Em¬ 
ployees  Association.  Many,  however,  want  a  concen¬ 
trated  fitness  program.  GAI  administrator  Jean  Stork 
applauds  employees'  fitness  interests,  but  has  neither  the 
funds  nor  the  facilities  for  specialized  fitness  activities. 
Employees  responded  to  the  challenge  last  year  with  a 
highly  organized,  virtually  cost-free  Runners  Club.  Its 
president,  a  44-year-old  engineer,  describes  how  the 
Club  helps  employees  design  their  own  individualized 
fitness  programs. 

Protect  your  investment 

Most  of  us  spend  the  largest  part  of  our  waking  hours 
in  a  sitting  position.  We  sit  to  eat  our  meals;  we  sit  to 
drive  to  work;  we  spend  most  of  our  working  hours  sit¬ 
ting  at  a  desk;  and  finally  we  end  the  day  sitting  in  front 
of  the  TV  set.  Only  rarely  is  this  routine  disrupted  by  any 
meaningful  physical  activity.  Is  it  any  wonder  than  that 
most  professional  men  and  women  are  in  pretty  poor 
physical  condition?  The  real  irony- of  all  of  this  —  and 
this  is  especially  true  here  at  Gilbert/ Commonwealth  — 
is  that  most  of  us  have  invested  a  considerable  amount 
of  time  and  money  to  develop  our  brain  power.  Yet 
there  are  very  few  of  us  who  are  making  any  serious  at¬ 
tempt  to  protect  this  investment.  By  maintaining 


Hitting  the 
Fitness  Trail 


The  G/C  Runners  Club 


by  John  Tuman 


healthy,  functioning  bodies  we  can  promote  the 
strength  and  vitality  that  protect  our  investment  (our 
brains)  and  thus  be  able  to  apply  our  mental  powers  to 
their  fullest  potential.  Of  course,  like  anything  else,  this 
protection  of  our  investment  will  not  just  happen.  We 
must  take  specific  measures  to  make  it  happen. 

Why  a  running  club? 

The  simplest,  easiest,  and  least  expensive  way  to  ob¬ 
tain  and  maintain  good  physical  condition  is  through  a 
systematic  program  of  walking,  jogging,  or  running. 
From  all  the  research  available  to  date,  it  is  evident  that 
jogging  (or  running)  is  the  single  best  way  to  exercise 
and  strengthen  the  total  cardiovascular  system.  It  is  also 
the  best  way  to  trim  your  figure,  build  your  endurance 
and  make  yourself  look  younger.  But  there  is  a  catch: 
you  must  adopt  a  regular  program  and  you  must  work  at 
it  consistently.  In  other  words,  you  must  make  a  regular 
investment  of  your  time.  Unfortunately,  this  is  where 
most  of  us  fall  short.  We  have  good  intentions,  but  we 
just  never  seem  to  be  able  to  find  the  time  to  devote  to 
a  regular  program  of  exercise.  This  is  really  the  essence 
of  why  the  G/C  Runners  Club  was  formed. 

Probably  the  most  consistent  feature  of  our  daily  lives 
is  our  work  schedule.  If  we  can  establish  a  walking,  jog¬ 
ging  or  running  program  keyed  to  our  work  hours,  then 
we  are  fairly  sure  to  have  consistency  in  our  plan.  Also, 
in  working  out  with  our  fellow  employees,  we  can  get 
the  needed  encouragement  to  help  us  when  we  get  dis- 
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couraged,  lazy  or  disinterested.  The  G/C  Runners  Club 
provides  the  key  ingredients  for  a  succesful  fitness  pro¬ 
gram: 

(1)  A  place  to  run,  jog  or  walk 

(2)  A  suggested  program  for  a  wide  range  of  interests 
and  abilities 

(3)  Awards  as  a  incentive  to  achieve  realistic  goals 

(4)  Encouragement  from  those  of  us  who  have 
learned  the  importance  and  the  satisfaction  of  jogging 
and  running. 

The  Runners  Handbook 

The  G/C  Runners  Club  compiled  a  42-page  hand¬ 
book,  designed  primarily  for  those  who  have  not  had 
any  exposure  to  the  why  and  how  of  a  regular  waik- 
ing,  jogging  or  running  program.  It  includes  complete 
information  about  our  program,  as  well  as  reprinted  ar¬ 
ticles  of  special  interest  to  beginning  runners.  The 
Handbook's  primary  objective  is  to  peak  potential  run¬ 
ners'  interest  and  get  them  started.  Once  initiates  make 
the  commitment,  we  hope  that  they  will  do  some 
serious  reading  from  the  tremendous  wealth  of  litera¬ 
ture  that  is  now  available  on  the  subject. 

We  hope  that  new  runners  will  use  the  Handbook  as 
a  starting  point  in  designing  their  own  personal  pro¬ 
grams.  We  have  developed  a  series  of  suggested  training 
guides  which  should  serve  a  wide  range  of  interests, 
from  the  occasional  walker  to  the  serious  runner.  We 
ask  each  new  G/C  runner  to  review  the  guides  and 
select  a  program  suited  to  his  or  her  needs  and  tempera¬ 
ment.  We  caution  all  beginners  to  be  realistic  in  their 


goals.  A  running/ jogging  program  demands  commit¬ 
ment  to  a  slow,  consistent  process  of  improving  the 
heart,  lungs  and  muscular  capacity.  It  is  foolish,  and 
even  dangerous,  to  force  oneself  to  accomplish  a  jog¬ 
ging  or  running  goal  before  one  is  ready  for  it.  In  fact,  if  a 
new  runner  is  over  30  years  of  age  or  has  any  history  of 
heart  problems,  it  is  absolutely  vital  that  he  or  she  ob¬ 
tains  a  doctor s  “ok"  before  embarking  on  any  type  of 
running  program.  Our  advice  to  new  members  is  to 
have  a  checkup  and  then  start  out  slowly.  If  necessary,  a 
participant  can  start  with  a  modest  walking  program 
and  then  work  up  to  a  jogging  schedule. 

Once  a  member  has  had  a  checkup  and  selected  a 
program,  two  considerations  are  stressed: 

(1)  Be  consistent  in  your  program 

(2)  Keep  track  of  your  progress 

To  help  accomplish  both  these  points,  the  Club  pro¬ 
vides  training  guides  or  schedules  and  a  simple  log  sheet 
to  use  in  keeping  progress  records.  The  log  sheet  is  also 
used  by  the  Club  in  its  goals  and  awards  program. 

Training  guides 

The  G/C  Runners  Club  provides  training  guides  for 
walking,  jogging  and  running.  These  guides  provide  for 
three  plateau  levels  in  each  category.  An  additional 
guide  is  devoted  to  the  serious  long  distance  runner. 
Each  new  member  is  invited  to  select  a  realistic  personal 
goal  from  one  of  the  ten  categories  outlined  in  the 
guides.  After  selecting  his  or  her  appropriate  goal,  the 
member  advises  the  club  of  his  or  her  intentions  by 
completing  a  goal  commitment  sheet  and  returning  it  to 


G/C  TRAINING  GUIDES 


Avg. 

Avg. 

Category 

Level 

Time 

Dist 

MPH 

Per  Mile 

Walking 

Slow  1 

30  min 

1-1/2  miles 

3 

20  min 

Moderate  II 

1  hr 

4  miles 

4 

15  min 

Fast  III 

1  hr 

4-1/2  miles 

4.5 

13  min  20  sec 

Jogging 

Slow  1 

30  min 

2-1/2  miles 

5 

12  min 

Moderate  II 

30  min 

3  miles 

6 

10  min 

Fast  111 

30  min 

3-1/2  miles 

7 

8  min  34  sec 

Running 

Slow  1 

22  min  30  sec 

3  miles 

8 

7  min  30  sec 

Moderate  II 

30  min 

4-1/2  miles 

9 

6  min  40  sec 

Fast  III 

30  min 

5  miles 

10 

6  min 

Long  Dist  Runing 

75  min 

10  miles 

8 

7  min  30  sec 

continued  on  following  page 
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Runners  Club  continued 


Runners  Club  members  keep  personal  progress  rec¬ 
ords  (sample  at  right)  to  chart  their  fitness  improve¬ 
ment  and  qualify  for  achievement  awards. 


a  G/C  Runners  Club  officer. 

Members  are  encouraged  to  select  personal  goals  and 
establish  individual  schedules  for  accomplishing  them. 
Personal  running  schedules  should  be  realistic  and 
within  each  runnel's  capabilities.  Schedules  should  not 
be  too  rigid  because  the  program  ought  to  be  fun  as 
well  as  beneficial.  The  Club  does  encourage  everyone  to 
make  a  commitment  to  a  goal  and  measure  his  or  her 
progress  because  this  will  help  ensure  a  successful  over¬ 
all  program. 

Regardless  of  the  goals  selected,  we  counsel  new 
members  to  work  up  to  them  slowly  by  progressing 
through  lower  levels  of  difficulty.  A  beginner  should  not 
push  too  fast  or  a  setback  may  occur.  The  schedules 
contained  in  our  handbook  are  only  suggested  guides. 
Each  participant  is  encouraged  to  adapt  them  to  his  or 
her  own  particular  needs. 

Upon  starting  a  running  program,  new  members  are 
encouraged  to  utilize  the  personal  progress  record  in¬ 
cluded  in  our  Runners  Handbook.  To  qualify  for  the 
awards  program,  members  are  requested  to  present 
their  progress  records  for  review  prior  to  any  qualifica¬ 
tion  meet.  The  Club  wants  to  ensure  that  members 


work  consistently  to  develop  their  abilities  to  the  levels 
or  goals  they  set  for  themselves. 

Walking/ jogging/ running  trails 

In  order  to  keep  track  of  progress  for  goal  attainment, 
courses  and  trails  of  varying  degrees  of  difficulty  have 
been  measured  and  recorded  on  maps,  included  in  our 
Handbook.  The  immediate  vicinity  of  our  office  com¬ 
plex  parking  areas  has  been  measured  for  the  beginner's 
"A"  walking  and  jogging  courses.  By  following  this 
layoiiit,  various  distances  of  one-half  mile  or  longer  can 
be  derived  while  staying  on  the  paved  areas  around  the 
office.  This  beginning  course  is  not  recommended  for 
running  due  to  the  parking  lot  stairways  on  the  course. 
The  beginners  "B"  course  can  be  used  for  walking,  jog¬ 
ging  and  running. 

Mpre  difficult  trails  have  been  laid  out  near  the  of¬ 
fice  complex  for  the  more  advanced  walker,  jogger  or 
runner.  Members  can  learn  about  even  more  combina¬ 
tions  and  variations  on  established  trails  by  talking  with 
a  Runners  Club  officer.  Most  trails  are  on  farm  roads, 
tractpr  paths,  snowmobile  and  horse  trails,  or  along 
boundary  lines  such  as  stone  fences,  roads  and  tree 
lines.  These  are  true  cross-country  courses  and  must  be 
treated  as  such. 

Although  permission  has  been  granted  for  use  of  pri¬ 
vate  property  for  our  programs,  due  respect  must  be 
given  the  families  leasing  and  living  on  land  our  runners 
cross.  We  repeatedly  caution  our  members  not  to  litter 
or  otherwise  disturb  the  areas  through  which  they  run. 

Goals  and  awards  program 

In  order  to  provide  some  modest  incentives  for  in¬ 
dividual  training  programs,  the  G/C  Runners  Club  spon¬ 
sors  an  awards  program.  It  does  not  seek  to  promote 
competition.  The  primary  purpose  of  the  awards  is  to 
encourage  members  to  engage  in  a  regular  routine  of 
walking/jogging  and/or  running  so  that  they  reach 
recognizable  levels  of  improvement.  The  general  ground 
rules  for  the  program  are  as  follows: 

1.  Every  club  member  is  requested  to  choose  a  fitness 
goal.  Everyone  is  encouraged  to  select  a  goal  even 
though  he  or  she  may  not  be  interested  in  participat¬ 
ing  in  the  awards  program. 

2.  A  suggested  training  schedule  for  these  goals  is  pro¬ 
vided  in  our  Runners  Handbook.  Members  may  want 
to  go  slower  or  faster,  depending  on  their  own 
capabilities  or  interests. 

3.  At  periodic  intervals  the  club  holds  "fun  meets"  to 
allow  participants  the  opportunity  to  demonstrate 
that  they  have  reached  their  goals.  To  ensure  that  no 
one  is  pushing  beyond  his  or  her  capability,  everyone 
is  required  to  furnish  a  log  sheet  showing  that  he  or 
she  has  worked  up  to  a  desired  goal.  Obviously,  this 
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PERSONAL  PROGRESS  RECORD 


Name: _ Date  Started: _ Present  Weight: _ 

Avg  Distance  can  Run/Jog  is: _ _  Avg.  Time  Can  Run/Jog  Continuous  is:  _ 

Program:  _ Level: _ Goal: _ _ _ 

Record  distance  covered  or  time  spent  in  running/jogging 

Week  Total  for 

No.  Mon  Tue  Wed  Thur  Fri  Sat  Sun  Week 

1 

2 

3 


Progress  Check:  (1)  Present  Weight: _  (2)  Avg.  Dist.  Can  Run  is:  _ 

(3)  Avg.  Time  Can  Run  Continuous: _  (4)  Goal  for  Next  6  Wks: 


Progress  Check:  (1)  Weight: _  (2)  Avg.  Dist.  I  can  Run:  _ _ 

(3)  Avg.  Time  Can  Run  Continuous: _  (4)  Goals  for  Next  6  Wks: 


13 

14 

15  ........... 

16 

17 

18 

Progress  Check:  (1)  Weight: _  (2)  Avg.  Dist.  I  Can  Run: 

(3)  Avg.  Time  I  Can  Run  Continuous: _  (4)  Future  Goals: _ 

continued  on  following  page 
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Runners  Club  continued 


program  relies  heavily  on  the  honor  system.  It  is  ex¬ 
pected  that  all  participants  will  choose  goals  that  are 
well  above  their  present  capabilities,  yet  which  are 
realistic  and  suited  to  their  individual  interests  and 
needs. 

4.  Awards  will  be  presented  to  all  those  who  show 
some  definite  level  of  improvement  and  can  ac¬ 
complish  one  or  more  of  the  club's  suggested  goals. 
A  member  may  still  qualify  for  an  award  even  if  he  or 
she  does  not  accomplish  his  or  her  original  goal.  All 
awards  are  presented  at  the  Club's  annual  awards 
dinner. 

Individual  responsibility 

A  group  like  the  G  1C  Runners  Club  can  provide  the 
plans,  the  organization,  the  resources,  and  even  the  en¬ 
couragement  it  takes  to  get  employees  started  on  a  reg¬ 
ular  program  of  walking,  jogging  and  running.  However, 
the  actual  work  must  be  done  by  the  individual  em¬ 
ployees.  This  requires  their  making  a  commitment  and 
having  the  determination  to  fulfill  it.  The  rewards  in  im¬ 
proved  physical  well-being  are  great.  In  fact,  they  are  so 
great  that  once  a  runner  reaches  a  fitness  plateau  (usu¬ 
ally,  being  able  to  jog  continuously  for  about  30 
minutes),  he  or  she  will  never  want  to  leave  the  running 
program. 


Author  John  Tuman  (left)  and  fellow  engineer  Dave 
Verrill  wait  with  a  sleepy  young  friend  for  a  morning 
run.  Tuman  and  Verrill  founded  the  G / C  Runners  Club. 

The  G/C  Runners  Club,  now  in  its  second  year,  has 
decided  to  reenforce  members'  commitment  by  charg¬ 
ing  nominal  fees.  A  $2.50  annual  family  membership 
assessment  has  separated  the  curious  on-lookers  from 
the  serious  runners.  Now,  about  50  employees,  plus 
their  families,  engage  in  regular  Runners  Club  workouts 
and  special  events.  We  know  that  number  will  grow. 


Program 

FITNESS  GOALS 

Award 

Walking  1 

1-1/2  miles  in  30  min. 

Club  "T"  Shirt 

Walking  II 

4  miles  in  1  hr. 

Club  Patch  &  "T"  Shirt 

Walking  III 

4-1/2  miles  in  1  hr. 

Club  Patch  &  "T"  Shirt 

Jogging  1 

2-1/2  miles  in  1/2  hr. 

Trophy  C  &  "T"  Shirt 

Jogging  II 

3  miles  in  1/2  hr. 

Trophy  B  &  "T"  Shirt 

Jogging  III 

3-1/2  miles  in  1/2  hr. 

Trophy  A  &  "T"  Shirt 

Running  1 

3  miles,  in  23  min. 

Trophy  4  &  "T"  Shirt 

Running  II 

4-1/2  miles  in  1/2  hr. 

Trophy  3  &  "T"  Shirt 

Running  III 

5  miles  in  1/2  hr. 

Trophy  2  &  "T"  Shirt 

Serious  Runner 

10  miles  in  75  min. 

Trophy  1  &  "T"  Shirt 

Long  Distance  Runner 

20  miles  in  160  min. 

Special  Award 

Marathon  Runner 

Complete  a  marathon 

Special  Award  PHI 

profe//ional  /ervlce/  directory 


Kotz  C  Schneider 


LAND  AND  RECREATION  PLANNING  AND  DESIGN 


ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 


CIRCLE  READER  SERVICE  CARD  NO.  5 
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SERVICES  &  ACTIVITIES 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  ot 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


N IRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/  University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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by  the  companies 

we  keep 


□ONEIDA 

The  silver  cube.  Oursilversmiths’  mark  of  excellence. 

Monsdnto  owensumois 


*««.  V.  S.  PAT.  Off 


03  3m 


®  motorola  XEROX  Ijlfl 


Rockwell 

International 


General  Mills 


ARMCO 

_  V 


STATE  FARM 


MCOOWWn.L  DOUOLJl* 


IBtKHE 


Nova  .f'. 

Department 

Scotia  rjSt 

of  Recreation 

CORNING 

CORNING  GLASS  WORKS 


Kodak 


CONTRPL  DATA 
CORPORATION 


@ 

Michigan  Bell 

Olin 

GOODYEAR 


^fsiot'5 


fdOTJEJAfC 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  "ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _ 

value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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Ideas  clinic 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


Ql  have  been  notified  that  I  will  be  taking  over 
•  the  recreation  program  when  our  present  ac¬ 
tivities  supervisor  retires  later  this  year.  I  have  been 
involved  in  several  clubs  and  sports  leagues  over  the 
years,  and  I  have  been  Chairman  of  the  Employee 
Activities  Board.  Being  responsible  for  the  whole 
program,  however,  will  be  a  more  complex  job. 

Based  on  informal  conversations  in  the  plant  and 
the  comments  of  some  of  our  younger  participants, 
it  appears  to  me  that  many  employees  feel  the  ac¬ 
tivities  program  is  stodgy  or  old  fashioned.  It  seems 
to  be  suffering  from  the  SOS  ("same  old  stuff")  syn¬ 
drome.  I  want  to  start  out  my  new  job  on  the  right 
foot,  without  appearing  to  change  everything  our 
present  activities  man  has  done.  Our  personnel  di¬ 
rector  and  I  will  be  talking  soon  about  future  plans 
for  employee  activities.  Can  you  suggest  some 
general  areas  I  could  discuss  with  him,  especially 
new  trends  in  recreation  which  might  help  modern¬ 
ize  our  program  without  costing  a  great  deal? 


n  Employee  recreation  and  services  have 
•  changed  over  the  past  few  years  in  several  ways, 
each  one  of  which  could  be  a  study  in  itself.  I'll 
touch  briefly  on  each  here  and  hope  you  pursue 
them  all  in  more  depth  with  your  personnel  director. 

CHANGING  TIMES  FOR  RECREATION 

Employee  recreation  and  services  are  undergoing 
some  serious  changes.  Even  if  we  are  not  fully  aware 
of  the  transformation,  we  know  that  some  of  the 
programs  and  activities  that  were  popular  in  former 
years  no  longer  receive  mass  acceptance  and  sup¬ 
port.  Some  activities  of  long  standing  must  change 
their  form  or  content  to  remain  contemporary. 

CAUSE  AND  EFFECT 

Company  activities  face  competition  for  em¬ 
ployees'  interest  that  did  not  exist  a  generation  ago. 


Opportunities  for  excitement  and  cultural  explora¬ 
tion  come  from  many  relatively  new  sources.  Travel 
is  easier  and  within  the  reach  of  ordinary  citizens. 
Mass  communications  and  our  affluent  environment 
have  made  people  aware  of  new  options  for  enter¬ 
tainment.  The  employee  recreation  director  must 
hustle  to  find  appealing  activities.  He  or  she  can  take 
advantage  of  the  new  competitive  recreation  at¬ 
mosphere,  however,  by  including  popular  new  ac¬ 
tivities  at  a  lower  cost  and  with  greater  convenience 
than  the  general  market  can  offer. 

FAMILY  PROGRAMMING 
There  is  a  definite  programming  trend  away  from 
the  individual  with  his  or  her  personal  recreation 
wants  and  toward  the  family  and  activities  that  in¬ 
volve  the  employee's  spouse  and  children.  Family  ac¬ 
tivities  are  especially  important  to  those  whose 
spouses  also  hold  jobs  outside  the  home.  For  them, 
company  activities  for  employees  only  may  cut  too 
deeply  into  the  precious  little  time  they  have  with 
their  families.  At  the  same  time,  there  appears  to  be  a 
trend  away  from  mass  programming  in  any  one  activ¬ 
ity,  especially  if  it  stretches  over  a  long  period  of 
time.  (Of  course,  the  mass  appeal  of  single  events 
such  as  a  company  picnic  or  Christmas  party  remains 
high.)  Busy  employees  prefer  to  pick  and  choose  ac¬ 
tivities  at  will  without  the  inconvenience  of  year¬ 
long  schedules,  repetitive  practices  and  commit¬ 
ments  that  extend  over  a  season  or  longer. 

NO  MORE  "GIVE-AWAY"  PROGRAMS 
Modern  recreation  activities  need  not  place  a  tre¬ 
mendous  financial  burden  on  management.  The  days 
of  completely  free,  paternalistic  programs  are  gone. 
Employees  are  becoming  quite  sophisticated  in  their 
recreation  requirements.  They  definitely  do  not  want 
the  "give-away"  welfare  activities  so  common  to 
early  industrial  programs.  Most  are  actually  more  in¬ 
terested  in  activities  they  support  with  their  own 
money  and  volunteer  leadership.  Modern  employee 
participants  are  more  interested  in  quality  programs. 
They  are  willing  to  pay  a  portion  of  the  cost  to  make 
them  available  (still  at  a  savings  over  outside  recrea¬ 
tion  sources).  Naturally,  employees  who  support  and 
lead  their  own  activities  expect  to  have  a  voice  in 
their  selection  and  development.  Welcome  their  in¬ 
volvement.  It  will  allow  you  to  reach  more  em¬ 
ployees  with  a  larger  program  than  you  could  ad¬ 
minister  alone. 

continued  on  page  20 
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From  an  educational  session 
1977  NIRA  Region  III  Conference 


Diet  to  Save  Your  Heart 

A  personal  statement  on  nutrition 


by  Frank  Flick 

President,  Flick-Reedy  Corporation 


A  radical  nutrition  plan  has  given 
**  me  a  new,  more  vigorous  life 
and  helped  reduce  the  hazards  of 
heart  disease  which  has  plagued  me 
for  thirty  years.  The  plan  may  not 
sell  widely;  but  if  just  a  few  people 
follow  it,  and  it  helps  them,  the  ef¬ 
fort  will  have  been  worth  while. 

The  program  1  recommend  is  one 
of  the  easiest  health  plans  available. 
After  one  has  changed  some  habits 

—  and  I  grant  this  may  not  be  easy 

—  the  rewards  he  or  she  derives 
from  the  plan  will  be  tremendous. 

I  am  talking  about  the  Pritikin  low 
fat  diet,  as  taught  at  the  Longevity 
Research  Institute  in  Santa  Barbara, 
California.  Last  year,  I  spent  a  month 
at  the  Institute  and,  through  a  spe¬ 
cialized  diet  and  exercise  program, 
cut  my  cholesterol  level  dramatical¬ 
ly  and  improved  my  general  fitness 
almost  miraculously.  The  plan  I  fol¬ 
lowed  is  admittedly  radical,  but  it 
shows  results  for  virtually  every  per¬ 
son  who  follows  it.  What  is  more,  it 
can  be  incorporated  into  a  person's 
way  of  life  so  that  the  curative  bene¬ 
fits  of  the  thirty-day  program  I  ex¬ 
perienced  can  provide  heart-saving 


benefits  throughout  a  person's  life¬ 
time,  even  if  he  or  she  has  devel¬ 
oped  serious  cardiovascular  disease. 

Let  me  backtrack  briefly.  As  most 
of  us  have  learned  by  now,  three 
elements  are  absolutely  necessary 
for  good  health:  proper  nutrition, 
muscular  fitness  and  cardiorespira¬ 
tory  fitness.  We  all  understand  how 
important  aerobic  or  respiratory  fit¬ 
ness  is.  Vigorous  exercise  to  work 
the  heart  and  lungs  has  become  the 
foundation  of  modern  fitness  pro¬ 
grams.  Exercise  alone  is  not  enough 
to  protect  a  person  from  heart  at¬ 
tack,  however.  A  person's  circula¬ 
tory  system  must  be  free  of  athero¬ 
sclerosis  which  is  associated  with 
heart  attacks.  The  Pritikin  regimen 
cleans  the  circulatory  system  and 
actually  reverses  the  damages 
caused  by  poor  diet. 

The  treatment  I  underwent  at  the 
Longevity  Research  Institute  has 
been  in  practice  since  January  1976. 
In  virtually  all  cases,  it  not  only 
lowers  cholesterol  counts  to  un¬ 
heard-of  levels,  far  below  those 
recommended  by  the  American 
Heart  Association,  but  it  also  re¬ 


verses  apparently  unrelated  diseases 
such  as  diabetes,  hypoglycemia  and 
arthritis.  Many  people  who  came  to 
the  Institute  when  I  did,  taking  high 
doses  of  insulin  and  many  other 
medications,  were  off  them  entirely 
—  or  taking  greatly  reduced 
amounts —  when  they  left. 

In  my  case,  my  cholesterol  count 
had  never  been  below  225.  I  left  the 
Institute  with  a  132  count.  My  wife 
went  into  the  program  with  a 
225-235  count  and  took  all  honors 
when  she  left  four  weeks  later  at 
124.  Here  is  how  we  did  it. 

On  a  typical  day  at  the  Institute, 
we  were  encouraged  to  walk  before 
breakfast.  We  then  sat  down  to  the 
first  of  many  small  meals  of  the  day. 
Breakfast  was  usually  a  bowl  of 
natural  cereal  with  banana  for  nat¬ 
ural  sweetening.  About  an  hour 
and  a  half  after  breakfast,  we  had  a 
piece  of  fruit,  which  we  usually  took 
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along  on  a  walk.  At  10:30  a.m.,  we 
would  have  a  salad  course,  with  a 
mock  sour  cream  or  vinegar  dres¬ 
sing.  Thirty  minutes  later,  we  had  a 
bowl  of  meatless  soup.  At  our  2:00 
p.m.  meal,  we  had  either  a  baked 
potato  or  an  ear  of  corn.  We  en¬ 
joyed  another  bowl  of  soup  at  4:00 
p.m.  and  a  full  course  dinner  of 
salad,  a  meatless  entree  and  two 
vegetables  at  6:00  p.m.  During  this 
daily  routine,  we  walked  many  miles 
for  exercise. 

This  "regression  diet"  showed 
dramatic  cleansing  results.  Obvious¬ 
ly,  such  a  routine  is  impractical  for 
almost  everyone  to  maintain  in  daily 
life.  Its  good  effects  are  continued 
with  a  lifetime  maintenance  diet  of 
low-fat  foods.  No  specific  daily 
menus  are  provided,  but  you  must 
adhere  to  Pritikin's  general  guide¬ 
lines. 

These  guidelines  can  mean  a  diet 
that  looks  bland  and  uninteresting. 
You  must  learn  to  cook  with  herbs 
and  natural  seasonings.  Once  you 
learn  the  art,  you  develop  a  taste  for 
wholesome,  natural  flavors.  The  ba¬ 
sic  guidelines  of  Pritikin's  diet  are 
these: 


Save  Your  Heart  continued 


•  Virtually  no  fats  and  oils.  No 
butter,  lard,  margarine,  etc. 

•  For  protein,  eat  skinless 
chicken;  fresh,  frozen  or  water- 
packed  fish;  and  very  little  beef  — 
all  of  it  as  lean  as  possible.  Addi¬ 
tional  protein  can  come  from  beans 
and  peas. 

•  Almost  all  naturally  prepared 
fruits  and  vegetables  are  fine.  Steer 
clear  of  foods  prepared  with  sugar, 
salt  or  preservatives. 

•  Grains  of  all  sorts,  in  cereals, 
breads,  pasta  and  so  forth  are  in¬ 
cluded  in  Pritikin's  diet,  so  long  as 
they  are  not  prepared  with  shorten¬ 
ing,  sugar  or  whole  milk. 

•  Some  dairy  product^  without 
fat  are  included.  Among  them  are 
skim  milk  and  farmer's  cheese.  Milk 
products  with  butter  fat  or  sugar  are 
not  included. 

•  Coffee  and  most  teas  as  well  as 
sugared  drinks  and  desserts  are  out. 
Pritikin  does  allow  alcohol  in  his 
maintenance  diet  —  but  limits  in¬ 
take  to  one  ounce  per  day. 

The  most  encouraging  aspect  of 
the  Pritikin  diet  is  the  increased  vig¬ 
or  which  a  clean  cardiovascular  sys- 


Frank  Flick,  President  of  Flick- 
Reedy  Corp.,  was  a  host  of  the  Re¬ 
gion  III  Conference. 

tern  gives  you.  This  diet  has  saved 
many  victims  from  risky  and  serious 
surgery  by  correcting  the  clogged 
arteries  which  can  lead  to  sudden 
death.  When  teamed  with  an  exer¬ 
cise  program  which  promotes  mus¬ 
cular  and  aerobic  fitness,  it  can  save 
lives  —  naturally.  PIH 


Ideas  Clinic  continued 


WHO  PAYS?  . . .  AND  HOW  MUCH? 

The  old  formula  per  capita  recreation  budgeting 
does  not  apply  to  the  new  concepts  in  programming. 
Activities  budgets  must  take  into  account  employee 
support  in  the  form  of  fees,  dues  or  other  assess¬ 
ments.  Budgets  for  successful  employee  programs 
have  been  developed  with  a  $2.00  to  $3.00  employee 
investment  for  every  company  dollar  that  has  been 
allocated. 

OBJECTIVES  AND  RESULTS 

Management  must  know  why  it  has  a  recreation 
program.  You  must  work  with  your  company  policy 
makers  to  develop  realistic  objectives  for  the  recrea¬ 
tion  program.  You  may  have  to  help  make  manage¬ 
ment  aware  of  the  benefits  that  are  attainable 
through  employee  activities.  Your  upcoming  change 
in  program  administration  is  an  ideal  time  to  renew 
management  interest  in  your  area. 


MORE  THAN  "RECREATION" 

There  is  a  swing  away  from  the  term  "recreation" 
and  toward  much  broader  names,  such  as  "em¬ 
ployee  services"  for  our  field.  This  simply  reflects  the 
great  variety  of  activities  which  can  —  and  should  — 
arise  from  your  efforts.  All  activities,  however,  should 
help  further  goals  of  employee  involvement,  high 
morale  and,  ultimately,  improved  productivity  for 
your  employer. 

COOPERATIVE  ENTERPRISES 

We  are  seeing  evidence  of  long-range  planning  in 
leading  business  and  industrial  enterprises.  Total  per¬ 
sonnel  programs  will  be  a  part  of  this  planning.  It  is 
interesting  to  note  that  employee  recreation,  for  the 
most  part,  has  remained  a  non-negotiated  manage¬ 
ment-operated  benefit.  The  productive  employee- 
management  relationship  it  fosters  is  unique  in  the 
business  setting.  You  can  strengthen  this  relationship 
through  future  programs  if  you  start  building  a  flex¬ 
ible,  contemporary  program  now.  Contact  NIRA 
again  for  more  specific  help  after  you  have  defined 
your  goals.  nil 
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PROGRAMMING  IDEA 


FORT  LAUDERDALE,  FLORIDA 


WacU  c \n\> 

HOTEL 


Pratt  &  Whitney  Aircraft  employees  were  part  of  the  mob  scene  above 
last  August  when  they  entered  a  five-mile  run  for  charity.  The  event  was  a 
big  success  in  1977  and  will  be  repeated  this  year. 

"Run,  Walk  or  Jog  for  the  Health  of  It"  was  the  theme  of  the  first  race.  It 
was  co-sponsored  by  the  Pratt  &  Whitney  Aircraft  Club,  Inc.  and  a  local 
savings  and  loan  association.  Registration  fees  were  donated  to  a  school  for 
troubled  teenage  girls. 

One  hundred  thirty-three  men,  women  and  children  participated  in  the 
race.  Runners  of  each  sex  were  divided  into  three  age  categories  so  that 
entrants  competed  with  others  of  similar  abilities. 

"The  race  was  planned  for  the  average  person  to  have  a  good  time  run¬ 
ning,"  said  Von  Conterno,  Aircraft  Club  Manager  last  year.  "It  was  not  a 
sanctioned  Amateur  Athletic  Union  (AAU)  race,  so  professional  runners 
did  not  compete." 

The  race  turned  into  a  family  affair  in  1977,  and  Conterno  expects  an 
even  larger  turnout  of  Aircrafters  and  their  families  this  year.  The  1977  win¬ 
ner  among  runners  under  12  years  of  age  was  the  eight-year-old  son  of  a 
Pratt  &  Whitney  employee.  The  leading  woman  racer,  too,  was  an 
Aircrafter's  child. 

Each  runner,  regardless  of  his  or  her  showing,  received  a  commemorative 
tee-shirt.  The  first  three  runners  in  both  divisions  took  home  ribbons  as 
well.  For  details  on  the  race  for  charity  contact  Von  E.  Conterno,  Manager, 
Pratt  &  Whitney  Aircraft  Club,  100  Clement  Road,  East  Hartford,  CT  06118. 

Ml 


Special  Industrial  Rates 


Catering  to  individual,  couple 
and  family  vacationers. 


Please  write  for  information. 


Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 


Our  Own  Private  Beach 


CIRCLE  READER  SERVICE  CARD  NO.  6 
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College  Comes 
to  the  Employees 


by  Judy  Basham 

photos  by  Jerry  Hemsley 


lA/hat  do  you  do  from  midnight  to  four  in  the  morn- 
*  »  ing?  At  Western  Electric  in  Columbus,  Ohio,  em¬ 
ployees  attend  college  classes.  Yes,  in  the  wee  hours  of 
the  morning  when  most  people  are  sleeping,  an  instruc¬ 
tor  from  Franklin  University  lectures  on  "principles  of 
management"  to  a  class  of  employees  who  have  just 
completed  eight  hours  on  the  job.  Why  would  anyone 
want  to  go  to  college  at  midnight? 

"Convenience,"  says  one  student,  "I  work  second 
shift  and  I'm  wide  awake  at  this  time  of  the  night.  Why 
not?" 

The  employees  club  at  our  Western  Electric  Colum¬ 
bus  works,  known  as  the  CRES  Club  (Civic,  Recreation¬ 
al,  Educational  and  Social),  initiated  the  college  program 
last  January.  The  evening  school  committee  first  con¬ 
tacted  Franklin  University,  a  local  business  and  techni¬ 
cal  college,  the  previous  June.  The  CRES  Club  prepared 
a  proposal  and,  after  it  was  accepted  by  our  manage¬ 
ment,  the  in-house  college  program  was  on  its  way. 

Franklin  U  niversity  suggested  that  we  offer  basic  busi¬ 
ness  core  courses  along  with  a  few  technical  courses 
that  could  be  applied  toward  a  business  degree  or  a 
technical  degree  in  engineering.  The  college  agreed  to 
hold  registration,  sell  books  and  offer  an  orientation  at 
our  location. 

When  the  time  came  for  scheduling  classes  and  re¬ 


serving  conference  rooms,  the  standard  evening  classes 
for  day  shift  employees  presented  no  problem.  We  did 
run  into  problems  with  class  schedules  for  evening 
workers,  however.  During  afternoon  hours,  before  sec¬ 
ond  shift  employees  begin  work,  most  conference 
rooms  are  in  use.  After  discussing  all  possible  schedul¬ 
ing  alternatives,  we  concluded  that  the  only  available 
classroom  time  for  evening  employees  was  after  their 
working  hours,  beginning  at  midnight.  At  first  the  idea 
seemed  too  far-fetched.  College  administrators  assured 
us,  though,  that  if  we  could  fill  a  class  (12  students 
minimum),  they  would  arrange  for  a  teacher,  day  or 
night.  With  that  assurance,  we  decided  to  offer  mid¬ 
night  classes  and  see  what  response  we  would  get. 

We  took  advantage  of  every  opportunity  to  publicize 
our  college  program.  Since  the  company's  tuition  re¬ 
fund  plan  would  cover  all  expenses  except  books  and 
registration  fees,  we  believed  that  if  the  employees  only 
knew  about  the  program  they  would  take  advantage  of 
it.  First,  we  printed  desk-to-desk  flyers  announcing  our 
new  in-house  college  program.  Next,  we  had  posters 
printed  and  placed  in  strategic  locations  in  the 
cafeterias,  snack  areas  and  throughout  the  plant.  We  left 
recorded  messages  on  the  employee  "News-line"  and 
the  CRES  Club  "COTA  Phone".  We  prepared  a  special 
video  tape  on  the  educational  program  which  was 

RM,  July,  1978 


22 


shown  via  closed  circuit  T.V.  in  the  cafeterias  at  lunch 
time.  Also  in  the  cafeterias,  we  set  up  a  display,  staffed 
by  a  guidance  counselor  from  Franklin  University  who 
answered  questions  and  handed  out  college  catalogs. 
We  set  up  the  same  display  during  a  company  spon¬ 
sored  "Family  Day."  Finally,  we  encouraged  our  100 
CRES  Club  representatives  to  "talk  it  up". 

By  the  time  we  distributed  pre-registration  forms, 
most  employees  were  aware  of  the  college  program.  We 
asked  people  to  sign  up  for  one  of  the  classes  being 
offered  or  to  suggest  classes  to  be  offered  in  the  future. 
The  response  was  greater  than  we  had  expected.  More 
than  200  preregistration  forms  were  turned  in  with  130 
students  actually  signing  up  for  the  winter  session.  We 
formed  nine  evening  classes  and  one  midnight  class. 

Our  second,  summer  session  drew  a  somewhat 
smaller  turn-out,  with  an  enrollment  of  99  students.  We 
presently  have  five  evening  classes  and  two  midnight 
classes.  Along  with  our  college  program,  we  offer  two 
classes  of  General  Education  Development  (GED)  for 
high  school  equivalency  and  a  special  interest  class  in 
boating  safety  taught  by  the  U.S.  Coast  Guard. 

To  those  who  are  interested  in  starting  a  similar  pro¬ 
gram,  we  recommend  that  your  club  first  obtain  the 
necessary  approval  from  management.  It  is  important, 
next,  to  canvass  the  employees  and  determine  if  there  is 
sufficient  interest.  Finally,  planners  must  contact  a  col¬ 
lege  to  see  if  instructors  would  be  willing  to  hold  classes 
at  your  location.  Once  this  is  accomplished,  a  program 
could  be  designed  to  fit  an  organization's  specific 
educational  goals. 

With  the  cooperation  of  our  management,  Franklin 
University  and  our  fellow  employees,  we  have  devel¬ 
oped  an  evening  school  program  of  which  we  are 
proud.  We  try  to  keep  abreast  of  the  increasing  demand 
for  higher  education  and  provide  our  employees  with  a 
well  rounded  in-house  adult  education  program. 


Judy  Basham  is  Chairperson 
of  the  CRES  Club  Evening 
School  at  Western  Electric  in 
Columbus. 


Production  control  employee  Dave  Mumma  is  typical 
of  Western  Electric  employees  who  catch  up  on  class 
work  during  their  lunch  breaks. 


Mike  Neal,  "principles  of  management"  instructor, 
lectures  an  employee  class.  ID) 
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Commuter  Services 


Fluor  Corp.  takes  the  pain  out  of  commuting 
and  a  little  pollution  out  of  the  L.A.  air 


"On  my  way  to  work  this  morn¬ 
ing"  .  .  .  can  be  the  start  of  many 
one-liners  for  the  more  than  600 
Fluor  Corporation  employees  who 
participate  in  the  Commuter  Serv¬ 
ices  program  at  the  firm's  Irvine, 
California  complex.  While  others 
work  their  way  through  the  con¬ 
gested  Los  Angeles  freeway  system 
during  peak  traffic  hours,  Fluor's 
commuter  van  riders  sit  back  in  the 
luxury  of  their  fully  air  conditioned 
and  soundproofed,  10- passenger 
vans,  lavishly  equipped  with  reclin¬ 
ing  airline-style  seats,  AM/FM  stereo 
radio,  and  cassette  tape  decks. 
Riders  on  the  company's  commuter 
buses  relax  in  a  similar  fashion, 
catching  up  on  those  few  extra 
winks  of  sleep,  reading  the  morning 
newspaper,  or  planning  their  daily 
work  schedules.  Others  join  car- 
pools,  while  still  others  may  choose 
the  Orange  County  Transit  District's 
bus  service  to  Fluor's  front  door. 

VANS 

In  November  1976,  Fluor  joined 
the  reported  list  of  more  than  100 
firms  across  the  country  who  have 
implemented  similar  programs. 


by  Dan  Archibald,  CIRA 


From  the  very  beginning,  Fluor's  ap¬ 
proach  was  aimed  at  helping  reduce 
freeway  congestion,  air  pollution, 
and  energy  waste,  while  providing 
an  economical  commuting  system 
for  its  employees. 

The  program  presently  utilizes  36 
vans.  Although  employee  costs  vary 
according  to  mileage  zone,  monthly 
costs  range  from  $28  to  $39.  The 
employee's  share  is  two-thirds  of 
the  total  cost,  with  the  balance  paid 
by  Fluor.  A  payroll  deduction 
system  makes  payment  smooth  and 
easy  for  the  employee.  Fluor  pro¬ 
vides  gas  from  onsite  pumps  while 
the  van  leasing  company  provides 
onsite  maintenance  and  washing 
once  a  week. 

BUSES 

Eleven  buses,  covering  routes  of 
50  to  100  round-trip  miles,  serve 
over  twenty  cities  in  the  Los  Angeles 
basin.  Employees  pay  $40  per 
month  for  the  contracted  bus  serv¬ 
ice,  while  Fluor  pays  $25.  Employee 
interest  determines  route  and  pick¬ 
up  point  selections,  with  35  em¬ 
ployees  needed  to  start  a  new  route. 

In  another  form  of  bus  service. 


Fluor's  Commuter  Services  office 
works  cooperatively  with  the 
Orange  County  Transit  Disrict  to 
determine  routes  which  will  best 
serve  Fluor  employees  and  others 
working  in  the  Irvine  industrial  area. 
Present  services  provide  two  fixed- 
schedule  routes  and  three  "park  'n 
ride"  routes,  all  providing  front¬ 
door  service  to  Fluor's  facility. 

CARPOOLING 

An  in-house  computer  program 
categorizes  individuals  by  geograph¬ 
ic  location,  with  the  location  of 
each  employee's  home  indicated  by 
an  alpha-numeric  code  correspond¬ 
ing  to  a  street  map  grid.  Grid  maps 
are  displayed  in  the  company's  do- 
it-yourself  Commuter  Services  Cen¬ 
ter.  Although  recdrds  have  not  been 
kept  to  measure  the  extent  of  car¬ 
pooling,  it  is  believed  to  be  signifi¬ 
cant. 

IMPACT 

Fluor's  Commuter  Services  pro¬ 
gram  eliminates  more  than  600  cars 
daily  from  the  greater  Los  Angeles 
and  Orange  County  freeway  system. 
The  impact  of  such  programs  be¬ 
comes  even  more  significant  if  one 
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considers  the  fact  that  the  vans  reg¬ 
ister  nearly  70,000  miles  of  commut¬ 
ing  per  month.  Six  hundred  cars 
would  represent  42,000,000  vehicu¬ 
lar  miles  per  month  or  504,000,000 
per  year. 

Fluor's  commitment  to  commut¬ 
er  services  has  been  total,  ranging 
from  a  financial  subsidy,  to  desig¬ 
nated  parking,  to  staggered  work 
shifts,  to  the  lending  of  the  compa¬ 
ny'  s  name  for  radio  and  newspaper 
promotions.  The  commitment  is  to 
continue  to  provide  commuter  vans 
and  buses  as  long  as  the  demand  ex¬ 
ists. 

Dan  Archibald,  CIRA,  Director  of 
Employee  Services  for  Fluor  Cor¬ 
poration,  Irvine,  California,  ad¬ 
ministers  the  Commuter  Services 
function  in  addition  to  the  com¬ 
pany's  employee  recreation  pro¬ 
gram. 


Eleven  buses  and  36  vans  highlight  the  Commuter  Services  program  at  the 
Fluor  Corporation's  Irvine,  California  complex.  More  than  600  employees 
are  involved.  rfll 
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■  Shipping  Crate 
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From  an  educational  session 

37th  Annual  NIRA  Conference  and  Exhibit 


Components  and  Staffing 
of  an  Employee  Fitness  Program 


If  you  can  begin  on  more  than  a  shoestring, 
invest  in  an  expert  staff  and  top-notch  equipment 


by  Kenneth  E.  White,  CIRA 


EVERY  healthy  individual  has  an  amazing  capacity  to 
develop  and  maintain  a  high  level  of  fitness. 

But  what  is  fitness?  Total  fitness —  or,  simply,  the  ca¬ 
pacity  for  living —  calls  for  the  cultivation  of  physical, 
mental,  emotional,  social  and  spiritual  qualities  that 
best  serve  an  individual's  potential  as  a  human  being. 

For  many  years,  the  "Mr.  America"  physique  was  the 
erroneous  symbol  of  superb  physical  fitness.  A  more  ac¬ 
curate  indication  of  true  fitness  would  be  a  person's 
ability  to  survive  extraordinary  biological  demands.  In 
fact,  total  physical  fitness  and  a  capacity  for  living  life  as 
fully  as  possible  depend  on  several  factors: 

A.  Inheritance  of  internal  organs  that  are  structurally 
and  functionally  sound 

B.  Healthy  functioning  of  the  organs  and  skeletal 
structure  of  the  body 

C.  Good  hygenic  habits  and  the  absence  of  such 


damaging  practices  as  smoking,  excessive  drink¬ 
ing,  improper  diet  and  poor  rest  patterns 

D.  Successful  adaptation  to  internal,  social  and  envi¬ 
ronmental  stress 

The  traditional  medical  approach  to  health  mainte¬ 
nance  is  to  treat  disease  once  it  arises.  However,  in  the 
past  decade,  increasing  numbers  of  physicians  have  tak¬ 
en  a  preventive  approach  to  disease.  They  have  advised 
their  patients  about  the  importance  of  physical  activity, 
a  balanced  diet,  the  absence  of  bad  hygienic  habits  and 
adaptation  to  stress.  These  recommendations  have 
been  ignored  by  most  people,  including  no  doubt, 
many  employees  of  your  organization. 

How  can  you,  the  employee  recreation  manager,  uti¬ 
lize  the  resources  available  to  you,  to  assist  your  organi¬ 
zation's  employees  to  greater  fitness?  In  the  following 
discussion,  we  will  examine  fourteen  considerations  in 
the  development  of  an  employee  physical  fitness  pro- 
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gram.  If  you  are  serious  about  developing  a  program  for 
your  organization,  take  the  time  and  effort  at  the  outset 
to  understand  what  you  can  accomplish  and  how  to 
reach  your  goals. 

1  —  Sell  Yourself 

To  sell  management  on  a  new  employee  program, 
you  must  first  sell  yourself.  In  the  case  of  physical  fit¬ 
ness,  this  means  immersing  yourself  in  current  literature 
on  the  subject.  Consult  medical  resource  people  and 
personnel  professionals.  Learn  all  you  can  about  physi¬ 
cal  fitness  and  its  effects  on  productivity.  Use  your  ex¬ 
pertise  to  build  management's  confidence  in  you  and  in 
the  positive  results  which  a  fitness  program  can  have  on 
your  organization's  employees. 

2  —  Investigate  off-site  programs 

See  what  your  potential  competition —  and  source  of 
assistance  —  is  doing.  Check  with  your  local 
YM/YWCA's.  Visit  adult  education  programs  in  fitness. 
Look  into  fitness  programs  offered  through  the  city,  area 
schools  and  private  gymnasiums  and  health  spas.  Your 
investigation  will  help  you  learn  about  different  ap¬ 
proaches  to  fitness  and  discover  what  other  resources 
are  available  to  your  employees  and  you,  if  you  find  you 
must  share  facilities. 


3  —  Understand  motor  fitness 

There  are  six  areas  of  motor  fitness.  Your  program 
should  touch  upon  all  of  them,  but  must  concentrate 
on  them  in  the  order  of  their  overall  fitness  priority. 

A.  Circulatory  and  respiratory  —  Conditioning  the 
heart  and  lungs  is  the  key  to  all-around  fitness  and 
the  ability  to  perform  under  ordinary  circum¬ 
stances  and  in  stressful  situations. 

B.  Flexibility  —  Good  flexibility  protects  employees 
from  injury,  while  cardiorespiratory  fitness  pro¬ 
tects  them  against  diseases  of  the  circulatory  sys¬ 
tem. 

C.  Muscular  endurance —  Your  third  priority  is  the 
development  of  muscles  that  will  perform  well 
under  prolonged  demands. 

D.  Muscular  strength  —  “Mr.  America"  regardless, 
overall  strength  takes  fourth  priority,  behind  the 
more  important  considerations  above. 

E. ,  Balance —  This  quality  Gan  be  developed  through 

exercise  and  sports. 


F.  Coordination  and  agility —  These  qualities  are  im¬ 
portant  in  competitive  sports,  but  are  less  impor¬ 
tant  to  general  fitness. 

4  —  Recognize  hereditary  factors 

Fitness  is  a  matter  of  individual  potential.  A  sound 
conditioning  program  cannot  and  should  not  make  ev¬ 
ery  participant  look  the  same.  Recognize  three  basic 
body  builds.  Most  people  have  characteristics  of  more 
than  one  type: 

A.  Ectomorph —  This  build  is  lean  and  slight.  People 
of  this  type  may  tend  to  be  tense  and  nervous. 

B.  Mesomorph  —  This  is  the  "athletic"  build.  People 
of  this  sort  have  a  powerful  musculature. 

C.  Endomorph —  This  build  tends  to  be  rounder  and 
more  plump  than  the  other  two. 

5  —  Training  programs 

Your  fitness  director  and  staff  must  be  skilled  in  de¬ 
veloping  training  programs.  With  the  help  of  medical 
experts,  they  must  set  objectives  for  your  participants. 
The  training  sessions  they  develop  must  begin  with  a 
warm-up.  Workouts  must  be  designed  to  stimulate  par¬ 
ticipants'  heart  rates  to  specified  levels  and  maintain 
them  for  a  designated  length  of  time.  Each  routine  must 
be  followed  by  a  cool-down  period,  for  maximum  safe¬ 
ty.  Exercise  must  be  rythmical  and  progressive  to  build 
increasing  levels  of  fitness  At  Rockwell,  we  end  each 
exercise  session  with  a  short  game  period. 

6 — Medical  input 

It  is  wise  to  develop  and  administer  your  employee 
fitness  program  with  the  assistance  of  a  medical  advis¬ 
ory  board  drawn  from  your  company  medical  depart¬ 
ment  or  other  professional  sources.  The  board  can  assist 
the  fitness  staff  in  setting  safe  standards  for  all  program 
participants.  Its  members  can  perform  and/or  review 
pre-enrollment  physical  examinations  It  can  train  all  fit¬ 
ness  staff  members  in  emergency  procedures,  including 
cardiopulmonary  resuscitation  (CPR). 

It  is  the  fitness  director's  responsibility  to  obtain  a 
medical  release  form  from  each  participant,  indicating 
his/her  physician's  approval  for  participation  in  the  fit- 


continued  on  following  page 


RM,  July,  1978 


27 


Components  and  Staffing  continued 


ness  program.  The  release  should  also  include  the  par¬ 
ticipant's  signed  statement,  acknowledging  the  risks  in¬ 
herent  in  the  program  and  holding  your  organization 
and  its  agents  harmless  in  the  case  of  any  injury.  The  fit¬ 
ness  director  should  also  conduct  a  personal  interview 
with  each  employee  enrolled  in  the  program  to  discuss 
any  medical  problems,  answer  the  employee's  ques¬ 
tions  and  help  him  /  her  set  individual  fitness  goals. 

7  —  Appropriate  tests 

Before  employees  begin  your  fitness  program,  they 
should  be  tested  for  their  beginning  fitness  levels.  The 
tests  should  be  repeated  at  regular  intervals.  Detailed 
records  should  be  kept  for  all  participants  to  help  them 
monitor  their  increasing  fitness  and  to  assist  the  fitness 
staff  in  evaluating  the  program.  Tests  should  include 
body  weight,  basal  pulse  rate,  blood  pressure,  submaxi- 
mal  stress  levels,  flexibility  measurements,  muscular  en¬ 
durance  tests  and  electrocardiograms. 

8  —  On-site  facilities 

The  extent  of  fitness  facilities  attached  to  your  work 
place  will,  of  course,  depend  upon  your  organization's 
priorities  and  available  funds.  In  any  case,  you  will  need 
both  indoor  and  outdoor  facilities.  For  indoor  facilities, 
consider  the  conversion  of  vacant  or  underutilized 
buildings  as  well  as  the  construction  of  a  new  facility.  In 
addition  to  workout  areas  and  exercise  equipment 
rooms,  you  will  need  separate  testing  facilities  as  well  as 
locker  rooms,  showers  and  attached  service  areas.  For 
outdoor  fitness  sessions,  consider  the  use  of  local  parks 
and  golf  courses  as  well  as  available  grassy  areas  sur¬ 
rounding  your  plant  or  office. 


to  hire  an  experienced  fitness  professional.  Your  direc¬ 
tor  must  have  solid  managerial  skills  and  be  able  to 
oversee  all  aspects  of  the  program,  including  medical  in¬ 
put,  financial  administration,  publicity,  testing  and  staff 
personnel.  The  director  must  be  a  skilled  leader,  able  to 
instill  his/her  enthusiasm  for  fitness  in  the  employee- 
participants.  The  director  must  also  be  genuinely  inter¬ 
ested  in  each  individual  participant. 

Your  fitness  staff,  too,  must  be  dedicated  and  techni¬ 
cally  skilled.  Each  leader  must  be  able  to  transfer  enthu¬ 
siasm  and  concern  for  fitness  to  the  program's  partici¬ 
pants. 

Your  staff  should  also  include  volunteer  leaders  from 
among  the  employee  group.  Participation  should  be 
open  to  all  employees.  Involvement  of  top  manage¬ 
ment  personnel  with  rank  and  file  employees  will 
strengthen  the  group. 

It  is  essential  to  develop  a  nucleus  of  enthusiastic  par¬ 
ticipants  who  will  keep  morale  high  in  the  program  and 
act  as  your  best  promoters  among  the  general  employee 
population.  The  fitness  director  should  select  and  train 
several  employee  leaders  to  head  small  groups  of  partic¬ 
ipants  at  different  fitness  levels.  These  leaders  can  also 
help  organize  and  administer"spin-off"  fitness  activities 
noted  below. 


11-7-  Fees  and  budget 

Obviously,  arrangements  for  financial  support  of  fit¬ 
ness  programs  will  vary  from  one  organization  to  anoth¬ 
er.  Any  program  worth  its  salt,  however,  is  worth  the 
cost.  If  the  program  is  company  sponsored  and  partici¬ 
pation  is  strongly  encouraged,  do  not  expect  employees 
to  contribute  to  its  financial  support. 


9  —  Equipment 

If  you  are  going  to  invest  in  fitness  equipment,  inves¬ 
tigate  several  basic  types.  You  will  need  ergometers  to 
measure  muscle  use.  Standing  bicycles  and  rowing  ma¬ 
chines  are  among  the  best  exercise  machines.  You  will 
also  want  to  select  a  variety  of  weight  machines,  exer¬ 
cise  benches,  mats  and  other  conventional  equipment. 
Of  course,  you  will  need  the  basic  equipment  necessary 
to  perform  the  tests  noted  above. 


12  —  Publicity 

As  with  any  other  employee  activity,  publicity  is  es¬ 
sential  to  the  success  of  yourfitness  program.  Use  what¬ 
ever  means  are  at  your  disposal  to  get  out  the  word  that 
fitness  is  important  and  the  employee  program  is  bene¬ 
ficial.  Use  existing  employee  publications  or  initiate 
your  own  fitness  and  recreation  newsletter.  Use  bro¬ 
chures,  posters,  flyers,  payroll  stuffers,  tee-shirts  or  any 
other  means  you  can  find  to  publicize  the  program. 
Gain  new  participants  from  physicians'  and  supervisors' 
referrals. 


10  —  Staffing 

The  success  of  your  entire  fitness  program  will  hinge 
on  the  fitness  director  you  select.  The  person  must  be 
dedicated  to  fitness  and  to  the  goals  of  your  program. 
The  director  must  have  technical  knowledge,  especially 
in  pathology,  fitness  training  methods  and  testing.  Un¬ 
fortunately,  very  few  college  graduates  in  physical  edu¬ 
cation  are  qualified  for  such  a  position.  You  may  have 


13  —  "Spin-off"  activities 

You  will  be  doing  your  organization  a  great  service  by 
encouraging  fitness  as  a  way  of  life  among  its  employ¬ 
ees.  Use  your  employee  leaders  to  develop  activities 
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tournament  news 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


Mail-O-Graphic  Bowling  Winners 

Goodyear  men  and  Texas  Instruments  women  top¬ 
ped  this  yea^s  Mail-O-Graphic  Bowling  results.  Our 
thanks  go  to  Andy  Zadany,  CIRA  (Corning  Glass)  for  his 
experienced  hand  as  tournament  coordinator.  Andy  re¬ 
ports  the  following  top  teams  for  1978: 


1978  MAIL-O-GRAPHIC  BOWLING  TOURNAMENT  WINNERS 

Men's  Division 

Company 

Team 

Captain 

Scratch 

Score 

Handicap 

Total 

1  —  Goodyear  Tire  &  Rubber 

Mark  os 

D.  Shanks 

3015 

258 

3273 

2  —  Babcock  &  Wilcox 

Waifs 

J.  Lynn 

2740 

432 

3172 

3  —  Gallo  Winery 

Gallo  #1 

H.  Saabye 

2912 

246 

3158 

4  —  Olin  Corporation 

Pirates 

M.  Johnson 

2773 

342 

3115 

5  —  Gilbert  &  Associates 

Lickety-Splits 

C.  Booser 

2564 

546 

3110 

6  —  A.  Coors  Co. 

Sleepers 

J.  Fry 

2639 

468 

3107 

Women's  Division 

Company 

Team 

Captain 

Scratch 

Score 

Handicap 

Total 

1  —  Texas  Instruments 

Texins  V 

B.  James 

2639 

270 

2909 

2  —  Monsanto  Research 

Mound  #2 

S.  Crain 

2464 

402 

2866 

3  —  Corning  Glass 

Packaging 

B.  Hawkins 

2230 

612 

2842 

4  —  Bankers  Life  &  Casualty 

Sw ingin  5 

K.  Smith 

2159 

609 

2768 

5  —  Bethlehem  Steel 

R.  Williams 

2412 

347 

2759 

6  —  Bethlehem  Steel 

P.  Kalina 

2455 

300 

2755 

Bridge  Tournament  winners 

The  top  team  entered  in  this  year's  NIRA  Bridge  Tour¬ 
nament  won  a  three- night  cruise  to  Nassau  aboard  the 
5.5.  Emerald  Seas.  The  winners  were  Hugh  Currie  and 
Ron  Smith  of  Crown  Life  Insurance  Company  in  Toron¬ 
to,  Ontario  The  two  also  won  a  trophy.  The  second 
place  team  of  Harvey  Turner  and  Dave  Thomas  from 
Raytheon  Company  in  Goletha,  California  also  earned  a 
trophy.  The  third  place  trophy  went  to  Joyce  Mortimer 
and  Vonnie  Hoyle,  another  pair  of  Canadians,  from  Do¬ 
minion  Foundries  in  Hamilton,  Ontario.  Our  thanks  to 
Ed  Hilbert,  CIRA  of  Battelle  Memorial  Institute  for  co¬ 
ordinating  the  contest. 
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1978  Fishing  Tournament 
Gene  Miller,  CIRA  (Michigan  Bell  Telephone  Co.), 
1978  Fishing  Tournament  coordinator,  has  predicted  a 
bigger  list  of  entries  for  this  year  than  last  yeaT s  record 
turnout.  The  American  Fishing  Tackle  Manufacturers 
Association  (AFTMA)  has  lent  its  support  to  the  contest 
again  this  year  in  the  form  of  prize  donations  from  its 
members.  Gene  reminds  all  recreation  directors  to  help 
their  organizations'  employees  take  advantage  of  the 
opportunity  to  win  some  special  prizes  by  entering  the 
tournament  today. 
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Tournament  News  continued 


Golf  Tournaments 

The  Postal  Golf  Tournament  is  already  under  way. 
Tournament  coordinator  Glenn  Westover  (Babcock  & 
Wilcox)  has  sent  entry  information  to  NIRA  organiza¬ 
tions.  Unlike  last  year's  event,  which  covered  only  nine 
holes,  the  1978  tournament  involves  a  full  18-hole 
round  of  golf.  Entry  arrangements  are  simple.  Each  rec¬ 
reation  director  submits  an  organization  entry  fee  of 
$10,  plus  $1  for  each  participant,  then  submits  score 
cards  for  rounds  played.  Golf  Digest  Magazine  has 
made  a  generous  list  of  fine  prizes  available. 

Regional  On-site  Golf  Tournaments  have  been 
scheduled  by  coordinators  in  various  locations.  Our 
1978  sites  are  these: 

Regions  I,  II  and  VIII —  August  12-13,  1978 
Indian  Wells  Golf  and  Country  Club 
Toronto,  Ontario 

Coordinator:  George  Grigor,  CIRA  (Kodak  Canada) 

Regions  III  and  V —  August  26-27,  1978 
Purdue  University  North  Course 
West  Lafayette,  Indiana 

Coordinator  Susan  Siwicki,  CIRA  (Bankers  Life  & 
Casualty  Co.) 

Regions  VI  and  VII —  October  28-29,  1978 
Rancho-Canada  Golf  Course 
Carmel,  California 

Coordinator  Bill  Bruce  (Motorola,  Inc.) 

Region  IV —  August  19-20,  1978 
Monsanto  Golf  Club 
Pensacola,  Florida 

Coordinator.  Jack  Lowery  (Monsanto  Co.) 


New  Trapshooting  Tournament 

The  Tournaments  and  Services  Committee  expects 
the  new  national  on-site  trapshooting  tournament  to  be 
one  of  NIRA's  most  successful  contests.  Details  of  the 
N I RA/Winchester  Western  National  Trapshooting  Con¬ 
test  are  currently  being  finalized.  Regional  shoots  will  be 
held  at  more  than  20  Winchester  Western  facilities  in 
NIRA's  seven  continental  United  States  regions.  Inter¬ 
national  members  are  invited  to  participate  in  the  U.S. 
regions  closest  to  them.  Winners  of  the  regional  shoots 
will  be  invited  to  the  national  shoot- off  September  24  at 
Olin  Corp's  East  Alton,  Illinois  works.  Winchester 
Western,  a  division  of  Olin,  will  provide  free  room  and 
board  for  the  finalists.  Prizes  totaling  over  $30,000  in 
value  will  be  awarded.  Watch  for  further  announce¬ 
ments. 


For  details  on  any 
NIRA  Tournament  or  contest 
call  the  event  coordinator 
or  contact 
Mike  Brown,  CIRA 
Director  of  Membership 


Components  and  Staffing  continued 


that  supplement  the  conditioning  benefits  of  the  fitness 
program.  Your  list  of  "spin-offs"  should  include  bi¬ 
cycling,  swimming,  jogging,  track  and  field  events,  hik¬ 
ing  and  backpacking,  rowing,  mountaineering  and 
cross-country  skiing. 


14  —  Reference  materials 

The  fitness  program  should  provide  information  re¬ 
sources  for  interested  employees.  Resources  on  fitness, 
nutrition,  stress- relief  and  so  forth  are  readily  available.  I 
recommend  the  following  few  as  a  beginning: 

Adult  Fitness  Principles  and  Practices 
Fred  W.  Kasch  and  John  L.  Boyer 
National  Press  Books,  1968 
286  Hamilton  Avenue 
Palo  Alto,  CA  94301 


Physical  Fitness  and  Dynamic  Flealth 
Thomas  Kirk  Cureton' 

Charles  C.  Thomas,  1965 
Springfield,  IL 

Physical  Fitness  Research  Digest 

President's  Council  on  Physical  Fitness  and  Sports 

Washington,  D.C.  20202 

President's  Council  on  Physical  Fitness  and  Sports 
Newsletter 

Washington,  D.C.  20201 


Ken  White,  CIRA  is  Manager,  Employee  Services  for 
the  Los  Angeles  Division  of  Rockwell  International.  He 
holds  a  B.A.  in  Physical  Education  from  San  Diego 
State  University  and  has  been  involved  in  physical  fit¬ 
ness  training,  both  personally  and  professionally,  for 
twenty-five  years.  Ml 
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We  are  proud  to  honor  the  best 


in  our  field 
They  are . . 


lA/HO'S  WHO  in  Business ,  Industry  and 
Government  Employee  Recreation 
recognizes  the  finest  administrators  of 
employee  recreation  and  service  programs. 
The  men  and  women  listed  in  the  first  edi¬ 
tion  are  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's). 
They  have  met  strict  criteria  for  professional 
excellence  under  the  only  existing  certifica¬ 
tion  program  for  employee  recreation 
specialists. 

Who's  Who  .  . .  lists  every  CIRA  and  C1RL 
of  record  on  the  publication  date.  In 
biographical  sketches,  the  directory  outlines 


the  educational  and  professional  ac¬ 
complishments  which  distinguish  the  mem¬ 
bers  of  this  select  group. 

The  first  publication  of  its  kind,  Who's 
Who  ...  is  available  on  a  limited  basis  to 
NIRA  members,  interested  recreation  pro¬ 
fessionals,  educational  institutions  and  li¬ 
braries.  The  cost,  including  postage  and 
handling,  is  $7.50  per  copy. 

To  order  your  copy  of  Who's  Who  .  .  ., 
write  to  Patrick  Stinson  at  the  NIRA  office, 
20  N.  Wacker  Drive,  Suite  2020,  Chicago,  111. 
60606  —  Phone  (312)  346-7575. 
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niro  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third 
Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/ Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  J  im 
Gibbons  —  (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/ Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid  —  (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  J.W.  ''Bill"  Wabler —  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/  Detroit,  Michigan.  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Beneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  DC.  Meets  on  the  third 
Thursday  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme  —  (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/ Los  Angeles/California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/ New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles  —  (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/ Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/ Orange  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/ Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow —  (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA  —  (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  October  26-28/  1978  at 
the  Ramada  Inn  Southwyck,  Toledo,  Ohio.  Contact  Al  Ward  —  (419)  248-8132. 

Region  VII  will  hold  its  28th  annual  Conference  and  Exhibit,  September  28-October  1, 
1978  at  the  Sheraton  Universal  Hotel,  North  Hollywood,  California.  Contact  Bill  Ran- 
ney— (213)  764-0025. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22, 1979  at  the  Ameri¬ 
cana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for  more 
delegates'  and  exhibitors'  information,  contact  the  NIRA  office —  (312)  346-7575. 
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rinciples  of  Association  Management 

basic  how-to  guide  for  the  association  adminis- 
>r.  Published  cooperatively  by  the  American 
ety  of  Association  Executives  (ASAE)  and  the 
mber  of  Commerce  of  the  United  States.  The  book 
:rs  such  basics  as  building  membership,  motivat- 
people,  developing  communications,  conducting 
itings,  financing  programs,  handling  public 
tions,  understanding  government  regulations,  and 
e.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr„  □  *$i5./2  yrs.,  □  *$i8./3  yrs. 
‘Include  $1.00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ase  send  me  the  publication(s)  I  have  checked. 

ave  enclosed  $ _ (check  or  money  order) 


kME  _ ORGANIZATION 

)DRESS  _ 


JCLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
RA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  c 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Ind 
trial  Recreation  Administrators  (CIRA’s)  £ 
Leaders  (CIRL’s).  Each  employee  recreat 
specialist  is  listed  with  notes  on  his/her  ei 
cation  and  accomplishments.  46  pages.  $7.5 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  v\ 
they  back  industrial  recreation  and  NIRA.  Ch< 
men  of  the  Boards  for  the  Ford  Motor  Compa; 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  a 
other  industrial  giants  provide  invaluable  si 
port  for  your  programs.  A  “must  see”  : 
management  in  your  organization.  $5.00  eai 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE 
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Bring  them  to  Mexico.  With  Americana's  very 
economical  Mexico  GrouPlons.  Well  give  you  a 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
a  lo  carte  to  o  full  seven-course  stay.  ; 

In  Acapulco,  when  you  stay  at  one  Americano 
hotel,  you  have  complete  use  of  facilities  at  our 
other  two  fine  hotels.  Your  group  will  have  the 
largest  resort  complex  under  the  Acapulco 
sun  to  enjoy. 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  a  spicy 
package  for  your  group  at  the  Fiesto  Palace— 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrouPlons  ond  a  supply 
of  brochures,  coll  TOLL  FREE  (800)  433-2777.  In  Texas,  coll 
collect  (817)  267-1315.  And  put  o  little  spice  in  your  group. 

Condesa  del  Mar  El  Presidente 
Fiesta  Tortuga  Fiesta  Palace 


Fly  American/Stay  Americana 


CIRCLE  READER  SERVICE  CARD  NO.  16 


A package 
of  services 
you  can  depend  on. 


Depend  on  Sea  World  Travel. 

•  For  value-packed  group  and  charter  tours 

•  For  exotic  destination  resort  packages 

•  For  wide-smile  ground  hospitality  services 

•  For  our  professionalism 

•  For  packages  that  are  simple  and  flexible  enough 
to  meet  your  individual  needs 

Depend  on  us. 

Stop  by  our  booth  in  Dallas. 

Put  us  on  the  line. 

1-800-327-6010 

Wholly  owned  subsidiary  of  Sea  World  of  Florida. 


Sea  World  Travel,  Inc./9355  Florida  Road/Building  414/Orlando  International  Airport/Orlando,  Florida  32809 


CIRCLE  READER  SERVICE  CARD  NO.  17 
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Name  three  places  where 
you  can  dine  like  a  kino, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart’s  content! 


NorlhPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 
Dolphin 


If  Florida  suits 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work 
ask 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Plantation 
Inn 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart's  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities?,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  The  Happy  Dolphin  ! 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties. 
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FOR  MORE  INFORMATION 

from  the  advertisers  in  this  issue,  or  on  the  new  products 
mentioned,  circle  the  corresponding  number  on  this  card, 
fill  out  completely,  and  mail.  We'll  do  the  rest! 
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OR  INSERT  ADDITIONAL  #’s _ 


Number  of  Employees  at  your  organization: 
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20  North  Wacker  Drive 
Suite  2020 

Chicago,  Illinois  60606 


iCRETARY 

ELIZABETH  F.  BURCHARD,  CIRA 
Northwestern  Bell  Telephone  Company 
Omaha,  Nebraska 


REASURER 

roy  l  McClure ,  cira 

Lockheed-Georgia  Company 
Marietta,  Georgia 


DIRECTORS 

ALAN  BENEDECK 
Allstate  Insurance  Company 
Northbrook,  Illinois 

GLORIA  V.  BOYLES 
Union  Carbide  Corporation 
New  York,  New  York 


VICE  PRESIDENTS 

ARTHUR  L.  CONRAD ,  CIRA 
Flick- Reedy  Corporation 
Bensenville,  Illinois 
EDWARD  C.  HILBERT,  CIRA 
Battel le  Memorial  Institute 
Columbus,  Ohio 
STEPHEN  D.  WALTZ ,  CIRA 
Cummins,  Engine  Company 
Columbus,  Indiana 
A.  C.  WARD,  CIRA 
Owens-Corning  Fiberglas  Corporation 
Toledo,  Ohio 

.  KENNETH  C.  WATTENBERGER,  CIRA 
Lockheed  California  Company 
Burbank,  California 
IERRE  W.  YODER 

General  Dynamics-Ft.  Worth  Divisoin 
Ft.  Worth,  Texas 


EXECUTIVE  DIRECTOR 

PATRICK  B.  STINSON 

PRESIDENT 

RICHARD  M.  BROWN,  CIRA 

Texas  Instruments,  Inc. 

Dallas,  Texas 

PRESIDENT  ELECT 

KIRT  T.  COMPTON,  CIRA. 
Eastman  Kodak  Company 
Rochester,  New  York 

IMMEDIATE  PAST  PRESIDENT 

FRITZ  I.  MERRELL,  CIRA 
Olin  Corporation 
Pisgah  Forest,  North  Carolina 
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MILES  M.  CARTER,  CIRA 
McLean  Trucking  Company 
Winston-Salem,  North  Carolina 

FRANK  A.  DE  LUCA 
Avco  Lycoming 
Stratford, Connecticut 

STEPHEN  W.  EDGERTON,  CIRA 
Xerox  Corporation 
Rochester,  New  York 

NELSON  ELLSWORTH 
Province  of  Nova  Scotia 
Halifax,  Nova  Scotia,  Canada 

GEORGE  G RIGOR,  CIRA 
Kodak  Canada,  Ltd. 

Toronto,  Ontario,  Canada 

CHERYL  H.  JONES 
First  National  Bank  in  Dallas 
Dallas,  Texas 

LAWRENCE  LEMME 

League  of  Federal  Recreation  Associations 
Washington,  D.C. 

RON  LEWIS,  CIRA 
Phillip  Morris,  Inc. 

Richmond,  Virginia 

ENRIQUE  MALDONADO 
Acion  Social  Regiomontana 
Monterrey,  N.L.,  Mexico 

ROBERT  L  McCRAY 
Coca-Cola  Bottling  Company 
San  Diego,  California 

LOUIS  R.  MERTENS,  CIRA 
State  USIA  Recreation  Association 
Washington,  D.C. 

EUGENE  MILLER,  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 

ENRIQUE  FLORES  MORA 
Dinamica,  S.A. 

Monterrey,  N.L.,  Mexico 
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obout  the  cover 


The  1978  NIRA  Conference  and  Exhibit  was  a  double  success 
for  the  Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC). 
As  hosts  for  the  national  meeting,  MRC  members  impressed 
delegates  with  their  organization,  enthusiasm  and  warm  hospi¬ 
tality.  Richard  M.  Brown,  CIRA  (Texas  Instruments),  co-founder 
and  first  President  of  the  MRC  became  1978-79  NIRA  President 
during  the  May  meeting  in  Dallas.  Brown  is  General  Manager  of 
Texins  Association,  the  separately  incorporated  recreation  club 
for  Texas  Instruments  employees  and  their  families.  Our  cover 
features  Brown  (center,  left)  and  scenes  of  Texins  facilities. 
Clockwise,  from  upper  left:  the  Texins  skeet  range,  the  gym¬ 
nasium,  the  TA  activities  center,  a  whimsical  rendering  of  TA 
activities,  and  an  aerial  view  of  Texins'  property  on  Lake  Tex- 
oma,  north  of  Dallas. 


Next  month:  Travel  Issue/1978  Travel  Guide 
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he  NIRA  President 

vould  like  a  word  with  you  ... 

| 

. .  .about  promoting  your  profession 


What  are  you  doing  to  further 
your  own  cause?  Work  continually 
to  advance  your  profession — and, 
thereby,  your  own  career  interests. 
Promote  your  profession,  both  within 
your  organization  and  to  the  wider 
business  community.  Make  it  legiti¬ 
mate,  make  it  visible  and  make  it 
necessary. 


Make  it  legitimate 

You  are  justifiably  annoyed  when 
someone  suggests  that  our  profes¬ 
sion  is  little  more  than  "fun  and 
games".  But  how  seriously  do  you 
really  take  your  work?  Do  you  give 
the  impression  that  you  are  in  this 
business  to  play  ball  on  company 
time  or  are  you  committed  to  im¬ 
proving  employee  productivity 
through  your  program? 

Your  program  should  be  valuable 
for  its  own  sake  as  far  as  your  partic¬ 
ipants  are  concerned.  But  it  is  impor¬ 
tant  to  you  and  your  employer 
primarily  as  a  means  to  greater  ends: 
open  communications,  efficient  ad¬ 
ministration  and,  ultimately,  peak 
productivity.  You  are  important  to 
your  employer  not  because  you  or¬ 
ganize  bowling  leagues  or  plan  tours 
to  Las  Vegas,  but  because  you  are  an 
essential  component  of  good  per¬ 
sonnel  management. 

If  your  efforts  are  to  be  productive, 
you  must  be  well  informed.  That 
means  pursuing  professional  educa¬ 
tion  in  our  field  and  in  general  busi¬ 
ness  courses.  It  also  means  staying 
informed  about  your  employer's  en¬ 
terprise.  You  cannot  expect  other 
managers  or  top  executives  to  take 
you  seriously  if  it  appears  that  you 
take  your  own  field  and  their  con¬ 
cerns  lightly. 

Admittedly,  it  can  be  difficult  to 
establish  the  legitimacy  of  "recrea¬ 
tion"  programs.  Only  parts  of  our 
work  can  be  assessed  in  clear-cut 
quantitative  terms.  Surely,  the  posi¬ 
tive  correlation  of  fitness  programs 


Richard  M.  Brown,  CIRA 

Texas  Instruments,  Inc. 
1978-79  NIRA  President 


with  reductions  in  absenteeism  and 
turnover  can  be  demonstrated  statis¬ 
tically.  But  the  powerful,  subjective 
value  of  all  employee  activities  can¬ 
not  be  measured  with  precision. 
Nevertheless,  our  contribution  is 
real  and  must  be  visible. 

Make  it  visible 

Wave  your  own  flag  now  and 
then.  But  be  sure  you  have  some¬ 
thing  to  wave  it  about. 

Be  aware,  as  you  plan  and  ad¬ 
minister  your  activities,  that  part  of 
your  effectiveness  lies  in  high 
visibility. — not  for  you,  personally, 
but  for  your  program.  To  be  effec¬ 
tive,  you  must  make  your  program 
vital  and  inviting. 

High  visibility  within  your  own 
organization  will  be  of  only  limited 
value  without  support  from  outside. 
Attention  in  the  press  and  other 
public  forums  reinforces  the  legi¬ 
timacy  of  our  work.  Most  people  do 
not  understand  what  employee  "re¬ 
creation"  is.  Too  few  are  familiar 


with  NIRA.  Take  every  opportunity 
to  tell  civic  and  business  leaders 
about  your  profession.  Work  with 
news  the  media  to  bring  attention  to 
your  profession  and  your  organi¬ 
zation's  programs. 

Granted,  high  visibility  for  your 
program  puts  pressure  on  you  to  per¬ 
form.  That  is  as  it  should  be.  With 
pride  in  your  profession  and  accom¬ 
plishments,  you  do  not  want  t<j>  shuf¬ 
fle  along,  unnoticed.  You  need  visi¬ 
bility  to  gain  support  for!  your 
program  and  bring  attention  and 
prestige  to  your  profession. 

The  more  your  program  becomes 
integrated  into  employee  expecta¬ 
tions  and  management  planning,  the 
more  necessary  it  will  become. 

Make  it  necessary 

There  was  a  time  when  eveh  such 
basic  employee  benefits  as  sick 
leave,  paid  vacations  and  health  in¬ 
surance  were  considered  unneces¬ 
sary  fringe  benefits.  Today,  they  are 
necessities  in  any  modern  enter¬ 
prise.  The  same  evolutionary  forces 
that  made  these  benefits  com¬ 
monplace  are  changing  employee 
recreation,  fitness  and  services  from 
"frills"  into  accepted  personnel 
practices. 

Make  no  mistake  about  it.  Even  if 
your  function  seems  little  more  than 
an  afterthought  today,  it  is  part  of  a 
growing  trend.  The  positive  results  of 
your  efforts  and  the  employee  ex¬ 
pectations  they  generate  are  making 
employee  "recreation"  essential  to 
employers.  If  you  are  to  rise  in  re¬ 
sponsibility  and  status  as  employee 
programs  take  their  place  as  a 
legitimate  investment  in  human  re¬ 
sources,  you  must  promote  your  pro¬ 
fession. 
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College  text  to  help  train 
the  new  professionals 

For  the  first  time,  employee  recreation  and  services  can  Exhibit  received  NIRREF's  formal  introduction  of  the 

be  more  than  an  afterthought  in  physical  education  or  textbook  in  their  registration  packets.  The  introductory 

park  and  recreation  curriculums.  A  new  college  booklet  was  prepared  by  NIRA  Vice  President  of  Re¬ 
textbook,  devoted  entirely  to  employee  activities,  will  search  and  Education  Edward  C.  Hilbert,  CIRA  and 

soon  be  available.  Sponsored  by  the  National  Indus-  printed  by  Battel le  Memorial  Institute's  Columbus 

trial  Recreation  Research  and  Education  Foundation  Laboratories.  It  included  a  forward  by  1977-78  NIRA 

(NIRREF),  the  text  will  be  published  by  the  William  C.  President  Fritz  J.  Merrell,  CIRA  and  a  textbook  outline, 

Brown  Company  and  made  available  soon  to  college  both  of  which  are  reproduced  below, 

programs  in  business  management,  personnel  adminis-  NIRA  publications  will  carry  further  information  on 

tration,  recreation  and  related  fields.  the  new  textbook  as  its  actual  publication  date  ap- 

Delegates  to  the  May  1978  NIRA  Conference  and  proaches. 


FOREWARD 

The  National  Industrial  Recreation  Association  has 
long  recognized  the  need  for  an  updated  and  well  de¬ 
veloped  introductory  textbook  for  industrial  recreation. 

Although  an  excellent  textbook  was  written  by  Dr. 

Jackson  M.  Anderson,  there  have  been  many  changes 
and  developments  since  its  publication  in  1955. 

A  small  number  of  Association  leaders  laid  the 
groundwork  for  a  new  textbook  by  beginning  the  collec¬ 
tion  of  appropriate  materials.  Some  industrial  recreation 
professionals  submitted  manuscripts  written  especially 
for  this  purpose.  After  some  time  and  a  number  of  meet¬ 
ings,  it  was  decided  to  secure  the  services  of  one  or  more 
professionals  in  higher  education  to  sift  and  evaluate  the 
collected  materials,  do  additional  research,  and  perform 
the  actual  writing  of  the  textbook. 

The  present  authors  were  selected  and  the  collected 
material  was  placed  in  their  hands.  The  Association  also 
made  available  to  the  authors  present  and  past  issues  of 
Recreation  Management,  "Keynotes"  and  "Top  Man¬ 
agement  Speaks,"  as  well  as  other  Association  publica¬ 
tions  and  the  results  of  Association  research. 

At  the  suggestion  of  the  authors,  the  Association  ap¬ 
pointed  a  special  textbook  review  committee  of  leading 
industrial  recreation  professionals  and  active  Associa¬ 
tion  leaders.  That  committee  reviewed  and  approved 
each  chapter  of  the  book  before  it  was  submitted  to  the 
William  C.  Brown  Company,  Publishers.  The  members 
of  that  committee,  all  Certified  Industrial  Recreation 
Administrators  (CIRA's),  were:  Fritz  J.  Merrell,  Olin 
Corporation;  Roy  L.  McClure,  Lockheed-Georgia  Com¬ 
pany;  Miles  M.  Carter,  Jr.,  McLean  Trucking  Company; 

Richard  M.  Brown,  Texas  Instruments,  Inc.;  William  B. 

DeCarlo,  Xerox  Corporation;  and  Melvin  C.  Byers,  NIRA 
Consultant.  The  manuscript  was  also  reviewed  by  the 


Association  Executive  Director. 

Upon  the  unanimous  endorsement  of  the  Review 
Committee,  the  National  Industrial  Recreation  Associa¬ 
tion  gladly  accepted  the  finished  product.  This  new 
textbook  meets  the  need  for  an  up-to-date  source  of  in¬ 
formation  about  the  expanding  field  of  industrial  recrea¬ 
tion.  It  will  serve  both  the  student  and  the  practicing  rec¬ 
reation  administrator  as  a  valuable  reference  and  guide. 
Because  the  book  does  set  industrial  recreation  in  its 
proper  perspective  and  makes  its  value  manifest,  we 
hope  that  it  will  be  read  by  business  and  industrial  man¬ 
agers;  and  by  government  and  civic  leaders. 

We  are  pleased  that  this  new  textbook,  brought  to 
the  attention  of  appropriate  professors  and  adminis¬ 
trators,  will  encourage  American  institutions  of  higher 
education  to  offer  more  programs  and  courses  in  indus¬ 
trial  recreation — to  the  end  that  there  be  a  continuing 
source  of  well  educated  and  specifically  prepared  pro¬ 
fessional  administrators  and  assistants  in  this  expanding 
and  socially  important  field. 

We  commend  it  to  you  all.  We  are  confident  that  you 
will  find  it  interesting,  informative,  and  very  useful. 

For  your  Board  of  Directors 
and  the  Text  Review  Committee 

FRITZ  J.  MERRELL,  CIRA 


Olin  Corporation 
NIRA  President 
April  1978 
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lour  Business  can  be  one,  too. 


Red  Cross  needs  individual  volun¬ 
teers,  and  donors  of  blood  and 
money,  by  the  millions. 

But  we  need  even  more  help.  We 
need  the  solid  support  of  American 
Business.  And  we  never  needed  it 
more. 

If  your  business  is  already  helping, 
by  organizing  blood  drives,  and  by 
supporting  payroll  deductions— 
either  directly  for  the  Red  Cross,  or 
through  the  local  combined  fund 
drive— the  whole  community  owes 
you  thanks.  And  we  thank  you,  too. 

Last  year,  with  help  from  our  friends, 
we  offered  major  aid  at  over  30,000 


disasters— from  typhoons,  to  local 
(but  just  as  devastating)  house  fires. 

We  were  able  to  help  the  elderly 
with  practical  programs,  we  helped 
veterans  by  the  hundreds  of 
thousands,  we  taught  people  by  the 
millions  to  swim  or  swim  better.  And 
that's  just  the  tip  of  the  iceberg. 

Think  of  America  without  The 
American  Red  Cross. 

And  you'll  know  why  we  need  your 
business  as  a  Red  Cross  Volunteer.  In 
your  community.  And  all  across 
America.  Contact  your  local  Red 
Cross  Chapter  to  see  how  your  com¬ 
pany  can  become  a  volunteer. 


Red  Cross  is  counting  on  you. 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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"I  CAN  STRETCH 
YOUR  HORIZONS,  BUT  NOT 
YOUR  GROUND  ROUND.” 


I  can  recite  poetry  and  sprinkle  flowers  at 
your  feet.  But  if  you  live  on  more  than  love, 
consult  the  Consumer  Information  Catalog. 

It's  published  by  the  Federal  Government 
and  lists  over  200  booklets  you  can  send  away 
for.  Over  half  are  free.  And  all  are  wise.  With 
tips  on  installing  solar  energy.  Even  stretching 
your  food  budget. 

Send  for  this  free  catalog.  Write: 
Consumer  Information  Center,  Dept.  B, 

Pueblo,  Colorado  81009.  Poetry  and  music  may 
be  the  "Food  of  Love,”  but  a  little  meat  loaf 
goes  further  at  dinner. 

THE  CONSUMER  INFORMATION  CATALOG 
A  catalog  of  over  200  helpful  publications. 

General  Services  Administration  •  Consumer  Information  Center 
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Region  II  Conference  agenda 
offers  "how  to"  program  help 


NIRA  Region  II  will  present  three  days  of  basic  pro¬ 
gramming  assistance  in  employee  relations  at  its  second 
annual  Conference.  The  meeting  is  scheduled  for  Oc¬ 
tober  26-28,  1978  at  the  Ramada  Inn-Southwyck  in  To¬ 
ledo,  Ohio.  The  Toledo  Industrial  Recreation  and  Em¬ 
ployees  Service  Council  (TIRES)  is  hosting  event.  Region  II 
includes  Delaware,  the  District  of  Columbia,  Kentucky, 
Maryland,  Ohio,  Pennsylvania  and  West  Virginia.  NIRA 
members  from  every  region  as  well  as  interested  prospec¬ 
tive  members  are  encouraged  to  attend. 

According  to  Conference  Coordinator  Al  Ward,  CIRA 
(Owens-Coming  Fiberglas),  the  program  is  designed  to 
give  every  delegate  the  benefit  of  professional  employee 
relations  guidance.  Speakers  are  experienced  profession¬ 
als  from  Region  II  organizations  as  well  as  leaders  from 
the  American  Society  of  Personnel  Administrators  and 
NIRA.  Speakers  from  Bowling  Green  State  University  and 
the  University  of  Toledo  will  provide  an  academic 
perspective.  The  Conference  agenda  includes  educa¬ 
tional  sessions  on  the  following  topics: 

•  Objectives  of  employee  recreation 

•  Be  a  better  communicator 

Region  III  one-day  seminar 
emphasizes  stress  elimination 

NIRA  Region  III  will  explore  the  relationship  between 
employee  stress  and  productivity  in  an  all-day  seminar, 
October  4,  1 978.  The  second  annual  seminar  of  its  kind 
will  be  co-hosted  by  the  Chicago  Association  for  Recrea¬ 
tion  and  Employee  Services  (CARES)  and  the  Flick-Reedy 
Corporation.  The  event  will  be  held  at  Flick-Reedy's 
facilities  in  the  Chicago  suburb  of  Bensenville,  Illinois. 
Region  III  includes  Illinois,  Indiana  and  Michigan.  Like  all 
local  NIRA  conferences,  the  Region  III  meeting  is  open  to 
delegates  from  all  regions. 

Two  experienced  professionals  in  employee  motiva¬ 
tion  and  personnel  management  will  present  the  primary 
educational  sessions  of  the  Region  III  program.  James 
FJoke,  1978  national  conference  keynoter,  and  Jules 
Frank,  a  Chicago-based  consultant,  will  offer  a  multi- 
session  presentation  on  job-related  stress.  They  will  ex¬ 
plain  how  stress  develops  and  how  it  can  affect  productiv¬ 
ity.  They  will  tell  delegates  how  to  recognize  the  signs  of 
excessive  stress  in  employees  and  will  outline  ways  in 


•  Maximum  programming  with  a  limited  budget 

•  Motivation:  How  to  get  it  and  give  it 

•  How  to  develop  an  employee  discount  program 

•  How  to  develop  an  employee  travel  program 

•  How  to  develop  employee  clubs 

•  How  to  set  up  a  tournament 

•  How  to  set  up  a  company  outing 

•  How  smaller  companies  handle  recreation  and 
employee  services 

•  How  your  program  can  aid  management 

•  The  role  of  recreation  in  stress  management 

•  Liability  and  current  legislation  as  it 
relates  to  you 

•  Selling  your  program  . .  .a  staged  role-play  of  en¬ 
counters  with  management,  labor  and  staff 

•  Your  role  as  a  leader 

For  complete  information,  including  registration  ma¬ 
terials,  contact  Al  Ward,  CIRA,  Owens-Corning  Fiberglas 
Corp.,  Fiberglas  Tower,  Toledo,  Ohio  43659 — Phone 
(419)  248-8132. 


which  recreation  and  services  programs  can  reduce  such 
stress  to  healthy  and  productive  levels. 

I  n  addition  to  the  central  theme  of  stress  management, 
the  Region  III  program  will  offer  a  smorgasbord  of  concur¬ 
rent  informal  discussions.  Delegates  will  divide  into 
groups  to  exchange  information  and  ideas  on  several 
timely  topics: 

•  Increasing  employee  productivity 

•  Arranging  discount  programs 

•  Planning  special  events 

•  Developing  new  programming  ideas 

•  Getting  management  involved 

•  Understanding  liability  questions  - 

To  obtain  complete  information  about  the  October  4 
Region  III  seminar,  contact  Conference  Coordinator 
Susan  Siwicki,  CIRA,  Bankers  Life  &  Casualty  Company, 
4444  W.  Lawrence  Ave.,  Chicago,  IL  60630 — Phone 
(312)  545-7701. 
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Region  VII  Conference 
program  highlights 
productivity  and  fitness 

NIRA  members  west  of  the  Rockies  will  host  a  fall 
Conference  and  Exhibit  rich  in  educational  topics  of 
vital  interest  to  employee  services  directors.  Entitled 
"Employee  Recreation:  A  Key  to  Productivity”,  the 
28th  Annual  Western  Region  VII  Conference  and  Exhibit 
will  be  held  September  30  through  October  1  at  the 
Sheraton-Universal  in  Universal  City,  California. 

According  to  Conference  Program  Chairman  Ken 
White,  CIRA  (Rockwell  International,  Inc.),  as  many 
as  300  organizations  are  expected  to  send  represen¬ 
tatives  to  the  four-day  meeting.  This  year's  Conference 
is  sponsored  by  the  Burbank  Associated  Industrial 
Recreation  Council  and  is  under  the  direction  of  NIRA 
Region  VII.  It  is  open,  however,  to  all  organizations 
that  are  interested  in  establishing  or  improving  their 
employee  recreation  and  services. 


A  stunt  show  is  included  in  the  Universal  Studios  tour, 
part  of  the  entertainment  at  the  fall  Region  VII  Confer¬ 
ence  and  Exhibit. 


Region  VII  Conference  and  Exhibit 
Budget  Information 

Full  Conference  Registration 

Includes  most  meals  and  sessions 

Delegates . . 

Spouses  . 

Students  (no  meals) . 

*lf  registered  before  September  20,  1978 
After  September  20,  fee  is  $70.00. 

■Daily  Registration 

Includes  most  meals  and  sessions 

Thursday . 

Friday  . 

Saturday . . 

Sunday  . 


$65.00* 

,$65.00* 

.$3.00 


$18.00 
.$13.00 
$32.00 
.  .$7.00 


Hotel  Room  Rates 

Single:  $25. 00/Double:  $30.00 
For  additional  information  contact:  Bill  Burton 

Registration  Chairman 


P.O.  Box  4067 


Burbank,  CA  91503 


(213)  847-9562 


1978 

Region  VII 
Conference  Program 

Thursday,  September  28 

9:00  a.m.  Golf,  Tennis  and  Racquetball  Tourneys 
12:00  p.m.  Registration  opens 

3:00  p.m.  Conference  orientation  session 

5:00  p.m.  Exhibit  Flail  Grand  Opening  and  Reception 
8:00  p.m.  Dinner — Keynote  Address:  "Employee  Recreation: 

A  Key  to  Productivity" 

Friday,  September  29 

6:00  a.m.  Rhythmical  Progressive  Exercise  Program — Part  I 

7:30  a.m.  Breakfast 

9:00  a.m.  Concurrent  Sessions 

•  Utilizing  Private  &  Public  Facilities 

•  The  ABC's  of  Bowling 

•  Improving  and  Maintaining  Facilities 
1 0:30  a.m.  Concurrent  Sessions 

•  Planning  and  Implementing  Programs 

•  Exhibitors  session:  Marketing  and  Sales  Techniques 

•  Smoking  and  Alcohol — A  Growing  Problem 

12:00  p.m.  Lunch 

Speaker:  Larry  Naake — Executive  Director,  California 
Park  and  Recreation  Society 
1:00  p.m.  Exhibit  Hall  Open 

3:00  p.m.  Universal  Studio  Tour 

Saturday,  September  30 

6:00  a.m.  Rhythmical  Progressive  Exercises  Program — Part  II 

7:30  a.m.  Breakfast 

9:00  a.m.  Concurrent  Sessions 

•  AIRC  Sports  &  Hobby  Show 

•  Managing  Money  for  your  Recreation  Program 

•  Fastest  Growing  Sport:  Racquetball 

1 0:30  a.m.  Concurrent  Sessions 

•  Sports  &  Hobby  Show,  continued 

•  Reducing  Recreation  Security  Problems 

•  Contracting  Educational  Programs 

12:00  p.m.  Lunch 

Speaker:  Emanuel  Cheraskin,  M.D. — Consultant, 
Northeast  Academy  of  Clinical  Nutrition 
1:30  p.m.  Concurrent  Sessions 

•  Sports  &  Hobby  Show,  continued 

•  Noon  and  Break-period  Recreation  Programs 

•  Eligibility  vs.  Liability 

3:00  p.m.  Concurrent  Sessions 

•  Sports  &  Hobby  Show,  continued 

•  Procurement  of  Recreation  Supplies 

•  Nutrition  and  Your  Health 
Speaker;  Emanuel  Cheraskin,  M.D. 

•  Evaluation 

5:00  p.m.  Exhibit  Hall  Reception 

8:00  p.m.  Dinner:  Celebrity  Speaker 

Sunday,  October  1 

8:00  a.m.  Breakfast — Speaker:  Patrick  Stinson, 

NIRA  Executive  Director 

9:30  a.m.  Closing  Jamboree  &  Prize  Drawings 
1:00  p.m.  NIRA  Region  VII  Conference  &  Executive  Committee 
Meeting 


FOR  ORGANIZATIONAL  HELP 
WITH  YOUR  LOCAL  CONFERENCE, 

CALL  NIRA  HEADQUARTERS  HU 
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King  Louie 


F  Imprinted  or  plain,  Pro/Fit  jackets  are 

I  fiy  A  ideal  for  groups,  teams  or  company  H  ■ 

identification.  Pro/Fit's  broad  range  of  a 

vHHf  styles,  colors  and  sizes  assures  satisfaction.  I 

You'll  appreciate  King  Louie's  stand-out  1 

Fora  catalog,  service,  too.  Prompt  shipment  from  a  ■ 

write  or  cal!  fully-stocked  warehouse.  JACH 

King  Louie  International,  Inc.  •  311  West  72nd  Street  •  Kansas  City,  Missouri  64114 


who  serves  an  alcoholic  beverage 
may  well  be  liable  for  damages  sub¬ 
sequently  done  by  the  drinker.  Put 
another  agent  between  yourself  and 
the  dispensing  of  the  drinks,  advised 
Marshall. 

"Hire  and  pay  someone  else"  he 
continued.  "Do  not  bear  the  respon¬ 
sibility  for  determining  if  a  person  is 
intoxicated  .  .  .For  a  few  extra 
bucks,  buy  the  alcohol  from  the 
hotel  and  let  them  supply  the  barten¬ 
der.  Let  them  worry  about  the  liabil¬ 
ity.  Why  risk  a  million  dollar  suit?" 

Marshall  emphasized  that  a  server 
may  be  liable  whether  he  makes  al¬ 
cohol  available  free  or  sells  it.  He 
also  warned  against  even  the  hint 
that  a  gathering  will  be  a  drinking  af¬ 
fair. 

"To  a  jury,  that's  murder,"  con¬ 
cluded  Marshall,  " — in  the  first  de¬ 
gree." 

New  number  announced 
for  free  travel  info 

A  new  toll-free  number  will  put 
you  in  touch  with  free  national 
tourism  information..  The  new 
number — (800)  323-1608 — can  be 
dialed  weekdays  between  9:00  a.m. 
and  6:00  p.m.,  Eastern  Time.  It  is  a 
service  of  the  USA  Travel  Informa¬ 
tion  Center,  sponsored  by  the  United 
States  Travel  Service  (USTS).  The 
number  serves  the  continental 
United  States  plus  Alaska  and 
Hawaii.  Residents  of  Illinois  should 
dial  (800)  942-4833. 

The  USA  Travel  Information 
Center  provides  travel  planning  in¬ 
formation  free  of  charge.  Travel 
counselors  at  the  Center  can  answer 
specific  travel  questions  and  refer 
callers  to  state  and  city  tourism  of¬ 
fices  for  additional  information.  In¬ 
formation  on  sights  to  see  in  specific 
U.S.  destinations,  local  transpor¬ 
tation  and  accommodations  and 
emergency  weather  conditions  is 
also  available.  In  addition,  coun¬ 
selors  can  supply  information  on  a 
wide  variety  of  USTS  publications 
available  to  the  public.  The  Service 
cannot  make  bookings  or  reserva¬ 
tions,  nor  does  it  provide  price 
information  of  any  kind. 

The  USA  Travel  Information 
Center  is  part  of  USTS'  domestic 
tourism  program  to  encourage 
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versity,  as  well  as  an  attorney.  He 
discussed  liability  in  recreation  pro¬ 
grams  in  an  animated  and  popular 
session  at  the  1977  NIRA  Confer¬ 
ence  and  Exhibit  in  Orlando. 


Hands  off  booze 
warns  liability  expert 

"If  I  were  a  meeting  planner,  I 
would  never,  through  my  company, 
serve  an  alcoholic  beverage  to  any¬ 
one,"  said  liability  expert  Anthony 
G.  Marshall  recently.  Marshall,  who 
was  quoted  in  the  Western  Associa¬ 
tion  Newsletter,  is  associate  dean  of 
the  School  of  Hotel,  Food  and  Travel 
Services,  Florida  International  Uni- 


Anthony  G.  Marshall 


Laws  in  many  states  prohibit  the 
sale  or  gift  of  liquor  to  an  intoxicated 
person,  warned  Marshall.  The  host 


news 

In 

brief 
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A  Lot  of  Leisure  Vacation! 

On  the  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  ■  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

•  SPECIAL  NIRA  RATES  • 


Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 

COMPANY  VAg^s  P.O.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 
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Americans  to  travel  more  within  this 
country.  The  service  is  operated, 
under  contract  to  the  agency,  by 
Rand  McNally  Travel  Research 
Center  headquartered  in  Illinois. 
USTS  is  an  agency  of  the  United 
States  Department  of  Commerce. 

Newsbriefs  . .  .“Flextime"  has 
grown  in  popularity  and  use  in  U.S. 
industry,  according  to  an  American 
Management  Association  study.  The 
new  study  reports  that  13%  of  all 
private  employers  with  more  than  50 
workers  allow  employees  to  set  their 
own  hours.  The  new  figures  exclude 
self-employed  people  and  other 
workers  who  traditionally  set  their 
own  hours  ..  .Productivity  losses 
are  higher  in  highly  unionized  busi¬ 
nesses  than  they  are  in  low-union 
shops,  according  to  a  study  by  the 
Strategic  Planning  Institute  in  Cam¬ 
bridge,  Mass.  The  survey  of  more 
than  1,200  firms  was  released  this 
spring.  The  study  group  attributes 
the  difference  to  restrictive  union 
work  rules  and  the  reluctance  of 
unionized  firms  to  invest  in  au¬ 
tomation  ..  .Discount  fares  have 
created  serious  snarls  in  airline  re¬ 
servation  systems.  Several  well- 
known  airlines  told  the  Wall  Street 
Journal  that  they  have  taken  on  extra 
help  to  handle  passenger  interest  in 
the  super-low  bargain  fares.  The 
problems  result,  airlines  say,  from  a 
rush  of  “comparison  shoppers"  and 
from  the  plethora  of  low-fare  options 
with  which  even  airline  personnel 
may  not  be  familiar  ...Kaiser 
Aluminum  and  Chemical  Corp.  in 
Oakland,  California  offers  a  special 
corporate  familiarization  program 
for  executives'  wives.  It  includes 
written  materials,  oral  presentations 
about  the  corporation  and  personal 
tours  . .  .Hyatt  Corp.  has  reserved 
rooms  in  some  of  its  hotels  for  non- 
smokers.  Even  housekeeping  staff 
members  who  service  the  rooms  are 
barred  from  smoking . .  .Jogging  can 
relieve  job-related  depression,  ac¬ 
cording  to  University  of  Wisconsin 
psychiatrist  John  Greist.  Greist  says 
a  study  he  recently  completed  in¬ 
dicates  that  jogging  several  times 
per  week  may  be  as  effective  as 
psychotherapy  in  relieving  moderate 
depression  ..  .“In  some  parts  of 
China,"  keynoter  James  Hoke  told 


NIRA  national  Conference  dele¬ 
gates,  "patients  pay  their  doctors  as 
long  as  they  are  well.  As  soon  as  you 
get  sick,  you  stop  paying  the  doctor 
until  you  are  well  again.  They  may 
be  on  to  something."  Parsons  Pine 
Products  takes  a  similar  tack  with 
its  employees.  The  Ashland,  Ore¬ 
gon  firm  pays  its  100  employees 
an  extra  day's  pay  for  every  month 


of  perfect  attendance  ..  .Fringe 
benefit  expenditures  rose  twice  as 
much  as  wages  during  the  1965-75 
decade.  Employee  benefit  costs  rose 
165%  in  that  time,  according  to  a 
study  by  the  Health  Insurance  Insti¬ 
tute  and  the  U.S.  Chamber  of  Com¬ 
merce.  Fringe  benefits  average 
nearly  $4,000  annually  for  U.S. 
workers.  PIH 
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by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


During  the  past  few  months,  the  NIRA  Tournaments 
and  Services  Committee  developed  two  new  tourna¬ 
ments  for  NIRA  member  employees.  These  offerings, 
which  result  from  our  affiliation  with  the  new  World 
Golf  Association  (WGA)  and  Winchester- Western,  are 
excellent  programs.  Please  read  Mike  Brown's  article  on 
the  new  contests. 


Fishing  Contest 

In  other  Tournament  News,  Gene  Miller,  CIRA 
(Michigan  Bell  Telephone  Company)  has  mailed 
brochures  to  individual  program  directors  for  the  1978 
Fishing  Contest.  This  year's  Contest  is  being  co¬ 
sponsored  once  again  by  NIRA  and  the  American  Fish¬ 
ing  Tackle  Manufacturers  Association  (AFTMA)  and  will 
be  conducted  in  the  same  manner  as  last  year's  event. 
Gene  expects  a  large  turnout  again  this  year  and  hopes 


to  surpass  the  record  63  companies  which  entered  last 
year.  The  cost  to  enter  is  $1 0.00  per  company.  It  will  be 
money  well  spent. 

Golf  Competition 

The  NIRA/Go/f  Digest  Postal  Tournament  is  under 
way,  reports  Glenn  Westover  (Babcock  &  Wilcox),  this 
year's  Tournament  Coordinator.  This  postal  tournament 
is  a  good  way  for  any  golfer  at  any  company  to  enter 
national  competition.  The  cost  to  enter  is  $1.00  per  en¬ 
try,  with  Tournament  prizes  provided  by  Coif  Digest 
Magazine. 

Regional  golf  competition  dates,  sites  and  directors 
were  listed  in  the  July  issue  of  RM.  We  will  report  the 
results  of  those  contests  as  regional  coordinators  report 


Photo  Contest 

George  Stark  (McDonnell-Douglas)  has  compiled 
the  results  of  the  Photo  Contest.  George,  who  was  out¬ 
standing  in  the  leadership  he  provided  for  the  Contest, 
reported  that  43  companies  entered  the  event  for  a  total 
of  388  individual  entries.  Individual  winners  are  listed 
below. 

Once  again,  many  thanks  to  the  companies  which 
donated  prizes  for  the  Contest:  Flick-Reedy,  Industrial 
Foto,  King  Louie  International,  Pabst  Brewing  Co., 
Rockwell  International  and  Texas  Instruments,  Inc. 


SLIDES 

HORSE  HILL 
Tom  Kaugher,  Sr. 
Goodyear 

TOWERING  INFERNO 

Rod  Paulson 

Texas  Instruments 

FOUNTAIN 

Ray  Johnson 

Singer 


1978  NIRA  PHOTO  CONTEST 


BEST  IN  SHOW 

GREAT  BLUE  HERON 
Carol  Winch 
3M 


DIVISION  WINNERS 

B  &  W  PRINTS 

1st  MONARCH 
Neil  Bulin 
Texas  Instruments 
2nd  MISTY  MORNING 
Paul  Kirkbride 
Delco  Air 

3rd  SPLIT  PERSONALITY 
Sue  Spicer 
Texas  Instruments 


COLOR  PRINTS 

GREAT  BLUE  HERON 
Carol  Winch 
3M 

DEATH  VALLEY  DUNES 
Richard  Korenz 
Goodyear 
TWO  HUNTERS 
Larry  Jacobs 
Texas  Instruments 
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CLASS:  SLIDES 

NATURE 

1  st 

OLD  TIMER 

M.  Olanyk 

Naval  Weapons  Center 

2nd 

WILD  FLOWER 

Harold  Tessman 

Ford 

3rd 

LUPINE  IN  MORNING 
DEW 

Ron  Weitenhagen 

NASA 

SCENIC 

1  st 

HORSE  HILL 

Tom  Kaugher 

Goodyear 

2nd 

ORANGE  SWAMP  GRASS 
Jeff  Neal 

Goodyear 

3rd 

HALEAKALA  CRATER 

G.  K.  Anderson 

Ford 

HUMAN  INTEREST 

1  st 

TOWERING  INFERNO 

Rod  Paulson 

Texas  Instruments 

2nd 

EARLY  ANGLER  #3 

Tom  Kaugher,  Sr. 

Goodyear 

3rd 

MISTY  HUNT 

M.  C.  Bullock 

B.  F.  Goodrich 

OPEN 

1st 

FOUNTAIN 

Ray  Johnson 

Singer 

2nd 

SOLAR  TELESCOPE 

Dave  Hogan 

Texas  instruments 

3rd 

RED  &  GREEN 

Keith  Rufener 

Goodyear 

The  American 
Economic  System 

We  should  oil  learn  more  about  it. 


A  special  booklet  has  been 
prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 


CLASS:  B  &  W  PRINTS 

NATURE 

1st 

MONARCH 

Neil  Bulin 

Texas  Instruments 

2nd 

SNOOPY 

Mike  Jones 

Ford 

3rd 

MULBERRY  WORM 
Ernie  Strong 

Texas  Instruments 

SCENIC 

1st 

MISTY  MORNING 

Paul  Kirkbride 

Delco  Air 

2nd 

STUBBORN  TREE 

Bruce  Hosken 

Rockwell  International 

3rd 

RURAL  SUNSET 

E.  L.  Cooke 

Ford 

HUMAN  INTEREST 

1  st 

THE  WAIT 

Roger  Farish 

Texas  Instruments 

2nd 

ORIENTAL  MAN 

Art  Spiegel 

Naval  Weapons  Center 

3rd 

STANDING  TALL 

Cindy  Rufener 
Goodyear 

OPEN 

1st 

SPLIT  PERSONALITY 
Sue  Spicer 

Texas  Instruments 

2nd 

GLASSWARE 

Marco  Adragna 

Ford 

3rd 

SOLITUDE 

J.  Comps 

continued  on  following  page 


CLASS 

:  COLOR  PRINTS 

NATURE 

1st 

GREAT  BLUE  HERON 
Carol  Winch 

3M 

2nd 

CLARKS  NUTCRACKER 
Carol  Winch 

3M 

3rd 

WRENS  DELIGHT 

Ted  Koerner 

B.  F.  Goodrich 

SCENIC 

1st 

DEATH  VALLEY  DUNES 
Richard  Korenz 
Goodyear 

2nd 

BAY  BRIDGE 

Paul  Watrobski 

Cummins  Engine 

3rd 

QUIET  ANCHORAGE 
John  Seltzer 

Cummins  Engine 

HUMAN  INTEREST 

1st 

TWO  HUNTERS 

Larry  Jacobs 

Texas  Instruments 

2nd 

SUMMER  SNOWFLAKE 
Pat  Elvy 

Washington  Gas  Light 

3rd 

TEST  FOR  SURVIVAL 
Charles  Hutchins 

Delco  Air 

OPEN 

1st 

ST.  GREGORY 

Michael  Jones 

Ford 

2nd 

HOWER  HOUSE  #1 
Richard  Korenz 
Goodyear 

3rd 

PHYSIOGRAPH 

Jules  Katz 

McDonnell  Douglas 

Booklets,  P.O.  Box  1887,  New  York,  N.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ 1  would  also  like  a  copy  of  the  survey  highlights. 


Name . 


-Title . 
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Tournament  News  continued 


NIRA  Tournaments  and  Services  Committee 
announces  two  new  programs 

by  Michael  T.  Brown,  CIRA 

NIRA  Assistant  Executive  Director 


N I RA/ Wi  nchester- Wester  n 
National  Trapshoot 

NIRA's  Tournaments  and  Services  Committee  is 
pleased  to  announce  a  complete  overhaul  of  its  Trap¬ 
shooting  Tournament,  traditionally  held  in  Middletown, 
Ohio.  The  new  tourney  will  allow  NIRA  member  teams 
to  compete  at  convenient  regional  levels.  Qualifying 
teams  will  then  advance  to  the  national  finals. 

Under  the  sponsorship  of  Winchester- Western  Fran¬ 
chise  Operations,  shooters  will  meet  at  selected  sites  in 
their  own  regions  on  September  1 0,  1 978.  Shooters  may 
choose  to  compete  at  one  of  two  to  four  sites  within  their 
regions.  Managers  of  the  franchise  sites  will  administer 
the  qualifying  rounds  and  call  in  the  final  scores  to  NIRA 
Headquarters.  Winners  and  runners-up  will  be  declared 
at  the  conclusion  of  the  day.  Each  member  of  the  second 
place  teams  will  receive  one  case  of  AA  ammunition. 
Regional  champion  shooters  will  be  awarded  Winches¬ 
ter  Antler  Game  Commerative  Lever  Action  Rifles 
(model  94AG78)  and  be  invited  to  compete  in  the  na¬ 
tional  finals. 

On  September  24,  1978  each  regional  champion¬ 
ship  team  will  have  the  opportunity  to  compete  for  na¬ 
tional  honors  at  the  Westerner  Club  in  East  Alton,  Il¬ 
linois.  Free  room  and  board  for  two  days  and  two  nights 
will  be  provided  for  each  finalist  team  member.  Each 
member  of  the  national  championship  team  will  receive 
a  Winchester  Super  X  Model  1  trap  grade  automatic 
shotgun.  The  team  will  also  receive  a  traveling  trophy 
with  the  company's  and  members'  names  inscribed.  Na¬ 
tional  runners-up  will  receive  Winchester  XTR  Model 
1  500  shotguns.  Third  place  awards  may  also  be  made 
if  the  number  of  entries  exceeds  425  teams. 

The  entry  fee  for  this  tournament  will  be  $50/team. 
The  total  value  of  the  prizes  awarded  will  be  in  excess  of 
$30,000.  International  NIRA  members  are  invited  to  take 
part. 

The  Tournament  and  Services  Committee  looks 
forward  to  opening  this  new  tournament  to  the  NIRA 
membership  and  encourages  recreation  directors  to  offer 
it  to  the  trapshooters  of  their  organizations.  For  more  in¬ 
formation  and  entry  forms  contact  Mike  Brown,  CIRA, 
Assistant  Executive  Director,  NIRA,  20  N.  Wacker  Drive, 
Chicago,  Illinois  60606  or  call  (31 2)346-7575. 


World  Golf  Association 
Amateur  Tournament 

The  Tournament  and  Services  Committee  takes  pride 
in  presenting  the  newly  formed  World  Golf  Association 
(WGA)  to  the  NIRA  membership.  You  may  already  have 
heard  of  the  WGA  through  your  local  news  media.  As  a 
new  IxlIRA  Associate  member,  the  WGA  hopes  to  attract 
200,000  golfers  (only  2%  of  the  total  handicap  golfers  in 
America)  to  a  national  tournament.  This  tournament  will 
provide  the  opportunity  for  amateur  golfers  to  compete 
for  national  recognition  and  cash  prizes  in  excess  of 
$3,000,000. 

WGA  members  will  be  matched  by  computer  with 
other  members  in  their  communities  to  compete  at  golf 
courses  near  their  homes.  Those  golfers  who  advance 
through  the  qualifying  rounds  will  begin  to  receive  cash 
rewards  at  the  conclusion  of  the  second  round  of  play. 
Qualifying  contestants  may  drop  out  of  the  competition 
at  any  point,  or  continue  to  compete  in  hopes  of  becom¬ 
ing  one  of  the  195  finalists  eligible  to  take  part  in  the 
WGA  Classic  Tournament,  to  be  held  in  the  fall  of 
1979.  Classic  finalists  will  be  eligible  for  cash  prizes  of 
$2,200  to  $150,000. 

A  special  ad  hoc  NIRA  Committee  has  carefully  re¬ 
viewed  the  philosophy  and  operations  of  the  WGA  and 
feels  confident  that  its  program  will  provide  the  golfers  of 
your  organization  with  a  unique  opportunity.  As  a  finan¬ 
cial  safeguard,  all  WGA  membership  fees  will  be  held  in 
a  trust  account  with  a  reputable  banking  concern  until 
the  proper  time  for  disbursement. 

By  now  you  should  have  received  a  supply  of  the 
WGA  membership  brochures.  If  you  have  not,  contact 
NIRA  Headquarters  and  we  will  see  that  the  WGA  for¬ 
wards  a  supply  to  you.  We  urge  you  to  offer  this  program 
to  your  employees  and  help  make  the  first  World  Golf 
Association  National  Classic  a  success.  HU 


CORRECTION 

Regions  I,  II  and  VIII  —  August  5-6,  1978 
Indian  Wells  Golf  and  Country  Club 
Toronto,  Ontario 

Coordinator:  George  Grigor,  CIRA  (Kodak  Canada) 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


I  DORIC 

25.300  tons 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 

TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


HOME 

LINES 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432^1414  Offices  in  Principal  Cities 


IAmjjuoIIbjcL  Quatihp  SsAirioL  . . .  dintnsL  Jjjisla.  JanwuA.  Qtcdmn.  (pnAAonmJL 
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1978-79  NIRA  President 
stresses  professionalism 


NIRA's  new  President  Richard  M.  (Dick)  Brown, 

CIRA  (Texas  Instruments,  Inc.)  made  his  expectations 
clear  on  his  first  day  in  office. 

“My  goal  . .  .is  increased  professionalism,  both  in  our 
field  and  in  this  Association,"  Brown  told  delegates  to  the 
1 978  Conference  and  Exhibit  last  May.  He  predicted  that 
recreation  administrators  will  command  increasing  re¬ 
spect  if  they  take  a  professional  approach  and  achieve 
real  results  in  terms  of  increased  productivity.  Profes¬ 
sionalism  begins  with  self-respect,  said  Brown. 

"Respect  yourself,"  he  told  members.  "A  positive 
self-image  is  of  primary  importance.  Keep  yourself 
abreast  of  the  latest  developments  by  attending  Con¬ 
ferences  like  this  one.  Promote  the  importance  of  em¬ 
ployee  programs  and  let  people  'out  there'  know  that 
there  is  an  international  association — NIRA — devoted  to 
that  purpose." 

Brown  reminded  members  that  the  Association  de¬ 
pends  upon  them  to  accomplish  its  potential. 

"As  with  anything  else,"  he  continued,  "you  get  out 
of  this  Association  what  you  put  into  it.  I  expect  to  see  all 
of  you — especially  Board  members — actively  involved 
during  the  coming  year." 

Brown's  own  significant  achievements  during  a  rela¬ 
tively  short  career  in  employee  recreation,  fitness  and 
services  supports  hisfaith  in  active  involvement.  He  came 
to  Texas  Instruments  (Tl)  in  1 966  with  a  Ph.D.  in  ceramic 
engineering.  He  became  active  as  a  participant  and  club 
officer  in  the  Texins  Association,  the  separately  incorpo¬ 
rated  club  for  Tl  employees.  In  1973,  Brown  exchanged 
his  volunteer  involvement  for  a  fulltime  position  as  Gen¬ 
eral  Manager  of  Texins.  Since  then,  he  has  overseen  one 
of  the  finest  and  best  known  employee  programs  in  North 
America.  From  the  Tl  headquarters  in  Dallas,  Texas, 


Brown  administers  programs  for  employees  at  nearly  two 
dozen  Tl  sites,  worldwide.  In  Dallas,  employee  facilities 
include  a  26,000  square  foot  activities  center  and  athletic 
complex,  an  archery  range,  a  rod  and  gun  club,  a  golf 
center  and  a  66-acre  family  recreation  park  on  Lake  Tex- 
oma,  north  of  the  city.  The  program  is  a  past  winner  of  the 
NIRA/Citizens  Savings  Award  for  overall  excellence  and 
has  received  many  other  NIRA  honors. 


As  soon  as  he  accepted  the  Texins  post,  Brown  turned 
to  NIRA  as  a  source  of  information  and  assistance.  He 
joined  the  Association  in  1973  and  began  almost  im¬ 
mediately  to  work  with  his  professional  neighbors  to  form 
an  Industrial  Recreation  Council.  The  resulting  Dallas-Ft. 
Worth  Metroplex  Recreation  Council  (MRC)  elected 
Brown  its  first  President  for  1 974-75.  He  has  since  served 
in  several  other  MRC  Board  positions.  In  1974,  Brown's 
Region  VI  constituents  elected  him  to  the  NIRA  Board  of 
Directors.  He  subsequently  served  as  Nl  RA  Treasurer  and 
Vice  President  of  Finance.  In  May  1977,  the  general 
membership  voted  Brown  President-Elect.  He  served  on 
the  Board  in  that  capacity  under  1 977-78  NIRA  President 
Fritz  J.  Merrell's  administration.  During  that  year  he  also 
worked  as  Program  Chairman  for  the  1 978  NIRA  Confer¬ 
ence  and  Exhibit. 


Brown  will  serve  as  NIRA  President  until  President- 
Elect  Kirt  T.  Compton,  CIRA  (Eastman  Kodak  Co.) 
succeeds  him  next  May.  During  his  term,  Brown  will 
communicate  regularly  with  NIRA  members  in  his  RM 
column,  "The  NIRA  President  would  like  a  word  with 
you  . . ."  He  also  encourages  NIRA  members  and  pros¬ 
pective  members  to  contact  him  at  Texins  Association, 
Texas  Instruments,  Inc.,  P.O.  Box  225474,  Mail  Station 
324,  Dallas,  TX  75265— Phone  (214)  238-2396. 
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NIRA  President  Dick  Brown,  CIRA  (left)  presented  1977-78  President  Fritz  J.  Merrell,  CIRA  (Olin  Corp.)  with  a  plaque 
commemorating  Merrell's  year  of  service.  The  ceremony  took  place  at  the  May  1978  Presidents  Ball,  honoring  both 
men.  As  Immediate  Past  President,  Merrell  will  serve  on  the  Board  of  Directors  for  1978-1979. 


From  an  educational  session 
1978  NIRA  Conference  and  Exhibit 


"Outcome  Accountability" 

Evaluating  Activity  Leaders 


by  Robert  S.  Wanzel,  Ph.D. 


Your  recreational  activity  leaders  are  the  tools  with 
which  you  implement  your  program.  Essentially,  they 
are  the  catalysts  and  the  motivators  who  link  you,  as  the 
recreation  administrator,  with  your  program  partici¬ 
pants.  Their  role  is  vitally  important,  therefore,  because 
they  form  the  basis  upon  which  the  outcome  of  your 
programs  will  be  evaluated. 

Of  course,  your  activity  leaders  must  operate  within 
your  organization's  goals  and  objectives  and  under  the 
supervision  of  the  recreation  administrator.  They  must 
also  work  with  whatever  employee/participant  popula¬ 
tion  exists  in  your  organization.  This  network  of  poten¬ 
tially  conflicting  influences  must  be  taken  into  account 
when  measuring  leaders'  effectiveness.  In  evaluating 
your  leaders  within  the  context  of  your  overall  program, 
you  must  consider  the  leaders  themselves,  the 
employee/participants,  and  your  program  goals.  Let  us 
take  each  of  these  factors  separately. 

Activity  Leaders 

Ideally,  we  should  be  able  to  expect  a  recreation  ac¬ 
tivity  leader  to  perform  his/her  tasks  well,  under  the  di¬ 
rection  of  a  recreation  supervisor  or  director.  We  should 
be  able,  further,  to  hold  the  activity  leader  responsible 
for  participant  involvement  and  the  results  of  the  activity 
in  terms  of  greater  program  goals. 

In  reality,  however,  the  activity  leader's  effectiveness 
is  influenced  by  many  factors,  some  of  which  are  be¬ 
yond  his/her  control.  With  that  in  mind,  we  will  analyze 
the  activity  leader's  performance  in  terms  of  account¬ 
ability  measures. 


Leadership 

Research  indicates  that  leadership  has  a  highly  posi¬ 
tive  correlation  with  the  eventual  success  or  failure  of  a 
recreation  program. 

In  order  to  judge  outcome  accountability  in  relation 
to  leadership,  one  must  first  be  familiar  with  the  leader's 
background.  An  awareness  of  experience,  professional 
preparation,  personality  and  lifestyle  are  very  important. 
You  must  be  confident  that  your  leader's  background 
will  allow  him/her  to  assume  a  true  leadership  role.  You 
must  also  indicate  to  the  activity  leader  that  he/she  is 
expected  to  assume  a  leadership  role  with  participants. 
You  should  also  discuss  with  your  leaders  how  they  are 
expected  to  show  leadership,  so  that  evaluations  can  be 
meaningful. 

Motivation 

The  activity  leader  must  have  the  ability  to  motivate 
participants  to  continue  in  the  recreation  program. 
Naturally,  a  good  program  can  provide  its  own  motiva¬ 
tion.  An  effective  leader  will  also  introduce  other  moti¬ 
vational  inducements  such  as  special  equipment,  con¬ 
tests,  prizes  and  personal  attention. 

It  is  beneficial  to  analyze  the  motivational  style  of  a 
leader.  Does  the  leader  ask  the  participants  in  which 
manner,  if  any,  they  would  like  to  be  motivated?  Some 
people  respond  best  to  motivation  by  their  instructors, 
others  react  best  to  a  friend  and  still  others  perform  best 
under  peer  group  motivation.  Leaders'  motivational 
abilities  and  techniques  should  be  assessed  before  ac¬ 
tivities  begin.  This  will  allow  the  recreation  adminis- 
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trator,  leaders  and  participants  to  evaluate  the  activity 
results  more  effectively  later. 

Organization 

The  recreation  activity  leader  must  be  well  organized 
and  be  able  to  communicate  organization  to  the  activity 
participants  if  his/her  efforts  are  to  succeed.  Participants 
have  a  limited  amount  of  time  to  spend  on  recreation 
and  the  leader  must  make  sure  that  this  time  is  not 
wasted.  Research  has  shown  that  a  perceived  lack  of 
time  and  the  interruption  of  a  daily  schedule  for  recrea¬ 
tion  are  leading  reasons  for  participant  withdrawal. 
Therefore,  the  organizational  effectiveness  of  the  leader 
is  a  crucial  factor.  When  discussing  outcome  accounta¬ 
bility  as  related  to  leader  organization,  you  must  also 
take  into  account  the  organizational  effectiveness  of  the 
total  program  and  the  recreation  director.  It  is  only 
within  this  context  that  the  leader  should  be  judged.  The 
leader  can  be  only  as  effective  as  his/her  support  system. 
For  this  reason,  it  is  wise  to  have  all  parties  concerned 
discuss  and  agree  upon  standards  of  organization  and 
areas  of  administrator  and  leader  responsibility. 

Evaluation 

Obviously,  this  is  the  area  that  will  provide  insight 
into  the  effectiveness  of  the  leader  and  his/her  activity. 
Your  evaluation  must  be  carefully  prepared  for  it  can 
cause  controversy  with  regard  to  the  interpretation  of 
findings  by  all  parties  concerned. 

I  cannot  stress  enough  that  there  must  be  agreement 
on  the  evaluation  standards  and  techniques  used.  Even 
more  importantly,  evaluations  should  reflect  several 
perspectives  on  a  particular  activity.  Participants  should 
evaluate  the  activity  and  the  leader.  The  leader,  in  turn, 
should  evaluate  the  recreation  administrator,  the  total 
program  and  the  participants.  You,  as  recreation  ad¬ 
ministrator,  must  also  evaluate  the  leader  and  his/her  ac¬ 
tivity. 

If  possible,  an  outside  evaluation  should  be  per¬ 
formed  by  a  recreation  administrator  from  another  com¬ 
pany.  This  should  provide  an  informed  but  disinterested 
perspective  and  could  open  valuable  inter-company 
communication. 

We  must  now  direct  our  attention  to  the  participants 
and  the  role  they  play  in  determining  the  outcome  ac¬ 
countability  of  an  activity  leader. 

Employee  Participants 

This  is  the  group  for  which  the  total  recreation  pro¬ 
gram  was  designed.  In  many  ways,  you  and  your  activity 
leaders  work  for  the  participants.  It  is  they  who  will  ben¬ 
efit  most  from  and  outcome  accountability  procedure. 


They  will  reap  the  greatest  rewards  from  careful!  evalua¬ 
tion  of  activity  leaders  because  of  future  program 
changes  which  may  result  from  the  evaluations.  The  par¬ 
ticipants,  therefore,  must  be  willing  to  participate  ac¬ 
tively  in  the  various  evaluation  procedures. 

The  recreation  administrator  must  be  able  to  answer 
a  variety  of  questions  regarding  activity  participants  in 
order  to  build  a  proper  framework  for  deciding  accoun¬ 
tability  of  a  leader.  You  must  determine  how  participants 
are  recruited,  what  attitudes  they  hold  toward  your  pro¬ 
gram,  how  their  participation  objectives  are  set  and  how 
they  evaluate  various  activities. 

Recruiting  Participants 

The  final  success  or  failure  of  a  program  may  well 
depend  upon  the  initial  recruitment  of  participants.  Re¬ 
search  has  indicated  that  small  group  discussion  and 
decision-making  approaches  are  more  effective  than 
large  group  lectures  in  influencing  not  only  decisions  to 
participate  but  also  adherence  patterns. 

If  you  are  going  to  be  concerned  with  outcome  ac¬ 
countability  then  you  must  be  aware  of  how  people 
were  enticed  into  the  program  and  what  techniques 
were  used  to  promote  adherence  over  time.  Research 
suggests  that  these  will  not  necessarily  be  the  same.  Fac¬ 
tors  that  lead  to  participation  may  be  concerned  with 
health,  desire  for  recreation  or  a  change  in  routine,  while 
factors  such  as  the  organization  and  leadership  of  the 
program,  the  game  aspect,  and  the  social  rewards  may 
be  instrumental  in  developing  adherence.  The  knowl¬ 
edge  of  how  people  are  recruited  and  retained  will  have 
a  great  deal  of  bearing  on  the  analysis  of  outcome  ac¬ 
countability  and  the  performance  of  the  leader. 

It  is  also  imperative  to  know  what  kinds  of  people 
participate  in  your  program.  Are  they  beginners  or  skilled 
veterans?  Are  they  committed  to  the  recreation  program 
or  are  they  just  testing  the  waters?  This  information 
will  give  you  a  much  better  idea  of  the  leader's  effec¬ 
tiveness. 

Participant  Attitudes 

If  you  plan  to  deal  with  outcome  accountability  then 
you  must  include  the  participant  attitudinal  changes  in 
your  total  assessment.  Participants'  attitudes  should  be 
tested  prior  to  their  entry  into  an  activity  and  again  at  the 
conclusion  of  the  event  or  season.  Information  related  to 
job  satisfaction,  work  performance,  health  habits  and 
behavior  will  provide  another  area  for  evaluation  which 
will  enhance  accountability  discussions.  Statistics 
should  also  be  compiled  about  absenteeism,  turnover, 
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Evaluating  Activity  Leaders  continued 


sick  days,  number  of  accidents  and  so  forth.  This  knowl¬ 
edge  of  your  participants  will  allow  you  to  gauge  the 
success  of  your  program.  Indications  are  that  recreation 
programs  have  very  positive  effects  on  these  problems. 

Setting  Objectives 

Programs  should  follow  objectives.  They  should  be 
geared  to  organizational  purposes  and  reflect  changes  of 
participant  interest.  There  must  be  room  for  allowing  the 
participants  to  set  their  own  objectives.  This  may  have  a 
very  important  bearing  on  accountability  of  leaders.  Re¬ 
search  has  shown  that  people  who  do  not  attain  their 
objectives  tend  to  drop  out  of  programs  much  faster  than 
those  who  do  attain  them. 

People  tend  to  enter  a  program  for  some  expected 
payoff.  It  is  necessary  for  the  activity  leader  to  determine 
what  objectives  the  participants  hope  to  attain  during  the 
course  of  an  activity.  The  leader  and  the  participants 
should  discuss  this  to  ascertain  that  the  objectives  set  are 
understood  by  each  party  and  are  reasonably  attainable. 
The  leader  may  want  to  help  participants  develop 
interim  objectives  that  can  be  attained  within  a  two- 
week  period.  This  procedure  should  be  adopted  for  as 
long  as  possible  so  that  participants  can  perceive  per- 
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sonai  success  by  their  involvement.  Knowledge  of  par¬ 
ticipant  objective  setting  will  allow  for  a  truer  and  fairer 
outcome  accountability  assessment  for  both  the  program 
and  the  leader  than  would  be  possible  without  such  in¬ 
formation. 

Another  related  question  to  be  considered  is  whether 
the  participants  have  paid  for  the  program.  Research 
seems  to  indicate  that  participants'  commitment  is 
greater  if  they  have  had  to  contribute  to  the  financial 
support  of  an  activity. 

Evaluation 

The  program  and  the  activity  leader  should  be  evalu¬ 
ated  by  the  participants.  It  is  important  that  this  evalua¬ 
tion  be  planned  at  the  beginning  of  the  program. 
Everyone  involved  should  be  included  in  deciding,  prior 
to  the  activity's  opening,  what  will  be  evaluated.  The 
participants  and  the  leader  should  have  input  as  to  what 
will  be  evaluated  so  that  the  actual  evaluation  will  have 
more  meaning.  The  participants  should  be  able  to  indi¬ 
cate  at  the  outset  what  will  make  the  activity  successful 
for  them.  This  will  help  the  activity  leader  in  structuring 
events  to  satisfy  both  the  program  goals  and  the  partici¬ 
pants'  objectives. 

At  this  point  it  should  be  stressed  again  that  if  out¬ 
come  accountability  is  implemented  then  all  the  various 
evaluations  must  be  carried  out  to  give  a  true  picture.  In 
order  to  judge  the  activity  leader,  you  must  have  an  un¬ 
derstanding  of  how  participants  were  recruited  and  re¬ 
tained,  what  attitudinal  change  was  present  and  what 
type  of  objectives  they  set.  Of  course,  the  nature  and 
scope  of  the  total  program  will  have  a  bearing  on  an 
outcome  accountability  assessment  of  an  activity  leader. 

The  Program 

For  our  purposes  here,  we  will  consider  only  those 
aspects  of  a  program  that  have  a  direct  bearing  on  the 
performance  of  an  activity  leader.  It  should  be  remem¬ 
bered  that  program  operations  can  influence  the  decision 
which  individuals  make  about  activity  participation,  as 
well  as  their  response  to  the  full  recreation  program  over 
time.  Thus,  accountability  related  to  activity  leaders 
must  consider  the  effects  of  the  total  program. 

Program  Constraints 

Can  activity  leaders  be  held  accountable  only  within 
the  constraints  of  the  program  with  which,  they  have 
been  provided?  Or,  is  it  true  that  the  activity  leader,  to  a 
great  extent,  is  the  program?  As  so  often  seems  to  be  the 
case,  a  bit  of  both  views  holds  true. 

It  should  be  noted  before  an  activity  begins  what  as¬ 
pects  will  make  it  difficult  for  activity  leaders  and  partic¬ 
ipants  to  achieve  success.  Obviously,  there  should  be  a 
need  for  each  activity  offered.  That  need  must  be  deter¬ 
mined  through  participant  interest,  the  professional 
opinion  of  the  recreation  director,  and  the  goals  and  ob¬ 
jectives  of  the  total  program.  Activities  must  be  of  posi¬ 
tive  value  to  individual  participants,  their  families,  the 
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organization  and,  at  times,  the  larger  community.  It  has 
been  said  that,  when  you  are  considering  programs,  you 
should  give  the  people  what  they  want — and  what  they 
will  learn  to  want  after  you  introduce  them  to  it. 

Even  if  all  these  conditions  are  met,  however,  there 
may  still  be  program  constraints  that  will  affect  a  leader. 
For  example,  facilities  can  play  a  great  role  in  determin¬ 
ing  the  success  of  an  activity  and,  consequently,  its 
leader.  Various  studies  have  shown  that  the  facility  dis¬ 
tance  from  home  or  place  of  work  will  have  a  great  im¬ 
pact  on  participant  adherence.  The  closer  the  participant 
lives  or  works  to  the  recreation  facility  and  the  less  rec¬ 
reation  disrupts  his/her  daily  schedule,  the  more  likely 
he/she  is  to  participate  over  time. 

Numerous  other  factors  can  also  influence  participa¬ 
tion.  You  must  be  aware  of  them  when  evaluating  your 
leaders  so  that  you  can  view  their  performance  within 
the  context  of  actual,  rather  than  ideal,  circumstances. 
Other  program  constraints  might  include  the  availability 
of  proper  equipment,  the  portion  of  office  hours  that  can 
be  incorporated  into  a  recreation  program,  and  whether 
the  company  has  liability  insurance  covering  the  partici¬ 
pants.  Whatever  your  program's  strengths  or  weakness¬ 
es,  outcome  accountability  assessments  must  determine 
how  far  a  good  leader  can  go  with  the  resources  at  his/ 
her  disposal. 

One  final  constraint,  the  activity  budget,  is  important 
enough  to  warrant  separate  attention. 

Budget  Constraints 

A  program  should  be  structured  so  that  growth  and 
success  are  rewarded  with  commensurate  financial  and 
staffing  assistance.  This  philosophy  will  lead  to  greater 
success  which  will  be  evident  to  both  leaders  and 
participants.  Outcome  accountability  procedures  must 
be  able  to  establish  whether  budget  constraints  unduly 
affect  a  potentially  successful  program  outcome  and 
leader  effectiveness. 

Is  the  entire  program — and  a  specific  activity  in 


particular — operating  first-class  or  on  a  shoestring 
budget?  What  is  the  effect  of  financial  considerations?  Is 
the  leader  free  to  purchase  films,  bring  in  guest  speakers, 
buy  motivational  prizes,  have  equipment  properly  main¬ 
tained,  and  so  forth?  If  not,  even  a  talented  and  dedi¬ 
cated  leader  will  achieve  only  limited  success. 

When  reviewing  budgetary  constraints,  it  is  also  wise 
to  consider  what  portion  of  activity  costs  is  incurred 
directly  by  the  activity  leader  (in  salary,  for  example)  and 
what  portion  is  devoted  to  activity-related  needs.  You 
must  also  decide  whether  budget  constraints  will  be 
considered  a  negative  factor  in  assessing  the  perfor¬ 
mance  of  a  leader,  if  he/she  draws  the  major  portion  of 
the  activity  budget  as  salary. 

All  of  the  preceding  questions  must  be  answered  by 
all  parties  concerned  if  you  hope  to  implement  outcome 
accountability. 

Improving  Your  Program 

We  have  attempted  here  to  dissect  the  network  of 
relationships  that  exists  when  you  begin  to  consider  out¬ 
come  accountability  of  an  activity  leader.  As  the  recrea¬ 
tion  director,  you  must  consider  not  only  the  leader  but 
also  the  participants  and  the  program  itself.  Further,  an 
overriding  principle  in  evaluation,  and  hence  accounta¬ 
bility,  is  that  the  concerned  parties  must  agree  in  ad¬ 
vance  to  the  criteria  that  will  be  used  to  determine  ac¬ 
ceptability.  The  result  of  all  this  negotiation  should  be  a 
fair  outcome  accountability  assessment  which  can  lead  to 
better  program  planning  and  direction.  It  can  provide  a 
method  whereby  the  administrator,  leaders  and  partici¬ 
pants  all  contribute  to  the  planning  of  the  program. 

Robert  S.  Wanzel,  Ph.D.  is  Chairman  of  Sports  Ad¬ 
ministration  for  Laurentian  University  in  Sudbury,  On¬ 
tario.  He  has  contributed  earlier  research-based  articles 
to  RM.  He  is  a  member  of  the  Board  of  Trustees  of  the 
National  Industrial  Recreation  Research  and  Education 
Foundation.  PHI 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 


HUGHES 


"VC"f  S  AiRCR 


Quaker 


Texas  Instruments 


INCORPORATED 


National  Industrial 
Recreation  Associate- n 


22 


RM,  August,  1 978 


TRW 


DEFENSE  &  SPACE  SYSTEMS  GROUP 


Frigidaire 


SUNDSTRfiND 


A 


JJ  IL 

=^j=  Pitney  Bowes 


Babcock  &  Wilcox 


ATWOOD 


THE  HARTFORD 

First  International  Bancshares,  Inc. 


OWENS/CORNING 

FlBERGLAS 


\€ooiA\ 


>  Honeywell  RARSOl 

yf  j  Green  Bay  Packaging  Inc- 

t#  Baltelle  Salt  River  Project  I 


Columbus  Division 


WATER  ♦  POWER 


An  American-Standard  Company 


Hi 


National  C±lphnson 


rLUUK 


KOHLER 


Cabrillo 

Medical 

Center 


JBT  PROPULSION  LABORATORY 


BAXTER  TRAVENOL 


SERVICE 


FELzPRO 


•  rt mam 

•/  V  Hf 

)  *••;;; 

ROCHESTER 

TELEPHONE 

Raybestos  ^Manhattan 

100  OAKVIEW  DRIVE  Hiia  TRUMBULL,  CONN.  06611 

*> 


Bankers  Life 
and  Casualty 

Chicago,  Illinois  606T0 

f.  r.  r 

A  A  Ia  MacArthur 
■  ■  ■Company 


FISCHER 

‘PORTER 


Ashland, 


associate  profile 


Ad-Lit  Distributing  Co. 

creates  a  vacation  library 

Any  recreation  program  can  offer  leisure  travel  bene¬ 
fits  to  employees.  Some  plan  extensive  group  travel. 
Others  concentrate  on  short  trips.  Whatever  the  size  of 
your  travel  program,  your  office  becomes  the  center  for 
travel  information  of  all  kinds.  This  is  why  Ad-Lit  Distrib¬ 
uting  can  help  you,  even  if  you  presently  offer  no 
organized  travel  activities. 

Ad-Lit's  business  is  brochure  distribution.  The  com¬ 
pany  distributes  and  displays  recreation  industry  infor¬ 
mation  in  locations  which  are  frequented  by  potential 
customers.  While  you,  as  recreation  director,  are  search¬ 
ing  for  easy-to-administer  travel  benefits,  Ad-Lit's  vaca¬ 
tion  suppliers  are  searching  for  new  ways  to  disseminate 
their  literature.  In  effect,  Ad-Lit  acts  as  a  liaison  between 
the  recreation  industry  andjhe  vacationing  public. 

Through  Ad-Lit,  recreation  enterprises  are  able  to 
reach  skiers  and  campers  via  sport  and  ski  shop  displays. 
They  contact  traveling  tourists  through  highway  distribu¬ 
tion  as  well  as  displays  along  the  major  road  systems. 
They  gain  the  attention  of  distination  tourists  through 


total-area  distribution  in  vacation  centers. 

In  order  for  recreation  enterprises  to  reach  tourists 
who  wish  to  prearrange  their  vacations,  Ad-Lit  is  now 
expanding  into  special  industrial  distribution.  Attractive 
Ad-Lit  display  racks  can  be  placed  in  your  office,  the 
employee  cafeteria,  lounge  areas  or  any  location  where 
employees  will  be  able  to  browse  for  ideas  and  informa¬ 
tion.  Ad-Lit  racks  provide  another  visible  and  welcome 
employee  service  at  no  expense  to  the  recreation  or¬ 
ganization. 

Ad-Lit  specializes  in  Midwestern  and  Rocky  Mountain 
information.  The  company  supports  the  recreation  indus¬ 
try  in  these  areas  through  membership  in  such  organiza¬ 
tions  as  Central  Ski  Areas  Association,  Midwest  Ski 
Areas  Association,  Wisconsin  Associations  of 
Campground  Owners,  and  various  chambers  of  com¬ 
merce.  The  company  is  proud  to  be  a  part  of  the  Na¬ 
tional  Industrial  Recreation  Association  and  looks  for¬ 
ward  to  working  with  recreation  directors  in  providing 
information  for  them  and  their  employee  groups. 

For  further  information  regarding  services  of  Ad-Lit 
Distributing  Company,  Inc.  write  to  Linda  Zimmerman 
at  P.O.  Box  284,  Wisconsin  Dells,  Wisconsin,  53965  or 
call  her  at  (608)  254-8770.  IHI 
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Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QWe  have  had  a  question  regarding  the  author- 
•  ity  and  purpose  of  our  employee  associa¬ 
tion's  board  of  directors,  on  the  one  hand,  and 
the  club  officers  on  the  other.  Some  of  the  offi¬ 
cers  feel  there  is  no  real  need  for  a  board  of  direc¬ 
tors  inasmuch  as  the  officers  can  carry  out  the  as¬ 
sociation's  policy  making  requirements.  Is  there  any 
simple  definition  of  the  purpose  of  each  group  which 
we  might  be  able  to  use?  When  working  with  volun¬ 
teer  officers  and  committees,  we  have  found  that 
some  of  them  feel  there  are  too  many  restrictions 
and  formal  arrangements  between  them  and  the  as¬ 
sociation's  board.  Because  of  this  problem,  we  are 
afraid  that  some  of  them  may  become  unhappy  with 
their  assignments. 

RThe  board  of  directors  in  any  business  or 
•  association  is  the  primary  policy  making 
body.  It  is  not  expected  to  carry  out  the  policies 
nor  do  the  routine  work  of  the  organization.  Your 
officers  and  leaders  must  handle  day-to-day  matters 
within  the  policies  established  by  the  board. 

When  selecting  candidates  for  the  board,  atten¬ 
tion  should  be  given  to  the  caliber,  knowledge  and 
experience  of  each  person  considered.  A  useful 
cross-section  of  talents  will  serve  you  best.  Try  to  en¬ 
list  experts,  if  possible,  in  finance,  organization,  law, 
public  relations,  communications,  accounting,  busi¬ 
ness  and  government.  Board  members  should  be  will¬ 
ing  to  devote  the  necessary  time  and  effort  to  give 
direction,  develop  policies  and  formulate  guidelines 
for  the  organization  to  follow.  The  officers  of  the 
company  or  association  must  be  more  concerned 
with  the  application  of  board  policies  by  directing 
both  paid  and  volunteer  staff  personnel  in  their  as¬ 
signments. 

Each  officer  of  your  organization  must  have  a  writ¬ 
ten  job  description  and  should  be  relied  upon  to  carry 
out  the  functions  outlined  in  it  with  some  latitude. 


Your  president,  the  person  responsible  for  organiza¬ 
tional  management,  must  oversee  the  total  operation 
and  be  able  to  delegate  assignments  to  officers  and 
staff  for  the  desired  results.  The  president  must  serve 
the  membership  at  large  and  represent  the  organiza¬ 
tion  in  matters  of  public  relations  and  membership 
support.  This  requires  that  the  president  maintain  a 
close  relationship  with  both  board  and  staff.  The  top 
officer  must  be  respected  by  both  and  able  to  accom¬ 
plish  the  goals  and  objectives  of  the  entire  program 
with  determination  and  a  firm  approach  without 
being  dictatorial. 

The  paid  staff  members  of  any  organization  are 
the  workhorses.  Only  when  dedicated  personnel  can 
be  found  for  these  assignments  will  there  be  success 
and  growth  in  your  organization.  Without  doubt, 
each  staff  person  must  also  be  experienced  in  his 
or  her  phase  of  the  operation. 

Volunteer  staff  members  and  committees  are 
another  matter.  Here,  care  must  be  exercised  to  con¬ 
trol  performance  while  maintaining  enthusiasm  and 
support.  The  most  effective  manner  to  maintain  good 
organizational  structure  and  accomplish  the  many 
tasks  required  of  a  good  recreation  association  is  to 
hold  officer  and  staff  instructional  sessions.  Such 
classes  should  be  held  annually,  preferably  at  the 
time  of  turnover  in  officers  and  board  members.  Each 
segment  of  the  various  assignments  must  be 
thoroughly  explained  and  understood. 

Whenever  possible,  each  phase  of  operations 
should  be  described  in  a  manual  for  the  training  of 
new  members  or  replacements.  A  current  case 
and  project  file  should  be  kept  for  reference  in  mak¬ 
ing  decisions  and  formulating  policies.  After  each  ac¬ 
tivity  or  project  is  concluded,  a  summary  of  any  prob¬ 
lem  areas  should  be  recorded  in  such  a  file  along  with 
circumstances  that  required  special  handling  or  con¬ 
siderations.  This  record-keeping  helps  administrators 
and  leaders  avoid  duplication  of  problem-causing 
situations  and  helps  establish  procedures  to  follow  in 
the  future. 

When  drafting  board  policies  and  procedures, 
make  sure  to  spell  out  the  duties  of  everyone  in¬ 
volved.  Provide  a  means  by  which  to  remove  a  non¬ 
functioning  member  and  still  retain  his  or  her  support. 
Paid  staff  personnel  should  be  evaluated  at  least  an¬ 
nually  and  rated  in  accordance  with  established  writ¬ 
ten  standards.  Paid  directors  or  managers  should  be 

continued  on  following  page 
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You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 


President 
National  Industrial 
Recreation  Association 


Ideas  Clinic 

continued 


hired  on  a  contractual  basis. 

The  chairman  of  the  board  or  personnel  commit¬ 
tee  chairman  should  conduct  an  annual  evaluation  of 
the  director  and  review  it  with  him  or  her,  setting  times 
and  conditions  for  improvements  and  complimenting 
satisfactory  and  outstanding  work.  All  officers,  board 
members  and  volunteer  staff  personnel  should  have 
the  opportunity  to  be  publicly  honored  and  receive 
some  form  of  recognition  for  their  time  and  efforts. 
Paid  staff  personnel  should  be  complimented  and 
given  opportunities  for  wage  increases  or  promotions 
when  their  performance  warrants  these,  benefits. 

All  personnel,  whether  hired  or  volunteer,  must 
use  the  proper  channels  of  communication  and  direc¬ 
tion  in  assignments,  duties,  complaints,  suggestions 
or  recommendations.  If  you  make  a  serious  and  con¬ 
tinuous  effort  to  keep  procedures  sensible,  simple, 
and  consistent,  this  should  not  be  unduly  difficult. 

The  membership  at  large  cannot  be  involved  di¬ 
rectly  with  the  inner  workings  of  the  board,  staff  or 
committees.  Members  should  be  able  to  channel  their 
requests,  suggestions,  criticisms,  and  recommenda¬ 
tions  through  their  elected  officers,  director  or 
manager.  Such  communications  should  be  acknowl¬ 
edged,  considered  seriously  and  acted  upon.  Ave¬ 
nues  of  communication  with  all  members  and 
employees  should  be  clearly  defined  and  easily 
accessible. 

Because  officers  and  board  members  change 
more  frequently  than  staff  personnel,  a  past  presidents 
advisory  committee  should  be  established  to  review 
actions  and  procedures  and  assist  active  officers.  The 
advisory  committee  will  assure  that  all  carry-over 
projects  and  enacted  policies  continue  to  be  adminis¬ 
tered.  The  chairperson  should  meet  with  the  director, 
personnel  committee  chairman  and  board  chairman 
each  year  to  review  the  recommendations  and  find¬ 
ings  of  the  committee. 

Failure  to  establish  management  guidelines,  job 
specifications,  evaluation  procedures,  personnel 
policies  and  operational  inventories  will  retard  the 
progress  of  the  organization  and  create  substantial 
problem  areas.  There  is  always  a  danger  of  your 
board's  over-reacting  and  involving  itself  in  details  of 
the  operation  that  should  be  the  staff's  or  volunteer 
leaders'  responsibility.  It  is  the  recreation  director's 
responsibility  to  steer  the  board  clear  of  such  danger¬ 
ous  waters. 


The  "Ideas  Clinic"  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  Wacker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
312/346-7575.  I’m 
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©  SERVICES  &  ACTIVITIES 

V _ / 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  o( 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  “Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs, 
industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/  University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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Productivity  and 


Fitness 


The  1978 

National  Conference 


A  record  high  number  of  delegates 
returned  home  after  the  1978 
NIRA  Conference  and  Exhibit  with 
new  ideas  and  fresh  information  to 
improve  their  employee  programs.  A 
new  high  number  of  first-time  atten¬ 
dees,  too,  contributed  to  the  vitality 
of  the  Dallas  event,  held  May  1 8-23, 
1978. 

Delegates  arrived  at  the  North- 
Park  Inn  and  registered  on  Thursday, 
May  18.  Golf  and  tennis  tourna¬ 
ments,  under  the  direction  of  Troy 


Mauldin  and  Leroy  Hollins  of  Texas 
Instruments'  Texins  Association,  en¬ 
rolled  more  than  50  participants.  An 
afternoon  tour  of  the  Aerobic  Center 
in  Dallas  gave  Thursday  arrivees  a 
glimpse  of  a  top-notch  fitness  train¬ 
ing  facility.  The  official  Conference 
opening  that  evening  took  place  at 
Ranchland.  The  working  guest  ranch 
served  a  barbecue  dinner  and  pro¬ 
vided  dancing  and  a  mini-rodeo  for 
the  NIRA  crowd. 

The  1978  Conference  program. 


under  the  chairmanship  of  Richard 
Brown,  CIRA  (Texas  Instruments, 
Inc.)  placed  employee  programs  in  a 
modern  corporate  context.  This 
year's  Conference  theme,  "Em¬ 
ployee  Recreation  and  Fitness — The 
Formula  for  Productivity",  set  the 
tone  for  the  six-day  event.  Educa¬ 
tional  sessions  explored  a  wide 
range  of  recreation  and  services  and 
their  real  effect  on  productivity.  Spe¬ 
cial  tours  and  events  throughout  the 
Conference  provided  first-hand  in¬ 
formation  and  entertainment  for  del¬ 
egates  and  their  spouses. 

The  Spouses  Program,  led  by  Rita 
Ashley  of  Dallas,  was  coordinated 
with  the  delegates'  events.  Many 
special  activities  kept  spouses  busy 
throughout  the  Conference.  Among 
them  were  a  tour  of  Dallas,  a  varied 
shopping  tour,  and  a  fashion  show  at 
the  city's  famous  Bagatelle  Restau¬ 
rant.  Ferdinand  Luna  of  the  Federal 
Trade  Commission  in  Dallas  spoke 
to  spouses  about  deceptive  trade 
practices  on  Saturday,  May  20.  The 
following  day,  a  panel  of  four  NIRA 
spouses  discussed  recreation  and  em¬ 
ployee  services  from  the  spouse's 
point  of  view.  Serving  on  the  panel 
were  Dominic  Bucca,  Patricia 
Compton,  Marie  McClure  and 
Betty  Wattenberger. 

*  *  * 


A  surprise  helicopter  ride  brought  NIRA  President  Fritz  Merrell,  CIRA 
(center/right)  and  his  wife,  Virginia  (left)  to  the  NorthPark  Inn.  Waiting  to 
welcome  them  were  President-Elect  Richard  Brown,  CIRA  and  the  Merrells' 
daughter,  Rita  Ashley. 
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First-time  delegates  and  Dallas-Ft.  Worth  members  swelled  Conference  attendance  to  a  record  number. 


With  a  record  number  of  hours 
in  the  delegates'  schedule  devoted 
to  educational  sessions,  the  1978 
Conference  was  most  memorable  for 
its  professional  development  pro¬ 
gram. 

On  Friday  morning,  May  19, 
NIRA  delegates  breakfasted  with 
members  of  their  own  regions.  Vot¬ 
ing  members  chose  new  Directors  to 
serve  on  the  1978-79  Board  of  Di¬ 
rectors.  The  new  Board  is  listed  on 
the  "Contents"  page  of  this  issue. 
Delegates  in  Regions  II,  III  and  VII 
also  discussed  their  1978  regional 
Conferences,  scheduled  for  this  fall. 
(See  "NIRA  News".) 

James  H.  Floke,  President  of  Prac¬ 
tical  Management  Consultants, 
struck  the  Conference  theme  of  pro¬ 
ductivity  in  his  keynote  speech,  Fri¬ 
day  morning.  Hoke  enumerated  the 
vital  elements  of  any  recreation  pro¬ 
gram  that  succeeds  in  boosting  pro¬ 
ductivity.  Nearly  all  delegates  heard 
him  describe  some  activities  they 
already  offer  and  several  they  should 
plan  to  provide  in  the  future.  Hoke's 
keynote  is  published  in  this  issue. 

New  members  and  first-time  dele¬ 
gates  were  heartened  by  hearing 
NIRA  Assistant  Executive  Director 
Michael  Brown,  CIRA  recall  his  own 
bewildering  experience  as  a  first¬ 
time  delegate  several  years  ago. 
NIRA  Vice  President  of  Membership 


Ken  Wattenberger,  CIRA  (Lockheed 
California)  assisted  Brown  with  an 
overview  of  NIRA  services. 

The  best  in  our  profession  took  a 
bow  at  the  annual  Management 
Luncheon,  May  19.  Heading  the  list 
was  1978  NIRA  Employer  of  the 
Year  John  W.  Kluge,  Chairman  of 
the  Board  and  President  of  Met¬ 
romedia,  Inc.  Kluge  accepted  the 
award  for  his  outstanding  executive 
support  of  employee  recreation  and 
services.  The  afternoon  affair  also 
included  the  formal  induction  of 
new  Certified  Industrial  Recreation 
administrators  (CIRA's)  and  Leaders 
(CIRL's).  The  best  of  employee  pro¬ 
grams  and  activities  as  well  as  out¬ 
standing  individual  contributors  to 
the  profession  received  their  awards 
at  the  Luncheon  as  well. 

Also  on  May  19,  the  NIRA 
"Swap  Shop"  opened  with  a  room 
full  of  publications  donated  by 
member  companies.  Delegates  vis¬ 
ited  the  "Swap  Shop"  throughout 
the  Conference  to  review  other  or¬ 
ganizations'  programs  and  discuss 
common  interests  with  fellow  dele¬ 
gates.  Many  delegates  tried  clay 
target  shooting  for  the  first  time,  Fri¬ 
day,  at  the  Texins  Rod  and  Gun 
Club,  courtesy  of  Remington  Arms. 
On  Friday,  too,  the  grand  opening  of 
the  Exhibit  Hall  gave  delegates  and 
exhibitors  their  first  opportunity  to 
meet  personally.  The  exhibit  hall 


opened  periodically  throughout  the 
Conference,  with  enough  time  al¬ 
lowed  for  every  delegate  to  meet 
every  exhibitor. 

*  *  * 

Physical  Fitness  Institute  Day 

Saturday,  May  20  was  devoted 
to  the  hottest  issue  before  employee 
recreation  and  services  professionals 
today:  employee  fitness  programs. 
Six  sessions,  under  the  chairmanship 
of  Ken  White,  CIRA  (Rockwell  Inter¬ 
national)  gave  delegates  a  compre¬ 
hensive  introduction  to  fitness  pro¬ 
grams  and  their  effect  on  productivity. 
Sessions  ran,  for  the  most  part,  con¬ 
currently  with  other  activities.  They 
covered: 

•  "Employee  fitness  and  its  Effect 
on  Productivity,"  an  introductory 
session,  feature  Russell  Harris, 
Executive  Director  of  the  Houstonian 
Foundation.  The  Houstonian  is  a 
progressive  fitness  and  productivity 
study  center  in  Houston,  Texas. 

•  Dr.  Pat  Ryan,  Associate  Execu¬ 
tive  of  the  Town  North  YMCA  in 
Dallas,  gave  delegates  an  insight 
into  cooperative  recreation  and  fit¬ 
ness  possibilities  with  local  "Y's"  in 
his  session  entitled  "YMCA  Fitness 
Programs  in  the  Industrial  Setting." 


continued 
on  following  page 
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National  Conference  continued 


•  “Selling  an  Exercise  Program  to 
the  Corporation  and  its  Executives" 
was  the  important  topic  covered  by 
David  Culbertson.  An  Executive 
Vice  President  of  Xerox  Corporation, 
Culbertson  told  delegates  what  sold 
him  on  such  a  program. 

•  Ken  White,  CIRA  gave  dele¬ 
gates  an  excellent  insight  into  the 
"Components  and  Staffing  of  a  Fit¬ 
ness  Program."  His  remarks  were 
condensed  for  an  article  in  the  July 
1 978  issue  of  R.M. 

•  Keynoter  James  Hoke  played  a 
wild  card  for  his  contribution  to  the 
Fitness  Institute.  In  his  session  on 
"Stress  Elimination,"  Hoke  demon¬ 
strated  the  effects  of  hypnotic 
suggestion.  In  a  session  that  was  the 
highlight  of  the  program  for  many 
delegates,  Hoke  led  several  hyp¬ 
notized  delegates  through  an  imagi¬ 
nary  horse  race  in  which  their  wildest 
hopes  were  raised  and  dashed  be¬ 
fore  the  incredulous  NIRA  audience. 
The  session  demonstrated  the  tre¬ 
mendous  power  of  the  mind  over 
the  body.  Hoke  will  elaborate  on 
the  topic  as  it  relates  to  stress  at  the 
October  4  Region  III  Conference 
in  suburban  Chicago. 


•  Dr.  Jim  Key,  an  orthopedic 
surgeon,  gave  a  layman's  introduc¬ 
tion  to  the  "Medical  Considerations 
in  an  Employee  Fitness  Program." 
Key,  who  has  worked  with  profes¬ 
sional  athletes  as  well  as  participants 
in  employee  fitness  programs,  ex¬ 
plained  the  benefits  and  potential 
hazards  of  fitness  training. 

Delegates  were  faced  with  dif¬ 
ficult  choices  Saturday,  for  several 
interesting  educational  sessions  ran 
concurrently  with  the  Fitness  Insti¬ 
tute. 

A  benefit  analysis  of  the  industrial 
recreation  setting  was  presented  a 
series  of  papers  Saturday  afternoon. 
Much  of  the  material  presented  will 
be  published  in  Recreation  Man¬ 
agement,  beginning  with  this  issue. 
A  panel  of  recreation  professionals 
and  researchers  at  the  session  de¬ 
fined  accountability,  explained  how 
administrators  and  leaders  must  be 
evaluated  against  accountability 
standards,  and  gave  a  case  history  of 
an  employee  interest  survey  done  for 
the  Xerox  Recreation  Association. 
Participating  in  the  session  were 
William  DeCarlo,  CIRA  of  Xerox 


Corp.  With  him  were  Robert 
Wanzel,  PH.D.,  a  professor  with 
Laurentian  University  in  Ontario, 
and  Michael  Whitlock  and  David 
Groves,  Ph.D.  of  the  State  University 
of  New  York  at  Brockport. 

Also  on  Saturday,  a  panel  of  legal 
and  recreation  experts  discussed 
legal  considerations  in  recreation 
programs.  They  answered  delegates' 
questions  on  liability,  taxes  and 
other  topics  of  immediate  concern  to 
recreation  directors.  In  a  related  ses¬ 
sion,  Carole  Allen,  CIRA  (Naval  Air 
Station,  North  Island)  and  Alan  Be- 
nedeck  (Allstate  Insurance  Co.)  out¬ 
lined  pending  legislation  which 
could  affect  employee  programs. 
Monte  Huffman  of  Cummins  Engine 
Co.  and  Bernie  Watts  from 
Goodyear  Tire  and  Rubber  Co. 
cooperated  on  a  session  about  rec¬ 
reation  and  labor  unions.  Both  men 
have  dealt  extensively  with  unions 
in  their  programs.  Stephen  Waltz, 
CIRA,  NIRA  Vice  President  of  Tour¬ 
naments  and  Services,  gave  first¬ 
time  delegates  a  description  of  the 
services  he  administers. 

*  *  * 

Sunday,  May  21,  opened  with  the 
traditional  CIRA/L  breakfast.  The  cer¬ 
tified  elite's  gathering  this  year  in¬ 
cluded  a  business  meeting  of  the  Na¬ 
tional  Industrial  Recreation  Research 
and  Education  Foundation  (NIRREF) 
in  which  all  CIRA's  hold  voting 
membership.  Under  the  chairman¬ 
ship  of  Bill  DeCarlo,  CIRA,  the  group 
elected  a  new  Board  of  Trustees  for  a 
series  of  staggered  terms: 

One  Year 

Roy  McClure,  CIRA 

Lockheed  Georgia  Co. 

Two  Years 

Richard  Wilsman,  CIRA 

Johnson  Wax 

Arthur  Conrad,  CIRA 

Flick-Reedy  Corp. 

Three  Years 

Robert  Wanzel,  Ph.D. 

Laurentian  University 
David  Groves,  Ph.D. 

State  University  of  New  York 
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Four  Years 

Edward  Hilbert,  CIRA 

Battelle  Memorial  Institute 
Nelson  Ellsworth 

Province  of  Nova  Scotia 

The  certified  professionals  and 
leaders  also  elected  John  Tutko, 
CIRA  (Headquarters,  U.S.  Air  Force) 
to  another  term  as  CIRA/L  Director. 

All  delegates  gathered  later  Sun¬ 
day  morning  for  the  Annual  Meeting 
and  election  of  officers.  The  voters 
elected  Kirt  T.  Compton,  CIRA 
(Eastman  Kodak)  as  President-Elect. 
He  joined  the  Board  immediately 
and  will  take  office  as  1 979-80  NIRA 
President  next  May.  Elected  for 
two-year  terms  were  Vice  President 
of  Finance  Jerre  Yoder  (General 
Dynamics,  Ft.  Worth),  Vice  Presi¬ 
dent  of  Public  Relations  Arthur  Con¬ 
rad,  CIRA  (Flick-Reedy  Corp.),  and 
Vice  President  of  Research  and  Edu¬ 
cation  Edward  Hilbert,  CIRA  (Bat¬ 
telle  Memorial  Institute). 

On  Sunday  afternoon,  delegates 
toured  two  of  the  finest  employee 
recreation  facilities  in  North 
America.  Texas  Instruments  in  Dal¬ 
las  and  General  Dynamics  in 
neighboring  Ft.  Worth  opened  their 
doors  to  NIRA  visitors.  Programs  at 
both  facilities  have  earned  the 
NIRA/Citizens  Savings  Awards  for 
overall  excellence.  In  the  evening, 
delegates  became  kids  again  as  they 
enjoyed  an  evening,  including  a 
chicken  dinner,  at  Six  Flags  Over 
Texas. 


*  *  * 

Monday,  May  22  offered  NIRA 
people  a  smorgasbord  of  practical, 
how-to  sessions.  Chris  Deleporte, 
Director  of  the  U.S.  Heritage  Con¬ 
servation  and  Recreation  Service, 
gave  government's  perspective  on 
public/private/industry/community 
cooperation  for  recreation.  Art  Ber¬ 
man  of  Worldways/Hawaiian  Holi¬ 
days  did  a  reprise  of  his  popular  and 
informative  1977  session  on  the  "al¬ 
phabet  soup"  of  group  air  travel  op¬ 
tions.  John  Hill,  M.D.  of  Kodak 
Canada  and  Kay  Simmons  of  the 
American  Lung  Association  teamed 
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Kluge  accepts  top  1978  honors 
as  NIRA  Employer  of  the  Year 


John  W.  Kluge  (right)  received  the  highest  executive  award  for  em¬ 
ployee  recreation  and  services  from  1977-78  NIRA  President  Fritz  J. 
Merrell,  CIRA.  Kluge's  acceptance  opened  the  May  19  NIRA  Awards 
Luncheon. 

John  W.  Kluge  accepted  NIRA's  highest  individual  honor  as 
Employer  of  the  Year  at  the  1978  Management  Luncheon,  May  19. 
Kluge  is  Chairman  of  the  Board  and  President  of  Metromedia,  Inc., 
the  leading  non-network  broadcasting  group  in  the  United  States. 

"1  am  pleased  and  honored  to  accept  this  award,"  said  Kluge. 
"Metromedia  has  always  encouraged  organized  recreation  and  enter¬ 
tainment  activities  among  its  employees.  You  might  say  it's  a  'natural' 
for  us  because  so  much  of  our  business  centers  around  providing 
others  with  entertainment  and  recreation. 

"Our  people  are  very  important  to  us.  Because  we  are  a  services 
company  and  a  good  deal  of  our  work  is  creative,  our  principal  assets 
are  the  ideas,  talents  and  experience  of  our  employees.  We  are  a  com¬ 
pany.  of  some  4,300  men  and  women  deployed  in  10  different  divi¬ 
sions  and  subsidiaries  with  major  operating  units  in  many  cities 
throughout  the  United  States.  Our  organized  recreation  includes  some 
50  teams  engaged  in  athletic  competition  both  within  the  company 
and  with  other  'outside'  teams.  In  addition  to  this,  there  are  numerous 
organized  tournaments  in  virtually  every  sport. 

"Metromedia  has  encouraged  this  activity,  but  1  am  particularly 
pleased  to  note  that  the  impetus  has  come  from  our  employees  them¬ 
selves.  Our  people  want  to  enjoy  themselves.  I  think  this  is  a  very 
positive  indication." 
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National  Conference  continued 


Six  Flags  served  a  fried  chicken  dinner  for  NIRA  delegates  before  they  toured 
the  famous  theme  park  near  Dallas. 


NIRA  delegates  tried  calf  roping  in 
Ranchland's  corral. 


up  for  a  session  on  alcohol,  drug  and 
tobacco  counseling.  A  panel  of 
NIRA  members,  including  Elizabeth 
Burchard,  CIRA  (Northwestern  Bell), 
Frank  Flavlicek  (Motorola)  and  Bob¬ 
bie  Hildenbrand  (Nationwide  Insur¬ 
ance)  gave  some  home  office  point¬ 
ers  on  working  with  branch  plants. 
Urban  recreation  directors  Gloria 
Boyles,  (Union  Carbide)  of  New 
York  and  Susan  Siwicki,  CIRA 
(Bankers  Life  and  Casualty  Co.)  from 
Chicago  teamed  for  a  session  on  rec¬ 
reation  programs  in  the  city.  Experi¬ 
enced  Industrial  Recreation  Council 
leaders  explained  the  benefits  of 
council  affiliation.  Included  on  the 
panel  were  Jim  Gibbons  of  the 
Dallas-Ft.  Worth  Metroplex  Recrea¬ 
tion  Council;  Tim  Shroyer,  CIRA  of 
the  Dayton  Industrial  Athletic  As¬ 
sociation;  Phyllis  Smith,  CIRA  of  the 
Orange  County  IRC  and  Andy  Thon 
from  the  Milwaukee  IRC.  Delegates 
who  attended  the  1977  Region  II 
Conference  and  Exhibit  last  fall  were 
happy  to  meet  Jack  Baughn  again  at 
the  Dallas  Conference.  Baughn,  who 
is  Vice  President  of  Personnel  for 
Nationwide  Insurance,  gave  dele¬ 
gates  a  top  management  perspective 
on  recreation  and  employee  ser¬ 
vices.  Baughn's  1977  remarks  are 
published  in  the  December/January 


1 978  issue  of  RM. 

The  Monday  afternoon  Awards 
Luncheon  acknowledged  the  win¬ 
ners  of  NIRA  tournaments  and  con¬ 
tests,  including  top  shooters  in  the 
NIRA/National  Rifle  Association 
Rifle/Pistol  Tournament.  Abundant 
exhibitor  door  prizes  were  presented 
with  good  humor  by  Mary  Graziano 
of  Prudential  Insurance  Co.  and  J.  D. 
Hamilton  of  Goodyear  Atomic  Corp. 

Monday  evening  saw  1977-78 
NIRA  President  Fritz  J.  Merrell, 
CIRA  (Olin  Corp.)  present  his  gavel 
to  1978-79  President  Richard  M. 
Brown,  CIRA  (Texas  Instruments, 
Inc.).  The  occasion  was  the  annual 
President's  Ball,  honoring  both  men. 
Dick  Zaborski  of  Pabst  Brewing  Co. 
emceed  the  festivities. 

*  *  * 

Tuesday,  May  23  opened  with  a 
morning  session  on  successful  pub¬ 
licity  techniques  featuring  NIRA 
Consultant  Melvin  Byers,  CIRA  and 
Joe  Smith,  CIRA  of  Puget  Sound 
Naval  Shipyard.  NIRA  Past  President 
Edward  Bruno,  CIRA  of  3M  Com¬ 
pany  offered  a  session  on  income 
sources,  whi  le  Bill  Bruce  of  Motorola 
chaired  a  session  on  liability  in  rec¬ 
reation  programs. 


Concurrent  workshops  for  the  re¬ 
mainder  of  the  morning  revolved 
around  programming  questions. 
Delegates  had  their  choice  of  three 
different  workshops,  determined  by 
size  of  company.  Moderators  for  the 
three  sessions  were  Don  Jones,  CIRL 
(Cabrillo  Medical  Center),  Bill  O'Keefe 
(Falk  Corp.)  and  Alice  Bucca  (Digital 
Equipment). 

1978-79  NIRA  President  Dick 
Brown,  CIRA  brought  the  1978  Con¬ 
ference  to  a  close  late  Tuesday 
morning  with  a  call  for  profes¬ 
sionalism,  both  in  the  field  of  em¬ 
ployee  recreation,  fitness  and  ser¬ 
vices  and  in  NIRA  itself. 

"Recognize  your  importance  to 
your  organizations,"  Brown  told  the 
delegates.  "Stay  abreast  of  the  latest 
developments  in  our  field  and  make 
an  effort  to  meet  other  professionals 
to  exchange  ideas.  This  Conference 
is  evidence  of  how  much  we  can  ac¬ 
complish  toward  that  goal,"  he  con¬ 
cluded. 

President-Elect  Kirt  Compton, 
CIRA  took  the  podium  at  the  con¬ 
cluding  moment  to  invite  the  dele¬ 
gates  and  spouses  present,  as  well  as 
all  NIRA  members,  to  the  39th  An¬ 
nual  NIRA  Conference  and  Exhibit, 
May  17-22,  1979  at  the  Americana 
of  Rochester,  New  York. 
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S  "equipment  and  programs  in-  Delegates'  questions  sparked  educational  session  discussions 


terested  all  delegates. 
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National  Conference  continued 


Our  thanks  to  the  following  suppliers  who  donated 
prizes  for  the  1978  Conference  and  Exhibit: 


Awards  by  Kaydan 
American  District  Telegraph 
Beach  Club  Hotel 
Bronson  Pharmaceuticals 
Caruth  Properties  of  Florida 
Costa  Line,  Inc. 
Detect-A-Tronics,  Inc. 
Encyclopaedia  Britannica 
Coif  Digest/Tennis  Digest 
Groups  International,  Inc. 
International  Travel  Card,  Inc. 
King  Louie  International,  Inc. 


Magic  Kingdom  Club 
Medical  Datamation,  Inc. 
National  Rifle  Association 
Nautilus  Equipment,  Inc. 
Remington  Arms  Company,  Inc. 
Shanker  Industries,  Inc. 

Stars  Hall  of  Fame 
Tides  Hotel  and  Bath  Club 
Trailways  Tours,  Inc. 
TraveLodge  International,  Inc. 
World  Golf  Association 
Worldways/Hawaiian  Holidays 


President-Elect  Kirt  Compton,  CIRA 
invited  delegates  to  Rochester,  mi 


1979  Program  Chairman  Steve  Edgerton,  CIRA  (center)  with  Richard  Brown, 
CIRA  (right)  and  NIRA  Executive  Director  Patrick  Stinson. 
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1977-78  BOARD  OF  DIRECTORS 
SPRING  MEETING 


The  1977-78  NIRA  Board  of  Directors  held  its  final 
meeting  May  18,  1978  at  the  NorthPark  Inn,  Dallas, 
Texas.  NIRA's  governing  body  directed  its  attention  to 
streamlining  Association  operations  and  planning  for  fu¬ 
ture  growth. 

Vice  President  of  Finance  Jerre  Yoder  (General 
Dynamics)  noted  that  the  recent  audit  report  filed  by 
LaFrance,  Walker,  Jackley  and  Saville  was  favorable.  The 
Finance  Committee  recommended  that  new  efforts  be 
made  to  identify  and  develop  more  potential  associate 
members,  advertisers  and  exhibitors  whose  products  and 
services  will  be  useful  to  NIRA  members. 

Educational  materials  for  recreation  administrators 
have  been  a  major  concern  of  the  Board  over  the  past 
year.  Vice  President  of  Research  and  Education  Edward 
Hilbert,  CIRA  (Battelle  Memorial  Institute)  brought  the 
Board  up  to  date  concerning  the  college  textbook  in 
preparation  (story,  page  4).  William  DeCarlo,  CIRA 
(Xerox)  Chairman  of  the  National  Industrial  Recreation 
Research  and  Education  Foundation,  reported  that  a  re¬ 
vised  "Annotated  Bibliography"  for  employee  recreation 
is  available  at  NIRA  headquarters. 

Regional  organization  efforts  have  accelerated  in  the 
past  year,  according  to  Vice  President  of  Regional  Man¬ 
agement  Al  Ward,  CIRA  (Owens-Coming  Fiberglas). 
Ward  commended  Regions  II,  III  and  VII  for  their  1977 
Conferences  and  offered  several  alternative  approaches 
for  other  regions  that  hope  to  hold  their  own  meetings. 
Following  the  lead  of  Region  III,  said  Ward,  other  re¬ 
gions  could  stage  one-day  seminars  on  particular  aspects 
of  employee  programs.  Regions  whose  resources  are 
limited  or  that  happen  to  have  relatively  few  Industrial 
Recreation  Councils,  he  continued,  may  want  to  join 
forces  for  a  combined  effort.  Ward's  committee,  with 
the  assistance  of  the  NIRA  staff,  will  continue  to  produce 
materials  to  assist  members  with  regional  meeting  plans. 

Future  growth  depends  upon  getting  out  the  word 
not  only  about  NIRA  but  also  about  the  need  for  em¬ 
ployee  programs  in  general.  To  help  members  promote 
the  Association,  the  Public  Relations  Committee,  under 
Vice  President  Art  Conrad,  CIRA  (Flick-Reedy  Corp.)  di¬ 
rected  the  preparation  of  a  speaker's  kit.  The  kit,  now 
available  from  NIRA  headquarters,  includes  information 
about  NIRA  as  well  as  general  background  materials  on 
employee  programs  and  supporting  statements  from 
business  and  industry  executives. 

The  entire  Board  complimented  NIRA  Secretary 
Elizabeth  Burchard,  CIRA  (Northwestern  Bell)  on  her 
preparation  of  the  first  "Annual  Report".  The  27-page 
publication  was  included  in  all  delegates'  packets. 

NIRA  Membership  increased  in  almost  all  areas 
during  the  Board's  term,  according  to  Vice  President  of 
Membership  Ken  Wattenberger,  CIRA  (Lockheed  Em¬ 
ployee  Recreation  Club).  The  increase  is  due,  in  large 


measure,  to  the  growth  of  Industrial  Recreation  Councils 
in  several  cities.  The  Board  adopted  a  new  set  of 
guidelines  for  their  organization  and  development. 

Immediate  Past  President  Roy  McClure,  CIRA 
(Lockheed-Georgia)  told  the  Board  that  too  few  NIRA 
members  are  willing  to  run  for  Association  offices.  As 
chairman  of  the  Nominations  and  Elections  Committee, 
McClure  reported  that  his  committee  had  contacted 
many  nominated  members,  searching  for  candidates  for 
NIRA  Executive  Committee  positions.  All  but  one  candi¬ 
date  in  each  category  declined  nomination,  because  (1) 
they  lacked  company  support  or  (2)  they  were  reluctant 
to  run  against  anyone  else.  The  first  problem  is  one  we 
should  work  throughout  the  year  to  correct,  said 
McClure.  The  second,  however,  is  a  poor  reason  for  not 
becoming  involved  and  one  that  can  only  reduce  the 
Association's  effectiveness  for  all  members.  McClure 
praised  the  qualifications  of  every  candidate  who  ac¬ 
cepted  nomination,  but  emphasized  strongly  his  feeling 
that  NIRA  voters  deserve  a  choice  in  every  election. 

The  most  lengthy  report  of  the  meeting  came  from 
Vice  President  of  Tournaments  and  Services  Stephen 
Waltz,  CIRA  (Cummins  Engine  Co.).  The  information  he 
summarized  for  the  Board  has  appeared  in  his  regular 
column,  "Tournament  News",  throughout  the  year. 

Professional  certification  standards  may  become 
more  stringent  in  coming  years,  according  to  CIRA/CIRL 
Director  John  Tutko,  CIRA  (Headquarters,  U.S.  Air 
Force).  Tutko  told  the  Board  that  industrial  psychologist 
John  Rapporlie  will  review  the  qualification  criteria, 
procedures  and  examination  for  Certified  Industrial  Rec¬ 
reation  Administrators  (CIRA's)  and  Leaders  (CIRL's).  His 
recommendations  may  be  incorporated  in  an  improved 
certification  program.  Tutko  also  announced  the  resigna¬ 
tion  of  Daniel  Archibald,  CIRA  (Fluor  Corp.)  as  Editor  of 
the  CIRA  Informer,  the  official  newsletter  for  certified 
administrators.  NIRA  Secretary  Elizabeth  Burchard, 
CIRA  will  assume  editorial  duties  for  the  quarterly  publi¬ 
cation,  beginning  with  its  Fall  1978  edition. 

Future  national  Conference  sites  have  been  chosen 
through  1982,  according  to  Richard  Brown,  CIRA.  Re¬ 
porting  as  Chairman  of  the  Site  Selection  Committee, 
Brown  listed  the  following  choices  for  upcoming  Con¬ 
ferences: 

May  1  979  Rochester,  New  York 
May  1980  San  Diego,  California 
May  1981  Midwest  (City  undecided) 

May  1982  Orlando,  Florida 


The  first  meeting  of  the  1978-79  Board  of  Directors 
will  be  reported  in  the  September  issue  of  RM.  The  next 
scheduled  meeting  of  the  Board  will  be  October  9-10, 
1978  in  Halifax,  Nova  Scotia.  Ml 
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1978  NIRA  Award  Winners 


Employee  organizations  large  and  small  car¬ 
ried  home  awards  from  the  37th  Annual  NIRA  Confer¬ 
ence  and  Exhibit  last  May.  NIRA  Awards,  the  only  hon¬ 
ors  exclusively  for  our  field,  recognize  excellence  in 
programming,  promotion  and  service.  Winners  gain  in¬ 
ternational  prestige  for  their  organizations  and 
corporate-wide  recognition  for  their  contributions  to 
good  employee  relations  and  high  productivity. 

EMPLOYER  OF  THE  YEAR 

For  outstanding  executive  support 

of  employee  recreation,  fitness  and  services 

John  W.  Kluge 

Chairman  of  the  Board  and  President 

Metromedia,  Inc. 

New  York,  New  York 


NIRA/CITIZENS  SAVINGS  AWARDS 

For  excellence  in  overall  employee  programs 
More  than  10,000  employees 

Cummins  Engine  Company 

Columbus,  Indiana 
Stephen  D.  Waltz,  CIRA 

5,000  to  1 0,000  employees 

General  Dynamics  Recreation  Association 

Ft.  Worth,  Texas 
Jerre  W.  Yoder 

NIRA/CITIZENS  SAVINGS 

Honrable  Mention 

State  Farm  Insurance  Company 

Bloomington,  Illinois 
Flores  Hess 


CERTIFICATE  OF  EXCELLENCE 

For  excellence  in  specific  employee  activities 

Eastman  Kodak  Company 

Rochester,  New  York 
Activity:  Retirees  Club 
Kirt  T.  Compton,  CIRA 

General  Dynamics,  Ft.  Worth  Division 

Ft.  Worth,  Texas 
Activity:  Basketball 
Jerre  W.  Yoder 

Honeywell,  Incorporated 

Phoenix,  Arizona 
Activity:  Western  Days 
Audry  Riggs 

Kaiser  Steel  Corporation 

Fontana,  California 

Activity:  Program  for  the  Handicapped 
Noel  J.  Rentz,  CIRA 


Lockheed  California  Company 

Sunnyvale,  California 
Activities:  Ethnic  Cultural  Event 
Golf 

Kenneth  Leonard 

Phillips  Petroleum  Company 

Bartlesville,  Oklahoma 
Activity:  Volleyball 
Howard  Heuston 

Texas  Instruments,  Incorporated 

Dallas,  Texas 
Activity:  Camera  Club 
Richard  M.  Brown,  CIRA 

Western  Electric 

Columbus,  Ohio 

Activity:  Under  the  Christmas  Tree 

Robert  L.  Thurman 

Xerox  Corporation 

Webster,  New  York 

Activity:  Ski  Club 

Stephen  Edgerton,  CIRA 
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CERTIFICATE  OF  EXCELLENCE  Honorable  Mention 


Eastman  Kodak  Company 

Rochester,  New  York 
Activity:  Spring  Show 
Kirt  T.  Compton,  CIRA 
Eli  Lilly  &  Company 
Indianapolis,  Indiana 
Activities:  Men's  Golf  Club 
Men's  Softball 
Vagabond  Camper  Club 
William  Perry 

First  National  Bank  in  Dallas 

Dallas,  Texas 

Activity:  First's  Finest/Outstanding  Service 
Cheryl  H.  Jones 


General  Dynamics,  Ft.  Worth  Division 

Ft.  Worth,  Texas 
Activity:  Soccer 
Jerre  W.  Yoder 

Nationwide  Insurance  Company 

Columbus,  Ohio 

Activity:  Nationwide  at  County  Stadium 
Bobbie  Hildenbrand 

Solar  Division,  International  Harvester  Company 

San  Diego,  California 
Activities:  Garden  Club 

Rockhound  Club 
Ellis  Rhodes,  CIRL 


PROMOTIONAL  AWARDS 

For  outstanding  publicity  materials 

(1)  Handbooks,  brochures,  guidebooks,  direc¬ 
tories 

First  Allstate  Insurance  Company 

Northbrook,  Illinois 
"Happenings" 

Alan  Benedeck 

Second  Battelle  Memorial  Institute 

Columbus,  Ohio 
"Better  Health" 

Edward  C.  Hilbert,  CIRA 
Third  Texas  Instruments,  Incorporated 

Dallas,  Texas 

"Activities  and  Facilities  Directory" 

Richard  M.  Brown,  CIRA 

(2)  Publicity  for  individual  activities 

First  General  Dynamics,  Ft.  Worth  Division 

Ft.  Worth,  Texas 
"Tennis" 

Jerre  W.  Yoder 

Second  Lockheed  California  Company 

Sunnyvale,  California 
"Moon  Fest" 

Kenneth  Leonard 

Third  FMC  Corporation  Central  Engineering  Labs 

Santa  Clara,  California 
"Bakeoff" 

Joan  Genna 


(3)  Miscellaneous  publicity  category 

Allstate  Insurance  Company 

Northbrook,  Illinois 
"Skiing" 

Alan  Benedeck 
Battelle  Memorial  Institute 
Columbus,  Ohio 
"Travel  and  Leisure" 

Edward  C.  Hilbert,  CIRA 
Bethlehem  Steel  Corporation 
Chesterton,  Indiana 
"BHAA" 

John  Bowman,  CIRA 
Eastman  Kodak  Company 

Rochester,  New  York 
"KPAA" 

Kirt  T.  Compton,  CIRA 

E.l.  Du  Pont  De  Nemours  &  Company 

Wilmington,  Delaware 
"Focus" 

Elizabeth  Sweigart 

Fluor  Engineers  and  Constructors,  Incorporated 

Irvine,  California 
"This  FERA" 

Daniel  L.  Archibald,  CIRA 

Southern  California  Edison  Company 

Rosemead,  California 
"Newsletter" 

Robert  D.  Gardner,  CIRA 

Yellowstone  National  Park 

Lance  Pauley 
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1978  Certification 
Honor  Roll 


NIRA  recognizes  highly  accomplished  employee 
activities  administrators  and  leaders  through  the  only 
certification  program  in  this  field.  Under  the  adminis¬ 
tration  of  CIRA/CIRL  Director  John  G.  Tutko,  CIRA, 
the  program  honored  twenty-one  newly  qualified 
members  at  the  37th  Annual  NIRA  Conference  and 
Exhibit,  May  19,  1978.  All  are  listed  below. 

A  Certified  Industrial  Recreation  Administrator 
(CIRA)  must  have  professional  status  as  a  paid  em¬ 
ployee  recreation  administrator  at  the  time  of  applica¬ 
tion.  He/she  must  pass  a  written  examination  estab¬ 
lished  by  the  NIRA  Certification  Committee.  He/she 
must  also  have  (1 )  five  years'  experience  as  recreation 

John  Barth,  CIRA 

Maryland  Cup  Corporation 

Owings  Mills,  Maryland 

David  Berger,  CIRA 

Los  Angeles  Postal  Employees 

Social  and  Recreation  Committee 

Los  Angeles,  California 

Fred  done,  CIRA 

Leeds  &  Northrup  Company 

Philadelphia,  Pennsylvania 

Jacquin  Daoust,  CIRA 

General  Dynamics,  Pomona  Division 

Pomona,  California 

Gregory  Demko,  CIRA 

Interior  Department  Recreation  Association 

Washington,  D.C. 

Stephen  Edgerton,  CIRA 

Xerox  Corporation 

Webster,  New  York 


administrator  or  supervisor  with  a  minimum  of  one 
year  in  employee  recreation  or  (2)  a  baccalaureate 
degree  in  industrial  recreation  or  a  related  field  and 
one  year's  experience  in  employee  recreation  or  (3)  a 
baccalaureate  degree  and  three  years'  experience  in 
employee  recreation. 

To  qualify  as  a  Certified  Industrial  Recreation 
Leader  (CIRL),  an  applicant  must  have  status  as  a  vol¬ 
unteer  employee  recreation  leader  at  the  time  of  ap¬ 
plication.  In  addition,  he/she  must  have  three  years' 
documented  experience  as  a  volunteer  employee  rec¬ 
reation  leader  with  total  responsibility  for  the  de¬ 
velopment  and  administration  of  an  employee  recrea¬ 
tion  program. 

Dale  Hails,  CIRA 

Dominion  Foundries  &  Steel  Corporation 

Hamilton,  Ontario 

Maxine  Haun,  CIRA 

Rockwell  International  Autonetics  Group 

Anaheim,  California 

Ron  Jefferson,  CIRA 

Town  of  Bridgewater 

Bridgewater,  Nova  Scotia 

Ron  Lewis,  CIRA 

Philip  Morris,  Incorporated 

Richmond,  Virginia 

A.  Jody  Merriam,  CIRA 

Office  of  Parks  &  Recreation 

Oakland,  California 

Thomas  Oswalt,  CIRA 

Honeywell,  Incorporated 

Minneapolis,  Minnesota 
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Robert  Pindroh,  CIRA 

The  Ralph  M.  Parsons  Company 
Pasadena,  California 

David  Rigglesford,  CIRA 

Eastman  Kodak  Company 
Rochester,  New  York 

Susan  Siwicki,  CIRA 

Bankers  Life  &  Casualty  Company 
Chicago,  Illinois 

J.  D.  Smith,  CIRA 

General  Dynamics,  Ft.  Worth  Division 
Ft.  Worth,  Texas 

A.  C.  "Al"  Ward,  CIRA 

Owens-Corning  Fiberglas 
Toledo,  Ohio 


The  1978  class  of  Certified  Industrial  Recreation 
Administrators.  Standing  (left  to  right):  Thomas  Os¬ 
walt,  A.  C.  Ward,  John  Barth,  Jody  Merriam,  Jacquin 
Daoust,  Stephen  Edgerton,  David  Rigglesford  and 
Dale  Hails.  Seated  (left  to  right):  Ron  Lewis,  J.  D. 
Smith,  Susan  Siwicki,  Robert  Pindroh  and  Gregory 
Demko. 


*  * 


* 


Sharon  Cline,  CIRL 

Blue  Cross  of  Northern  California 
Oakland,  California 

Jacob  Schilz,  CIRL 

First  Wisconsin  National  Bank 
Milwaukee,  Wisconsin 

Brooks  Vinson,  CIRL 

Jet  Propulsion  Laboratory 
Pasadena,  California 

Elizabeth  Woodard,  CIRL 

Wells  Fargo  Bank  Club 
Berkeley,  California 


New  Certified  Industrial  Recreation  Leaders  (left  to 
right):  Elizabeth  Woodard,  Sharon  Cline,  Brooks 
Vinson  and  Jacob  Schilz.  ffll 
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From  an  educational  session 
1978  NIRA  Conference  and  Exhibit 


Productivity: 

What  is  your  organization 
doing  about  it? 


by  James  H.  Hoke 


You  can  improve  productivity  for  your  organization 
through  employee  recreation,  fitness  and  services.  That  is 
your  most  important  function.  You  know  it  and  your 
employer  should  know  it.  But  until  the  two  of  you  get 
together  on  some  basic  points,  you  may  be  doing  only 
half  a  job.  You  need  to  know  what  you  can  accomplish 
and  your  boss  needs  to  know  what  you  require  to  get  the 
job  done.  Let's  look  at  the  basics.  Call  this  a  shopping  list 
of  essential  elements  for  a  successful,  productivity-raising 
program. 

Organized  recreation  program 

Without  company  organization  and  planning  for  the 
positive  “re-creation"  of  an  employee's  leisure  time, 
there  is  no  acknowledged  concern  for  his/her  emotional 
welfare,  nor  is  there  any  visible  gratitude  from  an  in¬ 
volved  employer  to  a  productive  employee.  Employees 
notice  such  concern — or  lack  of  it — and  that  affects  their 
productivity  for  the  company. 

"Play  is  for  kids" 

There  are  still  plenty  of  people  who  think  that  work  is 
man's  purpose  in  life.  “All  work  and  no  play  makes  Jack" 
is  a  poor  company  ideal.  All  work  and  no  play  makes  Jack 
a  dead  vice  president. 

Leisure  relationships 

Recreation  can  develop  camaraderie  with  team  ac¬ 
tivities  which  draw  employees  closer  together.  Work 
routine  contact  is  often  too  artificial  and  impersonal  for 
totally  efficient  productivity.  People  who  play  together 
really  do  tend  to  stay  together. 


Volunteer  help 

The  recreation  director  must  encourage  employee 
involvement  in,  and  sharing  of,  successful  program  plan¬ 
ning.  Inadequate  staffing  can  ruin  a  great  paper-planned 
program.  Use  your  volunteer's  talents.  Give  people  a 
chance  to  do  whatever  they  do  best  to  support  the  pro¬ 
gram.  Help  them  feel  needed  and  appreciated. 

Company  awareness  of  recreation's  value 

Corporations  must  value  and  recognize  the  respon¬ 
sibilities  employees  accept  beyond  the  job.  Participation 
in  planning,  personal  achievement  and  the  pride  in  com¬ 
petition  all  contribute  to  employee  development  and  loy¬ 
alty.  The  recreation  director  must  demonstrate  the  pro¬ 
ductive,  profitable  value  of  these  benefits.  The  company, 
in  turn,  must  recognize  the  recreation  director's  contribu¬ 
tion  as  a  profit-maker. 

Recreation  facilities 

The  absence  of  facilities  for  employee  relaxation  and 
recreation  shows  a  lack  of  commitment  to  employee 
welfare.  It  is  also  an  unspoken  threat.  It  says,  "We  care 
about  you  only  as  a  cog  in  the  corporate  machine."  It  also 
deprives  employees  of  the  "home  field"  gratification  and 
the  ego  trip  of  showing  off  their  company's  park  or  gym  to 
friends  and  family  members. 

Health  education 

Quality  people  produce  quality  work.  Realistic, 
workable  help  to  stop  smoking,  lose  excess  weight,  con¬ 
trol  drinking  and  drug  use,  improve  fitness  and  build  a 
positive  self-image  can  only  produce  a  quality  em¬ 
ployee. 
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Stress  reduction 

When  employees'  productivity  is  reduced  by  stress- 
related  problems,  a  smart  company  offers  assistance. 
Companies  need  stress  identification  and  relief  programs 
to  prevent  and/or  diminish  stress-related  problems  such 
as  fatigue,  headaches,  ulcers,  strokes,  colitis,  and  more. 
Stress  aggravates  hypertension,  a  leading  cause  of  heart 
attacks  and  sudden,  premature  deaths.  An  investment  in 
stress  education  is  an  investment  in  a  healthy,  produc¬ 
tive  workforce. 

Fitness  training 

If  your  employee  health  insurance  costs  have  in¬ 
creased  by  100%  or  more  in  the  past  five  years,  healthier 
employees  could  bring  the  premium  down.  More  impor¬ 
tantly,  it  will  cut  absenteeism  and  reduce  turnover  due  to 
illness  and  premature  death.  The  company  must  encour¬ 
age  employees  to  plan  for  health,  rather  than  pay  for  dis¬ 
ease. 

Fulltime  recreation  director 

Programming  that  relies  on  volunteers  exclusively  or 
on  a  staff  member  who  takes  it  on  as  a  secondary  re¬ 
sponsibility  will  give  your  company  second-rate  results. 
A  top-flight  recreation  director  with  full  management 
support  will  produce  a  high  profit  product.  You  do,  very 
simply,  get  what  you  pay  for. 

Qualified  recreation  director 

The  company's  investment  in  recreation,  fitness  and 
services  must  be  in  the  hands  of  a  qualified  recreation 
director.  A  first-rate  director  will  have  experience  in 
sports,  education  in  recreational  planning,  and  a  lively 
imagination.  He  or  she  will  also  be  willing  to  accept  new 
ideas  and  program  innovations.  The  director  should  also 
be  a  participant  in  the  recreation  program. 

Educational  support 

The  company  must  help  the  recreation  director  to  at¬ 
tend  educational  seminars  and  belong  to  organizations 
such  as  NIRA  to  enhance  his  or  her  productivity.  With¬ 
out  such  input,  the  recreation  program  may  be  in  the 
black;  but  the  director  will  certainly  be  operating  in  the 
dark.  Management  must  encourage  you  to  learn  if  it 
wants  your  efforts  to  earn  for  the  company. 

Top  management  support 

Top  executives  must  lend  their  expertise  and  prestige 
to  the  employee  activities  program  if  it  is  to  be  truly 
meaningful.  The  obvious  approval  and  involvement  of 
all  levels  of  management  eliminates  the  token  crumbs  of 
support  left  by  many  companies  on  the  steps  of  the  ex¬ 
ecutive  suite. 

Spouse-company  allegiance 

A  perceptive  recreation  director  will  produce  several 


couples'  activities  yearly,  to  avoid  job  jealousy  and  fan¬ 
tasies  of  unknown  "company  people"  that  can  build 
home  life  resentments.  Ego  stroking  should  be  planned 
two-deep  for  any  married  employee. 

Recreation  information  central 

The  recreation  director  must  provide  information  to 
employees  about  nationwide  recreation  opportunities. 
This  gives  people  a  feeling  of  "bigness"  and  national 
involvement.  When  you  add  discounts,  it  also  gives 
them  more  buying  power,  courtesy  of  the  company,  at 
no  expense  to  the  company. 

Accurate  activity  records 

Keep  accurate  records  and  use  them  to  demonstrate 
the  effectiveness  of  your  program — and  improve  it 
where  necessary.  Complete  financial  records  assure  em¬ 
ployee  trust  and  confidence  in  the  company's  integrity 
and  your  program's  strength.  Solid  activity  records  are 
necessary  to  set  standards,  evaluate  participation,  plan 
budgets,  stimulate  yearly  competition  and  supply  histor¬ 
ical  reference. 

Communication  tools 

Communication  is  the  key  to  successful  programs  and 
the  sharing  of  common  interests  among  employees.  All 
levels  of  employees,  management  and  top  executives 
must  hear  and  see  your  message.  The  death  sentence  for 
your  program  is  to  assume  that  all  employees 
know ..  .even  worse,  to  assume  that  they  have  been 
motivated  to  care. 

Workaholic  recreation 

There  must  be  strong  company  encouragement  to 
make  the  workaholic  "re-create"  to  keep  his  or  her  bat¬ 
tery  charged  with  relaxing  leisure  activities.  This  effort 
may  even  include  forced  vacations.  To  let  an  employee 
run  in  passing  gear. all  the  time  will  result  in  poor 
mileage  and  an  empty  desk. 

Teamwork  plan  for  work  and  play 

Employee  recreation,  fitness  and  services  programs 
allow  varied  group  efforts  that  translate  into  teamwork 
and  esprit  de  corps  at  work  as  well  as  at  play.  Money 
cannot  buy  at  any  price  the  intertwined  emotional 
commitments  that  employee  activities  create. 

Recreation  directors  can  be  among  the  most  produc¬ 
tive  and  productivity-raising  members  of  the  manage¬ 
ment  team.  It  is  up  to  top  management  to  recognize  and 
use  their  full  value  in  real  bottomline  terms.  It  is  up  to  the 
recreation  director  to  exercise  that  potential. 

James  H.  Hoke  is  President  of  Practical  Manage¬ 
ment  Consultants  in  Southfield,  Michigan.  He 
specializes  in  stress  relief  and  employee  motivation 
programs.  mi 
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We  are  proud  to  honor  the  best 


in  our  field 
They  are  . . . 


WHO'S  WHO 


Business,  Industry 
and  Government 
Employee  Recreation 


Official  Directory  of 
Certified  Industrial  Recreation 
Administrators  and  Leaders 


11 


XA/HO'S  WHO  in  Business ,  Industry  and 
Government  Employee  Recreation 
recognizes  the  finest  administrators  of 
employee  recreation  and  service  programs. 
The  men  and  women  listed  in  the  first  edi¬ 
tion  are  Certified  Industrial  Recreation  Ad¬ 
ministrators  (CIRA's)  and  Leaders  (CIRL's). 
They  have  met  strict  criteria  for  professional 
excellence  under  the  only  existing  certifica¬ 
tion  program  for  employee  recreation 
specialists. 

Who's  Who .  . .  lists  every  CIRA  and  CIRL 
of  record  on  the  publication  date.  In 
biographical  sketches,  the  directory  outlines 


the  educational  and  professional  ac¬ 
complishments  which  distinguish  the  mem¬ 
bers  of  this  select  group. 

The  first  publication  of  its  kind,  Who's 
Who  ...  is  available  on  a  limited  basis  to 
NIRA  members,  interested  recreation  pro¬ 
fessionals,  educational  institutions  and  li¬ 
braries.  The  cost,  including  postage  and 
handling,  is  $7.50  per  copy. 

To  order  your  copy  of  Who's  Who  .  . ., 
write  to  Patrick  Stinson  at  the  NIRA  office, 
20  N.  Wacker  Drive,  Suite  2020,  Chicago,  III. 
60606 —  Phone  (312)  346-7575. 
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meet  your  boord 


Cheryl  H.  Jones  was  elected  to  a  two-year 
term  on  the  NIRA  Board  of  Directors  by  her 
Region  VI  constituents  last  May.  She  had 
completed  a  one-year  term  as  Senior  Direc¬ 
tor  for  1 977-78. 

Jones  is  Coordinator  of  the  First  Dallas 
Club,  the  employee  association  for  the  First 
National  Bank  in  Dallas.  Her  volunteer  lead¬ 
ership  of  the  Club  led  to  the  creation  of  her 
fulltime  professional  position  in  December 
1977.  Jones  is  active  in  the  Dallas-Ft.  Worth 
Metroplex  Recreation  Council  (MRC)  as  Vice  President  of  Programs. 
She  serves  on  the  Board  of  Directors  for  the  American  Institute  of  Bank¬ 
ing,  Dallas  Chapter  and  is  active  in  several  Dallas-area  community 
service  organizations. 


Ron  Lewis,  CIRA  joined  the  NIRA  Board  for 
the  first  time  last  May  when  Region  IV  voters 
elected  him  Junior  Director.  He  will  automat¬ 
ically  become  a  Senior  Director  at  the  NIRA 
Conference  and  Exhibit  in  May  1979.  Lewis 
was  formally  inducted  as  a  Certified  Indus¬ 
trial  Recreation  Administrator  (CIRA)  during 
the  week  of  his  election  in  Dallas. 

Lewis  is  Manager,  Employee  Benefits 
and  Activities  for  Philip  Morris,  the  famous 
tobacco  company  in  Richmond,  Virginia.  He 
has  been  an  active  member  of  NIRA  since  joining  the  Association  in 
1974.  He  is  also  a  member  of  the  International  Foundation  of  Em¬ 
ployee  Benefit  Plans  and  holds  leadership  positions  in  several 
Richmond-area  service  groups.  He  earned  a  B.S.  in  Business  Adminis¬ 
tration  from  the  State  University  of  New  York. 


Robert  McCray  moved  from  Junior  Director 
to  a  senior  position  on  the  NIRA  Board  last 
May.  He  began  his  two  years  as  a  repre¬ 
sentative  from  Region  VII  in  May  1977.  . 

McCray  has  devoted  the  time  and  ex¬ 
pertise  to  become  a  regional  and  national 
NIRA  leader  on  a  volunteer  basis.  Profes¬ 
sionally,  he  is  Distribution  Manager  for 
Coca-Cola  Bottling  Company  in  San  Diego, 
California.  He  has  been  involved  with  the 
San  Diego  Industrial  Recreation  Council 
for  ten  years,  two  of  them  as  the  group's  President.  He  served  on  the 
committee  that  framed  the  governing  body  and  policies  for  his  region, 
the  most  active  in  the  Association.  McCray  is  active  in  several  school, 
community  and  athletic  organizations. 
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Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 

Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third 
Wednesday  of  the  month.  Contact  Bill  Burton  —  (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill— (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the 
third  Tuesday.  Contact  Doug  Messall  —  (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/ Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons  —  (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/ Dayton,  Ohio.  Meets  on  the  second  Tuesday 
of  the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA  —  (513) 
445-5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/ Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid  —  (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/ Dayton,  Ohio.  Meets  on  the  first  Wed¬ 
nesday  of  the  month.  Contact  J.W.  "Bill"  Wabler—  (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/ Detroit,  Michigan.  Meets  on  the  last 
Thursday  of  the  month;  except  for  November  and  December,  when  meetings  are 
scheduled  for  the  third  Thursdays.  Contact  K.  Bill  Beneau  —  (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third 
Thursday  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme  —  (202) 
554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/  Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida  —  (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  sec¬ 
ond  Monday  of  the  month;  excluding  |uly.  The  February  meeting,  the  annual  dance,  is 
held  on  the  third  Saturday  of  the  month.  Contact  Andy  Thon  —  (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/  New  York,  New  York.  Meetings 

are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles  —  (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/ Oakland,  California.  Meets  on  the  first 
Monday  of  the  month-  except  for  first  Tuesday  meetings  in  September,  October  and 
November  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415) 
273-3494. 

Orange  County  Industrial  Recreation  Association/ Orange  County,  California.  Meets 
on  the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA  —  (714)  871-3232, 
ext.  2432. 

Phoenix  Industrial  Recreation  Association/ Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner —  (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow —  (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Me|  Byers, 
CIRA  — (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  October  26-28,  1978  at 
the  Ramada  Inn  Southwyck,  Toledo,  Ohio.  Contact  Al  Ward  —  (419)  248-8132. 

Region  VII  will  hold  its  28th  annual  Conference  and  Exhibit,  September  28-October  1, 
1978  at  the  Sheraton  Universal  Hotel,  North  Hollywood,  California.  Contact  Bill  Ran- 
ney—  (213)  764-0025. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22, 1979  at  the  Ameri¬ 
cana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for  more 
delegates'  and  exhibitors'  information,  contact  the  NIRA  office —  (312)  346-7575. 
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Principles  of  Association  Management 

t  basic  how-to  guide  for  the  association  adminis- 
tor.  Published  cooperatively  by  the  American 
ciety  of  Association  Executives  (ASAE)  and  the 
amber  of  Commerce  of  the  United  States.  The  book 
rers  such  basics  as  building  membership,  motivat- 
people,  developing  communications,  conducting 
retings,  financing  programs,  handling  public 
ations,  understanding  government  regulations,  and 
ire.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
0  for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr.,  □  *$15./2  yrs.,  □  *$18./3yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 
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(check  or  money  order) 


AME 


ORGANIZATION 


DDRESS 


NCLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
IRA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  a 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Indt 
trial  Recreation  Administrators  (CIRA’s)  a 
Leaders  (CIRL’s).  Each  employee  recreati 
specialist  is  listed  with  notes  on  his/her  ec 
cation  and  accomplishments.  46  pages.  $7.5( 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  w 
they  back  industrial  recreation  and  NIRA.  Cht 
men  of  the  Boards  for  the  Ford  Motor  Compar 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  a1 
other  industrial  giants  provide  invaluable  su 
port  for  your  programs.  A  “must  see’’  t 
management  in  your  organization.  $5.00  eat 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 
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Bring  them  to  Mexico.  With  Americano's  very 
economical  Mexico  GrouPlans.  We'll  give  you  a 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
a  la  carte  to  a  full  seven-course  stay. 

In  Acapulco,  when  you  stay  at  one  Americana 
hotel,  you  hove  complete  use  of  facilities  at  our 
other  two  fine  hotels.  Your  group  will  have  the 
largest  resort  complex  under  the  Acapulco 
sun  to  enjoy. 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  a  spicy 
package  for  your  group  at  the  Fiesta  Palace 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrouPlans  ond  a  supply 
of  brochures,  call  TOLL  FREE  (800)  403-2777.  In  Texas,  coll 
collect  (617)  267-1315.  And  put  o  little  spice  in  your  group. 

Condesa  del  Mar  El  Presidente 
Fiesta  Tortuga  Fiesta  Palace 

■ 

: 


Fly  Ainerican/Stay  Americana 
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A package 
erf  services 
you  can  depend  on. 


Depend  on  Sea  World  Travel. 

•  For  value-packed  group  and  charter  tours 

•  For  exotic  destination  resort  packages 

•  For  wide-smile  ground  hospitality  services 

•  For  our  professionalism 

•  For  packages  that  are  simple  and  flexible  enough 
to  meet  your  individual  needs 

Depend  on  us. 

Stop  by  our  booth  in  Dallas. 

Put  us  on  the  line. 

1-800-327-6010 

Wholly  owned  subsidiary  of  Sea  World  of  Florida. 

Sea  World  Travel,  Inc./9355  Florida  Road/Building  414/Orlando  International  Airport/Orlando,  Florida  32809 


CIRCLE  READER  SERVICE  CARD  NO.  12 
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Name  three  places  where 
you  can  dine  likea  kino, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart’s  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Haply 

pmn 

If  Florida  suits  m 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  dai  ly  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Plan&tion 
Inn 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  j  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  qr  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties, 
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about  the  cover 


Economical  vacation  opportunities  await  employee  groups  and 
families  throughout  the  United  States.  In  the  off-season,  crowds 
disappear  and  rates  drop  significantly.  Any  employee  recreation 
office  can  offer  ideas  and  information  on  off-season  vacation 
bargains.  Many  also  offer  discount  programs  and  plan  employee 
tours.  Read  this  month's  cover  story  for  fresh,  money  saving 
ideas  on  off-season  travel  destinations. 

Cover  courtesty  of  the  United  States  Travel  Service. 

Next  month:  Hobbies/Social  Events 
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The  NIRA  President 

would  like  a  word  with  you  .  .  . 


. .  .about  justifying  your  program 


Many  of  us  feel,  from  time  to  time, 
that  management  does  not  ap¬ 
preciate  the  value  of  employee  pro¬ 
grams.  We  become  irritated  and 
frustrated  if  those  who  hold  the 
purse  strings  demand  documenta¬ 
tion  of  our  seemingly  intangible  ef¬ 
fect  on  productivity.  When  we  do 
strive  to  publicize  our  contributions, 
we  tread  a  fine  line  between  consci¬ 
entious  support  for  our  own  pro¬ 
grams  and  the  appearance  of  self¬ 
promotion. 

In  spite  of  these  problems,  it  is  es¬ 
sential  to  justify  your  program  in 
terms  that  management  accepts.  It  is 
possible  to  demonstrate  that  em¬ 
ployees  want  it  and  are  more  pro¬ 
ductive  because  of  it.  You  can  prove 
that  experienced  and  impartial  ob¬ 
servers  rate  it  highly.  You  should  be 
able  to  show  that  your  program  re¬ 
flects  well  on  your  employer's  cor¬ 
porate  image. 

Like  any  other  administrator, 
you  are  accountable  to  manage¬ 
ment  for  producing  results  that 
justify  the  company's  investment 
in  your  area.  Unlike  your  peers  in 
other  departments,  however,  you 
may  be  forced  repeatedly  to  jus¬ 
tify  the  very  existence  of  your 
program.  Welcome  the  oppor¬ 
tunity  to  do  so  and  be  prepared  to 
substantiate  your  arguements 
with  hard  data. 

Quantify  your  progress  at 
every  opportunity.  Maintain  ac¬ 
curate  records  for  your  own  ref¬ 
erence  and  to  form  the  basis  of 
regular  reports  to  management. 

Prove  your  program's  impor¬ 
tance  to  employees  in  terms  of 
their  participation.  Has  the 
number  of  clubs  or  the  size  of 
your  total  membership  in- 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


creased?  Have  you  received 
more  inquiries  about  activities? 
How  many  employees  took  ad¬ 
vantage  of  discount  programs  in 
the  last  twelve  months?  How 
many  enrolled  in  your  fitness 
program?  How  many  have 
kicked  the  tobacco  habit  through 
your  stop-smoking  clinics  or 
given  blood  in  your  cooperative 
donor  program? 

Promote  the  program's  value 
to  management  in  terms  of  lower 
overhead  and  increased  produc¬ 
tivity.  Conduct  research  in  coop¬ 
eration  with  the  personnel  or  in¬ 
dustrial  relations  departments, 
whose  interests  are  served  by 
your  success.  Compare  atten¬ 
dance  and  turnover  figures 
before  and  after  the  intro¬ 
duction  of  the  recreation  pro¬ 


gram,  or  a  major  new  activity. 
Study  the  effect  of  the  fitness 
program  on  its  participants' 
health,  attendance,  productivity 
and  attitude  toward  the 
company. 

Maintain  and  use  all  the  sup¬ 
portive  information  about  your 
program  that  you  can  collect,  in¬ 
ternally.  But  do  not  stop  there. 
Management  may  be  even  more 
impressed  by  recognition  that 
comes  from  outside  the  com¬ 
pany.  The  first  place  to  turn  for 
public  commendation  is  your 
professional  association,  NIRA. 

Enter  the  annual  NIRA  Awards 
competition.  Awards  categories 
and  standards  are  structured  to 
assure  that  programs  of  all  sizes 
and  levels  of  funding  are  com¬ 
petitive.  You  lose  nothing  by  en¬ 
tering  and  you  stand  to  gain  the 
highest  honors  in  our  field. 

Discuss  your  program  with  the 
Association's  Editor.  An  article  in 
a  NIRA  publication  will  bring  fa¬ 
vorable  national  publicity  to  your 
program.  Similar  coverage  in 
local  or  national  news  media  fur¬ 
ther  enhances  your  program's 
contribution  to  your  employer's 
progressive  corporate  image. 

Management  has  a  legitimate 
interest  in  demanding  justifica¬ 
tion  for  employee  recreation,  fit¬ 
ness  and  services  programs.  It  is 
up  to  us  to  answer  that  demand 
with  evidence  that  not  only  as¬ 
sures  continued  support  for  our 
programs  but  also  wins  increased 
confidence  in  our  efforts. 

L)  LA 
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Associates  are  building 
bigger,  better  attractions 


Record-breaking  coaster  at  Kings  Island 


Kings  Mills  claims  distinction  as  the  home  of  a  new,  record-breaking 
roller  coaster.  The  family  entertainment  center  in  Kings  Mills,  Ohio 
will  open  its  prize  attraction  in  the  spring  of  1979.  It  claims  the 
longest  and  fastest  stretches  of  all  white-knucklers,  with  the  two 
longest  vertical  drops.  The  main  points  of  interest  on  the  ride  are:  (1) 
The  station,  (2)  A  135-foot  drop  and  the  first  tunnel,  (3)  A  72-foot 
drop  into  a  ravine,  (4)  A  300%  banked  turn  through  two  tunnels,  (5)  a 
141 -foot  drop  in  a  540%  banked  helix  tunnel. 


New  theatre  at  Opryland 


When  Opryland  opens  for  its  eighth  season  in  1979,  this  1,500-seat 
theatre  will  be  complete.  The  fully-equipped  indoor  facility  will  have 
a  proscenium  stage,  individual  theatre  setting,  full  orchestra  pit,  40- 
lines  fly  loft  and  modern  sound/lighting  systems.  The  $2  million  the¬ 
atre  is  expected  to  extend  the  Nashville  park's  entertainment  season 
by  showcasing  entertainers  and  providing  additional  facilities  for 
special  events. 


New  Jersey  Bell  tests 
fitness  for  work 

Physical  fitness  helps  to  determine 
how  well  an  employee  will  perform 
on  the  job — any  job.  At  New  Jersey 
Bell  Telephone  Company,  a  newly 
adopted  series  of  fitness  tests  helps 
screen  candidates  for  physically 
demanding  positions  as  pole  clim¬ 
bers. 

The  utility's  Physical  Abilities  Test 
Battery  (PATB)  was  implemented 
July  1.  The  battery  consists  of  three 
tests  which  are  familiar  to  any  em¬ 
ployee  fitness  director:  skinfold,  bal¬ 
ance,  and  static  strength. 

Skinfold  determines  the  leanness 
of  a  person's  body.  It  is  measured,  by 
use  of  calipers,  on  a  skinfold  at  the 
back  of  the  left  arm.  Leanness  is  seen 
to  relate  to  stamina  on  the  job. 

Balance,  although  not  vital  to 
general  fitness,  is  essential  to  a  pole 
climber's  success  and  safety.  Body 
equilibrium  is  measured  by  the 
number  of  seconds  a  person  can 
balance  on  one  foot  on  a  beam, 
when  his/her  foot  is  at  right  angles  to 
the  beam. 

Static  strength,  in  this  case  of  the 
shoulder  region,  is  measured  by  the 
tension  created  on  a  cable.  The  re¬ 
sults  are  registered  in  kilograms. 

All  pole  climbing  candidates  at 
New  Jersey  Bell  must  pass  the  PATB 
within  six  months  before  beginning 
training.  Retesting  is  permitted  after 
six  months. 

Dofasco  opens  50-acre 

recreation  complex 

The  Canadian  national  govern¬ 
ment  showed  its  support  for  em¬ 
ployee  recreation  this  summer  when 
Federal  Sports  and  Fitness  Minister 
Iona  Campagnolo  helped  open 
Dofasco's  new  recreation  complex. 
Dofasco  (Dominion  Foundries  and 
Steel,  Ltd.)  is  located  in  FJamilton, 
Ontario.  Its  35-year-old  Recreation 
Club  is  a  past  winner  of  the  NIRA/ 
Citizens  Savings  Award  for  overall 
excellence  in  employee  recreation, 
fitness  and  services. 
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The  official  opening  followed  the 
completion  of  the  first  phase  of  the 
site's  development.  Already,  the 
multi-use  facility  includes  two  flood¬ 
lit  softball  diamonds,  two  minor 
baseball  diamonds,  one  t-ball 
diamond,  a  soccer/football  field,  a 
six-lane  400-meter  all-weather  run¬ 
ning  track,  a  12-station  golf  driving 
range,  four  floodlit  tennis  courts,  a 
golf  pro  shop,  locker  and  shower 
rooms  as  well  as  maintenance,  stor¬ 
age  and  security  facilities. 

According  to  Murray  Dick,  CIRA, 
Manager  of  Employee  Recreation, 
the  future  holds  even  more  exciting 
plans  for  the  complex.  Plans  call  for 
construction  of  a  multi-use  facility  to 
house  a  hockey  arena,  curling  rink, 
saunas  and  squash  courts. 

"When  completed,"  said  Dick  re¬ 
cently,  "we  believe  Dofasco's  Rec¬ 
reation  Center  will  be  the  largest  and 
most  integrated  complex  of  its  kind 
in  Canada.  It  will  rank  among  the 
largest  private,  company-owned, 
employee-oriented  complexes  in 
North  America." 

More  than  5,000  employees  and 
family  members  currently  partici¬ 
pate  in  Dofasco's  recreation  pro¬ 
gram.  Nearly  50  special  interest 
clubs  within  the  steel  maker's  Rec¬ 
reation  Department  organize  ac¬ 
tivities  as  varied  as  hockey,  bowling, 
model  railroading,  square  dancing, 
touch  football  and  fishing. 

NIRA  NEWSBRIEFS 

. .  .Robert  A.  "Bob"  Pindroh,  CIRA 

(The  Ralph  M.  Parsons  Company) 
has  been  appointed  by  the  Mayor 
and  Board  of  Directors  of  the  City  of 
Pasaena,  California  to  serve  a 
three-year  term  on  the  city's  Park 
and  Recreation  Commmission.  The 
Commission  is  composed  of  nine 
citizens  who  voluntarily  serve  with¬ 
out  pay  and  advise  the  city  Board  in 
all  matters  relating  to  park  and  rec¬ 
reation  functions. 

Pindroh  is  Executive  Manager  of 
the  Parsons  Employee  Recreation 
Club,  Inc.  A  profile  of  PERC  ap¬ 
peared  in  the  February  1  978  issue  of 
RM  . 


continued 
on  following  page 
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Parsons  honors  executive  and 
employee  support  of  recreation  club 


A  NIRA  Citation  of  Merit  went  to  Frances  Steele,  Vice  President  of 
PERC.  Bob  Pindroh,  CIRA,  Executive  Manager  of  PERC,  made  the 
presentation.  Frances  Steele  serves  as  President  of  the  Parsons  Golf 
League,  Secretary  of  the  Tennis  Club  and  Editor  of  the  "Percolator",  a 
monthly  recreation  newsletter.  She  is  secretary  to  senior  Vice  Presi¬ 
dent  Stanley  Goldhaber. 


Stanley  Goldhaber,  Senior  Vice  President,  Systems  Division,  of  The 
Ralph  M.  Parsons  Company  has  designated  the  royalties  of  a  book  he 
co-authored  to  the  Parsons  Employee  Recreation  Club  (PERC).  The 
book  is  entitled  Construction  Management:  Principles  and  Practices. 
Karen  Quinn,  President  of  PERC,  presented  a  plaque  of  recognition  to 
Goldhaber  at  a  recent  banquet. 
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NIRA  News  continued 


Government  promotes  employee  programs  in  Canada 


In  Canada,  government  actively  pro¬ 
motes  and  encourages  employee  recrea¬ 
tion,  fitness  and  services  in  the  private  sec¬ 
tor.  The  Nova  Scotia  provincial  government 
will  take  a  new  initiative  in  the  field  when  it 
hosts  a  Canadawide  Conference  on  the  sub¬ 
ject,  October  10-13,  1978  in  Halifax.  Hon. 
A.  Garnet  Brown,  Minister  of  Recreation  for 
the  province,  has  invited  leaders  of  Cana¬ 
dian  business  and  industry,  as  well  as  gov¬ 
ernment  officials  from  across  Canada,  to  the 
event.  NIRA  Director  Nelson  Ellsworth, 
Community  Recreation  Coordinator  for  the 
province,  has  helped  schedule  the  Confer¬ 
ence  to  follow  the  NIRA  Board's  fall  meet¬ 
ing  in  Halifax.  Several  Board  members  will 
attend  the  Conference  as  delegates  and  re¬ 
source  people. 

Nova  Scotia's  Department  of  Recreation 
hosted  a  similar  conference  in  1976.  The 
1 978  gathering  will  provide  information  on 
employee  programs  and  assess  the  progress 
of  government/industry  cooperation  for 
their  advancement.  RM  will  carry  a  full  re¬ 
port  of  the  conference. 


The  historic  Bluenose  sails  across  the  bay  at 
Halifax,  Nova  Scotia,  site  of  a  govern- 
ment/industry  conference  on  employee 
recreation. 


Awards  by  Kaydan 

is  your  one  source  for  quality,  variety, 
custom  designs,  personal  service  and 

RESULTS! 

Trophies 
>  Plaques  NIRA  Exclusive!! 
Hoi  Iowa  re  Free  Engraving  on 

Ribbons  Trophv  Plates 

Etched  Crystal 


recognition  and  incentive  awards 

62  Wesley,  Lake  Villa,  IL  60046 

(312)  356-3505 
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KAYDAN 


Enter 

NIRA  Tournaments 
in  progress: 

Bridge 

Fishing 

Contact 

Mike  Brown,  CIRA 
NIRA  Headquarters 
for  information 
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President  Carter  supports 
National  Hunting  and  Fishing  Day 


THE  WHITE  HOUSE 


National  Hunting  and  Fishing  Day,  1978 


For  more  than  seven  decades  the  sportsmen  of  this  nation  have  been  the 
leaders  in  a  constant  effort  to  conserve  our  natural  resources,  wildlife 
and  wild  places.  They  have  traditionally  been  the  first  to  stand  up  for  the 
cause  of  clean  air  and  water  and  a  better  environment  for  both  man  and 
wildlife. 

Through  their  organizations  and  through  individual  action,  hunters  and 
fishermen  have  formed  the  foundation  for  practical  conservation  work 
on  the  local  level.  Their  efforts  have  preserved  thousands  of  acres  of 
wetlands  and  forests  and  have  resulted  in  the  improvement  of  countless 
lakes,  streams  and  waterways. 

To  finance  their  farsighted  conservation  programs  and  activities,  hunters 
and  fishermen  asked  that  license  fees  be  established  and  that  special  taxes 
be  levied  on  hunting  and  fishing  equipment  to  support  land  acquisitions, 
research  and  habitat  management  for  fish  and  wildlife.  To  date,  sportsmen 
have  provided  some  $5  billion  for  conservation. 

It  is  largely  because  of  these  efforts  that  the  conservation  movement  in 
America  is  succeeding  and  hunting  and  fishing  remain  worthwhile  and 
acceptable  activities  in  our  modern  society.  Properly  regulated  by  state 
and  federal  agencies,  hunting  and  fishing  are  an  integral  part  of  the  system 
of  modern  wildlife  management  that  has  proven  so  successful  in  America. 

In  recognition  of  this  important  public  service,  it  is  most  fitting  for  us  all 
to  applaud  the  nation's  sportsmen  by  designating  a  special  National  Hunting 
and  Fishing  Day  on  Saturday,  September  23,  1978.  On  this  day,  America's 
sportsmen,  through  their  clubs  and  organizations  and  through  individual 
effort,  will  organize  activities  to  promote  further  the  conservation  effort 
and  to  enlist  public  support  for  conservation  activities  on  local,  state  and 
national  levels. 

I  would  like  to  take  this  opportunity  to  commend  the  leadership  of  the 
nation's  sportsmen  in  conservation  and  to  call  upon  all  Americans  to  join 
with  hunters  and  fishermen  in  promoting  the  wise  use  of  our  natural 
resources  and  in  ensuring  their  protection  for  the  benefit  of  future 
generations. 


President  Carter  praised  American  hunters  and  fishers  recently  for 
their  role  in  conservation.  The  President's  support  came  in  this  state¬ 
ment  on  National  Hunting  and  Fishing  Day  (HFD),  designated  as 
September  23,  1978. 

"This  is  clearly  one  of  the  most  impressive  Presidential  statements 
signed  in  the  seven-year  history  of  National  Hunting  and  Fishing 
Day,"  said  Robert  Delfay,  National  Coordinator  of  NHFD.  The  Day 
will  be  observed  nationwide  by  public  displays,  shows  and  workshops 
about  outdoor  recreation. 


Paradise 

Adam  and  Eve  lived  here.  Buddha 
ascended  to  heaven  from  here. 
“Lost”  cities,  temples,  palaces,  art 
and  culture  of  a  2500  year  old 
civilization.  1000  miles  of  beaches. 
A  nearness  to  wildlife.  A  closeness 
to  friendly  people.  Exotic  festivals. 
More  shopping  value.  A  tropical 
island  paradise  every  season.Write: 
Ceylon  Tourist  Board,  Dept.NY8, 
609  Fifth  Ave.,  New  York,  NY 
10017  or  ask  your  travel  agent. 

The  Resplendent  Land 

sri  LanKaf 

CEYLON  TOURIST  BOARD  - 


CIRCLE  READER  SERVICE  CARD  NO.  20 


FORT  LAUDERDALE,  FLORIDA 


WacU 


HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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From  an  educational  session 
1978  NiRA  Conference  and  Exhibit 


The  "Alphabet  Soup" 
of  group  air  travel 

by  Arthur  Berman 


Travel  is  a  magnificent  thing.  People  put  money  in  the 
bank  and  look  forward  to  taking  a  trip  to  Hawaii  or 
Europe  or  Mexico  or  the  Orient.  It  is  a  big  event  in  their 
lives.  When  you  offer  employee  group  travel,  you  must 
be  careful  at  each  step  in  preparation.  If  you  do  your 
homework,  your  people  will  get  what  they  paid  for  and 
come  back  saying,  "Hey,  that  was  a  terrific  trip!  Where 
are  we  going  next  year?" 

There  are  some  basic  steps  you  must  take  in  organiz¬ 
ing  employee  air  travel: 

Choose  a  popular  destination 
Understand  travel  rates 
Find  a  reputable  travel  agent 
Use  a  reliable  tour  operator 

Choose  a  popular  destination 

Make  sure  you  know  where  your  people  want  to  go. 
Do  not  guess.  You  may  like  the  idea  of  a  cruise,  for  in¬ 
stance,  but  that  does  not  mean  the  other  people  in  your 
plant  or  office  would  find  it  appealing.  Why  not  poll  the 
employees?  If  you  have  500  people,  you  will  probably 
get  498  different  answers.  But  at  least  you  will  gain  a 
general  feeling  about  where  they  would  enjoy  going. 
Perhaps  many  of  them  would  like  to  go  on  a  cruise,  or  fly 
to  the  Caribbean,  or  travel  to  Europe  or . .  .wherever. 
Discovering  their  desires  is  essential. 

Once  you  have  reduced  your  list  of  potential  destina¬ 
tions  to  a  few  popular  alternatives,  learn  more  about 
each  one.  Speak  with  government  tourist  offices.  Ask 
about  good  places  to  stay,  things  to  see  and  do,  and  so 
forth.  Call  a  fellow  NIRA  member  who  has  sent  groups  to 
a  destination  you  are  considering.  Ask  him,  "Hey,  Jack, 
what  about  that  trip  you  had  last  year?  Was  it  good?  Did 
you  have  any  problems?  What  time  of  year  is  best  to  go? 


Which  hotels  did  you  use?  Did  your  people  have  a  good 
time?  Can  you  recommend  a  travel  agent?" 

If  you  have  researched  your  destination  thoroughly, 
you  can  promote  it  with  confidence,  knowing  it  is  a 
place  people  will  enjoy. 

Understand  travel  rates 

Air  fares  and  ground  accommodation  rates  are  avail¬ 
able  in  an  incredible  variety  today.  There  was  a  time 
when  there  were  only  two  air  fares:  first  class  and  tourist 
class.  Room  rate  structures  were  often  simpler,  too.  The 
situation  has  changed  dramatically. 

International  air  fares  are  set  by  the  International  Air 
Transport  Association  (IATA).  Every  foreign  carrier  in  the 
world  belongs  to  the  Association.  Those  carriers,  some 
1 40  of  them,  sit  down  together  and  decide  what  the  fare 
will  be  between  every  pair  of  air-serviced  cities  in  the 
world.  In  the  continental  United  States,  air  fares  are  set 
by  the  American  Traffic  Conference  (ATC).  Between  tick¬ 
et  prices  set  by  these  two  organizations,  you  can  face 
an  impossible  confusion  of  options.  There  are  first  class 
fares  and  several  kinds  of  economy  fares.  There  are  7  to 
14-day  excursions,  14  to  21 -day  excursions,  21  to 
28-day  excursions  and  more.  There  are  apex  fares, 
super-savers,  peanut  fares  and  so  on.  There  are  different 
rates  for  groups  of  10,  20,  40,  50,  100  and  on  and  on. 
Then,  of  course,  you  have  charters . . . 

You  can  understand,  when  you  ask  a  travel  agent 
what  the  fare  to  Paris  is,  he  literally  needs  a  computer  to 
give  you  a  complete  answer.  You  do  not  need  to  know 
every  detail  of  all  these  air  travel  options  yourself  before 
you  plan  an  employee  trip.  Leave  the  headaches  to  an 
agent  you  trust. 

Accommodation  rates  are  less  confusing,  if  you 
know  how  to  shop.  You  may  not  realize  that  when  a 


10 


RM,  September,  1978 


travel  agent  tells  you  your  package  includes  deluxe 
rooms  that  they  may  not  be  the  best  rooms  in  the  hotel. 
When  an  agent  tells  you  he  offers  accommodations  in  a 
particular  hotel,  find  out  what  kind  of  rooms  they  are. 
Do  they  look  out  on  the  ocean  or  the  golf  course?  Before 
you  choose  a  tour  that  seems  to  be  a  bargain,  compare  it 
point  for  point  with  others.  In  this  competitive  business, 
there  cannot  be  a  $50-60  difference  between  two  tours 
of  the  same  quality.  There  must  be  a  reason  for  the 
higher  price.  Chances  are  good  that  it  is  either  better 
rooms  or  extra  sightseeing  excursions. 

Find  a  reputable  travel  agent 

There  are  nearly  18,000  travel  agents  in  the  United 
States.  Some  of  them  are  very  good;  some  are  not  so 
good.  Others  should  not  even  be  in  the  business.  Unfor¬ 
tunately,  licensing  is  not  prevalent  in  the  travel  industry. 
As  a  ftiatter  of  fact,  a  person  can  open  a  travel  agency  in 
virtually  any  state  of  the  union  without  having  to  prove 
his  qualifications.  Anyone  can  hang  up  a  shingle  and 
open  his  door  for  business.  For  this  reason,  you  must 
check  out  the  agency  with  which  you  plan  to  do  busi¬ 
ness. 

Before  you  work  with  any  travel  agency,  check  its 
background.  Find  out  how  long  it  has  been  in  business. 
Call  the  airlines  and  ask  if  they  know  the  agency.  Ask  the 
airlines  if  it  holds  its  appointments.  Find  out  if  it  belongs 
to  the  International  Air  Transport  Association  (IATA). 
Only  IATA  members  can  write  international  airline  tick¬ 
ets.  Domestically,  only  members  of  the  American  Traf¬ 
fic  Conference  (ATC)  can  write  tickets.  Find  out  if  the 
agent  belongs  to  the  American  Society  of  Travel  Agents 
(ASTA).  This  is  a  reputable  association  whose  members 
must  regularly  submit  their  balance  sheets  to  maintain 
membership.  Find  out  if  the  agent  has  been  where  you 
want  to  send  your  group.  Does  he  know  what  he  is  talk¬ 
ing  about  or  does  he  have  to  look  it  up  in  a  book?  Flave 
recreation  directors  you  know  used  the  agency's  ser¬ 
vices?  If  so,  get  their  frank  assessment. 

The  agency,  once  you  have  chosen  it,  will  not  make 
all  the  arrangements  for  your  tour.  Your  agent  will  go  to 
a  tour  operator. 


Use  a  reliable  tour  operator 

A  tour  operator — at  least  a  large  one — can  buy  tre¬ 
mendous  blocks  of  hotel  rooms,  airplane  seats,  cruise 
cabins  and  so  forth.  Because  he  buys  in  such  high  vol¬ 
ume,  the  tour  operator  gets  a  special  low  rate.  He  ar¬ 
ranges  various  components  into  tour  packages  which  he 
sells  at  a  profit  to  a  travel  agency.  The  agent,  in  turn, 
adds  his  commission  and  sells  the  package  to  you. 
Everyone  makes  his  money  and  you  still  have  a  group 
trip  that  is  a  bargain  for  your  employees. 

Check  out  your  tour  operator  as  carefully  as  you  do 
your  agency.  Is  he  bonded?  If  so,  is  it  for  the  minimum 
amount  required  by  the  Civil  Aeronautics  Board  (CAB) 
or  is  he  voluntarily  bonded  for  more?  Take  time  to  check 
the  financial  stability  of  a  tour  operator.  I  cannot  stress 
this  enough.  As  the  recreation  director,  you  are  dealing 
with  the  employees'  money  as  well  as  the  reputation  of 
your  entire  travel  program  every  time  you  plan  a  trip.  Be 
sure  you  entrust  them  to  an  agent  and  an  operator  whose 
records  are  strong  and  references  are  good. 

Your  travel  agent  and  tour  operator  are  as  anxious  as 
you  are  to  sell  a  trip  to  your  employees.  Ask  them  for 
help  in  publicizing  the  activity.  They  should  be  able  to 
supply  brochures,  posters,  publicity  photos,  and  other 
display  materials.  They  may  also  be  able  to  come  into 
your  plant  or  office  to  show  a  film  on  the  destination  and 
answer  employees'  questions.  They  should  also  be  able 
to  help  you  with  a  pre-flight  orientation  session. 

Remember,  the  trip  you  offer  your  employees  may  be 
the  highlight  of  their  year.  Many  people  have  been  able 
to  see  exciting  places  and  enjoy  wonderful  vacations 
that  they  would  never  have  experienced  otherwise  be¬ 
cause  their  employers  had  travel  programs.  To  assure  the 
success  of  your  employee  trips,  rely  on  professionals  you 
know  and  trust.  rm 

Art  Berman  is  National  Sales  Director  for  World- 
ways/Hawaiian  Holidays,  a  tour  operator  and  NIRA  As¬ 
sociate  member  with  offices  in  New  York,  Chicago,  San 
Francisco,  Honolulu,  Rio  De  Janeiro  and  Los  Angeles. 
He  has  twenty  years'  experience  in  the  travel  industry 
and  is  the  exhibitors'  representative  to  the  NIRA  Board 
of  Directors. 
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UPDATE 


New  Public  Charter 
simplifies  group  travel 


The  Civil  Aeronautics  Board  (CAB)  took  action  this 
summer  to  simplify  the  confusing  “alphabet  soup"  of 
air  charters.  Under  a  final  rule  issued  in  mid-August,  the 
Board  replaced  several  different  charter  forms  with  one 
simplified  Public  Charter.  The  new  Charter  does  not  re¬ 
quire  ground  accommodations,  advance  payment  for 
seats,  minimum  stay,  or  minimum  group  size.  It  also  al¬ 
lows  one-way  as  well  as  round  trip  travel.  The  Public 
Charter  must  be  sold  by  an  independent  charter  opera¬ 
tion.  All  provisions  of  the  new  rule,  adopted  August  14, 
will  become  effective  October  10,  1978. 

The  Public  Charter  revokes  and  replaces  five  com¬ 
mon,  although  sometimes  confused,  charter  forms: 
Advance  Booking  Charter  (ABC) 

Travel  Group  Charter  (TGC) 

Study  Group  Charter  (SGC) 

Inclusive  Tour  Charter  (ITC) 

One-Stop-Inclusive  Tour  Charter  (OTC) 

In  its  original  proposal  for  the  Public  Charter,  the 
CAB  had  intended  to  abolish  the  original  pro  rata  affinity 
charters.  In  public  hearings,  however,  scores  of  social, 
educational  and  fraternal  organizations  argued  for  the 
continuation  of  the  affinity  charter.  The  CAB  relented, 
but  reserved  the  option  to  reexamine  affinities  if  losses 
from  abuse  of  their  restrictions  appear  greater  than  their 
overall  benefits. 

The  CAB  decision  follows  a  series  of  liberalizations 
in  the  rules  governing  charters.  As  recently  as  last  De¬ 
cember,  the  Board  temporarily  relaxed  charter  rules  to 
help  supplemental  carriers  compete  with  the  plethora  of 
new  "super-low"  fares  offered  by  scheduled  carriers. 
Last  April,  the  Board  issued  a  blanket  waiver  of  many 
remaining  limitations  on  the  supplemental.  Many  of  the 
basic  provisions  of  the  new  Public  Charter  were  already 
in  effect  when  it  was  adopted.  Furthermore,  according  to 
a  CAB  statement,  the  rush  of  public  interest  in  scheduled 
carriers'  "superlow"  fares  suggests  that  the  Public  Char¬ 
ter  will  not  pose  a  serious  threat  to  scheduled  business. 

The  Public  Charter  will  include  the  following  fea¬ 
tures  as  listed  in  the  CAB's  final  rule: 

•  No  advance  booking  requirement 
•  No  minimum  stay 

•  No  restrictions  on  differential  pricing,  other  than 
the  general  strictures  against  undue  preferences, 


discrimination,  prejudice,  etc.,  contained  in  the 
Federal  Aviation  Act  and  the  parallel  provisions  of 
the  Board's  regulations 

•  One-way  charters  permitted,  but  not  round  trips 
paid  for  in  advance  with  unspecified  return  ar¬ 
rangements 

•  Cancellation  by  the  charter  operator  not  permitted 
less  than  10  days  before  the  scheduled  departure 
date,  except  in  circumstances  that  make  it  physi¬ 
cally  impossible  for  the  charter  to  be  performed. 

•  No  maximum  participant  cancellation  penalty 

•  No  minimum  group  size 

•  Contract  between  charter  operator  and  direct  air 
carrier  must  be  for  at  least  20  seats  per  flight 

The  general  requirements  of  the  Public  Charter  are 
very  flexible.  In  the  words  of  the  Board's  final  rule,  they 
are: 

•  The  charter  shall  be  arranged  and  sold  by  a  charter 
operator  as  an  independent  principal  with  respect 
to  the  air  transportation  included  in  the  charter 
and  not  as  an  agent  for  a  direct  air  carrier.  Such 
charter  may,  but  need  not,  include  ground  ac¬ 
commodations  and  services. 

•  The  charter  contract  must  be  for  20  or  more  seats. 

•  If  the  charter  is  on  a  round  trip  basis,  the  departing 
flight  and  return  flight  need  not  be  performed  by 
the  same  direct  air  carrier. 

•  The  air  transportation  of  the  charter  must  be  per¬ 
formed  by  direct  air  carriers  which  hold  a  certifi¬ 
cate  of  public  convenience  and  necessity  . . . 

•  Passengers  transported  on  the  charter  flight  shall 
consist  solely  of  charter  participants  . .  .and  per¬ 
sons  authorized  to  occupy  unused  space  . .  .(The 
charter  operator  may  offer  unused  space  on  a  free 
or  reduced  basis,  to  the  operator's  employees  and 
directors  as  well  as  members  of  their  families.) 

To  gain  more  detailed  information  on  the  new  CAB 
rule  (Regulation  SPR-149),  write  or  call: 

Richard  B.  Dyson 

Civil  Aeronautics  Board 

Office  of  the  General  Council 

1825  Connecticut  Avenue,  N.W. 

Washington,  D.C.  20428 

Phone:  (202)  673-5444.  I’m 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


i  dorIc 

25,300  tons 

TO  BERMUDA 

A 


OCEANIC 

39,241  tons 

TO  NASSAU 


SS&mai] 

_V... 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton’s  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna,  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432;1414  Offices  in  Principal  Cities 


IAjuuvoJIslcL  Quality,  S&uuxjl  . . .  diomsL  Jjjisla,  J-ojudua  Qialimt,  (psAAorursd. 
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After  the  crowd  is  gone  . . . 

Turn  employees  on  to  off-season  travel  in  the  U.S. 
Popular  destinations  are  less  crowded, 
rates  are  dramatically  lower 
and  there's  still  plenty  to  see  and  do. 


by  Melinda  Carr 
United  States  Travel  Service 


Some  habits  are  easy  to  break. 

Take  the  good-old-summertime 
vacation  habit,  for  example.  This  just 
might  be  the  year  to  introduce  your 
employee  group  to  off-season  vaca¬ 
tions. 

Autumn  brings  sunny  days  and 
crisp,  clear  nights.  Prices  miracu¬ 
lously  plummet  in  many  areas  with 
the  stroke  of  midnight  on  Labor  Day. 
Employee  groups  can  still  enjoy 
many  warm  weather  activities  at  re¬ 
duced  rates. 

Here  are  a  few  off-season  vacation 
ideas,  some  in  your  backyard  and 
some  a  continent  or  an  ocean  away. 
Any  of  these  destinations  will  be  de¬ 
lighted  to  prove  to  you  that  your 
employees'  vacation  plans  need  not 
hibernate  between  Labor  Day  and 
Memorial  Day. 

NEW  ENGLAND 

The  off-season  lures  of  New  Eng¬ 
land  are  many.  Fall  foliage  beckons 


New  England  travelers  to  explore 
back  roads,  stroll  through  historic 
villages,  search  for  antiques,  or 
photograph  covered  bridges. 

Cape  Cod  is  famed  as  a  summer 
vacation  mecca.  But  in  September, 
crowds  return  home.  Generally,  ac¬ 
commodation  rates  drop  20  to  50 
percent  between  Labor  Day  and 
mid-June. 

Boston  is  the  sophisticated  urban 
heart  of  New  England.  Fall  and 
winter  are  concert  seasons  for  the 
world-renowned  Boston  Symphony, 
and  any  time  of  the  year  is  museum 
season. 

The  palacial  mansions  of  New¬ 
port,  Rhode  Island,  are  open  for 
tours  year-round.  “Christmas  in 
Newport"  is  a  month-long  celebra¬ 
tion  with  daily  events  adding  to  the 
holiday  spirit. 

The  mountains  of  New  Hamp¬ 
shire,  Vermont  and  Maine  beckon 
hikers  and  sightseers  in  fall  and 


spring,  and  their  snowy  slopes  echo 
with  the  swoosh  of  skis  in  winter. 


EASTERN  GATEWAY 

Action  is  year-round  in  New  York 
City,  with  some  of  its  best  offerings 
presented  in  the  off-season.  Sched¬ 
ule  a  theatre  tour  and  include  the 
musical  delights  at  the  Lincoln 
Center  for  the  Performing  Arts.  New 
York  City  is  one  of  the  museum  capi¬ 
tals  of  the  world,  with  the  Metropoli¬ 
tan  heading  the  list.  Employees  will 
enjoy  winter  ice  skating  at  Rockefel¬ 
ler  Center  and  Christmas  shopping 
in  New  York's  unparalleled  stores 
and  boutiques. 

Remember  that  New  York  State  of¬ 
fers  a  variety  of  other  vacationlands 
for  year-round  enjoyment.  Tourists 
marvel  at  the  icy  spectacle  that 
Niagara  Falls  becomes  in  mid¬ 
winter.  Schedule  a  visit  to  the  vine¬ 
yards  and  wineries  of  the  Finger 
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Lakes  region.  Take  your  employees 
indoors  for  a  tour  of  the  Eastman 
Kodak  plant  in  Rochester  or  send 
them  to  watch  craftsmen  hand-form 
Stuben  glass  at  the  Corning  Glass 
Works. 

Hiking,  mountain  climbing, 
camping  and  canoeing  are  among 
the  lures  that  draw  vacationers  to  the 
strikingly  beautiful  Adirondacks. 
Every  winter  sport  imaginable  can 
be  enjoyed  there,  too.  New  York's 
Hudson  River  valley  abounds  with 
shrines  of  the  American  Revolution. 
Groups  can  cruise  up  the  river  in 
spring  or  fall  and  watch  the  seasons 
change  along  the  Palisades  or  stop 
for  a  tour  of  the  U.S.  Military 
Academy  at  West  Point. 

Tourists  can  even  take  a  dude 
ranch  vacation  in  New  York  State 
and  enjoy  a  Western-style  vacation 
with  a  touch  of  Eastern  luxury.  Sev¬ 
eral  of  these  resorts  operate  all  year 


Try  a  cultural  tour  of  New  York  in  the  off-season  or  beat  the  summer  heat 
and  crowds  with  a  spring  trip  to  Washington,  D.C. 


and  include  winter  sports  in  their 
programs.  For  a  list  of  these  resorts 
write  to  the  State  Department  of 
Commerce,  99  Washington  Avenue, 
Albany,  New  York  12210. 

GEORGE  WASHINGTON 
COUNTRY 

Rich  in  history,  outstanding  cities 
and  scenic  beauty,  George  Wash¬ 
ington  country  is  a  treat  in  the 
off-season.  Try  a  visit  to  Pennsyl¬ 


vania  Dutch  country,  near  Lancas¬ 
ter,  in  the  spring  or  fall.  Many  of  this 
area's  resorts  and  motels  offer  dra¬ 
matic  off-season  savings. 

George  Washington  country 
beaches  are  also  a  great  off-season 
bargain.  Seashore  resorts  in  Dela¬ 
ware,  Maryland  and  Virginia  offer 


continued 
on  following  page 
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King  Louie 


Styled  for  action,  combined  with 
&  exacting  standards  of  quality  Pro/Fit 

aHHKfeU  jackets  and  caps  by  King  Lotiie 

VBV  stand  out  in  any  crowd. 

F  Imprinted  or  plain,  Pro/Fit  jackets  are 

I  .  ■  k  ideal  for  groups,  teams  or  company 

L  ^  identification.  Pro.  Fit  s  broad  range  ot 

%•  -y  styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out: 

For  a  catalog,  service,  too.  Prompt  shipment  from  a 

write  or  call  fully-stocked  warehouse  JACKETS  &  CAPS 

King  Louie  International,  Inc.  •  311  West  72nd  Street  •  Kansas  City,  Missouri  64114  •  (816)363-5212 
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many  opportunities  to  walk  the 
beach,  fish  from  heated  party  boats, 
view  migrating  birds,  shop  for  an¬ 
tiques,  or  sample  great  seafood  din¬ 
ners.  Room  rates  in  the  area  fall  as 
much  as  50  percent  in  the  off¬ 
season.  Consider  using  one  of  these 
resort  areas  as  a  base  from  which  to 
tour  historic  areas,  such  as  Virginia's 
Colonial  Williamsburg.  This  out¬ 
standing  historical  restoration  is  at  its 
best  without  the  distraction  of  sum¬ 
mer  crowds. 

THE  SOUTH 

Plantation  mansions  reminiscent 
of  Scarlett's  "Tara"  await  visitors 
throughout  the  Southeast.  Spring  is 
prime  season  for  tours  of  historic 
homes  in  such  cities  as  Natchez  and 
Charleston.  Fall  is  a  great  time  for 
exploring  the  coast.  Offer  a  fall 
cruise  along  the  Intra-coastal  Wa¬ 
terway  for  a  unique  look  at  the  At¬ 
lantic  coastline. 


Southern  cities  are  at  their  best  in 
the  cooler  off-season.  Try  a  trip  to  At¬ 
lanta,  the  urban  heart  of  the  South. 
Underground  Atlanta  entices  tourists 
with  its  shops,  restaurants  and  night¬ 
spots.  Attractions  and  museums  de¬ 
voted  to  Civil  War  history  seem  to 
wait  at  evfery  turn  and  restaurants 
offer  mouth-watering  Southern 
cooking. 

Kentucky  and  Tennessee  offer 
great  off-season  bargains  at  their 
state  resort  parks.  These  complete 
recreation  areas  boast  modern  inns, 
completely  equipped  cabins,  lakes, 
marinas  and  camping  areas.  Many 
state-operated  resorts  also  have  ten¬ 
nis  courts,  golf  courses  and  horse¬ 
back  riding  trails. 

The  Great  Smoky  Mountains  are  a 
vacation  treat  any  time  of  the  year. 
Gatlinburg,  Tennessee,  one  of  the 
major  lodging  areas  for  visitors  to  the 
Smokies,  as  well  as  a  winter  skiing 
area,  offers  off-season  bargain  rates 


at  25  to  30  percent  reductions  from 
November  1  to  June  1. 

Bargain  hunters  and  those  shun¬ 
ning  the  crowds  can  find  just  what 
they  want  in  Florida.  Off-season 
rates  may  be  30  to  50  percent  lower 
than  standard  prices  in  the  Sunshine 
State. 

In  Louisiana,  spring  and  fall  bring 
opportunities  to  enjoy  the  year's  best 
weather,  great  jazz,  fantastic  creole 
cooking  and  fun-filled  festivals.  The 
swinging  French  Quarter  of  New  Or¬ 
leans,  lovely  Southern  mansions  and 
the  scenic  bayou  country  are  just 
some  of  the  vacation  possibilities  in 
Louisiana  during  the  off-season. 

GREAT  LAKES  COUNTRY 

Vacation  opportunities  abound  in 
Great  Lakes  country  during  the  off¬ 
season.  The  region  blazes  with  fall 
colors  and  prides  itself  on  some  of 
the  nation's  finest  hunting  and  fish¬ 
ing.  Winter  visitors  to  this  part  of  the 
country  can  cross-country  ski  over 
hundreds  of  miles  of  well-marked 
and  maintained  trails  or  enjoy 
snowmobiling,  ice  skating,  ice  fish¬ 
ing  and  toboganning. 

Rates  at  many  motels  in  northern 
Minnesota,  where  fall  and  winter 
outdoor  activities  are  at  their  best,  go 
down  20  percent  from  mid- 
September  to  mid-May. 

Ten  state  parks  in  Wisconsin  offer 
winter  recreational  opportunities 
and  camping  facilities  costing  about 
$2.25  per  night  from  mid-October  to 
mid-April.  Pokagon  State  Park  in 
northeastern  Indiana  offers  great 
winter  recreation  with  accommoda¬ 
tions  at  a  rambling  inn  with  low 
winter  rates  set  at  $14-$20  for  a 
double  room. 

MOUNTAIN  WEST 

Some  of  the  year's  best  vacation 
opportunities  can  be  found  in  the 
Mountain  West.  Consider  an  off¬ 
season  trip  to  Utah,  the  state  that 
boasts  more  national  parks  within  its 
boundaries  than  any  other.  Zion, 
Bryce  Canyon,  Arches,  Capitol  Reef 
and  Canyonlands  National  Parks  are 
open  year-round.  Utah  ski  resorts 
are  among  the  best  in  the  nation, 
with  deep  powder  slopes  that  delight 
skiers.  Ski  season  extends  well  into 
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spring  at  many  Utah  resorts.  Melting 
snows  and  spring  rains  swell  Utah's 
streams,  making  white  water  rafting 
on  the  Green  and  Yampa  Rivers  a 
great  spring  activity  idea. 

There  are  lots  of  things  to  do  in 
Montana  in  the  off-season.  Em¬ 
ployee  families  can  enjoy  trout  fish¬ 
ing,  exploring  ghost  towns,  rock- 
hounding,  nature  photography  or 
mountain  resort  living.  Yellowstone, 
one  of  the  most  popular  national 
parks,  is  often  crowded  to  capacity 
in  the  summer.  From  mid-December 
to  mid-March,  however  Snow 
Lodge,  near  Old  Faithful  geyser,  ac¬ 
commodates  winter  visitors.  The 
park's  roads  are  groomed  as  snow¬ 
mobile  trails,  or  marked  for  cross¬ 
country  skiing. 

FRONTIER  WEST 

Off-season  vacations  in  the  Fron¬ 
tier  West  offer  a  leisurely  way  to 
explore  some  of  the  nation's  great 
natural  wonders.  The  Grand  Can¬ 
yon,  which  welcomes  millions  of 
visitors  each  summer,  displays  a 
quiet,  majestic  beauty  in  the  off¬ 
season.  Accommodations  along  the 
South  Rim  remain  open  throughout 
the  year,  and  spring  and  fall  are  ideal 
times  for  rafting  down  the  mighty 
waters  of  the  Colorado  River  in  the 
canyon's  depths. 

Resort  areas  of  Arizona  are  prime 
winter  vacation  playgrounds,  with 
rates  to  match.  But  "shoulder"  sea¬ 
sons  in  fall  and  spring  bring  lovely 
weather,  great  golf  and  tennis,  horse¬ 
back  riding  on  desert  trails,  with 
rates  as  much  as  50  percent  lower. 
Off-season  vacationers  in  Arizona 
and  New  Mexico  will  also  find  this  a 
prime  time  to  explore  the  ruins  of 
prehistoric  Indian  dwellings  and  see 
how  present-day  Indians  live  in  New 
Mexico's  pueblos  or  on  Arizona's 
reservations. 

THE  FAR  WEST 

The  Pacific  Northwest  is  becom¬ 
ing  more  and  more  popular  in  the 
off-season — and  for  good  reason. 
Fall  months  are  blessed  with  many 
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Melting  snow  swells  rivers  in  the  western  U.S.,  where  whitewater  rafting 
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automatic  heart  rate  indicator 
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OWL  BIOMEDICAL,  INC. 
455  Cayuga  Road, 
Buffalo,  NY  14225 
(716)  634-0458 
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warm  days  for  enjoying  vacations 
along  the  coast.  Fall  salmon  runs, 
usually  in  September,  attract  fisher¬ 
men.  Skiers  enjoy  long  snow  seasons 
in  Oregon.  Spring  is  also  a  great  fish¬ 
ing  season,  and  late  spring  attracts 
white  water  enthusiasts  for  rafting 
trips  down  such  rivers  as  Oregon's 
famed  Rogue. 

California's  many  wonders  can  be 
enjoyed  thoroughly  in  the  off¬ 
season.  San  Francisco's  delights  are 
great,  year-round.  Chinese  New 
Year,  celebrated  in  winter,  fills 
the  city's  bustling  and  colorful 


Chinatown  with  parades,  music  and 
dancing.  The  best  time  to  head  for 
California  deserts  is  when  the  hot 
summer  has  faded.  Try  a  fall,  winter 
or  spring  tour  to  Death  Valley,  land 
of  unearthly  scenery  and  40-mule 
teams.  A  more  posh  tour  to  Palm 
Springs  may  be  affordable  in  the 
off-season,  when  rates  drop  as  much 
as  50  percent.  Crowds  at  Disneyland 
thin  out  after  Labor  Day,  and  lodging 
costs  in  surrounding  communities 
tend  to  drop  in  the  off-season. 
California's  most  popular  national 
parks,  including  Sequoia  and  Yose- 


dote! 


Resort 


A  Lot  of  Leisure  Vocation! 

On  the  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  •  EXCITING  GUESTS  FUNCTIONS 

•  SPECIAL  NIRA  RATES  • 


Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 
COMPANY  VAg P.0.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 


CIRCLE  READER  SERVICE  CARD  NO.  14 


mite,  are  quite  crowded  during  peak 
summer  months.  Most  lodgings  in 
the  parks,  however,  are  in  full  ser¬ 
vice  in  May,  September  and  Oc¬ 
tober,  and  a  few  are  open  year- 
round. 


THE  ISLANDS 

The  USA's  islands,  rising  from 
clear,  warm  waters  of  the  Caribbean 
and  the  Pacific,  attract  visitors 
throughout  the  year,  and  they  can 
offer  great  vacation  bargains  in  the 
off-season.  The  U.S.  Virgin  Islands 
offer  sun-and-fun  vacationing  at  its 
best,  with  off-season  accommoda¬ 
tions  discounts  of  40  to  50  percent  in 
effect  from  mid-April  to  mid- 
December.  Several  airlines  offer 
off-season  vacation  packages  com¬ 
bining  the  lower  room  rates  with 
money-saving  fares  and  many 
extras.  In  the  Virgins — St.  Thomas, 
St.  Croix  and  St.  John— can  be  found 
some  of  the  world's  best  scuba  div¬ 
ing  and  snorkeling,  great  fishing, 
secluded  beaches  and  accommoda¬ 
tions  ranging  from  luxurious  resort 
hotels  with  all  the  amenities  to 
campsites  a  few  steps  from  the  wa¬ 
ter.  And  real  bargain  hunters  know 
that  the  U.S.  Virgin  Islands  offer 
some  of  the  best  duty-free  shopping 
in  the  world. 

Nearly  half  a  world  away,  Hawaii 
is  an  island  vacation  paradise  any 
time  of  year.  Our  Island  State  has 
two  peak  seasons:  mid-December 
through  March,  and  mid-June 
through  August.  A  number  of  hotels 
add  surcharges  (usually  in  the  $2-$5 
range)  during  these  peaks.  The  rest 
of  the  year,  smart  travelers  find  that 
room  reservations  are  easier  to  ob¬ 
tain;  restaurants,  beaches  and  attrac¬ 
tions  aren't  as  crowded;  and  the 
weather  and  scenic  beauty  are  still 
superb.  Great  off-season  times  to 
visit  Hawaii  include  October,  when 
all  islands  celebrate  Aloha  Week 
and  when  Honolulu  blooms  with  its 
annual  Orchid  Show;  and  festive 
May,  featuring  Lei  Day  and  Fiesta  de 
la  Pina  celebrations. 

The  United  States  is  a  vaca- 
tionland  full  of  off-season  adven¬ 
tures  and  inflation-fighting  bargains. 
Introduce  them  to  your  employees. 

rm 
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See  more  of  America 


Ju 

|  AT  nQr'O  1  I  A  A  C 

lot  vT 

;ummer  s 

0  V 

pr  doesn’t  m 

lean  your 

Vcl 

cation  has  tc 

)  be  Fror 

nc 

)won  Amerk 

sa  will  be 

sh 

lowing  her  tr 

i  jp  rolor^ 

TF 
1  1 

le  cinnamon 

c  q  nrl 

O  Cll  IvJ 

hi 

jrnt  oranges 

of  pi  iti  i m 
Ul  dUlUi  1 1 

“PL 

1  r 

i r^\/  hh  i oq  c 
ic  luy  c 

tnd  white: 

nf 

v_/  1 

winter.  And 

the  ever 

gr 

een  of  sprinc 

3’s 

bl1 

ossom  1  HQ . 

A 

Ai 

Tipripp^  p  \/i< 

1  101  IwCt  O  Cl  Vlv 

sion  of 

he 

?auty  all  year 

roi  i nrl 

1  W  LJ  1  IVJ  . 

n 

V-/ 

ne  you’ll  war 

\/m  i  r 
i l  yuui 

know  the  parts  of  our 
country  off  the  beaten 
track.  It’s  also  the  time 
to  enjoy  all  of  our  popular 
attractions.  Accommoda¬ 
tions  are  less  expensive, 
less  crowded.  Travel 
arrangements  are  easier 
to  come  by.  And  go  by. 

Your  members  can  dis¬ 
cover  this  side  of 
America.  And  take  some 
good  advice  along  with 
them,  compliments  of 


In  the  Off-Season. 


the  LISTS  and  your 
National  Industrial 
Recreation  Association. 

There  are  31  information 
booklets  listed  on  the 
following  page.  Nine 
that  offer  consumer 
oriented  how-to-travel 
hints.  Twenty  that  give 
a  colorful  picture  of  the 
country’s  most  pictur¬ 
esque  countryside  by 
area,  a  USA  Holiday 
Planner  that  features 
attractions  of  the  entire 
country.  Plus  a  map  of 
the  USA. 

You’ll  also  find  a  catalog 
of  films  on  U.S.  attrac¬ 
tions  that  lists  16mm 
travel  films  available  on 
states  and  regions.  And 
where  to  order  them. 

All  of  this  material  is  free, 
to  help  you  and  your 
members  plan  off¬ 
season  vacations. 

Just  send  us  your 
request,  and  we’ll  send 
the  brochures  on  their 
way.  With  a  full  color 
poster  that  shows 
America  showing  off. 


Be  prepared 
to  see  more  of  America. 


Just  cut  out  this  page  and 
check  off  the  free  informa¬ 
tion  you  want.  Travel  tips. 
Travel  sites.  Travel  aids, 
like  our  Holiday  Planner, 
map  of  the  states  and  cata¬ 
log  of  domestic  travel  films. 


fegional 
travel  guides: 

□  “Washington,  D.C./ 
Philadelphia  & 
George  Washington 
Country” 

□  “New  York  City,  New 
York  and  New 
Jersey” 

□  “Boston  and  New 
England” 

□  “Miami/Miami  Beach 
and  Florida” 

□  “Chicago,  Detroit 
&  Great  Lakes 
Country” 

□  “St.  Louis/Kansas 
City  &  Missouri, 
Kansas  &  Oklahoma” 

□  “Hawaii  &U.S. 
Islands  of  the  Pacific” 

□  “San  Francisco  and 
Northern  California 
and  Northern 
Nevada” 

□  “Los  Angeles/ Las 
Vegas  &  Southern 
Nevada” 


□  “Atlanta  &  Georgia 
&  North  &  South 
Carolina” 

□  “New  Orleans  &  The 
South” 

□  "Minneapolis/St. 

Paul  &  Minnesota, 
Wisconsin  &  Iowa” 

□  “Texas” 

□  “Arizona  &  New 
Mexico” 

□  “Denver/Salt  Lake 
City  &  Utah  & 
Colorado” 

□  “Wyoming  & 
Montana” 

□  “Nebraska  &  North 
&  South  Dakota” 

□  “Seattle/Portland- 
Washington,  Oregon 
&  Idaho” 

□  “Alaska” 

□  “Puerto  Rico  &  The 
U.S.  Virgin  Islands” 


Travel  planning 

aids: 

□  “Map  of  the  USA” 

□  “USA  Holiday 
Planner” 

□  Helpful  information 
sources 

□  The  benefits  of  using 
a  travel  agent 

□  Tips  for  an  energy- 
wise  vacation 

□  How  to  get  an  air 
fare  deal 

□  Helpful  hints  for  the 
older  traveler 

□  Travel  tips  for  the 
handicapped 

□  Getting  the  best  value 
for  your  vacation 
dollar 

□  Your  rights  and 
responsibilities— 
know  before  you  go 

□  Traveling  with  pets 


□  Catalog  of  Films  on  US.  Attractions 

Address  your  request  to:  SEE  MORE  OF  AMERICA, 
P.O.  Box  900,  Silver  Spring,  MD.,  2091 0 

NAME  (PLEASE  PRINT) 

STREET  ADDRESS 

CITY/STATE/ZIP 

ORGANIZATION 
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1978-79  BOARD  OF  DIRECTORS 
SPRING  MEETING 


A  serious  moment  for  the  1978-79  N1RA  Board.  From  right  to  left:  Enrique  Maldonado;  Phyllis  Smith,  CIRA;  George 
Grigor,  CIRA;  Alan  Benedeck;  Kenneth  Wattenberegr,  CIRA;  Larry  Lemme;  Nelson  Ellsworth;  Louis  Mertens,  CIRA; 
Susan  Siwicki,  CIRA. 


Twelve  newly-elected  Directors  took  their  seats  on  the 
1978-79  NIRA  Board  when  it  met  for  the  first  time. 
May  23,  1978.  The  meeting  took  place  during  the  final 
day  of  the  1978  Conference  and  Exhibit  at  the  North 
Park  Inn,  Dallas,  Texas.  Most  of  the  new  Directors  were 
elected  during  regional  meetings,  May  19.  Those  em¬ 
barking  on  new  terms  were: 

REGION  I 

Stephen  W.  Edgerton,  CIRA 

Xerox  Corp. 

REGION  II 
Bernie  Watts 

Goodyear  Tire  &  Rubber  Co. 

Louis  R.  Mertens,  CIRA 

Foreign  Affairs  Recreation  Association,  Inc. 

REGION  III 
Alan  Benedeck 

Allstate  Insurance  Co. 

Eugene  Miller,  CIRA 

Michigan  Bell  Telephone  Co. 

REGION  IV 
Ron  Lewis,  CIRA 

Phillip  Morris,  Inc. 


REGION  V 

Thomas  Oswalt,  CIRA 

Honeywell,  Inc. 

REGION  VI 

Cheryl  H.  Jones  (re-elected) 

First  National  Bank  in  Dallas 

REGION  VII 
Phillis  K.  Smith,  CIRA 

Hughes  Aircraft  Company-Fullerton 

REGION  VIII 

George  Grigor,  CIRA  (re-elected) 

Kodak  Canada  Company,  Ltd. 

REGION  IX 
Enrique  Maldonado 

Accion  Social  Regiomontana 

EXHIBITORS  REPRESENTATIVE  (non-voting) 
Arthur  Berman 

Worldways/Hawaiian  Holidays 


continued  on  following  page 
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Board  Meeting  continued 


1978-79  NIRA  President  Dick  Brown,  CIRA  (Texas 
instruments,  Inc.)  set  a  brisk  pace  for  the  first  meeting 
with  his  list  of  expectations  for  the  Board.  Brown  said  he 
expects  prompt  and  full  attention  of  all  Board  members 
at  all  Board  and  Committee  meetings.  In  addition, 
Brown  said,  he  expects  all  Board  members  to  serve  as 
models  for  NIRA  members  in  their  conscientious  atten¬ 
dance  at  NIRA  Conferences  and  their  involvement  and 
leadership  throughout  their  terms  in  office.  NIRA  mem¬ 
bers  have  a  right  to  expect  as  much  from  their  elected 
representatives,  he  concluded. 

Brown  went  on  to  introduce  his  nominees  to  the  two 
one-year  appointive  positions  on  the  Board.  With  the 
approval  of  the  Executive  Committee,  he  nominated 
Elizabeth  F.  Burchard,  CIRA  (Northwestern  Bell  Tele¬ 
phone  Co.)  to  another  term  as  Secretary  and  Past  Presi¬ 
dent  Roy  L.  McClure,  CIRA  (Lockheed-Georgia  Co.)  as 
Treasurer.  The  Board  unanimously  approved  the  ap¬ 
pointments.  Burchard  and  McClure  assumed  their  duties 
immediately. 

Senior  Directors  from  each  region  introduced  their 
new  Junior  partners  on  the  Board  and  reported  the  inter¬ 
ests  of  their  regions'  members.  Two  specific  questions 
from  Region  II  were  referred  to  Board  committees  for 
study. 


Region  II  Senior  Director  Larry  Lemme  (United  States 
Department  of  Energy)  told  the  Board  that  members  of 
his  area  would  like  to  see  a  limit  placed  on  the  number 
of  years  one  individual  can  serve  on  the  Board  of  Direc¬ 
tors.  President  Dick  Brown  noted  that  several  years' 
service  on  the  Board  is  desirable  in  Executive  Committee 
candidates.  Some  proportion  of  veteran  Board  members 
is  also  necessary  for  continuity  of  national  programs, 
he  said.  Nevertheless,  Brown  acknowledged  the  im¬ 
portance  of  a  continual  influx  of  new  ideas  on  the  Board. 
The  Bylaws  Committee  of  the  Board  will  include  the 
question  of  limited  service  in  its  1978-79  revision 
discussions. 

Lemme  also  related  his  Region's  hope  that  NIRA 
awards  standards  would  be  revised  to  include  separate 
consideration  for  programs  led  by  volunteers  as  com¬ 
pared  with  those  administered  by  professional  directors. 
The  Awards  Committee  will  debate  the  question  in  the 
coming  year. 

The  fall  meeting  of  the  1978-79  Board  of  Directors 
will  be  held  October  9-1 0, 1 978  in  Halifax,  Nova  Scotia. 
The  1 979  Association  budget  and  plans  for  the  38th  An¬ 
nual  NIRA  Conference  and  Exhibit  will  top  the  agenda. 
The  Board's  first  scheduled  meeting  of  the  new  year  will 
take  p|ace  January  1 8-1 9,  1 979  in  San  Diego,  California. 


tournament  news 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 

As  summer  comes  to  an  end,  thoughts  turn  to  new 
activities  in  anticipation  of  the  cooler  days  of  fall  and 
winter.  Golf  clubs  and  tennis  racquets  are  put  away  in 
some  parts  of  North  America  and  skis  and  sleds  are  re¬ 
paired.  But,  your  employees  still  have  time  to  catch  that 
"lunker"  which  has  evaded  everyone  all  summer.  Gene 
Miller,  CIRA  (Michigan  Bell  Telephone),  this  year's  Fish¬ 
ing  Contest  Coordinator,  reminds  all  members  that  en¬ 
tries  in  both  the  fresh  water  and  salt  water  categories  wi  II 
be  accepted  until  December  1,  1978.  Entry  fees  are 
$10.00  per  company.  Entries  are  being  accepted  in  the 
following  classifications: 

FRESH  WATER  DIVISION 

•  Bass,  Largemouth 

•  Bluegill 


•  Muskellunge 

•  Northern  Pike 

•  Walleye 

•  Perch 

•  Salmon 

•  Trout,  Brown 

•  Trout,  Lake 

•  Trout,  Rainbow 

SALT  WATER  DIVISION 

•  Bass,  Sea 

•  Kingfish 

•  Marlin 

•  Salmon 

•  Tuna 

•  Yellowtail 

Additional  Contest  entry  forms  can  be  obtained  from 

Mike  Brown,  CIRA  at  NIRA  Headquarters. 

!  *  *  * 


In  other  tournament  news,  Maxine  Kraft  (Battelle 
Memorial  Institute)  has  consented  to  coordinate  this 
year's  Bridge  Tournament.  Final  plans  for  the  Tourna¬ 
ment  have  been  completed  and  information  has  been 
mailed  to  program  directors.  The  postal  tournament  will 
open  October  1  and  close  November  15,  1978.  rm 


24 


RM,  September,  1978 


Discount  music  stores 
open  national  buying  plan 


’  SINCE  1924 


musical 

*  instruments 

*  amplification 


"  since  1924 

discount  courtesy  car 

SMc=io^^PerSOnne' 

3 01  Peninsula  Boulevar  212.347-7757 

-r~n  Free  800-645-3518  '  _ - 


In  20  years  of  providing 
recreational  group  travel, 
our  greatest  failing  has  been 
our  inability  to  describe  the 
world  in  ten  square  inches. 


If  you  are  interested  in 
the  most  complete  group  travel 
programs  available,  at  prices 
your  groups  can  afford. 

Contact:  Tom  Frenkel 

(800)  851-5383 
(800)  642-3539  in  Ill. 


Presley  Tours  Incorporated 

Makanda,  Illinois  62958 
(618)549-0704 

CIRCLE  READER  SERVICE  CARD  NO.  24 


Your  employees  can  shop  among  top  names  in  mu¬ 
sical  instruments  at  one-third  or  more  below  list  prices. 

Sam  Ash  Music  Stores  have  expanded  their  Discount 
Plan  to  include  employee  associations.  Sam  Ash's  Dis¬ 
count  Plan  is  now  available  to  your  members  without  an 
enrollment  fee.  Just  call  toll-free  for  prices  and  informa¬ 
tion. 

The  Sam  Ash  Music  Stores  recently  celebrated  their 
54th  Anniversary.  The  chain  is  the  largest  retail  music 
dealer  in  New  York,  and  among  the  largest  in  the  nation. 
The  firm  specializes  in  music  and  supplies  for  the  novice 
as  well  as  the  professional.  Most  items  in  its  huge  inven¬ 
tory  are  sold  at  discounts  of  30%  to  40%  off  manufactur¬ 
ers'  suggested  list  prices.  The  extensive  inventory  in¬ 
cludes  all  band  and  orchestral  instruments,  electric 
pianos  and  synthesizers;  public  address  systems;  guitars 
and  drums.  The  company  also  sells  disco  sound  and 
lighting  gear;  Latin  American  and  African  percussion  in¬ 
struments;  recorders,  rhythm  and  mallet  instruments  for 
elementary  school  programs;  drum  and  bugle  corps 
equipment  and  such  popular  instruments  as  autoharps, 
dulcimers,  harmonicas,  accordions,  concertinas  and 
ukuleles. 

For  more  information  call  one  of  Sam  Ash's  knowl¬ 
edgeable  and  courteous  representatives,  Monday  to  Fri¬ 
day,  8:00  AM  to  6:00  PM,  New  York  time,  at  800-645- 
3518.  New  York  State  residents  call  212-347-7757. 
Don't  forget  to  mention  Recreation  Management. 

CIRCLE  READER  SERVICE  CARD  NO.  32 
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Sam  Ash  announces 


The 


Un-Rental 

Musical  Instrument  Plan 


You  know  those  “rental  plus  option-to-buy”  plans. 

You  pay  so  much  a  month  rental  on  an  instrument.  If  the  student  con^ 
tinues,  you  decide  to  buy  the  instrument.  And  pay  the  difference  between 
what  you’ve  already  spent  in  rentals  and  the  full  purchase  price. 

Which  turns  out  to  be  the  full  list  price. 

Sam  Ash  has  found  a  better  way.  The  Un* Rental. 

You  start  your  child  on  a  shiny  new,  fully  guaranteed  instrument.  You  buy 
it  from  Sam  Ash  at  a  smashing  discount  price  -  usually  40%  off.  (Which 
means  you  pay  about  $150  for  a  $250  instrument.  .  Master  Charge  &  Visa 
credit  cards  accented. ) 

If  the  student  decides  to  quit  after  7  months  or 
more,  Sam  Ash  rebates  your  full  purchase  price,  less  the  /jp  i.  1  \ 

usual  rental  fee.*  /  ft  \ 

But  if  the  student  continues  (and  most  do!)  I  ral 

you’ve  made  the  sharpest  deal  in  town.  V  /] 

The  Sam  Ash  Un- Rental. 

Unbeatable. 


SAM  ASH  MUSIC  STORES  Mail  Order  Service 
301  Peninsula  Boulevard,  Hempstead,  N.Y.  11550 
800-645-3518  (NY  State  212-347-7757) 


Know  us 

by  the  companies 

ia#p  □ONEIDA 

■pVS  The  silver  cube.  Our  silversmiths'  mark  of 
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MOTOROLA 


XEROX  l|l 


Rockwell 

International 


General  Mills 


ARMCO 
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L  B  E  Good  rich  Jk 
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LOCKHEED 


CORNING 

CORNING  GLASS  WORKS 
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Kodak  @ 

Michigan  Bell 

Glin 


CONTRPL  DATA 
CORPORATION 


\rnnuT9t 

irpm 


^fsiot'5 


^  GOODYEAR 

fH  CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 


HUGHES 


MUGMCS  I  COMPANY 


Quaker 


Texas  Instruments 


INCORPORATED 
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#  Ifflr  DEFENSE  &  SPACE  SYSTEMS  GROUP 


Frigidaire 


SUNOSTRRND 


/•V 


Jl  IL 

5jjy=  Pitney  Bowes 


Babcock  &  Wilcox 


ATWOOD 


THE  HARTFORD 

First  International  Bancshares,  Inc. 


OWE  INI  S/CO  RIMING 

Fiberglas 


tooiA 


RECOVERY 

CORPORRTIOn 


Honeywell  rarsons 

V  Gleason  Green  Bay  Packaging  (H 

||  Baffelle  Salt  River  Project  xSSr 


Columbus  Division 


WATER  ♦  POWER 


An  American-Standard  Company 


41  National  C^JobllSOn 
■  State  ^Uiax 

FLUOR 

M  BAXTER  TRAVENOL 


KOHLER 


fii 

Cabrillo 

Medical 

Center 


Jet  Propulsion  Laboratory 


\rt:ss 


Bankers  Life 
and  Casualty 

Chicago,  Illinois  60630 

r.  r.  | 

A  A  Ia  Mac  Arthur 
AA  ^A  H  Company 


ROCHESTER 

TELEPHONE 


.  FISCHER 
'PORTER 
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The  President  of  McDonnell-Douglas 
supports  industrial  recreation 


WE’RE  GOING  TO 
CONTINUE  OUR 
EFFORTS  TO  INSURE 
THAT  OUR  PERSONNEL 
HAVE  THE  BEST 
OPPORTUNITIES  TO 
MAKE  GOOD  USE  OF 
THEIR  LEISURE 


Sanford  N.  McDonnell 

President  and  Chief  Executive  Officer 
McDonnell-Douglas  Corporation 

“Employers  have  been  hearing  a  good  deal  re-  ever,  the  Monday  morning  blahs  are  probably 

cently  about  how  they  can  make  jobs  more  varied  much  more  likely  to  strike  the  workers  who  did 

and  interesting  for  their  personnel.  Perhaps  some  nothing  in  particular  on  the  weekend  than  those 

improvements  can  be  made  to  make  our  jobs  who  went  golfing,  sailing,  camping,  fishing,  ski- 

more  fulfilling  and  thereby  enrich  our  lives,  but  ing,  or  model  airplane  flying, 

there  are  limits  to  this  approach.  “The  latter  have  changed  their  environments 

“A  much  more  unlimited  area  for  improvement  and  attitudes  on  their  own  time.  The  former,  hav- 

lies  in  our  leisure  hours.  With  holidays  and  vaca-  ing  failed  to  use  their  leisure  time  to  ‘get  out  of  the 

tion  time,  employees  now  average  only  about  20  rut,’  may  return  to  the  job  feeling  deeply  mired, 

per  cent  of  each  year  on  the  job.  How  they  spend  “That’s  one  of  the  reasons  why  our  company 
that  other  80  per  cent  of  their  time  is  obviously  of  sponsors  literally  hundreds  of  teams,  clubs  and 

vital  importance  to  their  happiness  and  self-es-  special  interest  groups  among  its  personnel.  In 
teem.  this  way,  our  people  who  would  like  to  try  a  new 

“The  17th  century  poet  George  Herbert  told  us:  activity,  hobby  or  sport  can  find  ready-made 

“He  hath  no  leisure  who  useth  it  not.’’ Doubtless  a  groups  that  are  anxious  to  welcome  them  into 

reincarnated  Herbert  would  maintain  that  the  membership  and  to  teach  them  the  ropes, 

worker  who  spends  most  of  his  weekend  sprawled  “We’re  going  to  continue  our  efforts  to  insure 
in  front  of  his  television  set  has  wasted  his  leisure  that  our  personnel  have  the  best  opportunities  to 

time.  That’s  a  position  which  can  be  argued.  How-  make  good  use  of  their  leisure.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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Your  planning  guide 
for 

employee  group  and  individual  travel 

• 

Discounts  and  special  services 
to  NIRA  members 
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TRAVEL  SERVICES  DIRECTORY 


Bus/Rail/Auto  Service 

GREYHOUND  GROUP  TRAVEL 
Greyhound  Tower 
Phoenix,  Arizona  85077 
Phone  (800)528-0447 
(800)528-0369 
(602)248-6820 
lean  Bear 
Sales  Supervisor 

"One  Call  Does  It  All" — one  call  to  Greyhound's 
toll-free  ActionLine — (800)528-0447  will  enable 
the  group  organizer  or  seller  to  pull  together  ev¬ 
erything  needed  to  organize  just  the  right  group 
package  including  motorcoach  transportation, 
lodging,  meals,  guide  service  and  any  other  ar¬ 
rangements.  Our  group  specialists  do  all  the  work 
and  your  group  travels  with  confidence. 
Greyhound,  the  world's  largest  transportation  or¬ 
ganization. 

CIRCLE  READER  SERVICE  CARD  NO.  1 

NATIONAL  RAILROAD  PASSENGER  CORP. 
(AMTRAK) 

400  North  Capitol  Street 
Washington,  D.  C.  20001 
Phone  (202)383-2064 
Timothy  P.  Aufmuth 

AMTRAK — the  exciting  travel  alternative! 
Economic  group  fares  and  attractive  tour  pack¬ 
ages  invite  you  to  ski  the  heights  of  the  Rockies, 
visit  the  depths  of  the  Grand  Canyon,  take  a  bite 
of  the  'Big  Apple'  or  find  America's  heritage — in 
the  colonial  East  or  the  rugged  West. 

CIRCLE  READER  SERVICE  CARD  NO.  2 

Cruise  Ship  Line 

I  HOME  LINES  ~  ~T~ 

One  World  Trade  Center,  Suite  3969 

New  York,  New  York  1 0048  .  appeal 

Phone  (212)432-1414  *Jpa%e^ 

I.  Margot  Gidonia 

1979  will  again  see  Home  Lines'  renowned  ships 
in  7-day  cruise  service  every  Saturday  from  New 
York,  spring  through  autumn.  The  39,241 -ton 
Oceanic  will  cruise  to  Nassau,  or  Nassau  and 
|  Bermuda;  the  25,300-ton  Doric  will  cruise  to 
i  Bermuda,  docking  on  Front  Street,  Hamilton  for 
!  her  entire  stay.  During  the  winter,  the  ships  sail  to 
the  Carribbean:  the  Oceanic  from  New  York,  the 
Doric  from  Florida.  Special  late  autumn  cruises 
from  New  York  and  Florida  are  also  scheduled  on 
the  Doric. 

I  CIRCLE  READER  SERVICE  CARD  NO.  3  ^  V 


Hotel/Resorts 

AMERICANA  HOTELS,  INC. 

605  3rd  Avenue 
New  York,  New  York  1 001 6 
Phone  (212)557-1 776  ^  apP*ars 

(800)228-3278  on  Cover  t» 

Barbara  S.  McCarthy 
Sales  Promotion  Coordinator 
Americana  Hotels,  Inc.  is  the  international  hotel 
subsidiary  of  American  Airlines,  with  21  hotels  in 
the  following  locations:  Acapulco;  Albany; 
Aruba;  Bomun  Lake,  Korea;  Cincinnati;  Dallas/Ft. 
Worth;  Guatemala  City;  Honolulu;  Little  Rock; 
Mexico  City;  Bal  Harbour,  Florida;  New  York 
City;  Palm  Springs;  Rochester;  Seoul,  Korea;  and 
Washington,  D.C. 

CIRCLE  READER  SERVICE  CARD  NO.  4 


BEACH  CLUB  HOTEL  &  CABANAS 

3100  N.  Ocean  Boulevard 

Ft.  Lauderdale,  Florida  33308 

Phone  (305)564-8502 

on  Pa^ 

Jack  Lindeman 

CIRCLE  READER  SERVICE  CARD  NO.  5 

Mli  11 

CARIBBEAN  GULF  HOTEL 
430  South  Gulfview  Boulevard 
Clearwater  Beach,  Florida  33515 
Phone  (813)443-5714 
Bradley  J.  Cox 

The  island  resort  on  Clearwater  Beach,  located  di¬ 
rectly  on  the  Gulf  of  Mexico.  This  14-story  high- 
rise  motel  has  2  restaurants  and  3  cocktail 
lounges.  The  location  is  close  to  recreation  attrac¬ 
tions  and  shopping.  We  have  meeting  facilities  for 
300  people. 

CIRCLE  READER  SERVICE  CARD  NO.  6 

CUNARD  HOTELS  &  RESORTS 

555  Fifth  Avenue 

New  York,  New  York  10017 

Phone  (212)983-2941 

Marilyn  Richardson 

St.  Lucia:  HOTEL  LA  TOC  . . . 

Town  &  Country  Magazine  rates  La  Toe  as  one  of 
the  ten  most  "luxurious  villa  complexes  in  the 
Caribbean." 

La  Toe  has  150  attractively  furnished  double 
bedrooms  and  suites,  with  full  bath  facilities  and 
private  balconies  or  terraces.  Restaurants,  bar, 
hairdresser,  and  shops  are  on  premises.  Full  rec¬ 
reational  and  entertainment  facilities  featuring  a 
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9-hole  golf  course,  5  tennis  courts,  swimming 
pool,  water  sports  and  deep-sea  fishing.  Banquet, 
reception,  conference  facilities  available.  For 
group  rates  and  brochure,  write  Cunard  Resorts, 
555  Fifth  Avenue,  New  York,  New  York  10017. 
CIRCLE  READER  SERVICE  CARD  NO.  7 

Barbados:  PARADISE  BEACH  HOTEL... 
always  a  popular  choice  in  Barbados 
There  are  150  fully  air-conditioned  rooms  with 
full  bath  facilities,  most  with  balconies,  restau¬ 
rant,  bar,  boutique,  hairdresser  on  premises. 
Meeting  space  for  80.  Convenient  to  major  duty¬ 
free  shopping  areas.  Full  recreational  and  enter¬ 
tainment  facilities  including  two  freshwater 
pools,  all  water  sports,  4  floodlit  championship 
tennis  courts.  Golf  and  horseback  riding  nearby. 
For  group  rates  and  brochure,  write  Cunard  Re¬ 
sorts,  555  Fifth  Avenue,  New  York,  New  York 
10017. 

CIRCLE  READER  SERVICE  CARD  NO.  8 


HAPPY  DOLPHIN  INN 
4900  Gulf  Boulevard 
St.  Pete  Beach,  Florida  33706 
Phone  (800)237-8916 

(813)360-701.1  ^ 

"Dutch"  Pfiefer 
The  hotel  features^  258  largi 
rooms,  6  banquet/meeting 
heated  pool,  cocktail  lounge  fe 
tertainment,  7  miles  of  white 
plete  shopping  center  and  mar 
attractions  for  the  young  and 
department  for  information  i 
NIRA  card  member  with  a  disc 
ployees. 

CIRCLE  READER  SERVICE  CARD  NO.  9 


Co^e< 

|||® i 

air  conditioned 
oms,  beautiful 
uring  nightly  en- 
nd  beach,  com- 
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aut  becoming  a 
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THE  INN  AT  THE  PARK 
1855  S.  Harbor  Boulevard 
Anaheim,  California  92802 
Phone  (714)750-8044 — Reservations 
(714)750-181 1 — Administrative 
Ms.  Mikki  Wilder 
Sales  Manager 

500  deluxe  rooms  and  suites,  exciting  dining  at 
the  Overland  Stage  &  Territorial  Saloon,  family 
fare  in  the  Cafe  del  Sol,  giant  swimming  pool, 
specialty  shops,  group  rates  and  warm,  friendly 
service  . .  .all  just  1%  blocks  from  Disneyland. 
CIRCLE  READER  SERVICE  CARD  NO.  11 

PRINCESS  HOTELS  INTERNATIONAL 
875  North  Michigan  Avenue 
Chicago,  Illinois  60611 
Phone  (312)440-1207 
Les  Nasciszewski 

In  the  world's  most  beautiful  settings,  your  group 
can  fall  in  love  with  a  Princess.  Enchanting 
Acapulco,  charming  Bermuda,  the  fabulous 
Bahamas,  exciting  San  Francisco,  magnificent 
Monte  Carlo — all  famed  the  world  over  for  their 
breath-taking  beauty,  and  for  their  extraordinary 
Princess  Hotels.  Our  great  group  packages  make 
it  easier  than  ever. 

CIRCLE  READER  SERVICE  CARD  NO.  12 

SHERATON  HOTELS  AND  INNS,  WORLDWIDE 
35  East  Wacker  Drive,  Suite  1138 
Chicago,  Illinois  60601 
Phone  (312)263-4607 
James  H.  Murray 

Sheraton  offers  worldwide  communication  ser¬ 
vice  to  over  403  hotels  and  inns  in  38  countries. 
This  office  will  serve  as  your  contact  with  our  re¬ 
sorts,  airport  and  city  hotels,  and  inns  to  insure 
you  proper  facilities  for  your  program  needs. 

CIRCLE  READER  SERVICE  CARD  NO.  13 


THE  HOTEL  LEXINGTON 
511  Lexington  Avenue 
New  York,  New  York  10017 
Phone  (212)755-4400 
Dick  Graves 

The  Lexington  Hotel  has  800  rooms  each,  with  a 
bath,  color  T.V.  and  climate  control.  Restaurant 
facilities  include  a  coffee  shop,  Bun  &  Burger 
snackshop  and,  for  exquisite  dining,  The  Paul  Re¬ 
vere  Tavern  and  Choppe  House.  The  Chateau 
Madrid  Nightclub  has  a  full  floor  show,  dancing 
and  dinner.  The  Hotel  Lexington  is  a  first-class 
hotel,  located  on  the  fashionable  east  side.  Group 
rates  are  available.  For  group  reservations,  call 
collect. 

CIRCLE  READER  SERVICE  CARD  NO.  10 


TIDES  HOT 
P.O.  Box  8 
North  Redi 
Phone 
Jim  O'Hare 


CIRCLE  READ 


WESTERN  INTERNATIONAL  HOTELS 
2000  Fifth  Avenue  Building 
Seattle,  Washington  98121 
Phone  (206)447-5274 
Additional  Numbers  Below. 

Jim  Weiss 

Manager — Travel  Industry  Sales 

continued  on  following  page 
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WESTERN  INTERNATIONAL  HOTELS  con't. 

Information  on  50  quality  hotels  in  13  countries 
worldwide.  Directories,  individual  hotel  folders 
and  package  vacation  brochures  available.  Spe¬ 
cial  group  rates.  For  individual  or  group  bookings 
see  your  travel  agent  or  call  us  toll-free  at  (800) 
228-3000  in  the  continental  U.S.;  (800)268-8383 
in  Canada — in  Toronto,  368-4684. 

CIRCLE  READER  SERVICE  CARD  NO.  15 

Themed/Amusement  Parks 

FLORIDA'S  SILVER  SPRINGS 
Silver  Springs  Boulevard 
Silver  Springs,  Florida  32688 
Phone  (904)236-2121 
Jim  Todd 

Employee  benefit  program  available  to  companies 
of  more  than  1 00  employees,  allowing  discount  at 
Florida's  Silver  Springs,  Florida's  Wild  Waters  and 
Florida's  Weeki  Wachee.  In  addition  to  benefit 
program,  discounts  at  hotels,  restaurants,  and  car 
rentals  in  Florida. 

CIRCLE  READER  SERVICE  CARD  NO.  16 

MAGIC  MOUNTAIN,  INC. 

P.O.  Box  5500 
Valencia,  California  91355 
Phone  (805)255-4660 
Mendy  Canto  e  Mello 

An  exciting  entertainment  complex  offering  over 
75  rides  and  attractions  for  every  member  of  the 
family,  including  the  world's  most  thrilling  "white 
knuckler"  rides,  stage  and  theatre  entertainment, 
food,  and  fascinating  shops. 

CIRCLE  READER  SERVICE  CARD  NO.  17 

OPRYLAND 
P.O.  Box  2138 
Nashville,  Tennessee  37214 
Phone  (615)889-6600 
Deborah  E.  Powell 
Sales  Representative 

"America  Set  to  Music".  Live  musical  produc¬ 
tions.  Music  Americlub,  a  special  discount 
coupon  program  for  companies  employing  300  or 
more.  Company  outings,  incentive  programs,  and 
package  tours  for  groups  or  individuals. 

CIRCLE  READER  SERVICE  CARD  NO.  18 

RIVERSIDE  PARK 
Main  Street 

Agawah,  Massachusetts  01001 
Phone  (413)786-9300 
Group  Sales  Director 


New  England's  largest  amusement  park,  featuring 
50  different  rides  and  shows,  35  places  to  eat  and 
drink,  30  different  games.  Home  of  four  roller 
coasters,  including  "The  Loop".  Pay  one  price  for 
unlimited  rides  and  shows. 

CIRCLE  READER  SERVICE  CARD  NO.  19 


Tourist/Information  Boards 


CEYLON  (SRI  LANKA)  TOURIST  BOARD 

609  Fifth  Avenue 

New  York,  New  York  10017 

Phone  (212)935-0369 

Lakshman  Ratnapala 

Director 

Tour  Digest  lists  forty  tours  from  3  to  21  days  to 
Sri  Lanka  (Ceylon),  neighboring  countries,  the 
Orient.  Color  folder  on  ancient  cities,  festivals, 
beaches,  mountains,  wildlife,  tea,  spices,  orchids, 
gems.  Land  costs  for  14  days  range  from  $350. 
Accommodations  from  $20,  deluxe,  to  $4, 
economy.  Round-trip  air  fare  $894. 

CIRCLE  READER  SERVICE  CARD  NO.  20 


CHICAGO  CONVENTION  &  TOURISM  BUREAU 
332  South  Michigan  Avenue 
Chicago,  Illinois  60604  aPPca‘^v 

Phone  (31 2)922-3530  oo  c°vCl 

Lloyd  Van  Meter 

The  CC&TB,  322  South  Michigan  Avenue,  60604 
promotes  Chicago  as  a  travel  destination.  The 
bureau  publishes  and  provides  a  variety  of  promo¬ 
tional  materials  as  well  as  information  on  Chicago 
attractions.  The  bureau  maintains  a  daily,  24-hour 
Visitor  Eventline  with  current  visitor  information. 
Dial  (312)922-7000. 

CIRCLE  READER  SERVICE  CARD  NO.  21 

_ : _ ' 


Travel  Agents 

GROUPS  INTERNATIONAL,  INC. 

4800  Yackley  Road 
Lisle,  Illinois  60532 
Phone  (312)969-1362 
Rosa  Spegar 
Sales  Manager 

Wholesale  group  tour  operator — international  — 
domestic  incentive  and  employee  group  tour  ser¬ 
vices.  Itineraries  planned  to  customer's  require¬ 
ments  (tailor-made). 

CIRCLE  READER  SERVICE  CARD  NO.  22 
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RUFF  TRAVEL,  INC. 

1 732  W.  Wise  Road 
Schaumburg,  Illinois  60193 
Phone  (312)529-2404 
Aaron  F.  Ruff 

Our  “Smooth-Way"  travel  service  at  Ruff  Travel 
is  a  complete  world-wide  service.  ATC  and  IATA 
approved.  We  write  our  tickets:  Airline — Am- 
trak — Bus.  We  plan  groups:  Tours — Vacations — 
Incentive — Flydrive — Fly  Cruise.  Programs 
domestic  or  international. 

CIRCLE  SERVICE  CARD  NO.  23 


Travel  Wholesalers 


WORLDW AYS/HAWAIIAN  HOLIDAYS,  INC. 

71 1  Third  Avenue 
New  York,  New  York  10017 
Phone  (212)687-7400  (New  York  State,  collect) 
(800)221-2216  (Nationwide) 

Arthur  Berman 
National  Director  of  Sales 
Viviane  Temchine 
Account  Executive 

Worldways/Hawaiian  Holidays  is  a  professional 
marketing/travel  organization  serving  both  the 
vacation  and  business  travel  markets  for  over  two 
decades  with  special  emphasis  on  employee  rec¬ 
reation  travel  and  incentives.  Worldways/ 
Hawaiian  Holidays  is  voluntarily  bonded  for 
$500,000.00.  Has  been  a  member  of  NIRA  for 
over  6  years  and  represented  on  the  NIRA  Board 
of  Directors  for  the  past  2  consecutive  years. 
CIRCLE  READER  SERVICE  CARD  NO.  25 


THE  NIRA- SWANK 
FILM  PROGRAM 
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USE  MOVIES: 
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EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 

•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 

201  South  Jefferson  Avenue 

3  Sain\z°a)5zf-O6Z00  03  mmsi/mm 

/  S^|^NlOTION  PICTURES,  INC, 

ALSO  OFFICES  IN:  NEW  YORK,  BOSTON, WASHINGTON  D.C., CHICAGO, 
HOUSTON, AND  LOS  ANGELES 


RM,  September,  1978 


CIRCLE  READER  SERVICE  CARD  NO.  33 


33 


Q&R 


ideas  clinic 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


Q  Should  the  recreation  director  or  employee  ser- 
•  vices  coordinator  take  an  active  part  in  the  pro¬ 
grams  offered?  We  occasionally  hear  comments 
from  employees  and  managers  concerning  our  par¬ 
ticipation.  Some  are  favorable,  others  most  critical 
of  our  involvement.  What  course  should  we  take? 


RThis  is  one  of  the  most  delicate  situations  the  em- 
•  ployee  activities  administrator  encounters.  If  your 
attendance  at  major  activities  is  poor,  your  interest  in 
the  program  will  be  questioned.  If  you  become  in¬ 
volved  in  an  activity,  however,  you  must  take  extreme 
caution  not  to  steal  the  leadership  from  officers, 
committee  members,  and  the  chairman  of  the  event. 
Because  this  is  nearly  impossible  for  the  chief  ad¬ 
ministrator  to  do,  I  do  not  recommend  your  taking  an 
active  part  in  the  program.  Assume  the  role  of  a  neu¬ 
tral  observer  and  advisor  first.  If  you  do  not  want  to 
sacrifice  the  fun  of  participating,  it  may  be  wise  to 
serve  only  as  a  substitute — and  then  only  at  the  re¬ 
quest  of  the  officers  or  managers  in  charge  of  the 
leagues  or  teams. 

A  good  administrator  "works  from  the  weeds" 
and  never  gets  caught  up  in  the  mainstream  of  ac¬ 
tivities.  The  more  attention  and  credit  that  can  be 
given  to  the  volunteer  leaders  and  ordinary  partici¬ 
pants,  the  more  successful  your  program  is  likely  to 
be.  Because  of  your  position  and  authority,  there  is  a 
natural  inclination  to  place  you  in  a  more  prominent 
role  than  that  of  the  club  officers  or  committee  mem¬ 
bers.  Even  if  you  refuse  to  accept  an  official  role  as  a 
participant/leader,  other  participants  are  likely  to 
defer  to  you  as  if  you  were  one.  You  can  easily  be 
accused  of  favoritism  towards  one  activity  or  another 
and  be  unjustly  charged  with  giving  more  attention  to 
the  activities  you  enjoy  most.  Some  administrators 
have  a  personality  and  knack  for  overcoming  these 
problems  and  are  able  to  handle  low-key 


involvement — but  they  are  the  rare  ones. 

Some  recreation  administrators  participate  in  em¬ 
ployee  activities  at  least  in  part,  to  gain  publicity  for 
themselves.  They  make  the  mistake  of  upstaging  their 
volunteer  leaders  in  what  can  only  be  taken  as  self¬ 
promotion.  They  are  frequently  seen  in  activity 
photos  and  mentioned  in  stories  about  the  program 
that  appear  in  employee-oriented  publications.  They 
are  the  administrators  who  make  a  point  of  being  rec¬ 
ognized  at  every  event. 

A  truly  professional  director  realizes  that  his  or  her 
most  valuable  recognition  comes  from  management, 
whose  evaluation  is  based  on  the  director's  ability  to 
develop  and  use  leadership  in  others.  Creating  a  har¬ 
monious  and  enthusiastic  atmosphere  among  the 
employees  requires  a  professional  who  can  quietly 
accept  credit  for  results,  not  high  visibility. 

Your  question  is  a  most  important  one  for 
evdryone  in  our  field  to  consider.  Professionals  in 
employee  recreation,  fitness  and  activities  must  al¬ 
ways  be  able  to  show  enthusiasm  for  their  programs 
and  concern  for  their  participants  without  actually 
becoming  participants.  They  must  be  able  to  work 
behind  the  scenes,  planting  the  seeds  of  ideas  and  al¬ 
lowing  others  to  enjoy  the  public  acclaim. 

Your  professional  recognition  must  come  from 
other  management  professionals  who  understand 
what  it  takes  to  get  a  job  done  well.  Your  personal 
reward  lies  in  seeing  employees,  as  well  as  your  em¬ 
ployer,  benefit  from  the  program.  It's  a  narrow  path 
for  you  to  follow,  but  your  adherence  to  it  determines 
the  quality  of  professional  you  are. 

The  "Ideas  Clinic"  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  Wacker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
312/346-7575.  Ml 
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SERVICES  &  ACTIVITIES 


v _ 

Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 


Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda- 


_ J 

tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 
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What  makes  NIRA  run- Part  1 

THE  BOARD  OF  DIRECTORS 


Who  is  on  the  Board  of  Directors? 

The  NIRA  Board  of  Directors  is  composed  of 
elected  and  appointed  leaders  from  every  region  in 
the  NIRA  organization.  Although  the  membership  of 
the  Board  changes  every  year,  the  1978-79  Board  is 
typical  in  its  diversity.  Its  members  hail  from  such 
widely  separated  cities  as  Washington,  D.C.;  San  Di¬ 
ego,  California;  Halifax,  Nova  Scotia;  Monterrey, 
Mexico;  Omaha,  Nebraska;  and  Pisgah  Forest,  North 
Carolina.  More  than  thirty-five  years  separate  the 
youngest  from  the  oldest  member.  Their  employers 
represent  a  broad  spectrum  of  the  North  American 
economy  including  manufacturing,  transportation, 
banking  and  insurance,  utilities,  government  and  the 
military.  In  addition  to  their  expertise  in  employee 
programs,  various  members  also  have  professional 
backgrounds  in  accounting,  law,  engineering,  public 
relations,  sports  and  other  fields.  Most  are  fulltime 
professional  recreation  administrators;  some  are  vol¬ 
unteers. 

The  present  Board  has  thirty-four  members.  Each 
of  the  nine  NIRA  regions  elects  a  minimum  of  two 
and  a  maximum  of  four  Directors ,  depending  on  the 
size  of  its  membership.  During  the  first  year  of  their 
terms,  these  representatives  are  called  Junior  Direc¬ 
tors.  Once  they  enter  their  second  year,  they  become 
Senior  Directors.  Staggered  elections  assure  a  mix  of 
"freshman"  and  experienced  Directors. 

New  Directors  are  introduced  to  the  general 
membership  at  the  Annual  Meeting  each  May.  The 
new  Board  holds  the  first  of  its  four  regularly 
scheduled  meetings  of  the  year  during  the  national 
Conference  and  Exhibit.  At  the  present  time,  eight  re¬ 
gions  elect  their  representatives  during  regional  meet¬ 
ings  at  the  national  Conference.  Western  Region  VII 
voters  elect  their  Directors  during  their  regional  Con¬ 
ference  and  Exhibit  in  the  fall  preceding  the  national 
meeting. 

The  CIRA/L  Director  is  elected  to  a  one-year  term 
by  the  Certified  Industrial  Recreation  Administrators 
(CIRA's)  and  Leaders  (CIRL's)  at  their  meeting,  also 
during  the  national  Conference.  Supplier  members 
elect  their  non-voting  Associate  Member  Representa¬ 
tive  at  the  same  time.  The  NIRA  Secretary  and  the 
NIRA  Treasurer  are  appointed  to  one- year  terms  by 
the  incoming  President,  with  the  approval  of  the 
Board  with  which  they  will  serve. 


What  is  the  Executive  Committee? 

Top  leadership  of  the  Association  rests  with  the 
.Executive  Committee  of  the  NIRA  Board.  This  group 


reviews  NIRA  business  prior  to  its  introduction  to  the 
full  Board.  It  also  handles  occasional  emergency  de¬ 
cisions  when  a  meeting  of  the  full  Board  is  not  possi¬ 
ble. 

The  Executive  Committee  includes  the  President, 
the  Immediate  Past  President,  the  President-Elect,  and 
six  Vice  Presidents.  Each  Vice  President  is  responsible 
for  a  particular  portion  of  NIRA's  business  and  chairs 
a  committee  of  Directors  which  recommends  policy 
to  the  full  Board.  NIRA  has  Vice  Presidents  of  Fi¬ 
nance,  Membership,  Public  Relations,  Regional  Man¬ 
agement,  Research  and  Education,  and  Tournaments 
and  Services. 

Executive  officers  are  elected  at  large  by  NIRA 
members  at  the  Annual  Meeting  in  May.  The  Presi¬ 
dent  serves  a  one-year  term.  Vice  Presidents  are 
elected  to  two-year  terms,  with  three  of  the  offices 
open  each  year.  Candidates  for  all  Executive  offices 
are  nominated  by  the  general  membership.  To  be 
eligible,  a  candidate  must  have  the  approval  of  his  or 
her  employer  and  have  served  on  the  Board  at  least 
one  of  the  four  years  immediately  preceding  the  elec¬ 
tion. 

How  is  a  member  nominated? 

Any  NIRA  member  in  good  standing  who  has  the 
approval  of  his  or  her  employer  may  run  for  the  NIRA 
Board  of  Directors.  Members  may  nominate  them¬ 
selves  or  be  nominated  by  other  members.  Tradi¬ 
tionally,  those  who  are  elected  are  those  who  have 
become  known  for  their  active  participation  in  As¬ 
sociation  affairs. 

The  NIRA  Board  of  Directors  is  a  working  council. 
Unlike  some  associations,  NIRA  does  not  reserve  any 
seats  on  its  Board  for  "honorary"  Directors  or  officers. 
Every  member  is  expected  to  take  a  responsible  role 
not  only  on  the  Board  itself,  but  also  in  the  local,  re¬ 
gional  and  national  affairs  of  the  Association.  As 
NIRA  grows,  this  responsiblity  places  an  increasing 
demand  on  individual  Directors  and  officers.  It  also 
opens  a  growing  number  of  opportunities  to  in¬ 
terested  members  who  want  to  gain  the  experience 
and  exposure  it  takes  to  win  a  seat  on  the  Board. 

This  is  the  first  in  a  series  of  short  features  describ¬ 
ing  the  NIRA  organization.  Future  articles  will  cover 
the  development  of  Industrial  Recreation  Councils, 
the  organization  of  regional  and  national  Confer¬ 
ences,  the  delivery  of  NIRA  services,  and  more.  To 
suggest  coverage  for  any  particular  topic,  contact  RM 
Editor  Mary  Morris  at  NIRA  Headquarters:  20  N. 
Wacker  Dr.,  Suite  2020,  Chicago,  IL  60606-Phone 
(312)  346-7575.  rill 
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Enrique  Maldonado  is  new  to  the  NIRA 
Board  of  Directors.  He  was  elected  last 
May  by  members  in  Region  IX,  the  Associ¬ 
ation's  International  (outside  the  U.S.  and 
Canada)  membership.  He  is  a  member  of 
the  Public  Relations  and  Research  &  Edu¬ 
cation  Committees  of  the  Board. 

Maldonado  is  Corporated  Director  of 
Fringe  Benefits  and  Social  Services  for 
Fomento  de  Industria  y  Comercia  S.A.  in 
Monterrey,  Mexico.  He  holds  a  bachelor's 
degree  in  clinical  psychology  and  master's  degrees  in  industrial 
psychology  and  business  administration.  He  is  a  member  of  the  Ameri¬ 
can  Management  Association,  the  American  Society  of  Personnel  Ad¬ 
ministrators  and  Ejectiuos  de  Relaciones  Industrials. 


Louis  R.  Mertens,  CIRA  is  also  a  newly 
elected  Director  serving  his  first. term  on 
the  NIRA  Board.  He  represents  Region  I 
and  serves  on  the  CIRA  and  Tournaments 
&  Services  Committees. 

Martens  is  General  Manager  of  the 
Foreign  Affairs  Recreation  Association 
(formerly  the  State-USIA  Recreation  As¬ 
sociation)  in  Washington,  D.C.  His  pro¬ 
gram  includes  housing  and  other  basic 
family  services  in  addition  to  a  full  range 
of  traditional  recreation  activities.  Mertens  holds  a  bachelor's  degree  in 
physical  education  and  a  master's  degree  in  recreation  administration. 
He  is  a  member  of  the  National  Recreation  and  Parks  Association,  the 
American  Association  of  Fitness  Directors  in  Business  and  Industry  and 
the  American  Management  Association. 


Phyllis  K.  Smith,  CIRA  was  elected  from 
Region  VII  and  began  her  two-year  term  as 
a  NIRA  Director  last  May.  She  serves  on 
the  CIRA  and  Membership  Committees. 

Phyllis  Smith  is  Recreation  Director  for 
Hughes  Aircraft  Company  in  Fullerton, 
California.  She  holds  a  degree  from  the 
Business  College  of  Accountancy.  She  has 
been  a  leader  of  her  NIRA  region  for  many 
years.  Smith  played  an  active  role  in  or¬ 
ganizing  the  region  and  has  served  as  Pro¬ 
gram  Chairman  and  Conference  Chairman  for  the  western  Conference 
and  Exhibit.  She  was  a  founder  the  first  President  of  the  Orange  County 
Industrial  Recration  Council.  She  served  as  Region  VII  Secretary,  prior 
to  her  election  to  the  national  Board.  She  is  also  a  Governor  of  Altrusa 
International. 
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nir«  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Doug  Messall — (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541 . 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow — (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

Region  II  will  hold  its  second  annual  Conference  and  Exhibit  October  26-28,  1978  at 
the  Ramada  Inn  Southwyck,  Toledo,  Ohio.  Contact  Al  Ward — (419)  248-8132. 

Region  III  will  hold  its  second  annual  Conference  October  4, 1 978  at  Flick-Reedy  Corp., 
Bensenville,  Illinois.  Contact  Susan  Siwicki,  CIRA — (312)  777-7000,  ext.  771. 

Region  VII  will  hold  its  28th  annual  Conference  and  Exhibit,  September  28-October  1, 
1978  at  the  Sheraton  Universal  Hotel,  North  Hollywood,  California.  Contact  Bill 
Ranney— (213)  764-0025. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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Principles  of  Association  Management 

k  basic  how-to  guide  for  the  association  adminis¬ 
ter.  Published  cooperatively  by  the  American 
;iety  of  Association  Executives  (ASAE)  and  the 
amber  of  Commerce  of  the  United  States.  The  book 
rers  such  basics  as  building  membership,  motivat- 
peopie,  developing  communications,  conducting 
etings,  financing  programs,  handling  public 
ations,  understanding  government  regulations,  and 
re.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
3  for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr.,  □  *$l5./2  yrs.,  □  *$18./3  yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 
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Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year."  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  < 
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This  is  the  only  directory  of  Certified  Inc 
trial  Recreation  Administrators  (CIRA’s)  ; 
Leaders  (CIRL’s).  Each  employee  recreal 
specialist  is  listed  with  notes  on  his/her  e 
cation  and  accomplishments.  46  pages.  $7.E 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  \ 
they  back  industrial  recreation  and  NIRA.  Ch 
men  of  the  Boards  for  the  Ford  Motor  Compc 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  i 
other  industrial  giants  provide  invatuable  s 
port  for  your  programs.  A  “must  see” 
management  in  your  organization.  $5.00  et 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 
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Bring  them  to  Mexico.  With  Americono’s  very 
economicol  Mexico  GrouPlons.  We'll  give  you  o 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
d  la  carte  to  a  full  seven-course  stay. 

In  Acapulco,  when  you  stay  of  one  Americana 
hotel,  you  hove  complete  use  of  facilities  at  our 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  a  spicy 
package  for  your  group  at  the  Fiesta  Palace— 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrbuPions  and  o  supply 
of  brochures,  coll  TOLL  FREE  (600)  433-2777.  In  Texas,  coll 
collect  (617)  267-1315.  And  put  a  little  spice  in  your  cjroup. 


other  two  fine  hotels.  Your  group  will  have  the 
largest  resort  complex  under  the  Acapulco 

sun  to  enjoy.  a  a  .a.:  ,j, ,  a, 


Condesa  del  Mar  El  Presidente 
Fiesta  Tortuga  Fiesta  Palace 
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Fly  Ainerican/Stay  Americana 


Got  a  group? 

Chicagoing.  One  wonderful  word  to  describe  all  the  fun  going  on 
in  Chicago.  And  to  plan  an  exciting  visit  for  your  group,  there  are 
lots  of  friendly  people  at  the  Chicago  Convention  and  Tourism 
Bureau  ready  to  help  you. 

Go  Chicagoing  means  theatre-going.  Restaurant  going.  Museum¬ 
going.  Going  sightseeing  and  shopping.  Going  to  nightclubs  and 
sporting  events  and  more. 

And  so  much  of  Chicago’s  excitement  is  brand  new.  Soaring 
new  hotels.  Glamorous  new  shopping.  Fabulous  new  everything. 
If  you  haven’t  been  to  Chicago  lately,  you’ve  got  a  whole  new  city 
waiting  to  capture  your  heart. 

Chicago  hotels  have  special  low  rates  for  a  mini-holiday.  If  your 
group  numbers  25  or  more,  your  group  director  may  be  eligible 
for  a  free  hotel  suite.  Call  our  Bill  Willis,  or  circle  the  reader  card 
for  more  information  and  free  literature.  Then  come  see  why  “go” 
is  our  last  name. 

Chicago  convention  and  tourism  bureau,  inc. 


332  South  Michigan  Avenue,  Chicago,  Illinois  60604 
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The  Good 


Name  three  places  where 
you  can  dine  like  a  kino, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart's  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you're  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Happy 
Dolphin 

If  Florida  suits  u 

your  taste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work 
ask 


Plantation 
Inn 


about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  want  to  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 

NorthPark  Inn  !  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties , 
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Contempo  Design,  Inc.  1780  Maple  St.  Suite  Six  Northfield,  IL  60093  312/441-7670 


about  the  cover 


There  are  frustrated  artists  in  every  employee  group.  A  perform¬ 
ing  hobby  club,  such  as  the  Goodyear  Concert  Band,  makes  the 
joys  of  creative  expression  a  part  of  their  work  experience. 
When  such  groups  take  their  activity  into  the  community,  pub¬ 
lic  relations  benefits  can  be  great. 

Also  in  this  issue,  a  recreation  director  and  an  employee  club 
president  explain  how  to  help  employees  organize  their  own 
clubs.  In  another  story,  a  researcher  and  a  recreation  director 
report  on  an  employee  program  survey  they  developed  and  ad¬ 
ministered.  A  former  college  student  intern  describes  how 
interns  can  help  improve  programs.  In  a  companion  story,  the 
Chairman  of  the  National  Industrial  Recreation  Research  and 
Education  Foundation  reports  on  a  survey  of  the  market  for  stu¬ 
dent  interns. 

Next  Month:  Facilities 
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The  NIRA  President 

would  like  a  word  with  you  .  .  . 


. . .  about  our  fitness  perspective 


Physical  fitness  is  an  important 
part  of  every  well-rounded  em¬ 
ployee  program;  but  it  is  only  a  part. 
We  must  provide  balanced  pro¬ 
grams  that  help  employees  stay  men¬ 
tally,  as  well  as  physically,  fit. 

There  is  no  doubt  in  my  mind  that 
fitness  is  important.  As  an  individual, 
I  have  experienced  the  benefits  of  a 
regular  exercise  regimen.  I  have  read 
studies  linking  fitness  to  lowered 
personnel  costs  and  improved  job 
performance.  As  a  recreation  direc¬ 
tor,  I  promote  the  fitness  program  in 
our  Texins  Association  with  confi¬ 
dence  and  enthusiasm.  I  am  aware, 
too,  that  the  new  management  inter¬ 
est  in  fitness  has  helped  draw  atten¬ 
tion  to  all  employee  programs. 

We  must  not  forget,  however,  that 
employee  recreation,  fitness  and 
services  programs  are  most  effective 
when  they  improve  the  overall  qual¬ 
ity  of  employees'  lives  and  when 
employees  attribute  that  improve¬ 
ment  to  their  employer.  The  danger 
in  overemphasizing  fitness  programs 
is  that  we  will  neglect  both  the  var¬ 
ied  interests  of  the  entire  employee 
population  and  the  total  needs  of 
each  employee. 

First  of  all,  we  must  acknowledge 
that,  short  of  conscription,  it  is  im¬ 
possible  to  enlist  all  employees  in 
any  kind  of  organized  fitness  pro¬ 
gram.  If  you  gear  your  efforts  entirely 
to  fitness  activities,  you  may  reach 
only  ten  percent  of  the  employee 
population.  Clearly,  we  cannot  fulfill 
our  potential  for  improving  produc¬ 
tivity  if  we  work  with  only  a  fraction 
of  the  work  force. 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


Secondly,  fitness  programs  deal 
with  only  one  facet  of  each  em¬ 
ployee.  Fundamentally,  they  treat 
the  machine:  the  human  body. 
Granted,  fitness  programs  can  raise 
an  employee's  self-confidence  and 
pride.  But  they  are  designed  primar¬ 
ily  to  improve  strength,  stamina  and 
longevity.  They  help  make  employ¬ 
ees  better  able  to  perform,  but  they 
cannot  be  expected  to  stimulate  high 
productivity  among  the  vast  majority 
of  workers  whose  jobs  are  not  intrin¬ 
sically  satisfying. 

A  truly  productive  employee  is  not 
only  capable,  but  also  motivated.  He 
is  able  to  meet  the  demands  of  his 
job  dependably  and  consistently  be¬ 
cause  he  is  physically  fit.  He  is  loyal 


to  the  company  and  "goes  the  extra 
mile"  when  necessary  because  he 
feels  part  of  the  team  and  believes 
that  the  company  appreciates  his  ef¬ 
forts. 

This  is  why  an  employee  program 
must  include  activities  that  meet 
employees'  emotional — as  well  as 
physical — needs.  Ideally,  it: 

•  Answers  their  need  for  relaxa¬ 
tion  and  fellowship  through  a 
variety  of  sports  and  athletics 

•  Provides  an  outlet  for  their 
creativity  through  craft  and 
hobby  clubs 

•  Meets  their  desire  for  friendship 
through  social  events 

•  Shows  concern  for  their  per¬ 
sonal  lives  by  involving  their 
families  in  recreational  ac¬ 
tivities 

•  Fulfills  their  need  for  accep¬ 
tance  and  recognition  with  ac¬ 
tivity  leadership  and  awards 
programs 

•  Satisfies  their  appetite  for  ad¬ 
venture  through  travel  activities 

•  Helps  meet  their  wish  for  in¬ 
creased  buying  power  through 
discount  services 

•  Encourages  their  altruism 
through  community  service 
projects 

All  of  these  elements,  together 
with  a  fitness  program,  create  an  at¬ 
mosphere  that  maximizes  pro¬ 
ductivity — with  rewards  for  both 
management  and  employees. 
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"Mental  health  days" 
are  the  best  vacation 

Constructive  use  of  employees'  lei¬ 
sure  time  is  essential  to  their  peak 
performance  on  the  job.  Mental 
health  professionals  have  tradition¬ 
ally  confirmed  the  need  for  periods 
of  rest  and  relaxation.  The  following 
article  first  appeared  in  ", In  Touch ", 
the  official  journal  of  the  National 
Mental  Health  Association,  and  was 
reprinted  recently  in  "Current",  the 
weekly  staff  newsbu I letin  for  Battel le 
Memorial  Institute  in  Columbus, 
Ohio: 

Imagine  for  a  moment  that  you 
could  spend  a  vacation  anywhere  in 
the  world.  Perhaps  you  dream  of 
basking  in  the  sun  for  a  month  in 
Tahiti  or  exploring  canyons  in  the 
west.  Or  maybe  you'd  prefer  hunting 
in  the  mountains  or  spending  a  week 


at  an  expensive  health  spa. 

Where  you  go  on  vacation,  what 
you  choose  to  do  and  how  long  you 
stay  tell  a  lot  about  the  kind  of  per¬ 
son  you  are . .  .and  the  kind  of  per¬ 
son  you'll  be  when  you  return. 

•  Shorter  vacations  taken  more 
frequently  are  better  than  long  ones. 

•  Don't  look  to  vacations  as  a 
solution  to  your  problems;  you'll 
only  end  up  taking  them  with  you 
and  feeling  worse. 

•  Taking  a  vacation  away  from 
home  brings  a  greater  sense  of  free¬ 
dom  than  the  same  amount  of  time 
spent  at  home. 

•  Not  taking  vacations  from  work 
can  result  in  psychologically  caused 
accidents  and  increased  tension. 

•  The  best  vacations  come  from 
understanding  your  inner  drives  and 
selecting  activities  to  match  those 
needs. 

A  good  vacation  is  one  which  lets 
you  "get  away  from  it  all,"  and  leave 
the  responsibilities,  routines  and 
demands  of  everyday  life  behind. 
The  more  vacations  and  long 
weekends  you  can  take  the  better. 

The  most  mentally  healthy  result 
of  vacations  is  the  release  of 
pressure. 

Vacations  also  bring  opportunities 
to  discover  new  experiences,  see 
new  sights,  and  gain  new  perspec¬ 
tives  on  your  life,  family,  job  or 
school.  Even  if  you  can't  take  a  trip 
away  from  home,  take  a  few  days  off 


at  home  to  give  yourself  a  break. 

Take  a  day  off  work  and  have  a 
picnic.  Get  a  babysitter  and  spend 
all  day  catching  up  on  your  reading. 
If  there's  someone  who  needs  con¬ 
stant  care  in  your  home — a  sick 
child  or  elderly  parent — make  other 
arrangements  for  them  for  a  day  or 
two  and  give  yourself  a  break. 

So  whether  you  want  to  be  fed 
watercress  and  massaged  at  a  fat 
farm  or  just  spend  a  quiet  day  away 
from  the  kids,  make  sure  it's  a  men¬ 
tal  health  vacation  .  .  .  one  that  lets 
your  sense  of  self  expand. 

Fitness  study  suggests 
marathon  "overkill" 

Marathon  running  may  not  make 
men  significantly  more  fit  than  a 
moderate  jogging  program  does,  ac¬ 
cording  to  a  report  in  Executive  Fit¬ 
ness  Newsletter. 

Dr.  Harley  Hartung  of  the  Baylor 
College  of  Medicine  in  Houston 
compared  22  moderate  joggers  with 
equal  numbers  of  marathoners  and 
non-runners.  All  of  the  subjects  were 
middle-aged  men;  none  was  obese. 
The  joggers  ran  18  miles  a  week, 
while  the  marathoners  logged  more 
than  40  miles  per  week.  The  non¬ 
runners  were  a  control  group. 

Hartung  discovered  that  the  jog¬ 
gers'  fitness — as  measured  in  blood 
fats,  body  weight  and  blood 
pressure — was  equal  to  the 
marathoners'.  He  did  find,  however, 
that  the  marathoners'  heart  rates  av¬ 
eraged  eight  beats  per  minute  slower 
than  the  joggers'.  It  is  still  unclear 
whether  such  a  difference  in  heart 
rates  is  significant  for  overall  fitness. 

What  is  important,  according  to 
Hartung,  is  the  discovery  that  people 
need  not  push  their  running  routines 
to  marathon  extremes  to  gain  high 
levels  of  fitness.  Grueling  long¬ 
distance  running  is  fine  for  those  few 
who  really  enjoy  it,  but  it  is  appar¬ 
ently  "overkill"  for  the  ordinary  per¬ 
son  who  runs  primarily  for  fitness. 


Newsbriefs  . .  .The  most  effective 
executives  care  about  people,  ac¬ 
cording  to  a  recent  study  of  16,000 


exerPACER 

automatic  heart  rate  indicator 


ideal  for 

fitness 

programs 


OWL  BIOMEDICAL,  INC. 
455  Cayuga  Road, 
Buffalo,  NY  14225 
(716)  634-0458 


CIRCLE  READER  SERVICE  CARD  NO.  3 


6 


RM,  October,  1978 


The  incomparable  Acapulco  Center.  Completely  redesigned . . .  with  music  pavillion, 
theatres,  fine  restaurants,  boutiques,  discotheque.  The  last  word  in  business  and  pleasure. 


Mexico  has  more  superb  meeting 
sites  than  you're  probably  aware  of. 
The  incomparable  convention  halls 
and  hotel  facilities  of  Mexico  City, 
Acapulco,  Puerto  Vallarta,  Guadalajara, 
Mazatlan  and  Monterrey  have  hosted 
the  world's  leading  corporations. 
International  congresses.  Thousands 
of  incentive  travelers. 

And  there's  our  brand  new 
convention  center  on  Cancun.  Plus 
new  gathering  locations  rising  under 
the  sun  of  Ixtapa/Zihuatanejo. 

A  meeting  in  Mexico  is  a  wise 
business  decision.  A  beautiful 
choice.  For  complete  information, 
mail  in  this  coupon.  Or  call  the 
nearest  office  of  the  Mexican 
Government  Tourist  Office. 


We're  all  business.  But  we  do  it  beautifully 


I~M  MEXICO 

THE  AMIGO  COUNTRY 
MEXICAN  GOVERNMENTTOURIST  OFFICE 


Director  of  Groups  and  Conventions 
405  Park  Avenue 


New  York,  New  York  10022 


I'm  interested.  And  I'd  like  to  learn  more. 
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executives.  Research,  conducted  by 
Texas-based  Telematics  Interna¬ 
tional,  isolated  the  top  13%  of  its 
survey  group  who  were  "high 
achievers"  for  their  employers. 
These  executives  tended  to  be  con¬ 
cerned  with  people  as  well  as  prof¬ 
its.  They  had  an  optimistic  view  of 
their  subordinates'  abilities,  listened 
to  their  views  and  sought  their  ad¬ 
vice.  Average  achievers  tended  to 
concentrate  on  production.  They  lis¬ 
tened  only  to  their  superiors.  Low 
achievers  were  obcessed  with  their 
own  security,  avoided  communica¬ 
tions  with  employees  at  any  level, 
and  clung  to  regulations.  Telemet¬ 
ries  added  that  high  achievers 
learned  their  successful  approach  to 
employees  through  progressive  cor¬ 
porate  training  . .  .The  jury  is  still  out 
on  the  four-day  work  week.  Recent 
studies  have  supported  conflicting 
conclusions.  According  to  U.S. 
Labor  Department  figures,  only  2% 
of  American  workers  put  in  40  hours 
during  work  weeks  of  less  than  five 
days.  Furthermore,  according  to  a 


recent  Georgetown  University  sur¬ 
vey,  only  2%  of  employers  are  con¬ 
sidering  the  switch  to  40-hour, 
four-day  weeks.  On  the  other  hand, 
a  University  of  Michigan  study 
suggests  that  the  four-day  week  may 
be  the  wave  of  the  future.  The  U-M 
research,  conducted  in  cooperation 
with  the  Society  of  Manufacturing 
Engineers,  found  that  65%  of  the 
125  manufacturing  managers  polled 
expected  half  of  major  U.S.  indus¬ 
tries  to  adopt  the  concentrated 
schedule  in  the  future  ..  .Women 
moonlighters  are  still  on  the  in¬ 
crease,  according  to  a  May  1978 
Labor  Department  survey.  The 
proportion  of  female  workers  who 
hold  more  than  one  job  has  risen 
from  2%  in  1962  to  3.3%  in  1978. 
During  the  same  period,  the  propor¬ 
tion  of  male  moonlighters  dropped 
from  6.4%  to  5.8%...The  United 
Way  may  switch  to  employee-run 
campaigns,  rather  than  continue  to 
rely  on  executive-sponsored  ap¬ 
peals.  A  pilot  program  in  Flint, 
Michigan  turned  the  citywide 


charitable  campaign  over  to  indus¬ 
trial  employees.  Committees  among 
the  rank-and-file  recruited  service 
volunteers,  publicized  the  need  for 
contributions  and  collected  dona¬ 
tions.  The  result:  a  $3.8  million  do¬ 
nation  from  60  plants,  as  compared 
with  $1.9  million  in  1973.  The  United 
Way  is  convinced  that  people  re¬ 
spond  better  to  their  fellow  em¬ 
ployees  than  they  do  to  executive 
management.  The  organization 
plans  to  extend  its  pilot  to  15  cities 
and  may  well  adopt  it  nation¬ 
wide  . .  .The  demand  for  human  re¬ 
sources  professionals  continues  to 
rise,  according  to  a  study  by  Fox- 
Morris  Personnel  Consultants  of 
Philadelphia.  Job  openings  in  the 
field  have  increased  13%  in  the  past 
year,  while  salaries  have  climbed  as 
much  as  20%  . .  .Bowling  participa¬ 
tion  is  on  the  rise,  after  a  mid-60's 
low.  According  to  an  A.  C.  Nielsen 


continued 
on  following  page 
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Sports  publisher  offers  program  help 


tennis 


Golf  Digest,  Inc.  became  a  NIRA  Associate  member 
in  1977.  A  subsidiary  of  the  New  York  Times  Company, 
Golf  Digest,  Inc.  is  a  growing  firm  in  the  publishing 
business  with  such  nationally  known  publications  as: 

Golf  Digest  Magazine — Founded  in  1 950,  Golf  Di¬ 
gest  has  become  the  largest,  most  authoritative  publica¬ 
tion  in  the  field  of  golf,  and  is  read  by  over  2.5  million 
golfers  every  month. 

Tennis  Magazine — Acquired  by  Golf  Digest,  Inc.  in 
1 972,  Tennis  is  now  the  largest  publication  in  its  dramat¬ 
ically  growing  field.  Tennis  has  an  average  readership  of 
1.5  million  each  month. 

Golf  Digest  and  Tennis  Magazine  conduct  many  na¬ 
tional  programs  for  golfers  and  tennis  players  of  all 
abilities.  Through  Golf  Digest's  Hole-In-One  Clearing 
House,  aces  made  by  golfers  are  recorded  on  a  perma¬ 
nent  record  displayed  at  the  World  Golf  Hall  of  Fame  in 
Pinehurst,  North  Carolina.  Golf  Digest's  Golf  Instruction 
Schools  have  helped  thousands  of  golfers  at  all  levels  of 
ability  improve  their  games.  The  National  Long  Driving 
Championship  conducted  annually  by  Golf  Digest,  the 
Professional  Golfers  Association  (PGA),  and  the  PGA 
Tour  has  contributed  over  $90,000  to  PGA  Junior  Golf 
programs  since  its  inception  in  1 975.  Tennis  Magazine 
originated  the  Fast  Serve  Contest,  and  also  conducts  Na- 
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tional  Tennis  Week,  the  largest  progressive  amateur  ten¬ 
nis  tournament  in  the  country.  Nearly  one  million 
players  participated  in  National  Tennis  Week  programs 
in  1978. 

Golf  Digest  and  Tennis  have  been  working  closely 
with  recreation  managers  to  help  them  organize 
company-wide  golf  and  tennis  programs.  Subscriptions 
to  Golf  Digest  and  Tennis  Magazine  are  offered  to  all 
NIRA  member  companies'  employees  at  reduced  rates. 
A  book  service  and  vacation  planning  service  for  both 
golf  and  tennis  are  also  available  to  your  employees  at 
no  charge.  Recreation  managers  may  order  golf  and  ten¬ 
nis  instruction  booklets  for  their  employees  to  help  them 
improve  their  skills. 

Recently,  Golf  Digest  published  a  Tournament  and 
Golf  League  Manual  to  help  make  recreation  managers' 
golf  programs  more  enjoyable  for  their  golfers.  It  in¬ 
cludes  information  on  starting  golf  leagues,  organizing 
golf  outings,  handicapping,  and  other  Golf  Digest  ser¬ 
vices.  A  similar  manual  for  corporate  tennis  programs 
will  be  available  soon. 

Golf  Digest,  Inc.  is  eager  to  help  NIRA  and  its  mem¬ 
bers  with  any  aspect  of  their  golf  and/or  tennis  programs. 
For  additional  information,  please  contact  Diana 
O'Donnell,  Golf  Digest  and  Tennis,  495  Westport  Ave¬ 
nue,  Norwalk,  CT  06856 — Phone  (203)  847-5811.  I’m 
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Newsbriefs  continued 


survey,  the  number  of  keglers  in  the 
U.S.  has  risen  16%  in  the  last  five 
years  to  an  all-time  high  of  64  mil¬ 
lion... The  first  full-length  Hol¬ 
lywood  movie  about  bowling  is  due 
for  release  next  April.  "Dreamer" 
will  star  Tim  Matheson,  Jack  Warden 
and  Susan  Blakely.  It  is  the  story  of  a 
young  bowler  (Matheson)  who 
dreams  of  becoming  a  pro.  He  is 
coached  by  a  veteran  bowler  (War¬ 
den)  and  distracted  by  a  girl 
(Blakely).  The  film  climaxes  in  a  na¬ 
tionally  televised  tenpin  match  be¬ 
tween  the  hero  and  a  legendary  pro, 
played  by  real-life  pro  bowler,  Dick 
Weber.  The  match  will  be  an¬ 
nounced  by  sportscasters  Chris 
Schenkel  and  Bo  Burton.  HII 
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tournament  news 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


The  1978  program  year  for  Tournaments  and  Ser¬ 
vices  activities  is  drawing  to  a  close.  This  year  has  been  a 
good  one,  with  two  new  activities,  World  Golf  competi¬ 
tion  and  on-site  trapshoots,  added  to  the  NIRA  line-up. 


World  Golf  competition 

Member  response  to  the  new  World  Golf  Association 
has  been  encouraging.  More  than  70  companies  have 
requested  over  21,000  brochures.  Be  sure  to  offer  your 
employees  an  opportunity  to  become  involved  in  this 
exciting  new  tournament.  Informational  brochures  for  all 
your  golfers  may  be  requested  from  NIRA  Headquarters. 


On-site  Trapshoot 

The  first  Winchester/NIRA  Trapshoot  was  divided 
into  East  and  West  Divisions  for  on-site  competition. 


1978  WINCHESTER/NIRA 

TRAPSHOOTING  TOURNAMENT  RESULTS 

EAST  DIVISION 

SCORE 

1.  Olin  #1,  E.  Alton,  IL 

478 

2.  Cummins  #2,  Columbus,  IN 

472 

3.  Olin  #2,  E.  Alton,  IL 

470 

4.  Delco  Moraine-Office,  Dayton,  OH 

456 

5.  Olin,  Pisgah  Forest,  NC 

450 

6.  Cummins  #3,  Columbus,  IN 

449 

WEST  DIVISION 

SCORE 

1.  Control  Data  #1,  Minneapolis,  MN 

459 

2.  3M,  St.  Paul,  MN 

447 

3.  McDonnell-Douglas,  St.  Louis,  MO 

445 

4.  Coors  #1,  Golden,  CO 

437 

5.  McDonnell-Douglas  E.C.,  St.  Louis,  MO 

436 

6.  McDonnell-Douglas  #1,  St.  Louis,  MO 

433 

The  NIRA  Board  of  Directors  may  reorganize  future 
on-site  trapshoot  tourneys  to  accommodate  greater 
numbers  of  teams. 


Fishing,  Regional  Golf,  Bridge 

In  on-going  tournament  activities,  Gene  Miller,  CIRA 
(Michigan  Bell  Telephone)  reports  that  he  has  received  a 
large  number  of  entries  in  the  Fishing  Contest.  Gene 
feels  that  the  total  number  of  entries  will  surpass  last 
year's  record  of  63.  Contest  entries  will  be  accepted 
through  December  1,  1978. 

Glenn  Westover  (Babcock  and  Wilcox)  states  that 
the  number  of  entries  received  in  this  year's  Postal  Golf 
competition  has  increased  significantly  over  last  year's 
figure.  Glenn  is  currently  totaling  the  results  of  both  the 
Postal  Golf  and  Regional  (On-site)  Golf  competitions. 
Names  of  national  winners  will  be  announced  in  RM. 

A  note  of  special  thanks  is  in  order  for  George 
Grigor,  CIRA  (Kodak  Canada);  Jack  Lowery  (Monsanto); 
Sue  Siwicki,  CIRA  (Bankers  Life  and  Casualty);  Bill 
Bruce  (Motorola);  and  Glenn  Westover  for  their  help 
and  support  with  the  Golf  Tournaments. 

This  year's  Bridge  competition  has  also  been  com¬ 
pleted.  Results  will  also  be  published  in  RM.  Once 
again,  Maxine  Kraft  of  Battelle  Memorial  Institute,  pro¬ 
vided  excellent  leadership  for  this  activity.  Cin 
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USE  MOVIES: 

EASY  TO  ORDER  •  EASY  TO  USE  •  AND  LOVED  BY  EVERYONE ! 


•  Show  a  portion  of  film  each  day  at  no  extra  charge  (such  as  during 
lunch  breaks). 

•  Special  reduced  prices  for  NIRA  members  (no  minimum  order 
necessary). 

•  The  greatest  selection  of  16mm  color  sound  movies  to  choose  from. 

•  Quality  prints  guaranteed. 

•  Early  arrival  of  films  assured. 

•  Free  professional  publicity  for  every  movie  you  show. 

•  Exact  return  postage  and  label  enclosed  with  your  film. 

•  Your  collect  call  accepted  at  all  times. 

•  Send  for  your  free  color  catalog  or  for  more  information. 

201  South  Jefferson  Avenue 
saint  Louis,  Missouri  63/03  1  r~v’~  1 

(314)534-6300 

ALSO  OFFICES  IN:  NEW  YORK,  BOSTON,  WASHINGTON  D.C., CHICAGO, 
HOUSTON,  AND  LOS  ANGELES 
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How  do  employees 
rate  your  programs? 

A  research  team  at  Corning  Glass  asked  employees 
what  they  liked  about  the  recreation  program 
— and  what  they  thought  was  missing. 

The  answers  helped  the  company 
plan  a  more  effective  program 


Effective  programming  is  a  primary 
responsibility  for  employee  recre¬ 
ation  practitioners.  The  central 
question  is  how  to  use  limited  re¬ 
sources  to  produce  a  quality  program 
that  benefits  both  the  company  and 
the  employee.  The  answer  lies  in 
careful  planning  so  that  every  effort 
contributes  to  an  effective  package. 


■■jjjj | 

/oyee  interest  survey 
i  this  article  was  de- 
the  authors  and  im¬ 
plemented  at  Cording  Class  Com¬ 
pany.  NIRA  members  may  request 
a  copy  of  the  complete  sun  ey  by 
writing  to:  y'-'-v 

David  l .  Groves.  Ph.D. 
Associate  Professor 
Department  of  Recreation 
and  Leisure 

State  University  College 
at  Brockport 
Brockport,  NY  14420 


by  David  L.  Groves,  Ph.D. 
Andrew  A.  Zadany,  CIRA 
and 

Michael  Whitlock 


The  need 

Employee  recreation,  fitness  and 
services  programs  are  usually  frag¬ 
mented.  They  tend  to  be  series  of 
separate  activities,  each  with  its  own 
narrow  objectives,  rather  than  well 
integrated  programs  with  consistent, 
program-wide  goals.  Basic  questions 
are  continually  raised  about  the  na¬ 
ture  and  value  of  employee  activities 
because  of  this  lack  of  continuity. 
These  questions  often  imply  that  lei¬ 
sure  experiences  may  not  even  be¬ 
long  in  the  industrial  setting.  Con¬ 
scientious  managers  must  develop 
the  continuity  that  places  employee 
activities  in  a  more  legitimate  light. 
To  do  so,  they  must  answer  several 
important  questions: 

1.  What  are  the  recreational 
needs  of  the  population  to  be 
served? 

2.  What  are  the  present  recrea¬ 
tional  patterns? 


3.  What  is  the  relationship  be¬ 
tween  recreational  facilities  and  ser¬ 
vices  provided  by  the  company  as 
compared  with  the  community? 

4.  Are  there  program  goals  and 
objectives? 

5.  If  so,  how  well  have  they 
been  achieved? 

6.  What  activities  are  going  to 
be  used  to  develop  the  program  to 
achieve  the  goals  and  objectives? 

7.  What  materials  are  needed  to 
implement  the  selected  program? 

8.  What  approaches  are  needed 
to  implement  the  selected  program? 

9.  What  type  of  training  is 
needed  for  program  implementa¬ 
tion? 

10.  How  does  the  program  com¬ 
plexity  level  influence  the  selection 
and  development  of  activities? 

11.  How  does  the  program  sequ¬ 
ence  influence  the  selection  and  de¬ 
velopment  of  activities? 
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12.  What  type  of  evaluation  sys¬ 
tem  will  be  used  to  assess  outcomes? 

The  initial  phase  in  program  de¬ 
velopment  is  the  inventory  of  em¬ 
ployee  recreation  needs  in  relation 
to  the  existing  program.  This  infor¬ 
mation  will  help  the  manager  gain 
an  overview  of  current  programs  and 
provide  guidelines  by  which  to  con¬ 
sider  potential  new  offerings.  Such  a 
needs  assessment  must  be  made 
within  the  context  of  program  goals 
and  objectives  and  will  lead  to  the 
establishment  of  programming 
priorities.  The  primary  problem  in 


conducting  a  program  needs  as¬ 
sessment  is  the  lack  of  methodology. 
This  case  study  was  undertaken  to 
develop  and  test  a  needs  assessment 
questionnaire  in  an  employee  recre¬ 
ation  setting. 

Conducting  the  survey 

This  study  was  conducted  with  the 
cooperation  of  Corning  Glass  Works 
in  Corning,  New  York.  The  em¬ 
ployee  population  numbers  between 
8,000  and  10,000.  The  salaries  and 
working  conditions  are  similar  to 
other  industries  in  the  northeastern 
United  States. 


The  needs  assessment  ques¬ 
tionnaire  was  designed  to  obtain: 

(1)  Demographic  information 

(2)  An  understanding  of  the  per¬ 
ceived  benefits  of  the  recreation 
program  to  employees  and  the  com¬ 
pany 

(3)  Information  about  recreation 
participation  patterns  associated 
with  company  sponsored  programs 
and  non -work  time 


continued 
on  following  page 


TABLE  1  Benefits  to  Individuals  + 

Response  Categories 

/ 

f 

J? 

T 

% 

% 

& 

s® 

% 

a) 

Breaks  up  daily  routine 

12.1 

12.1 

9.1 

ii.i 

b) 

Breaks  up  routine  of  home 

9.0 

0 

0 

3.0 

c) 

Creates  "esprit  de  corps" 

0 

6.1 

6.1 

d) 

Develops  a  sense  of  self-worth  and  self-confidence 

18.2 

6.1 

3.0 

9.1 

and  expands  personal  horizons 

e) 

Develops  a  competitive  spirit 

9.0 

9.0 

15.2 

11.1 

f) 

Helps  improve  leadership  ability  and  sportsmanship 

18.2 

3.0 

0 

7.1 

g) 

Improves  physical  health 

36.4* 

30.3 

18.2 

28.3 

h) 

Improves  emotional  health 

0 

0 

6.1 

2.0 

i) 

Increases  mental  alertness 

0 

6.1 

0 

2.0 

j) 

Helps  participants  manage  time  more  effectively 

9.0 

3.0 

3.0 

5.1 

k) 

Helps  participants  meet  new  friends  and  develop 

social  skills  through  common  interests 

30.3 

30.3 

36.3* 

32.3 

1) 

Mentally  shortens  work  day 

6.1 

6.1 

6.1 

6.1 

m) 

Non-responsive 

24.2 

3.0 

24.2 

9.1 

n) 

Provides  for  recognition  through  awards 

0 

9.1 

0 

3.3 

o) 

Provides  opportunity  for  learning  new  recreational  skills 

6.1 

9.0 

6.1 

13.1 

P) 

Relieves  tension 

3.0 

21.2 

3.0 

9.1 

+This  analysis  was  based  upon  a  multiple  response  item. 
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Rate  Your  Program  continued 


Three  different  populations  within 
the  company  were  sampled: 

•  Active  employee  participants 
in  company  recreation  programs 

•  Non-active  employee  partici¬ 
pants  (defined  as  individuals  who 
did  not  take  advantage  of  any  pro¬ 
grams,  services  or  facilities  offered 
by  the  employee  association) 

•  Recreation  program  volunteers 

The  recreation  program  volun¬ 
teers  were  selected  by  the  recreation 
staff  to  be  representative  of  all  the 
divisions  of  the  company  and  all 
areas  of  interest  and  participation  in 
the  recreation  program.  Each  volun¬ 
teer  was  asked  to  distribute  ran¬ 
domly  one  questionaire  to  an  active 
participant  and  one  to  a  non-active 


TABLE  2  Benefits  to  Companyt+ 

j 

Response  Categories 

XT 

C°  ^ 

%  % 

& 

\<? 

% 

% 

a) 

Creates  an  atmosphere  in  which  organizational 
and  individual  goals  can  meet  in  harmony 

15.2 

21.2 

6.1 

14.1 

b) 

Creates  better  employee  relations  through  friendship 

45.5* 

45.5* 

15.2 

35.4* 

c) 

Creates  loyalty  toward  the  company 

30.3 

24.2 

9.1 

21.2 

d) 

Gives  the  company  a  reputation  of  being  a  good  place  to  work 

0 

0 

1.0 

e) 

Helps  participants  understand  make-up  of  company 
and  serves  as  a  communication  device 

27.2 

18.2 

9.1 

18.2 

f) 

Helps  improve  employees'  relations  with  supervisors 

15.2 

24.2 

9.1 

16.2 

g) 

Helps  prepare  worker  for  advancement  (social  contacts) 

2.1 

15.2 

0 

9.1 

h) 

Helps  supervisors  understand  employee  problems 

0 

3.1 

0 

1.0 

i) 

Helps  to  improve  personal  relations  with  supervisor 

21.2 

24.2 

6.1 

17.2 

P 

Improves  company  morale 

0 

6.1 

6.1 

4.0 

k) 

Improves  employee  attitudes  toward  work 

27.2 

30.3 

15.2 

24.2 

1) 

Improves  job  performance  or  productivity 

45.1* 

36.3* 

6.1 

29.1 

m) 

Reduces  time  lost  due  to  illness 

3.1 

0 

0 

1.0 

n) 

Increases  on-the-job  spirit 

27.2 

36.4* 

12.1 

25.2 

o) 

No  change  (or  effect) 

3.0 

3.0 

6.1 

4.0 

P) 

Non-response 

0 

0 

33.3 

11.1 

+  This  analysis  was  based  upon  a  multiple  response  item. 

+  +  Only  two  negative  responses  were  received:  (1)  concerning  injury  and  loss  of  work  time,  (2)  a  statement  about 
recreation  interferring  with  workday  routine. 

participant  within  his/her  division. 

The  response  rate  of  this  ques¬ 
tionnaire  was  74%.  There  were  99 
usuable  questionnaires  available  for 
analysis.  The  data  was  analyzed  by 
percentage  distribution.  Major  dis- 
criptions  of  trends  were  made  on  the 
basis  of  percentages  larger  than 
35%. 

Applying  the  results 

The  results  of  the  Corning  survey 
suggest  areas  of  the  company's  em¬ 
ployee  program  that  were  successful 
and  those  that  could  be  improved. 
They  form  a  basis  on  which  to  make 
program  decisions. 

The  primary  goal  for  the  company 
that  offers  an  employee  program  is  a 
positive  feeling  toward  it  among 


employees.  Results  of  our  survey  in¬ 
dicate  that  employees  perceive  a  re¬ 
lationship  between  recreation  pro¬ 
grams  and  both  productivity  and 
satisfaction  with  the  company.  Em¬ 
ployees  apparently  feel  that  the  pro¬ 
gram  fosters  cooperative  relation¬ 
ships  between  the  company  and 
employees  by  encouraging  the  frank 
exchange  of  opinions,  suggestions 
and  ideas  that  benefit  both. 

The  results  indicate  that  different 
kinds  of  new  activities  would  inter¬ 
est  the  three  groups  of  employees 
surveyed.  The  active  participants 
and  recreation  volunteers  want  more 
active  sports.  The  primary  focus  for 
this  interest  is  on  team  competition 
and  leagues.  The  same  results  show 
that  the  nonparticipants  are  more 
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oriented  toward  family  and  social 
activities  while  the  active  partici¬ 
pants  prefer  individual  involvement 
with  the  program. 

There  is  a  correlation  between 
how  an  employee  participates  in  the 
recreation  program  and  the  activities 
offered.  A  significant  proportion  of 
all  employees  indicated  an  interest 
in  additional  family  activities.  If  this 
type  of  activity  were  offered,  it 
seems  reasonable  to  expect  that 
more  people  would  participate  in 
the  program.  In  the  case  of  Corning 
employees,  family  activities  may  be 


the  most  effective  means  of  increas¬ 
ing  and  broadening  participation.  A 
survey  in  another  organization  could 
reveal  different  interests. 

These  and  other  trends  revealed  by 
the  survey  results  helped  Corning  re¬ 
assess  its  program  in  light  of  employee 
recreation  interests  and  needs. 
With  the  information  afforded  by  the 
survey,  program  planners  can  be 
more  confident  that  their  resources 
are  being  put  to  the  best  possible 
use,  from  both  the  employee  and  the 
management  point  of  view. 


David  L.  Groves,  Ph.D.  is  an  As¬ 
sociate  Professor  in  the  Department 
of  Recreation  and  Leisure  at  State 
University  College  at  Brockport, 
New  York.  He  is  also  a  T rustee  of  the 
National  Industrial  Recreation  Re¬ 
search  and  Educational  Foundation 
(NIRREF).  Andrew  Zadany,  CIRA  is 
Director  of  Recreation  and  Em¬ 
ployee  Relations  for  Corning  Glass 
in  Coming,  New  York.  He  is  a  for¬ 
mer  NIRA  Director.  Michael  Whit¬ 
lock  is  a  graduate  student  in  the 
Department  of  Recreation  and  Lei¬ 
sure  at  S.U.C.,  Brockport.  HU 


TABLE  3  Types  of  Activities  Should  Add*  + 

Response  Categories 

c»° 

Y* 

J? 

A? 

a) 

Active  sports;  e.g.,  volleyball,  tennis,  handball,  golf,  swimming 

39.4* 

60.7* 

36.4 

45.5* 

b) 

Athletic  and  fitness  facilities 

12.1 

12.1 

9.1 

11.1 

c) 

Arts  and  crafts 

6.1 

3.0 

6.1 

5.1 

d) 

Better  programs  and  tournament  coordination 

0 

6.1 

0 

2.0 

e) 

Co-ed  programs 

6.1 

6.1 

9.0 

7.1 

f) 

Cultural  events  such  as  concerts  and  plays 

0 

3.0 

0 

1.0 

g) 

Day  care  center 

0 

0 

9.0 

3.0 

h) 

Entertainment  such  as  movies  and  parties 

0 

12.1 

0 

4.0 

i) 

Family  activities  and  programs 

15.2 

9.0 

39.4* 

21.2 

j) 

Fitness  program 

15.2 

12.1 

9.1 

12.1 

k) 

More  organized  travel 

12.1 

15.2 

6.1 

11.1 

1) 

Non-response 

12.1 

3.0 

33.3 

16.2 

m) 

Noon-hour  athletic  leagues  and/or  fitness  programs 

0 

3.0 

3.0 

2.0 

n) 

Other  noon-hour  programs 

6.0 

3.0 

6.0 

5.1 

o) 

Open  hours  for  recreation 

3.0 

3.0 

3.0 

3.0 

P) 

Quiet  room  in  work  area 

3.0 

3.0 

0 

2.0 

q) 

Outdoor  program  and  facilities;  e.g.,  boating  and  picnicking 

3.0 

3.0 

6.1 

r) 

Over  30  (years)  athletic  league 

3.0 

0 

3.0 

2.0 

s) 

Passive  activities;  e.g.,  cards  and  indoor  games 

12.1 

9.0 

27.3 

16.2 

t) 

Professional  instruction 

6.0 

0 

6.1 

4.0 

U) 

Programs  for  women 

0 

9.0 

0 

3.0 

V) 

Satisfied  with  program 

27.3 

18.2 

6.1 

17.2 

w) 

Tennis  facilities 

3.0 

3.0 

6.1 

4.0 

+  + 

+  The  analysis  was  based  upon  multiple  response  items. 

The  only  problem  was  that  of  travel  distance. 
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Goodyear  Aerospace  employee  Arnold  File  blows  his  baritone  horn  for  the 
company  band.  His  uncle,  Steve  File,  directs  the  group. 


The  good  old  band  concert  in  the 
park  is  a  living  tradition  at 
Goodyear  Tire  &  Rubber  Company 
in  Akron,  Ohio.  For  more  than  forty 
years,  the  Goodyear  Concert  Band 
has  entertained  employees  and  the 
community.  As  many  as  1,500 
people  may  attend  a  single  Sunday 
afternoon  performance  in  the  com¬ 
pany's  Wingfoot  Park.  Many  more 
hear  the  band  play  throughout  the 
year. 

The  band  originated  in  the  early 
1 930's  as  the  Goodyear  Youth  Band. 
In  the  early  days,  the  musicians  were 
local  teens  whose  performances  in¬ 
cluded  the  razzle-dazzle  of  baton- 
twirling  majorettes.  In  succeeding 
years,  however,  adults  were  admit¬ 
ted  to  the  band  and  its  name  was 


changed  to  the  Goodyear  Concert 
Band.  Today,  the  56-member  band 
includes  employees  and  members  of 
their  families.  They  come  from  liter¬ 
ally  miles  around  to  participate. 

"Our  band  has  members  from 
thirteen  communities  other  than  Ak¬ 
ron,"  said  its  Director,  Steve  File, 
last  summer."  It  includes  two  sets  of 
twins,  five  married  couples  and  four 
parent-children  combinations." 

The  family  feeling  among  all  band 
members  draws  together  employees 
who  might  never  have  met  other¬ 
wise.  A  tool  and  die  foreman  mans 
the  percussion  section.  A  traffic  de¬ 
partment  employee  plays  the 
clarinet.  A  plant  manager  holds  a 
chair  in  the  trumpet  section  and  an 
accoutant  blows  the  redoubtable 


Come 

Blow 

Your 

Horn 

The 

Goodyear 

Concert 

Band 


sousaphone. 

From  clerks  to  executives,  the 
musicians  follow  the  baton  of  Band 
Director  Steve  File,  an  employee  in 
the  company's  industrial  products 
test  lab.  He  has  led  the  group  for 
thirty  years.  Under  File's  direction, 
Goodyear  musicians  enjoy  their 
hobby  while  taking  it  seriously 
enough  to  build  an  impressive  repu¬ 
tation.  Evaluation  and  improvement 
are  an  integral  part  of  the  band's  ac¬ 
tivities.  In  addition  to  weekly  prac¬ 
tice  sessions,  File  meets  regularly 
with  key  members  of  the  band  for 


continued 
on  page  16 
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The  band  entertained  1 ,500  people  at  its  annual  summer  concert  in  Wingfoot  Park  last  August. 


The  traffic  department  is  represented  by  clarinetist  Trumpeter  Paul  Lindstedt  is  manager  of  Goodyear's 
Denise  Rankin.  chemical  engineering  and  pilot  plant. 


RM,  October,  1978 


15 


FORT  LAUDERDALE.  FLORIDA 


Wactt  c\u\> 

HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 
Area  Code  305  -  564-8502 

Our  Own  Private  Beach 

CIRCLE  READER  SERVICE  CARD  NO.  13 


Goodyear  Concert  Band  continued 


Director  Steve  File  has  led  the  band  for  thirty  years. 


planning  and  refinement  of  the 
group's  repertoire. 

The  Goodyear  Concert  Bank  has 
evolved  into  a  valuable  employee 
and  community  relations  force.  Its 
rousing  music  is  a  regular  feature  of 
all  company-sponsored  children's 
Christmas  parties  and  all  home 
games  for  the  popular  Goodyear 
basketball  team.  The  group  also  par¬ 
ticipates  in  Goodyear  United  Fund 
drives  and  numerous  other  company 
functions.  During  its  scheduled  sea¬ 
son,  from  mid-June  to  mid- 
September,  the  band  entertains  em¬ 
ployees,  their  families  and  guests  at 
the  company's  recreation  center, 
Wingfoot  Park. 

Throughout  the  year,  the  band 
carries  a  universal  goodwill  message 
from  the  company  to  the  community 
with  its  free  concerts.  The  Goodyear 
musicians  take  their  lively  enter¬ 
tainment  to  senior  citizens  housing 
complexes  and  nursing  homes.  They 
play  in  local  churches,  social  centers 
and  in  public  parks. 

The  band's  repertoire  is  devoted 


to  the  American  tradition  of  concert 
bands.  It  includes  traditional  ar¬ 
rangements  of  classical,  semi- 
classical,  religious,  patriotic,  Dixie¬ 
land,  swing  and  contemporary  tunes 
as  well  as  a  standard  selection  of 
marches. 

The  band  has  succeeded  over 
more  than  two  generations  because 
of  the  dedication  of  File  and  his 
employee-musicians.  Monday  eve¬ 
ning  practice  averages  82  percent  at¬ 
tendance,  according  to  File.  “And 
that,"  he  adds,  "says  a  lot  for  their 
dedication." 

Band  members  supply  their  own 
instruments.  Goodyear  helps  pur¬ 
chase  music  and  other  incidentals. 
The  company  also  pays  File  a 
monthly  salary  as  Director.  Practice 
facilities  at  the  Goodyear  Theatre  are 
available  free  to  the  band.  Goodyear 
also  sponsors  honors  for  the  band,  as 
it  does  for  other  employee  teams  and 
clubs.  A  number  of  banquets  during 
the  year  honor  top  performers  and 
recognize  participants  who  have 
outstanding  attendance  records. 


The  Goodyear  Concert  Band,  like 
the  employee  Musical  Review  at 
Allen-Bradley  Company  (RM,  Oc¬ 
tober  1 977),  has  interrelated  benefits 
for  both  employee  and  public  rela¬ 
tions.  It  is  a  creative  outlet  for  partic¬ 
ipants,  a  source  of  company  pride 
and  entertainment  for  other  employ¬ 
ees,  a  goodwill  ambassador  for  the 
company  throughout  the  commu¬ 
nity,  and  a  genuine  public  service. 

For  more  information  about  the 
Goodyear  Concert  Band  and  how  a 
similar  group  can  work  in  your  or¬ 
ganization,  contract  B.  A.  "Bemie" 
Watts,  Director  of  Recreation, 
Goodyear  Tire  &  Rubber  Company, 
1144  E.  Market  St.,  Akron,  Ohio 
44316— Phone  (216)  794-3956. 


Photos  by 
Carole  Swartz 
Associate  Editor 
The  Wingfoot  Clan  HTI 
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The  Chairman  of  Johnson  Wax 


supports  industrial  recreation 


THE  GOODWILL  OF  THE 
PEOPLE  IS  THE  ONLY 
ENDURING  THING  IN 
ANY  BUSINESS 


Samuel  C.  Johnson 

Chairman  and  Chief  Executive  Officer 

Johnson  Wax 


“Recreation  has  been  part  of  the  Johnson  Wax 
employee’s  way  of  life  since  the  founding  of  our 
company  in  1886.  For  example,  it  was  the  custom 
of  my  great-grandfather  to  give  the  employees  a 
picnic  every  summer  in  the  backyard  of  his  home. 
And,  at  the  turn  of  the  century,  men’s  and  wom¬ 
en’s  teams  were  formed  to  compete  in  basketball, 
baseball,  softball  and  golf. 

“Today,  our  3,000  U.S.  employees  may  partici¬ 
pate  in  more  than  seventy  different  sports,  clubs, 
special  events,  and  services.  However,  the  objec¬ 
tive  of  our  recreation  program  remains  the  same: 
to  promote  employee  loyalty,  fellowship,  high 
morale,  and  physical  and  mental  development. 

“Recreation  is  a  great  equalizer,  a  good  ice¬ 
breaker,  and  often  an  incentive  for  employment, 
combatting  absenteeism  and  turnover.  Intangible 
as  they  may  be,  both  the  individual  and  corporate 
benefits  are  many. 

“We  believe  the  recreation  program  at  Johnson 
Wax  is  successful  for  several  reasons.  Above  all, 
we  get  our  employees  involved  in  the  planning 
and  administrative  aspects  of  the  various  activi¬ 
ties.  Even  though  we  have  a  professional  recrea¬ 
tion  staff,  we  consider  this  degree  of  employee  in¬ 
volvement  to  be  vital.  We  want  and  encourage  our 
employees  to  be  in  on  the  decision-making  in  or¬ 
der  that  they  may  feel  the  recreation  program  is 
truly  their  program. 


“In  addition  to  this  committee  involvement,  we 
regularly  employ  the  use  of  written  evaluations/ 
questionnaires  in  which  participants  are  asked  to 
give,  anonymously,  their  opinions  and  sugges¬ 
tions  concerning  a  particular  activity.  Our  recrea¬ 
tion  program  is  flexible;  we  are  not  afraid  to  make 
changes  or  to  break  traditions. 

“I  am  happy  to  say  that  we  have  also  been  a 
forerunner  in  the  area  of  providing  a  recreation 
program  for  our  retirees.  At  Johnson  Wax,  we  do 
not  believe  our  relationship  with  a  retiring  em¬ 
ployee  ends  with  a  party  and  the  traditional  gold 
watch.  We  work  hard  to  keep  a  continuing  rela¬ 
tionship  with  the  people  who  contributed  so  much 
to  the  success  and  growth  of  our  company.  We 
want  our  retirees,  as  well  as  our  employees,  to 
feel  they  are  part  of  the  Johnson  family. 

“I  would  like  to  leave  with  you  an  excerpt  from  a 
profit-sharing  speech  made  by  my  grandfather 
back  in  1927.  Although  the  message  is  fifty  years 
old,  it  speaks  of  my  sentiments  so  well: 

“  ‘When  all  is  said  and  done  this  business  is 
nothing  but  a  symbol  ...  in  a  very  short  time 
these  lively  machines  will  become  obsolete  and 
the  buildings  for  all  their  solidity  must  some  day 
be  replaced.  The  goodwill  of  the  people  is  the 
only  enduring  thing  in  any  business.  It  is  the  sole 
substance  and  the  rest  is  shadow!’  ” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 

why  the  Association  has  grown  steadily  in  _  _ 

value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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From  an  educational  session 
1978  NIRA  Region  VI!  Conference 


GETTING  EMPLOYEE  CLUBS 
OFF  THE  GROUND 


Special  interest  clubs  work  best 
when  the  energy  comes  from  members  themselves. 
Motorola's  division  in  Phoenix  gets  clubs  off  to  the  right  start 
with  practical  how-to  guidelines. 


with 

Ruby  Williams 

President,  Employee  Recreation  Association 
and 

Bill  Bruce 

Recreation  Manager 


The  Recreation  Office  for  Motorola,  Inc.'s  Phoenix 
operation  encourages  the  formation  of  hobby,  educa¬ 
tional,  social,  physical  activity  and  special  interest  clubs. 
The  Office  does  not  take  an  active  role  in  forming  these 
clubs,  but  does  offer  counsel  and  information  about  the 
proper  steps  to  take  in  getting  a  club  started.  Clubs  that 
meet  specific  requirements  and  comply  with  the  neces¬ 
sary  rules  and  regulations  established  by  the  Recreation 
Office  are  eligible  for  funding  to  help  support  their  ac¬ 
tivities. 

The  Recreation  Office,  under  Manager  Bill  Bruce's 
direction,  publishes  a  detailed  manual  entitled,  sim¬ 
ply,"  How  to  Form  a  Club".  It  includes  step-by-step 
guidelines  for  employees  who  wish  to  form  new 
sanctioned  clubs.  It  also  provides  sample  by-laws  and 
samples  of  all  forms  required  by  the  Recreation  Office. 
The  guidelines  and  sample  by-laws  are  published  here. 

How  to  get  started 

Contact  a  nucleus  of  at  least  ten  interested  Motoro- 
lan's.  You  should  make  sure  you  have  fifteen  or  twenty 
people  to  allow  for  the  normal  drop-out  rate.  Get  names, 
addresses,  mail  drops,  plant  name  and  phone  numbers 
(both  business  and  home).  This  will  ease  your  job  when 
preparing  for  your  first  meeting. 


Planning  your  first  meeting 

Be  thorough.  Make  sure  you  have  cleared  the  date 
and  meeting  place.  Try  to  schedule  your  meeting  at  a 
time  and  date  that  does  not  conflict  with  too  many  other 
events.  Allow  ample  time  for  getting  out  meeting  notices 
so  the  prospective  members  can  arrange  their  time  ac¬ 
cordingly.  Prepare  an  agenda  outlining  the  objectives  of 
the  club.  Set  up  a  phone  committee  to  contact  all  pros¬ 
pective  members  24  to  48  hours  prior  to  the  meeting. 
Advertise  in  the  Motorola  Newspaper  through  the  Rec¬ 
reation  Office. 

Conducting  your  first  meeting 

Predetermine  who  will  preside  at  the  first  meeting. 
State  the  purpose  of  the  meeting  and  the  specific  objec¬ 
tives  of  the  club.  It  does  not  hurt  to  have  some  enthusias¬ 
tic  people  primed  to  speak  about  the  club.  After  action 
has  been  taken  to  form  the  club,  it  is  time  to  appoint  a 
nominating  committee  for  the  purpose  of  electing  offi¬ 
cers.  A  sub-committee  should  also  be  appointed  to  start 
work  on  a  constitution  and/or  by-laws.  Make  sure  all  in 
attendance  have  filled  out  enrollment  cards  containing 
the  vital  information  noted  above  as  well  as  any  other 
pertinent  facts  needed  by  your  particular  club. 
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Completing  your  second  meeting 

Arrange  a  meeting  place  and  date  for  your  second 
meeting,  making  sure  to  correct  any  problems  encoun¬ 
tered  at  your  initial  meeting.  Send  out  invitations  and 
reminder  notices;  then  follow  up  with  phone  calls.  Also, 
publicize  the  meeting  through  the  company  publication 
as  before.  Send  your  announcement  through  the  Recrea¬ 
tion  Office. 

Follow  a  meeting  agenda  that  includes  all  of  the  fol¬ 
lowing  items: 

(a)  Review  the  proposed  constitution  and/or  by¬ 
laws.  Have  enough  copies  for  all  the  prospective 
members.  Copies  can  be  mailed  to  prospective 
members  ahead  of  time  for  their  review.  This  will 
shorten  the  time  needed  to  discuss  the  docu¬ 
ments. 

(b)  Elect  officers  from  a  slate  presented  by  the 
nominating  committee.  Accept  nominations 
from  the  floor.  Elected  officers  should  take  office 
immediately. 

(c)  Establish  a  suggested  list  of  committees  such  as: 
Membership,  Program,  Special  Events,  Publicity, 
Trophies  and  Awards,  Banquet  plus  any  others 
appropriate  to  your  club. 

(d)  Consider  membership  dues.  This  will  give  you  a 
good  source  of  operating  capital. 

(e)  Name  your  club  and  write  its  name  into  your 
constitution  and  by-laws. 


Gaining  official  support 

You  are  now  ready  to  proceed  with  your  club  ac¬ 
tivities.  What  you  do  and  how  far  you  go  is  in  your 
hands.  The  success  of  the  club  depends  on  good  pro¬ 
grams. 

The  following  requirements  must  be  fulfilled  if  you 
are  to  maintain  a  club  that  operates  within,  and  is  par¬ 
tially  funded  by,  the  Motorola  Corporate  Recreation  Of¬ 
fice.  Your  club: 

1.  Must  start  with  a  minimum  of  ten  members 

2.  Must  have  a  purpose 

3.  Must  have  a  constitution  and/or  by-laws  (sample 
available)  and  furnish  a  copy  to  the  area  Recrea¬ 
tion  Office 

4.  Must  have  a  governing  group  of  officers  and/or 
board  of  directors  who  run  and  control  activities 
through  appointed  committees 

5.  Must  have  a  bonafide  checking  account  rather 
than  interest  bearing  account  (due  to  the  IRS  re¬ 
quirements). 


6.  Must  maintain  good  records  in  several  areas: 

(A)  Treasurer  must  keep  books  in  an  efficent- 
manner  suitable  to  meet  audit  requirements 

(B)  Secretary  must  keep  records  of  attendance/ 
participation  and  recreation  hours  expended. 
He/she  must  report  monthly,  using  an  official 
form,  to  the  area  Recreation  Office 

(C)  Officers  must  keep  the  Recreation  Office  in¬ 
formed  of  all  activities  conducted  by  the  club, 
as  well  as  announcements,  results,  etc. 

(D)  Officers  must  keep  the  Recreation  Office  in¬ 
formed  of  all  changes  in  officer's  names,  ad¬ 
dresses,  phone  numbers,  etc.  They  must  use 
the  official  officers  form  when  making  correc¬ 
tions. 

7.  Must  furnish  the  area  Recreation  Office  with  a 
new  officers  list,  using  the  officers  form,  following 
club  elections. 

8.  Must  furnish,  on  a  monthly  basis,  a  copy  of  the 
club  roster,  using  the  official  form.  (Not  necessary 
if  roster  remains  static).  Rosters  furnished  on  other 
than  the  official  form  will  not  be  accepted.  Roster 
forms  must  be  completed  with  all  information  re¬ 
quested. 

9.  Must  furnish  monthly  reports  noted  under  6B 
above 

Failure  to  comply  with  these  requirements  will  be  cause 
for  delay  in  monetary  subsidy  for  your  club,  until  such 
time  as  the  club  fulfills  its  obligations. 

All  employee  clubs,  leagues  and  associations  must 
take  the  responsibility  for  finding  meeting  places, 
scheduling  meeting  times  and  making  other  necessary 
arrangements.  Your  responsibilities  include  arrange¬ 
ments  for  such  facilities  as  meeting  rooms,  golf  courses, 
tennis  courts,  billiard  halls,  trapshooting  club  facilities, 
pistol  and  rifle  ranges,  softball  diamonds,  gymnasiums, 
dinner/banquet  halls  and  handball/racquetball  courts. 

The  Recreation  Office  will  provide  club  officers  with 
information  and  assist  them  in  negotiations.  The  success 
of  the  club,  like  its  initial  organization,  however,  de¬ 
pends  upon  the  interest  and  support  of  its  members. 


GETTING  IT  DOWN 
ON  PAPER 


SAMPLE 

Club  By-laws  on  following  page  . .  . 
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SAMPLE 

CONSTITUTION  AND  BY  LAWS 
MOTOROLA _ CLUB 


Article  I — NAME 

Section  1.  Name — The  name  of  this  association  is 
Motorola _ Club. 

Article  II— PURPOSE 

Section  1.  Purposes — The  purposes  of  this  associa¬ 
tion  are  to  promote  and  foster  interest  in 
good  fellowship,  sportsmanship,  and  fair 
play,  and  to  conduct  activities  in  fur¬ 
therance  of  these  purposes. 

Article  III— MEMBERSHIP 

Section  1.  Eligibility — Motorolans — All  employees 
of  the  Motorola  Western  Area  Division 
and  Motorola  Corporate  employees  lo¬ 
cated  in  Arizona  shall  be  eligible  for 
membership  in  this  Club.  Resident  per¬ 
sonnel  employed  by  other  Motorola  Divi¬ 
sions  are  also  eligible  for  membership  in 
this  association. 

Section  2.  Eligibility — Non-Motorolans — Resident 
personnel  not  employed  by  Motorola,  as¬ 
signed  to  any  Division,  may  be  eligible  for 
membership  in  this  Club  at  the  discretion 
of  the  Board  of  Directors  of  the  Club. 

Section  3.  Dues — All  eligible  personnel  shall  be¬ 
come  members  of  the  Club  for  the  exist¬ 
ing  year  upon  payment  of  the  annual  dues 
established  by  the  Board  of  Directors. 

Section  4.  Privileges — Each  member  shall  be  enti¬ 
tled  to  all  privileges  of  membership  in¬ 
cluding  the  rights  to  participate  in  Club 
activities,  to  hold  office  and  to  vote  ex¬ 
cept  for  the  following  restrictions: 

(A)  Only  Section  1.  members  shall  be 
eligible  to  vote  or  hold  office. 

(B)  Members  must  meet  the  requirements 
specifically  provided  for  in  the  By- 
Laws  in  connection  with  eligibility  for 
the  various  Club  activities. 

Section  5.  Voting — Each  member  eligible  to  vote 
shall  be  entitled  to  one  vote  on  each  mat¬ 
ter  submitted  to  a  vote  of  the  membership. 

Section  6.  Termination  of  Membership — All  mem¬ 
berships  terminate  with  the  end  of  the 
calendar  year.  Membership  may  be  re¬ 
newed  by  eligible  personnel  during  sub¬ 
sequent  calendar  years  by  payment  of  the 
annual  dues.  Membership  may  be  can¬ 
celled  by  the  Board  upon  final  termination 
of  employment  at  Motorola.  Members  may 
be  suspended  or  expelled  for  cause  by  at 


least  two-thirds  vote  of  the  Board  of  Di¬ 
rectors  meeting  with  a  quorum,  upon  the 
filing  of  written  charges  signed  by  three 
members.  Such  accused  members  shall 
have  a  right  to  an  open  hearing  before  the 
Board  of  Directors,  and,  if  suspended  or 
expelled,  shall  have  the  right  of  appeal  to 
the  membership. 

Article  IV — YEAR 

Section  1.  Year — The  year  shall  coincide  with  the 
calendar  year. 

Article  V— BOARD  OF  DIRECTORS 

Section  1.  Directors — There  shall  be  a  Board  of  Di¬ 
rectors  consisting  of  nine  active  members 
of  the  association  elected  by  the  member¬ 
ship  as  provided  in  Sections  2  and  3  be¬ 
low. 

Section  2.  Nominations — The  Board  of  Directors 
shall  appoint  a  Nominating  Committee. 
The  Committee  shall  elect  at  least  twice 
as  many  nominees  as  there  are  direc¬ 
torships  to  be  filled.  Five  Directors  shall 
be  elected  for  terms  beginning  in  odd- 
numbered  years  and  four  in  the  even- 
numbered  years.  Any  member  may  sub¬ 
mit  additional  nominees  to  the  Commit¬ 
tee.  The  names  of  all  nominees  will  then 
be  submitted  to  the  membership  for  vot¬ 
ing  during  the  sixty  days  preceding  the 
annual  meeting. 

Section  3.  Elections — All  voting  shall  be  by  secret 
written  ballot  prior  to  the  annual  meeting. 
The  number  of  candidates  equal  to  the 
number  of  vacancies  receiving  the  highest 
number  of  votes  shall  be  elected.  Suffi¬ 
cient  run-off  elections  shall  be  held  if 
necessary  until  all  vacancies  are  filled. 

Section  4.  Term  of  Office — The  Directors  shall  serve 
for  two-year  terms  starting  with  the  next 
year  beginning  after  the  election,  or  until 
their  successors  take  office. 

Section  5.  Removal  from  Board— -A  Director  may  be 
removed  from  the  Board  for  good  cause 
by  at  least  a  two-thirds  vote  of  the  Board 
meeting  with  a  quorum.  Such  accused  Di¬ 
rector  shall  have  a  right  of  appeal  to  the 
membership. 

Section  6.  Replacement  Procedure — In  the  event  a 
Director  fails  to  complete  his  term,  the 
Board  shall  use  any  of  the  following  pro¬ 
cedures: 

(A)  Submit  the  unfilled  Directorship  in  a 
special  election  to  the  membership. 
The  Director  so  elected  shall  serve  for 
the  remainder  of  the  uncompleted 
term. 


22 


RM,  October,  1978 


(B)  Select  a  member  of  the  Club  to  com¬ 
plete  the  unfinished  term. 

(C)  Leave  the  position  unfilled  either  until 
such  time  an  election  is  held  per  Sec¬ 
tion  2  of  this  Article  or  a  member  is 
elected  or  selected  per  parts  (A)  or  (B) 
of  this  section. 

Section  7.  Powers  of  the  Board — The  Board  of  Direc¬ 
tors,  as  a  body,  conducts,  manages  and 
controls  the  affairs  of  the  Club.  The  Board 
may  issue  and  amend  by-laws,  rules  and 
regulations  for  the  government  of  the 
club  and  to  promote  its  purposes  which 
are  consistent  with  this  Constitution.  The 
Board  shall  safeguard  all  funds  and  other 
property  of  the  Club.  The  Board  may  del¬ 
egate  certain  duties  and  powers  to  com¬ 
mittees.  However,  the  Board  shall  retain 
the  right  to  overrule  decisions  and  actions 
of  these  committees. 

Section  8.  Meeting  of  the  Board — Meetings  of  the 
Board  of  Directors  shall  be  held  upon  the 
call  of  the  Chairman  of  the  Board,  or  by 
agreement  of  the  necessary  quorum.  All 
available  members  of  the  Board  shall  be 
notified  of  a  meeting.  A  majority  of  the 
Board  membership  shall  constitute  a 
quorum  for  the  conduct  of  business.  A 
majority  of  the  Directors  present  at  any 
meeting  must  concur  in  any  adopted  ac¬ 
tion  of  the  Board.  The  Chairman  of  the 
Board  may  vote  on  any  matter  brought  to 
a  vote.  If  necessary  in  order  to  break  a  tie 
after  three  indecisive  ballots  on  any  pro¬ 
posed  Board  action,  the  Chairman  may 
decide  the  matter  and  his  decision  shall 
constitute  the  decision  of  the  Board. 

Section  9.  Record  of  Board  Meetings — The  Board 
shall  keep  a  record  of  its  proceedings  and 
the  same  shall  be  available  for  inspection 
by  any  member  of  the  Club  at  all  reason¬ 
able  times.  A  written  summary  of  the 
business  transacted  at  each  meeting  will 
be  accessible  to  all  members. 

Article  VI— OFFICERS 

Section  1.  Officers — Officers  of  the  Club  shall  be  a 
President,  a  First  Vice  President,  a  Second 
Vice  President  and  a  Secretary-Treasurer. 
The  officers  shall  be  elected  by  the  Board 
of  Directors  from  among  the  membership 
of  the  Board  and  shall  hold  office  for  one 
year,  or  until  their  successors  take  office. 

Section  2.  Removal  from  Office — Any  officer  may 
be  removed  from  office  for  good  cause  by 
at  least  a  two-thirds  vote  of  the  Board  of 
Directors  meeting  with  a  quorum.  This  is 
independent  of  any  action  that  may  be 


taken  to  remove  a  Director  from  the 
Board,  and  shall  be  done  without  preju¬ 
dice.  Expulsion  or  suspension  from  the 
Club  per  Section  6  of  Article  III  shall  mean 
automatic  removal  from  the  Board  of  Di¬ 
rectors. 

Section  3.  President — It  shall  be  the  duty  of  the  Pres¬ 
ident  to  preside  as  Chairman  at  all  meet¬ 
ings  of  the  Club  and  of  the  Board  of 
Directors.  He/she  shall  have  general 
supervision  over  the  affairs  of  the  Club, 
subject  to  direction  and  control  of  the 
Board  of  Directors.  All  committees  shall 
be  appointed  by  the  President  with  the 
advice  and  consent  of  the  Board  of  Direc¬ 
tors. 

Section  4.  First  Vice  President — In  the  absence  of  the 
President  or  in  the  event  of  his/her  inabil¬ 
ity  to  act  as  determined  by  the  Board  of 
Directors,  the  First  Vice  President  shall 
exercise  all  powers  and  perform  all  duties 
of  the  President.  He  may  also  have  such 
additional  duties  as  may  be  assigned  to 
him  by  the  President  or  the  Board  of  Di¬ 
rectors,  or  both. 

Section  5.  Second  Vice  President — In  the  absence  of 
the  President  and  First  Vice  President  or  in 
the  event  of  their  inability  to  act  as  deter¬ 
mined  by  the  Board  of  Directors,  the  Sec¬ 
ond  Vice  President  shall  exercise  all  pow¬ 
ers  and  perform  all  duties  of  their  offices. 
He/she  may  also  have  such  additional 
duties  as  may  be  assigned  to  h  i m/her  by  the 
President  or  the  Board  of  Directors,  or 
both. 

Section  6.  Secretary-Treasurer — The  Secretary- 
Treasurer  shall  keep  and  maintain  records 
of  all  transactions  of  the  Club  and  the 
Board  of  Directors,  and  prepare  reports 
thereof  as  required  or  as  directed  by  the 
President  or  the  Board  of  Directors.  It 
shall  also  be  his/her  duty  to  receive 
money  belonging  or  payable  to  the  Club 
and  to  deposit,  hold  and/or  disburse  the 
same  and  keep  records  thereof  in  a  man¬ 
ner  approved  by  the  Board  of  Directors. 
He/she  shall  account  for  all  receipts  and 
disbursements  at  such  times  and  in  such 
manner  as  the  Board  of  Directors  may 
specify.  All  checks  must  be  signed  by  the 
Secretary-Tresaurer,  President  or  First 
Vice  President. 

Article  VII— CLUB  MEETINGS 

Section  t.  Annual  Meeting — The  Annual  Meeting 
shall  be  held  during  a  banquet  held  on  or 

continued  on  following  page 
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We  won  the 
confidence  and 
respect  of  players  all 
over  the  world  for  our 
mail  order  service.  We're 
the  team  at  Sam  Ash, 

New  York's  largest 
chain  of  music  stores. 

We  give  professional 
advice  and  discount 
prices  on  our  toll 
free  phone  lines. 

We  give  fast,  reliable 
service  —  after  all 
we've  got  the  six 
Sam  Ash  stores  and 
a  huge  warehouse 
behind  us  plus  a 
53  year  old  repu 
tat  ion  to  uphold. 

Call  the  HOTLINE 
for  prices  and 

information.  At  your  service.  Jay  Kates.  John  Saundars.Mgr.,  Eric  Harrison  and  Pat  Hulse. 

ALL  INSTRUMENTS  &  ACCESSORIES  •  KEYBOARDS  •  DRUMS 
GUITARS  •  AMPS  •  SOUND  REINFORCEMENT  EQUIP. 


.VINE  CALL  TOLL  FREE: 

“800-645-3518 


If^NEtV  YORK  STATE  CALL  212  347  7757  MUSIC  STORES 

t”l"  J  301  PENINSULA  BOULEVARD.  HEMPSTEAD,  NEW  YORK  11550 


CIRCLE  READER  SERVICE  CARD  NO.  8 


Ideas  Clinic  continued 

Proposed  activities  can  then  be  analyzed  by  a  single 
shared  set  of  standards.  This  framework  will  help  you 
argue  persuasively  for  your  proposals  and  will  help 
management  appreciate  your  activities'  contribution 
to  corporate  success. 

An  employee  program  that  is  developed  by  de¬ 
sign,  according  to  management  goals  and  with  input 
from  employee  participants,  will  enjoy  support  from 
both  sectors.  It  will  help  the  sponsoring  company  dis¬ 
cover,  develop  and  promote  leadership.  It  will  be  a 
program  that  not  only  teaches  sports  and  develops 
recreational  outlets,  but  also  provides  training  in 
supervision  ad  promotes  cooperation. 

This  is  no  secret  formula.  In  fact,  it  is  so  basic  a 
concept  that  it  can  be  disappointing  to  those  seeking 
a  complex  new  approach  to  improving  relations  with 
management.  The  demanding  part  of  it,  of  course,  is 
the  development  of  the  well-organized  professional 
approach  that  wins  points  with  management. 

The  " Ideas  Clinic "  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  W acker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
312/346-7575.  HU 


By-laws  continued 


about  the  last  Saturday  in  September,  at 
which  the  introduction  of  the  new  Direc¬ 
tors  for  the  forthcoming  year  will  take 
place. 

Section  2.  Special  Meetings — Special  meetings  of 
the  Club  shall  be  held  upon  the  call  of  the 
President,  or  by  the  Board  of  Directors,  or 
upon  written  request  to  the  President  by 
ten  members  in  good  standing  specifying 
the  reason  for  the  request  in  reasonable 
detail.  Meetings  shall  be  held  at  places 
designated  by  the  Board  of  Directors. 

Section  3.  Conduct  of  Meetings — The  attendance  of 
twenty  percent  of  the  membership,  not 
counting  the  Directors,  at  any  meeting  of 
the  membership  shall  constitute  a  quorum 
for  the  transaction  of  business.  All  meet¬ 
ings  and  deliberations  thereat  shall  be 
conducted  in  accordance  with  the  latest 
issues  of  Robert's  Rules  of  Order,  except 
where  the  same  may  conflict  with  the 
specific  provisions  of  this  Constitution. 

Article  VIII— ADOPTION 

Section  1.  Adoption  Procedure — This  Constitution 
shall  be  presented  to  the  members  of  the 

Motorola  _ Club  in  good 

standing  as  of  January  1,  19 _ ,  by 

the  President  of  the  Motorola 

_ Club  for  a  written 

vote  on  adoption.  If  at  least  two-thirds  of 
the  members  voting  on  the  adoption  shall 
favor  it,  this  Constitution  shall 
be  considered  adopted  on  March  1, 
19 _ (same  year). 

Section  2.  Predecessor _ Club  All  assets, 

records  and  debts  of  the  _ 

_ Club  previously  estab¬ 
lished  for  Motorola  employees  in  this  as¬ 
sociation  shall  be  transferred  to  this  Club 
upon  the  adoption  of  this  Constitution.  All 
previous  records  and  play,  maintained 
and  sponsored  by  such  previous  Clubs 
shall  be  considered  as  the  records  of  play 
of  this  Club  without  interruption. 

Article  IX— AMENDMENT 

Section  1.  Amendment  Procedure — Amendments  to 
the  Constitution  shall  be  suggested  either 
by  written  petition  to  the  President  signed 
by  twenty  percent  of  the  membership  or 
by  the  Board  of  Directors.  The  petition 
shall  set  forth  specifically  the  proposed 
amendment  and  the  reason  therefor.  A  fa¬ 
vorable  vote  of  two-thirds  of  the  members 
voting  on  the  amendment  shall  be  neces¬ 
sary  to  adopt.  All  amendments  shall  take 
effect  on  the  date  of  the  election  adopting 
the  amendments.  W1 
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Ideas  clinic 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QHow  can  we  get  management  involved  in  the 
•  recreation  and  services  program?  I'm  not  talk¬ 
ing  about  an  occasional  golfer  from  the  Board  of  Di¬ 
rectors  or  even  executive  participation  in  the  fitness 
program.  What  we  need — and  can't  seem  to  get — is 
real  commitment  on  the  part  of  management  to  sup¬ 
port  our  programs.  We  are  never  sure  which  ac¬ 
tivities  will  be  granted  the  necessary  support  and 
which  ones  will  get  shot  down.  This  makes  our  job  a 
constant  uphill  battle  and  makes  us  feel  that  we  must 
beg  for  every  favor  we  get  from  upstairs.  Sometimes, 
it  seems  as  if  each  request  is  greeted  with  a  “well, 
what  is  it  now?''  attitude.  We're  trying  to  improve 
employee  morale,  but  this  situation  is  demoralizing 
to  me  and  to  the  volunteers  I  work  with.  Is  there 
anything  we  can  do  to  turn  this  situation  around? 

RYour  problem  will  sound  familiar  to  many  rec- 
•  reation  administrators,  both  volunteers  and  pro¬ 
fessionals.  It  is  the  almost  inevitable  result  of  the  un¬ 
usual  history  of  our  field. 

Employee  programs  began  in  a  casual,  piecemeal 
way  in  most  companies.  Employees  organized 
softball  teams,  management  sponsored  a  family  pic¬ 
nic,  or  the  two  cooperated  for  a  Christmas  party.  It 
was  hardly  more  than  a  “nice  little  extra"  that  man¬ 
agement  did  not  take  seriously.  Even  now,  as  our  field 
becomes  increasingly  professionalized  and  our  po¬ 
tential  to  improve  productivity  gains  recognition, 
many  otherwise  contemporary  members  of  manage¬ 
ment  still  view  employee  programs  as  a  loose  collec¬ 
tion  of  relatively  insignificant,  isolated  recreation  ac¬ 
tivities.  Unfortunately,  many  practitioners  still  have  a 
similarly  narrow  view  of  their  own  programs. 

In  some  companies,  rather  extensive  employee 
programs  have  developed  because  of  the  personal 
interest  of  a  single  executive.  This  is  especially  true  of 
privately  owned  companies  whose  officers  have  a 
sincere  "family"  feeling  for  their  employees.  There 


are  many  advantages  to  this  system.  Its  tragic  weak¬ 
ness,  however,  is  that  the  support  may  last  only  as 
long  as  the  executive  benefactor  does.  As  grateful  as 
we  are  for  the  personal  support  of  individual  execu¬ 
tives,  we  must  secure  the  future  of  our  programs  by 
making  them  an  accepted  element  of  corporate  plan¬ 
ning  that  transcends  the  personal  interests  of  individ¬ 
ual  officers. 

To  be  taken  seriously,  you  must  take  a  broad  view 
of  your  own  position  in  the  company.  You  will  never 
get  wholehearted  management  support  for  an  isolated 
softball  league  or  social  event.  Your  company's  offi¬ 
cers  have  more  important,  bottom-line  concerns.  To 
gain  their  attention,  you  must  incorporate  your  ac¬ 
tivities  into  legitimate  personnel  management  pro¬ 
grams. 

The  first  requisite  for  administering  an  employee 
recreation  and  services  operation  from  a  serious 
management  perspective  is  to  develop  a  set  of  sound 
and  practical  objectives  that  are  acceptable  to  man¬ 
agement  and  you.  Once  you  initiate  this  kind  of  pro¬ 
cess,  management  may  require  you  to  submit  an  out¬ 
line  of  objectives.  Developing  such  an  outline  may 
prove  to  be  a  more  difficult  exercise  than  you  had 
anticipated;  but  its  benefits  are  great,  both  for  your 
individual  sense  of  purpose  and  the  increased  respect 
you  will  command  from  management. 

Remember,  as  you  consider  your  objectives,  that 
they  should  be  tied  to  the  corporate  goals  of  high  pro¬ 
ductivity  and  low  overhead.  Specific  activities  and 
facilities,  as  far  as  management  is  concerned,  are 
means  to  these  ends.  Be  flexible,  when  discussing  ob¬ 
jectives  with  those  whose  approval  you  need.  Work 
to  find  ways  in  which  your  program  can  be  of  real 
service  to  employees  and  their  employer. 

The  agreement  on  objectives  will  establish  a 
common  ground  between  you  and  management. 

continued  on  previous  page 
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General  Dynamics 
Recreation  Association 

1978  NIRA/Citizens  Savings  Award  Winner 


by  Jerre  Yoder 


Many  of  the  finest  employee  programs  today  are  those 
that  began  with  open  management  support  many 
years  ago.  General  Dynamics  Recreation  Association 
(GDRA)  in  Ft.  Worth,  Texas  was  one  of  those  pioneering 
programs.  It  was  organized  in  1 949  to  provide  recreation 
facilities  and  wholesome  leisure  activities  for  General 
Dynamics  employees  and  their  families.  GDRA  has 
grown  from  limited  facilities  and  activities  in  the  early 
1950's  to  the  present  operation  that  includes  33  ac¬ 
tivities  and  an  80-acre  recreation  area. 

Our  recreation  area  provides  a  clubhouse  containing 
meeting  rooms;  a  ballroom  for  both  square  and  ballroom 
dancing;  a  theatre;  a  T.V.  lounge;  and  health  rooms  for 
men  and  women,  complete  with  saunas  and  exercise 
equipment.  GDRA  has  four  field  houses  supplying  bas¬ 
ketball,  volleyball,  and  badminton  courts;  three  hand¬ 
ball  courts;  karate  and  judo  rooms;  a  fully  equipped  rock- 
hound  shop;  a  table  tennis  area;  and  a  model  airplane 
room. 

Outdoor  sports  are  accommodated  by  three  baseball 
diamonds  for  Mustang,  Bronco,  and  Pony  Leagues;  three 
softball  diamonds  for  men's,  women's  and  girls'  teams; 
and  four  lighted  tennis  courts.  A  new  field  has  been 
built  to  serve  the  quickly  expanding  soccer  activity  and 
the  Association's  large  football  program.  Other  facilities 
include  an  automotive  shop  for  car  buffs;  picnic  areas 
with  kiddie  rides  and  a  miniature  train;  a  miniature  golf 
course;  more  than  50  barbecue  pits,  including  a  Texas- 
size  pit  that  will  easily  hold  half  a  steer;  two  lighted  vol¬ 
leyball  courts;  a  building  that  houses  ceramics  and  pot¬ 
tery  equipment;  and  an  enclosed  children's  playground 
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with  slides  and  swings. 

The  outstanding  feature  of  the  Recreation  Area  is  an 
Olympic  swimming  pool,  with  5-  and  10-meter  diving 
platforms,  a  17-foot-deep  diving  well,  50-meter  racing 
lanes  and  an  instructional  area.  Swimming  lessons  are 
available  during  the  season  at  a  nominal  fee  and  Junior 
and  Senior  Lifesaving  courses  are  conducted  at  the  end 
of  the  swimming  season. 

GDRA's  recreational  facility  is  augmented  by  the  As¬ 
sociation's  18-hole  championship  Squaw  Creek  Course 
located  20  miles  from  the  Recreation  Area.  A  beautiful 
clubhouse,  including  a  pro  shop,  snack  bar,  and  club- 
room,  is  situated  on  a  hill  overlooking  a  lake  and  the  golf 
course.  Annual  memberships  are  available  to  employ¬ 
ees,  or  they  may  use  the  course  on  a  greens-fee  basis. 

Monies  necessary  for  developing  and  operating  the 
facilities  are  derived  primarily  from  vending  machine  re¬ 
ceipts  at  General  Dynamics'  Forth  Worth  plant.  How¬ 
ever,  the  organized  activities  strive  to  be  self-supporting 
by  requiring  participants  to  pay  nominal  activity  fees, 
which  are  collected,  accounted  for,  and  disbursed  by 
GDRA  in  accordance  with  each  activity's  requirements. 

GDRA  is  governed  by  an  Employee  Council  com¬ 
posed  ;of  commissioners  of  the  various  activities,  repre¬ 
sentatives  at  large  and  management  representatives.  The 
commissioners  and  representatives  at  large  are  employ¬ 
ees  who  volunteer  their  spare  time  to  promote,  organize 
and  manage  recreational  activities  for  their  fellow  em¬ 
ployees.  A  full-time  manager  and  staff  are  employed  to 
maintain  the  Association's  facilities  and  administer  op¬ 
erations  in  accordance  with  the  policies  and  rules  ap- 
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proved  by  the  Employee  Council.  The  enthusiasm, 
cooperation  and  dedication  of  the  GDRA  staff  and  the 
Employee  Council  is  basic  to  GDRA's  success  in  provid¬ 
ing  its  members  with  the  finest  recreational  programs 
and  facilities  available.  Employees  govern,  manage  and 
participate  in  their  Association's  activities. 

OBJECTIVES 

GDRA  is  a  dynamic  goal-setting  organization  that 
constantly  strives  to  increase  participation  by  developing 
new  programs,  ideas  and  concepts.  The  Association  con¬ 
tinually  looks  and  listens  for  new  ideas  and  ways  to  im¬ 
prove  existing  programs.  Desired  results  are  achieved 
through  the  enthusiastic  and  dedicated  efforts  of  a  pro¬ 
fessional  staff  assisted  by  many  volunteers.  All  our  efforts 
are  initiated  and  measured  according  to  four  expressed 
goals. 

a.  To  promote,  manage,  conduct  and  coordinate  the 
recreational  activities  of  all  the  employees  of 
General  Dynamics'  Fort  Worth  Division,  their 
families  and  other  eligible  members 

b.  To  promote,  manage,  conduct  and  coordinate  the 
social  welfare  activities  of  the  employees,  their 
families  and  other  eligible  members 

c.  To  promote  cooperation  between  employees  and 
management  of  General  Dynamics'  Fort  Worth 
Division  in  connection  with  all  social,  recrea¬ 
tional,  athletic  and  welfare  activities  of  the  As¬ 
sociation 

d.  To  provide  a  well-rounded  and  comprehensive 
program  of  wholesome  leisure  activities  and  op¬ 
portunities  for  all  of  the  employees  of  General 
Dynamics'  Fort  Worth  Division,  their  families  and 
other  eligible  members 

The  professional  staff  at  GDRA  reports  directly  to  the 
Chief  of  Employee  Services  of  General  Dynamics'  Forth 
Worth  Division.  The  Director  of  Industrial  Relations  and 
the  Chief  of  Employee  Services  serve  as  members  of  the 
GDRA  Employee  Council.  The  Chief  of  Employee  Ser¬ 
vices  also  serves  as  a  member  of  each  Council  Commit¬ 
tee  that  heads  GDRA  operations  and  programming.  This 
close  liaison  between  the  GDRA  staff,  the  Employee 
Council  and  management  provides  a  smooth  avenue  for 
experienced  advice  from  management  to  the  Associa¬ 
tion  while  it  assures  management  of  a  moderating  role  in 
Association  affairs. 

Well-organized  and  regular  evaluation  helps  the 
GDRA  staff  and  volunteers  meet  our  objectives.  Individ¬ 
ual  evaluation  reports  are  required  annually  of  each  ac¬ 
tivity  commissioner.  These  reports  are  reviewed  by  the 
professional  staff.  On-going  evaluation  is  conducted  in¬ 
formally  and  formally  by  the  recreation  professionals 


and  management  during  staff  meetings.  Continuing 
evaluation  is  also  conducted  by  members  of  the  Em¬ 
ployee  Council  during  committee  and  Council  meetings. 
Particular  attention  is  focused  on  the  attitudes,  com¬ 
ments  and  recommendations  of  participants  in  the  dif¬ 
ferent  activities  and  special  events. 

PLANNING 

Maintaining  a  quality  program  in  any  organization 
requires  careful  planning.  Because  we  have  a  wide 
range  of  facilities  and  activities,  planning  for  GDRA  must 
center  around  the  budgeting  process.  Near-term  and 
long-term  questions  are  considered  and  decided  as  our 
budget  allows. 

Long-range  planning,  or  course,  is  fairly  general.  It 
involves  determining  future  program  needs  and  facilities 
use.  History  has  proven  that  participation  in  many  ac¬ 
tivities  is  cyclical  or  unpredictable.  This  means  that  we 
must  monitor  employee  interest  and  manage  the  pro¬ 
gram  in  the  near-term  while  attempting  to  define  trends 
that  will  guide  us  in  long-range  planning. 

Long-range  planning  at  GDRA  in  the  past  few  years 
has  involved  both  maintenance  and  improvement.  Our 
list  of  pending  projects  has  included  repaving  tennis 
courts  and  parking  lots,  replastering  the  swimming  pool, 
rebuilding  golf  greens,  replacing  equipment  and  remod¬ 
eling  buildings  as  well  as  expanding  soccer  and  picnic 
facilities  and  locating  available  facilities  to  accommo¬ 
date  growth.  Many  of  these  projects  have  already  been 
accomplished.  However,  budget  restraints  have  required 
constant  reevaluation  and  replanning. 

The  Association's  strength  and  stability  both  short¬ 
term  and  long-range,  depend  upon  a  sound  financial 
foundation.  This  is  why  we  follow  strict  financial  plan¬ 
ning,  accounting  and  review  procedures. 

GDRA  operations  are  funded  primarily  by  company 
subsidy  from  vending  machine  revenues  and  secondar¬ 
ily  from  nominal  fees  for  activity  participation.  GDRA 
can  make  no  long-term  financial  commitments  except 
through  a  trust  fund.  Adequate  monies  must  be  available 
on  a  near-term  basis  to  complete  any  project  before  it  is 
started. 

The  GDRA  proposed  annual  budget  is  developed  by 
the  professional  staff,  a  management  representative  and 
the  budget  committee  of  the  Employee  Council.  It  is  re¬ 
viewed  and  approved  by  the  Employee  Council  and 
submitted  to  management  for  consideration  and  ap¬ 
proval.  Throughout  the  year,  stringent  cash  control,  in¬ 
ventory  control,  procurement,  accounts  payable,  open 
commitment  and  disbursement  signatory  procedures  are 
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Soccer  at  GDRA  has  rapidly  become  a  popular  par¬ 
ticipation  sport  and  community  relations  plus. 


followed.  Informative  monthly  financial  statements  and 
budgetary  performance  measurement  reports  are 
presented  to  the  Budget  Committee  and  Employee 
Council  at  regularly  scheduled  meetings.  All  of  these 
controls  together  assure  that  our  daily  administration 
and  overall  planning  are  solidly  based. 

SPECIAL  SUCCESSES 

We  are  fortunate  at  GDRA  to  be  able  to  meet  a  wide 
range  of  employee  recreation  and  service  needs.  Even 
so,  we  have  found  that  two  of  our  most  successful  ac¬ 
tivities  are  sports  programs — for  basketball  and 
soccer — which  organizations  of  virtually  any  size  and 
funding  level  can  consider. 

Basketball  at  GDRA  has  grown  from  a  small  disorga¬ 
nized  activity  four  years  ago  into  a  large  well-organized 
activity  sponsoring  programs  for  men,  boys  and  girls. 
The  men's  program  now  consists  of  a  strong  eight-team, 
two-division  league  with  a  post-season  tournament.  The 
boys'  program  has  experienced  similar  growth.  The  girls' 
program  has  been  unique  both  in  GDRA  and  the  larger 
community.  Girls'  basketball,  which  is  played  under 
boys'  rules  at  GDRA,  has  grown  from  a  one-league, 
four-team  operation  to  a  two-league,  seven-team  activ¬ 
ity.  Girls'  basketball  at  GDRA  is  especially  important. 
The  GDRA  leagues  have  offered  one  of  the  few  oppor¬ 
tunities  for  girls'  basketball  competition  in  our  city,  since 
the  Ft.  Worth  school  system  will  not  offer  a  girls'  basket¬ 
ball  program  until  next  year. 

The  basketball  activity  has  met  many  challenges 
during  the  past  four  years.  The  major  accomplishment  in 
that  time  has  been  organizing  the  activity  to  meet  mush¬ 
rooming  employee  interest.  Basketball  has  managed  to 
stay  financially  sound  during  its  time  of  growth.  Three 
years  ago,  the  activity  had  no  financial  reserve  and  oper¬ 
ation  was  marginal.  Revenues  are  now  generated  from 
nominal  activity  fees  and  concession  stand  profits.  To¬ 


day,  the  reserve  is  $2,200  and  the  activity  is  self- 
sustaining,  despite  an  annual  budget  of  approximately 
$4,500  per  year. 

The  soccer  activity  at  GDRA  was  organized  in  1974 
with  13  girls  and  44  boys.  Since  that  time,  the  activity 
has  grown  to  a  total  enrollment  of  230  participants  and 
15  teams.  The  program  is  geared  toward  General 
Dynamics  employees  and  their  families;  but  has  also 
reached  out  into  the  Ft.  Worth  community  by  opening 
the  program  to  friends  of  employees.  A  substantial 
growth  in  employment  at  General  Dynamics  should 
generate  even  a  larger  program  next  year. 

The  soccer  activity  stresses  participation.  Coaches 
are  required  to  play  each  participant  at  least  one-half  of 
every  game.  Strong  emphasis  is  placed  upon  sportsman¬ 
ship  and  the  fun  and  skills  of  soccer,  rather  than  win¬ 
ning.  Leaders  for  the  activity  are  recruited  from  among 
the  participants,  because  it  is  their  enthusiasm  that  is  es¬ 
sential  to  its  success. 

The  financial  security  of  the  soccer  activity  is  assured 
by  tight  fiscal  management  of  income  generated  from 
activity  fees,  proceeds  from  concession  stands  and  nom¬ 
inal  profits  from  the  sale  of  soccer  balls,  shirts  and  socks. 

Like  our  girls'  basketball  activity,  GDRA  soccer 
brought  recreational  benefits  to  the  larger  Ft.  Worth 
community.  Our  league,  in  fact,  formed  the  basis  for  a 
new  citywide  soccer  league.  The  GDRA  soccer  commis¬ 
sioner  was  instrumental  in  promoting  and  organizing 
that  league.  He  also  served  as  its  first  president. 

The  GDRA  soccer  activity  has  met  its  objective  of 
providing  an  outstanding  soccer  program  for  employees 
and  their  families  and  friends.  We  are  glad  to  see  it  grow 
into  a  benefit  for  the  community  as  well. 

Our  basketball  and  soccer  leagues  have  been  excep¬ 
tional  in  their  rapid  growth  and  remarkable  success. 
They  are  typical  of  GDRA  activites,  however,  in  their 
reliance  upon  careful  planning  and  their  combination  of 
management  and  employee  support. 

Jerre  Yoder  has  been  Chief  of  Employee  Services  at 
General  Dynamics  in  Ft.  Worth  since  April  1976.  He 
was  Manager  of  GDRA  for  three  years  before  accepting 
his  present  position.  Yoder  is  a  founder  and  past  Presi¬ 
dent  of  the  Dallas-Ft.  Worth  Metroplex  Recreation 
Council  (MRC)  and  was  elected  to  a  two-year  term  as 
NIRA  Vice  President  of  Finance  last  May.  rm 


NIRA  Awards 
honor  employee  programs 

of  all  sizes 

* 

1979  nominations  open 
in  January 
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Fair  Exchange 

Employee  recreation  internships 
match  students  who  are  eager  for  practical  experience 
with  recreation  programs  that  need 
high  quality,  low  cost  assistance 


by  Carla  Gilliam 

Lockheed  Missiles  &  Space  Company,  Inc. 


Imagine  that  you  are  a  student.  You  have  just 
graduated  from  college.  It  is  time  to  pick  up  the  want  ads 
and  find  a  job  in  your  field.  If  your  specialty  is  engineer¬ 
ing  or  computer  science,  the  market  will  come  to  you. 
But  if  it  is  recreation,  journalism,  social  welfare,  or  a 
score  of  other  competitive  fields,  you  could  bide  your 
time  waiting  for  the  perfect  opening  that  might  never 
come. 

Say  you  land  a  few  interviews  with  prospective  em¬ 
ployers.  You  find  that  a  high  grade  point  average  and  a 
list  of  scholastic  honors  is  not  as  impressive  as  you 
thought  it  would  be.  Your  professor/advisor  sends  glow¬ 
ing  recommendations  about  your  abilities  and  potential. 
Still  having  a  hard  time  landing  a  good  job? 

You  bet.  Especially  if  you  have  no  field  experience. 

"Any  person  has  to  have  a  lot  of  experience  to  get  a 
job  in  the  field  of  recreation,"  confesses  Steve  Coffey, 
sports  and  club  coordinator  for  Lockheed  Employees' 
Recreation  Association  (LERA)  in  Sunnyvale,  California. 
Coffey  has  been  involved  in  recreation  for  the  last  ten 
years,  starting  as  a  volunteer  with  the  San  Leandro  Rec¬ 
reation  Department.  But  most  of  his  professional  skills 
resulted  from  a  four-month  internship  at  LERA  last 
spring. 

The  LERA  internship  enables  a  student  to  explore  the 
various  aspects  of  employee  recreation,  fitness  and  ser¬ 
vices  by  researching  existing  programs  and  developing 
management  and  programming  skills  under  the  direction 
of  a  professional  administrator.  The  student  is  expected 
to  concentrate  on  one  or  two  areas  of  programming, 


such  as  sports,  clubs,  travel,  or  special  events.  During 
the  course  of  his/her  internship,  the  student  conceives 
and  develops  new  LERA  programs  or  activities  in  those 
areas. 

"The  proof  of  the  students'  success  is  whether  they 
receive  employment  after  completing  their  internship 
with  us,  as  Coffey  has  done,"  states  LERA's  Executive 
Director  Ken  Leonard.  "At  the  conclusion  of  their  stay 
four-fifths  of  our  interns  have  either  gone  to  work  for  us 
or  have  found  employment  in  other  agencies  or  com¬ 
panies  upon  graduation." 

It  is  not  necessary  to  begin  as  a  recreation  intern  to 
get  a  job  in  that  field  at  Lockheed.  I  spent  the  first  part  of 
my  1978  summer  vacation  as  an  intern  in  public  rela¬ 
tions  for  the  company.  During  my  six-week  stint  I  wrote 
articles  for  the  company  newspaper  and  handled  press 
releases  with  the  news  bureau.  During  the  last  five 
weeks  of  summer  I  was  hired  to  work  for  Ken  Leonard 
and  the  LERA  staff.  With  LERA,  I  got  the  chance  to  polish 
public  relations  skills  picked  up  during  my  internship. 
Not  only  did  I  write  news  releases  but  I  also  spent  a  lot  of 
time  dealing  with  the  public  by  coordinating  photo 
events  and  handling  hotel/motel  reservations. 

As  a  communications  major  at  California  State  Uni¬ 
versity,  Chico,  I  was  not  required  to  do  an  internship,  but 
I  had  decided  that  field  experience  before  graduation 
would  help  with  career  decisions.  Coffey,  a  recreation 
major  at  San  Francisco  State  University,  was  required  to 
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Fair  Exchange  continued 


Carla  Gilliam  and  Steve  Coffey  formed  a  publicity  and  programming  team.  Upon  completing  their  internships, 
both  were  hired  by  Lockheed  Employees'  Recreation  Association:  Coffey  permanently  and  Gilliam  for  the  remain 
der  of  her  college  summer  break. 


do  an  internship  in  order  to  graduate  with  a  B.A.  In  both 
our  cases,  we  were  primarily  responsible  for  locating  our 
own  internships. 

Coffey's  recreation  experience  and  my  writing 
background  helped  us  in  securing  our  internships  be¬ 
cause  they  indicated  that  we  had  serious  professional 
objectives  as  well  as  useful  academic  skills.  George 
Mulhern,  Director  of  Public  Relations  at  Lockheed  Mis¬ 
siles  &  Space  Co.,  was  typical  of  those  who  accept 
interns  when  he  said  “We  try  to  get  the  student  who  will 
be  helped  most  and  who  will  help  us."  Students  must 
understand  that  no  employer  accepts  interns  simply  be¬ 
cause  the  students  have  an  internship  requirement  to  ful¬ 
fill.  Students  must  make  the  relationship  a  fair  exchange 
by  offering  proven  skills  and  growth  potential  in  return 
for  a  learning  experience. 

Getting  used  to  a  professional  work  atmosphere  is  an 
important  benefit  of  the  intern  experience,  from  the  stu¬ 
dent's  point  of  view.  The  job  is  generally  more  varied 
and  much  more  rewarding  than  the  usual  student  job.  At 


the  same  time,  it  gives  the  intern  a  first-hand  look  at  a 
profession  and  helps  him/her  to  decide  whether  it  would 
be  a  good  career  choice. 

Conceived  in  1966,  LERA's  industrial  recreation  in¬ 
ternship  was  the  first  of  its  kind  in  the  United  States.  Due 
to  the  increasing  importance  of  employee  recreation,  fit¬ 
ness  and  services,  Ken  Leonard  feels  that  a  team  intern¬ 
ship  like  the  one  we  practiced  last  summer  will  be  help¬ 
ful  in  planning  and  developing  programs  in  the  future. 
The  recreation-oriented  intern  will  plan  activities  and  be 
able  to  implement  them  with  the  communications  assis¬ 
tance  of  a  journalism  or  marketing  major. 

A  student  intern  takes  concepts  learned  in  the 
academic  setting,  and  applies  them  to  practical  prob¬ 
lems  in  the  business  world.  Not  only  does  the  student 
learn  from  the  work  atmosphere  but  the  business  bene¬ 
fits  from  the  varied  skills  of  the  intern.  After  all,  the  suc¬ 
cess  of  any  exchange  is  measured  by  the  degree  to 
which  it  benefits  all  parties  concerned.  And  an  intern¬ 
ship  program  certainly  does  that.  I'm 
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Survey  results 


What  is  the  market  for  student  interns? 


by  William  B.  DeCarlo,  CIRA 
Peter  Gumbinger 
Kathy  McFadden 


Isa  college  intern  an  asset  or  a 
liability  to  an  employee  recreation 
program?  This  was  the  question  that 
prompted  a  recent  survey  conducted 
by  Peter  Gumbinger  and  Kathy 
McFadden  for  the  National  Indus¬ 
trial  Recreation  Research  and  Educa¬ 
tional  Foundation  (NIRREF).  The 
survey  took  the  form  of  twelve  sim¬ 
ple  questions  and  was  mailed  to  315 
NIRA  members.  Ninety-one  com¬ 
panies  responded  for  a  29%  return. 

Data  Highlights 

•  Fifty  percent  (50%)  of  the  com¬ 
panies  surveyed  had  offered  an 
employee  recreation  program 
for  twenty-five  (25)  years  or 
more. 

•  Forty-two  percent  (42%)  of  the 
respondents  currently  accept 
recreation  interns.  An  addi¬ 
tional  twenty-five  percent 
(25%)  would  consider  this 
practice. 

•  Fifty-three  percent  (53%)  of  the 
companies  accepting  recrea¬ 
tion  interns  provide  some  sort 
of  financial  support. 

•  Sixty-six  percent  (66%)  of  the 
respondents  indicated  that  the 
intern  should  work  a  forty  (40) 
hour  week;  twenty-five  percent 
(25%)  preferred  more  than 
twenty  (20)  hour's  work 
weekly. 


•  Sixty-six  percent  (66%). of  the 
respondents  indicated  that  the 
length  of  the  internship  should 
be  12-14  weeks,  while  twenty- 
five  percent  (25%)  indicated 
the  length  should  be  twenty- 
four  (24)  weeks. 

Respondent  Perceptions 

•  Expected  intern  strengths  and 


abilities: 

Administration 

56% 

Budget 

31% 

Leadership 

50% 

Sports 

31% 

•  Experiences  provided  to  interns 


during  the  intern  period: 

Program  Observation 

71% 

Leadership 

Opportunities 

65% 

Supervision 

62% 

Analysis  &  Conclusions 

While  the  respondents  surveyed 
were  not  directly  questioned  as  to 
whether  interns  are  an  "asset  or  a 
liability",  the  results  clearly  establish 
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A  Lot  of  Leisure  Vocation! 
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Intern  Market  continued 


King  Louie 


Styled  for  action,  combined  with 
exacting  standards  of  quality,  Pro/Fit 
jackets  and  caps  by  King  Louie 
stand  out  in  any  crowd. 
Imprinted  or  plain,  Pro/Fit  jackets  are 

ideal  for  groups,  teams  or  company 

identification.  Pro/Fit's  broad  range  of 
styles,  colors  and  sizes  assures  satisfaction. 

You'll  appreciate  King  Louie's  stand-out 
service,  too.  Prompt  shipment  from  a 
fully-stocked  warehouse. 

•  311  West  72nd  Street  •  Kansas  City,  Missouri  64114 


For  a  catalog, 
write  or  call 

King  Louie  International,  Inc. 


Bill  DeCarlo,  CIRA 


Peter  Gumbinger  and  Kathy  Mc- 
Fadden,  who  conducted  the  study, 
are  students  in  the  Recreation  and 
Leisure  Department  at  the  State 
University  of  New  York  at  Brock- 
port  and  were  supervised  in  their 
effort  by  the  author,  William  B. 
DeCarlo,  CIRA.  DeCarlo  is  Manager 
of  Recreation  Services  for  Xerox 
Corporation  in  Rochester,  New 
York.  He  has  served  as  Chariman  of 
NIRREF  for  the  past  eight  years.  He 
was  President  of  NIRA  in  1975-76, 
and  is  currently  a  member  of  the 
Leisure  and  Recreation  Faculty  at 
the  State  University  of  New  York  at 
Brockport. 


CIRCLE  READER  SERVICE  CARD  NO.  14 


A  list  of  companies  that  offer  in¬ 
ternships  is  available  to  NIRA  mem¬ 
bers  from  the  Association's  head¬ 
quarters  office.  rm 


that  a  substantial  majority  of  respon¬ 
dents  (67%)  either  accept  or  would 
consider  accepting  interns.  From  this 
67%  figure,  one  might  hypothesize 
that  the  sixty-one  companies  in¬ 
volved  feel  that  there  is  a  positive 
outcome  from  accepting  interns. 
This  hypothesis  is  further  supported 
by  the  data  which  indicates  that,  of 
those  companies  accepting  interns, 
53%  offer  some  sort  of  financial 
support. 

There  is  no  data  from  this  survey 
which  explains  why  33%  of  the  or- 
.  ganizations  surveyed  do  not,  nor 
will  not,  accept  interns.  One  might 
speculate  that  inhibiting  factors 
could  include  lack  of  understanding 
or  interest,  legal  ramifications,  fi¬ 
nancial  constraints,  restrictive  com¬ 
pany  policies  and  lack  of  profes¬ 
sional  staff  supervision. 

An  interesting  outcome  of  the  data 
was  that  66%  of  the  respondents  in¬ 
dicated  that  internships  should  be 


12-14  weeks  in  duration.  An  identi¬ 
cal  proportion,  66%,  believed  that 
interns  should  work  a  forty-hour 
week.  On  the  other  hand,  25%  felt 
that  the  internship  period  should  be 
twenty-four  (24)  weeks  long. 
Twenty-five  percent  (25%)  also  felt 
that  something  in  excess  of  twenty 
hours  of  work/internship  a  week  was 
adequate. 

From  this  data  one  might  specu¬ 
late  that  companies  recommending 
the  shorter  12-14-a-week  internship 
period  believe  that  the  longer  40- 
hour  work  week  is  important  and  the 
companies  recommending  the 
longer  internship  period  of  24  weeks 
find  that  the  shorter  20-hour  week  is 
acceptable.  While  this  may  be  true 
in  some  instances,  it  is  more  likely 
that  intern  work  schedules  are  the 
result  of  college  or  university 
policies  and  regulations. 

In  summary,  the  survey  results  es¬ 
tablished  the  market  for  student 


interns.  On  the  basis  of  this  prelimi¬ 
nary  sampling,  we  know: 

1.  At  least  thirty-eight  NIRA  com¬ 
panies  accept  interns. 

2.  At  least  an  additional  twenty- 
three  NIRA  companies  would 
consider  accepting  interns  in 
the  future. 

3.  There  is  obvious  acceptance  of 
recreation  interns  in  some  in¬ 
dustrial  recreation  settings. 

4.  There  is  considerable  need  for 
more  information  and  research 
in  this  area. 
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meet  your  b*«ir4 


Alan  F.  Benedeck  is  new  to  the  NIRA  Board 
of  Directors.  Region  ill  voters  elected  him 
Junior  Director  last  May.  He  well  represent 
members  in  Illinois,  Indiana  and  Michigan 
until  May  1 980. 

Jj  Benedeck  is  Community  Relations  Man- 

?|;  ager  for  Allstate  Insurance  Company's 
Northbrook,  Illinois  headquarters.  He  be¬ 
came  involved,  unofficially,  in  employee  ac¬ 
tivities  because  he  believes  that  employees 
are  part  of  the  community  he  must  serve.  As  a 
"volunteer",  in  the  strictest  sense  of  the  term,  Benedeck  has  blended 
community  and  employee  programs  in  some  cases,  to  serve  both  audi¬ 
ences.  Benedeck  attended  Eureka  College  and  Concordia  College, 
both  in  Illinois.  He  is  active  in  many  community  organizations.  He 
serves  on  the  Board's  Public  Relations  and  Membership  Committees. 


laanfniMflr «  Susan  M.  Siwicki,  CIRA  shares  Alan  Be¬ 
nedeck' s  responsibility  to  Region  III  mem¬ 
bers.  She  began  her  year  as  Senior  Director  in 
May  1978. 

Siwicki  is  Employee  Services  Supervisor 
for  Bankers  Life  and  Casualty  Company  in 
Chicago,  Illinois.  She  joined  NIRA  in  1972 
and  has  been  active  in  regional  and  national 
activities.  She  is  a  co-founder  of  the  Chicago 
Association  for  Recreation  and  Employee 
Services  (CARES)  and  serves  as  the  Council's 
Vice  President  for  Programs.  She  coordinated  the  first  and  second  an¬ 
nual  Region  III  Conferences  in  1977  and  1978  and  helped  administer 
her  region's  on-site  golf  tournaments.  Siwicki  is  a  graduate  of  Viterbo 
College.  She  serves  on  the  Board's  Committees  for  Public  Relations 
and  Regional  Management. 

B.  A.  "Bernie"  Watts  joined  the  NIRA  Board 
for  the  first  time  last  May.  He  is  a  Junior  Di¬ 
rector  from  Region  II,  which  includes  Ohio, 
Kentucky,  West  Virginia,  Maryland,  Dela¬ 
ware,  Rhode  Island,  Pennsylvania  and  the 
District  of  Columbia. 

Watts  is  Director  of  Recreation  for 
Goodyear  Tire  and  Rubber  Company  in  Ak¬ 
ron,  Ohio.  He  worked  for  many  years  with 
his  predecessor,  Past  NIRA  President  Charles 
Bloedorn,  CIRA  (Goodyear,  retired).  The 
program  he  helped  build  and  now  directs  is  exemplary  among  em¬ 
ployee  programs,  worldwide.  It  has  won  the  NIRA  Citizens  Savings 
award  for  overall  excellence.  The  company's  Chairman  of  the  Board, 
C.  J.  Pilliod,  is  a  former  NIRA  Employer  of  the  Year.  Watts  is  a  graduate 
of  North  Carolina  State  University.  He  serves  on  the  Exhibitors  and 
Tournaments  &  Services  Committees  of  the  Board. 

Ml 


Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 
1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  inch 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
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nir«  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Doug  Messall — (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  228-3171. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow — (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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•rinciples  of  Association  Management 

basic  how-to  guide  for  the  association  adminis- 
3r.  Published  cooperatively  by  the  American 
iety  of  Association  Executives  (ASAE)  and  the 
mber  of  Commerce  of  the  United  States.  The  book 
srs  such  basics  as  building  membership,  motivat- 
peopie,  developing  communications,  conducting 
stings,  financing  programs,  handling  public 
lions,  understanding  government  regulations,  and 
e.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$1071  yr„  □  *$1572  yrs.,  □  *$1873  yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ase  send  me  the  publication(s)  i  have  checked. 

ive  enclosed  $ _ (check  or  money  order) 

ME  _ ORGANIZATION 

DRESS  _ 


CLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
)A  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott-and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  < 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Inc 
trial  Recreation  Administrators  (CIRA's)  ; 
Leaders  (CIRL’s).  Each  employee  recrea 
specialist  is  listed  with  notes  on  his/her  e 
cation  and  accomplishments.  46  pages.  $7.E 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  \ 
they  back  industrial  recreation  and  NIRA.  Ch 
men  of  the  Boards  for  the  Ford  Motor  Compc 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  : 
other  industrial  giants  provide  invaluable  s 
port  for  your  programs.  A  “must  see” 
management  in  your  organization.  $5.00  et 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 


V 


- . 

SERVICES  &  ACTIVITIES 

_ J 


Purpose 

The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers,  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program — NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members,  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Bring  them  to  Mexico.  With  Americano's  very 
economical  Mexico  GrouPlans.  We'll  give  you  a 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
a  la  carte  to  a  full  seven-course  stay. 

In  Acapulco,  when  you  stay  at  one  Americana 
hotel,  you  hove  complete  use  of  facilities  at  our 
other  two  fine  hotels.  Your  group  will  have  the 
largest  resort  complex  under  the  Acapulco 
sun  to  enjoy. 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  a  spicy 
package  for  your  group  at  the  Fiesta  Palace— 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrouPlans  and  o  supply 
of  brochures,  call  TOLL  FREE  (800)  433-2777.  In  Texas,  call 
collect  (817)  267-1315,  And  put  o  little  spice  in  your  group. 

Condesa  del  Mar  El  President© 
Fiesta  Tortuga  Fiesta  Palace 


Fly  American/Stay  Americana 
CIRCLE  READER  SERVICE  CARD  NO.  12 


411-1 


Name  three  places  where 
you  can  dine  like  a  kino, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  heart’s  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area.  Then, 
when  you're  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


Happy 
pnin 

If  Florida  suits  " 

yourtaste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Rlan&tion 
Inn 


Get  away  from  it  all  with  “good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  wantto  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 


NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp f  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)  363-2431  (813)  360-701 1 

NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties , 
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20  North  Wacker  Drive 
Suite  2020 

Chicago,  Illinois  60606 


SECRETARY 

ELIZABETH  F.  BURCHARD,  CIRA 
Northwestern  Bell  Telephone  Company 
Omaha,  Nebraska 


TREASURER 

roy  l.  McClure ,  cira 
Lockheed-Georgia  Company 
Marietta,  Georgia 


DIRECTORS 

ALAN  BENEDECK 
Allstate  Insurance  Company 
Northbrook,  Illinois 

GLORIA  V.  BOYLES 
Union  Carbide  Corporation 
New  York,  New  York 

MARTHA  P.  BYERS ,  CIRA 
Owens-Illinois,  Inc. 

Toledo,  Ohio 

MILES  M.  CARTER ,  CIRA 
McLean  Trucking  Company 
Winston-Salem,  North  Carolina 

FRANK  A.  DE  LUCA 
Avco  Lycoming 
Stratford, Connecticut 

STEPHEN  W.  EDGERTON,  CIRA 
Xerox  Corporation 
Rochester,  New  York 

NELSON  ELLSWORTH 
Province  of  Nova  Scotia 
Halifax,  Nova  Scotia,  Canada 

GEORGE  C RIGOR,  CIRA 
Kodak  Canada,  Ltd. 

Toronto,  Ontario,  Canada 

CHERYL  H.  IONES 
First  National  Bank  in  Dallas 
Dallas,  Texas 

RON  LEWIS ,  CIRA 
Phillip  Morris,  Inc. 

Richmond,  Virginia 

ENRIQUE  MALDONADO 
Acion  Social  Regiomontana 
Monterrey,  N.L.,  Mexico 

ROBERT  L.  McCRAY 
Coca-Cola  Bottling  Company 
San  Diego,  California 

LOUIS  R.  MERTENS,  CIRA 
Foreign  Affairs  Recreation  Association 
Washington,  D.C. 

EUGENE  MILLER,  CIRA 
Michigan  Bell  Telephone  Company 
Detroit,  Michigan 

ENRIQUE  FLORES  MORA 
Dinamica,  S.A. 

Monterrey,  N.L.,  Mexico 

BILL  O'KEEFE 
Falk  Corporation 
Milwaukee,  Wisconsin 

THOMAS  OSWALT,  CIRA 
Honeywell,  Incorporated 
Minneapolis,  Minnesota 

HOWRD  SHANKER 
Shanker  Industries,  Incorporated 
Cleveland,  Ohio 

SUSAN  SIWICKI,  CIRA 
Bankers  Life  &  Casualty  Company 
Chicago,  Illinois 

PHYLLIS  SMITH,  CIRA 
Hughes  Aircraft  Company-Fullerton 
Fullerton,  California 

REEVES  E.  TEVIS 
El  Paso  Natural  Gas  Company 
El  Paso, Texas 

JOHN  G.  TUTKO,  CIRA 
Headquarters,  U.S.  Air  Free 
Washington,  D.C. 

BERNIE  WATTS 

Goodyear  Tire  &  Rubber  Company 
Akron,  Ohio 


VICE  PRESIDENTS 

ARTHUR  L.  CONRAD,  CIRA 
Flick-Reedy  Corporation 
Bensenville,  Illinois 
EDWARD  C.  HILBERT,  CIRA 
Battel le  Memorial  Institute 
Columbus,  Ohio 
STEPHEN  D.  WALTZ,  CIRA 
Cummins,  Engine  Company 
Columbus,  Indiana 
A.  C.  WARD,  CIRA 
Owens-Coming  Fiberglas  Corporation 
Toledo,  Ohio 

KENNETH  C.  WATTENBERGER,  CIRA 
Lockheed  California  Company 
Burbank,  California 
)ERRE  W.  YODER 

General  Dynamics-Ft.  Worth  Divisoin 
Ft.  Worth,  Texas 


EXECUTIVE  DIRECTOR 

PATRICK  B.  STTINSON 

PRESIDENT 

RICHARD  M.  BROWN,  CIRA 

Texas  Instruments,  Inc. 

Dallas,  Texas 

PRESIDENT  ELECT 

KIRT  T.  COMPTON,  CIRA 
Eastman  Kodak  Company 
Rochester,  New  York 

IMMEDIATE  PAST  PRESIDENT 

FRITZ  I.  MERRELL,  CIRA 
Olin  Corporation 
Pisgah  Forest,  North  Carolina 
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Should  facilities  induce  new  activities;  or  must  activities  justify 
new  facilities?  This  riddle  of  employee  recreation  is  solved  in 
a  unique  way  at  3M  Company's  Nature  Center  in  Minneapolis- 
St.  Paul.  There,  a  new  nature  center  is  developing  along  with 
an  employee  Nature  Club.  The  Center  will  grow  and  develop 
new  activities  as  Nature  Club  members  increase  their  know¬ 
ledge  and  skills. 

In  other  stories,  we  report  on  the  Region  VII  Conference  and 
Exhibit  as  well  as  the  Region  III  Conference.  A  report  on  the 
last  regional  meeting  of  1978,  in  Region  II,  will  follow  next 
month.  This  issue  also  describes  a  recent  facilities  and  activities 
survey.  In  separate  stories,  we  explore  means  of  gaining  man¬ 
agement  support  and  employee  participation.  We  also  welcome 
yet  another  new  Industrial  Recreation  Council  in  California. 

Next  Month:  Management  issue/1979  Buyer's  Guide 


RM,  November/December,  1978 


The  NIRA  President 

would  like  a  word  with  you  .  .  . 

. . .  about  controlling  your  own  destiny 


The  most  common  frustration  of 
people  in  our  field  is  a  lack  of  re¬ 
spect  and  support  from  manage¬ 
ment.  Some  of  us  feel  shut  out  of  the 
decision  making  process  that  deter¬ 
mines  the  destiny  of  our  programs. 
Many  of  us  feel  we  must  fight  the 
"fun  and  games"  image  of  employee 
activities.  Unfortunately,  too  many  of 
us  still  perpetuate  that  image.  We 
fail  to  realize  that  an  employee  pro¬ 
gram  is  a  business  arid  we  must  be 
managers. 

There  is  more  to  this  business  than 
selling  tickets  and  knowing  how  to 
run  a  bowling  tournament.  Regard¬ 
less  of  whether  you  are  a  paid  ac¬ 
tivities  leader  or  a  volunteer,  your 
job  is  to  manage. 

It  is  essential  to  recognize  the  dif¬ 
ference  between  being  merely  an 
administrator  and  being  a  manager. 
An  administrator,  essentially,  imple¬ 
ments  a  program  approved  by  some¬ 
one  else.  A  manager  determines 
what  the  program  will  be.  An  admin¬ 
istrator  sees  to  it  that  things  run 
smoothly.  A  manager  makes  them 
happen.  An  administrator  completes 
projects.  A  manager  formulates  them 
and  evaluates  their  success. 

The  greatest  problem  facing  even 
successful  businesses  today  is  de¬ 
clining  productivity  and  the  inflation 
it  fosters.  Your  purpose  is  to  contrib¬ 
ute  to  the  solution  of  that  problem 
through  activities  and  services  that 
increase  employee  morale,  fitness 
and  loyalty. 

A  good  administrator  can  keep  an 
activities  schedule  full  and  ticket 
sales  booming.  But  the  effect  of  his 
program  and  his  status  in  the  organi¬ 
zation  will  be  as  limited  as  his  vis¬ 
ion.  Your  true  goal  as  manager  is 
higher  productivity  in  your  company, 
not  increased  participation  at  the 
bowling  lanes. 

A  manager  must  have  a  creative 
imagination  and  the  willingness  to 
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risk  the  untried.  To  use  these  talents, 
he  requires  practical  guidelines  by 
which  to  determine  which  solutions 
will  work  and  decide  how  to  im¬ 
plement  them.  That  kind  of  knowl¬ 
edge  is  available  to  you,  but  you  may 
have  to  make  an  unusual  effort  to 
obtain  it. 

If  you  are  not  included  in  a  regular 
managment  training  program  in  your 
company,  you  must  make  your  own. 
The  acquisition  of  management 
skills  is  the  only  way  to  gain  control 
of  your  own  affairs  within  the  or¬ 
ganization.  There  are  many  ways  to 
get  the  training  you  need. 

First,  educate  yourself  about  the 
internal  systems  of  your  company. 
Know  what  other  managers  know  so 
that  you  can  make  things  happen  for 
your  program,  rather  than  depend 
on  someone  else.  Find  ways  to  meet 
the  people  who  make  or  break  your 
program  and  work  with  them  di¬ 
rectly  whenever  possible. 


Get  formal  management  training — 
through  your  company,  if  possible, 
or  on  your  own.  Pick  up  the  rudi¬ 
ments  of  accounting  and  business 
management.  Find  training  in  pro¬ 
gram  planning,  budgeting  and  time 
management. 

Refresh  and  expand  your  skills  in 
public  relations  and  publicity.  Get 
your  training  informally,  by  meeting 
with  communciations  professionals 
in  your  company  or  find  outside 
courses  on  the  subject. 

Learn  useful  sales  techniques. 
There  are  specialized  seminars  and 
general  courses  that  teach  the  basic 
steps  toward  making  a  sale.  Tap 
them  for  assistance  in  selling  your 
program. 

Review  your  methods  of  manag¬ 
ing  volunteers.  Regardless  of 
whether  you  have  a  staff,  the  success 
and  growth  of  your  program  de¬ 
pends  upon  volunteers.  Specialized 
publications  such  as  this  magazine 
and  materials  from  the  American 
Society  of  Association  Executives 
(ASAE),  are  excellent  sources  of  such 
practical  education. 

Read  anything  you  can  find  that 
will  broaden  your  knowledge  and 
competence  in  your  field.  Seek  out 
information  about  funding,  taxation, 
liability  and  other  legal  questions 
that  could  effect  your  program. 
Learn  all  you  can  about  other  em¬ 
ployee  programs,  the  broader  per¬ 
sonnel  field  and  general  trends  in 
business.  Analyze  whether  your 
present  methods  of  operation  are  the 
best  means  by  which  to  meet  your 
goals.  Do  not  simply  accept  the  pat¬ 
tern  you  inherited.  Be  prepared  to 
change,  if  necessary.  In  short,  do 
everything  you  can  to  control  your 
program's  destiny — and  your  own. 

L)  lJL 
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From  an  educational  session 

1978  NIRA  Region  II  Conference  and  Exhibit 


Promote  management  development 
to  gain  management  support 


by  John  H.  Rapparlie,  Ph.D. 


The  manager  in  employee  recreation  must  develop 
three  anchor  points  for  his  program: 

A.  The  concepts,  principles  and  values  of  employee 
recreation 

B.  The  impact  on  the  lives  of  employees  as  members 
and  participants,  individually  and  collectively, 
through  program  activities 

C.  The  supportive  involvement  of  the  business  en¬ 
terprise  through  its  managers 
Effective  response  to  these  three  different  spheres  of 
influence  might  be  visualized  as  three  interlocking  or 
overlapping  circles.  The  challenge  to  the  employee  rec¬ 
reation  director  is  to  optimize  the  area  of  overlapping. 
The  most  effective  program  is  one  in  which  the  manager 
is  able  to  define  objectives,  develop  an  organizational 
structure,  initiate  activities,  and  evaluate  them  so  that 
none  of  these  major  influences  is  compromised. 

A  program  loses  its  effectiveness  if  any  one  influence 
becomes  overpowering.  We  all  know  of  programs  that 
are  professional  to  the  degree  of  abstraction  in  the  sense 
that  management  is  not  apt  to  support  them  and  em¬ 
ployees  show  very  little  enthusiasm  as  participants.  Each 
of  us  could  also  identify  industrial  recreation  programs 
so  management-dominated  that  the  basic  tenets  of  em¬ 
ployee  recreation  are  violated  and  employees  are  likely 
to  view  the  activities  as  an  effort  by  management  to 
"brainwash"  them.  To  the  other  extreme,  there  are  pro¬ 
grams  that  are  so  lacking  in  leadership  that  they  show 
little  or  no  influence  of  direction  or  support  from  man¬ 
agement.  If  the  recreation  director  maintains  a  careful 


balance  among  the  three  important  influences,  however, 
the  structure  of  his  program  should  remain  sound. 

Building  a  balanced  employee  program  must  begin 
with  sound  objectives.  Objectives,  however,  are  some¬ 
times  stated  in  such  broad  and  generic  terms  that  they 
become  mere  abstractions.  Objectives  and  policies 
should  develop  from  real  experiences.  They  should  be 
stated  operationally  or  in  the  form  of  specific  guidelines 
that  can  be  applied  to  actual  situations. 

Some  time  ago,  we  listed  several  possible  objectives 
and  asked  sample  groups  of  employee  recreation  direc¬ 
tors  and  members  of  top  management  to  assess  the  rela¬ 
tive  importance  of  each.  Marked  differences  in  evalua¬ 
tion  appeared  between  our  group  of  recreation  directors 
and  our  sample  of  upper-level  managers.  Five  objectives 
were  favored  by  the  recreation  directors  but  tended  to  be 
rejected  by  managers  and  business  officers: 

(1)  To  broaden  leisure-time  activities 

(2)  To  increase  knowledge  of  leisure-time  activities 

(3)  To  increase  skill  in  recreation  activities  that  give 
pleasure  and  satisfaction  to  employees 

(4)  To  strengthen  family  relationships 

(5)  To  improve  the  mental  health  of  employees 

Two  objectives  included  in  our  list  were  clearly  fa¬ 
vored  more  by  management  than  our  recreation  direc¬ 
tors.  They  were: 

(1)  To  support  all  approved  charity  drives 

(2)  To  obtain  employee  reactions  to  company 
policies 
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Two  objectives  on  our  list  showed  relatively  close 
agreement  by  our  recreation  directors  as  well  as  our 
management  group.  They  were: 

(1)  To  strengthen  and  improve  employee/supervisor 
relationships 

(2)  To  provide  off-the-job  experiences  that  will 
strengthen  the  business  administration  skills  of 
employees 

It  is  the  latter  objective  that  can  be  the  key  to  man¬ 
agement  understanding  and  support  of  employee  pro¬ 
grams. 

1  have  audited  meetings  of  employee  recreation 
committees  in  which  the  recurring  lament  is  the  lack  of 
management  support.  Company  executives  are  some¬ 
times  characterized  in  such  discussions  as  being  con¬ 
cerned  about  profits,  at  the  expense  of  employee  well¬ 
being.  Recreation  program  leaders  are  surprised  that 
management  does  not  jump  at  the  chance  to  broaden 
leisure-time  activities,  strengthen  family  relationships,  or 
take  part  in  activities  that  will  improve  the  mental  health 
of  employees.  The  incongruity  of  such  a  judgment  is  that 
these  same  progam  leaders  return  to  their  desks  or  work 
benches  to  carry  on  a  variety  of  activities  in  the  interest 
of  gaining  only  one  objective:  to  increase  profits  by  re¬ 
ducing  costs  and  improving  productivity. 

NIRA  members  who  fail  to  recognize  the 
overwhelming  concern  for  profits  that  characterizes  the 
activities  of  business  managers  are  not  alone.  Ecologists 
and  environmentalists  unwittingly  throw  out  the  baby 
with  the  bath  water  in  their  communication  with  indus¬ 
try,  by  suggesting  changes  in  processing  methods  so 
costly  that  they  would  bankrupt  a  plant  or  industry.  The 
plain  fact  of  life  for  every  employee  recreation  director, 
however,  is  that  an  effective  program  is  possible  only 
with  management  support.  This  support  is  forthcoming 
when  the  recreation  director  can  argue  pursuasively  that 
the  profits  of  the  business  enterprise  would  be  improved 
by  direct  encouragement  of  the  recreation  program. 

Let  us  assume  that,  for  effective  recreation  manage¬ 
ment,  the  needs  of  employee  participants  and  the  basic 
goals  of  the  business  enterprise  must  receive  balanced 
attention.  The  next  question  is  what  can  be  done  to  fur¬ 
ther  the  achievement  of  such  objectives.  Of  primary 
consideration  is  the  influence  of  organizational  structure 
on  the  effectiveness  of  the  employee  recreation  associa¬ 
tion. 

Many  employee  activities  directors  operate  with  a 
very  loose  and  informal  organization.  Not  only  is  this  a 
poor  approach  to  recreation  leadership,  but  it  also  in¬ 
vites  management  skepticism  about  the  value  of  your 
program.  You  will  encourage  management  interest  and 
support  if  you  duplicate  the  structure  of  a  business  en¬ 


terprise  in  your  recreation  organization.  Recreation  pro¬ 
grams  continuously  involve  every  major  business  func¬ 
tion  except,  perhaps,  production.  Even  so,  the  need  for  a 
diverse  organizational  structure  is  not  recognized  in 
many  programs  as  they  develop.  A  program  will  be 
likely  to  command  management  attention  and  support  if 
it  includes  the  following  areas  of  specialization: 

•  Administration 

•  Personnel 

•  Accounting  and  Finance 

•  Purchasing 

•  Sales  and  Promotion 

•  Research  and  Development 

•  Records  and  History 


A  financial  investment  in  the  employee 
association ,  as  a  natural  business 
training  forum,  would  be  minimal 
compared  with  the  cost  of  canned 
programs  and  outside  consultants. 


By  operating  as  a  business  and  thereby  teaching 
business  values  and  skills,  your  program  can  develop  the 
kind  of  management  support  enjoyed  by  the  Junior 
Achievement  (JA)  program.  Across  the  years,  JA  has  been 
supported  enthusiastically  by  members  of  management. 
To  a  considerable  degree  this  support  is  the  result  of  the 
familiarity  and  identification  they  sense  with  an  organi¬ 
zation  similar  to  the  one  that  means  bread  and  butter  to 
them.  If  you  have  seen  young  people  participate  in  the 
varied  activities  and  offices  of  a  Junior  Achievement 
program,  you  are  aware  of  what  a  positive  learning  in¬ 
fluence  it  is  in  their  lives.  An  employee  program,  when 
properly  organized,  offers  the  same  teaching  atmosphere 
for  future  managers  in  the  existing  employee  group. 

A  recent  estimate  placed  U.S.  industry  and  govern¬ 
ment  spending  on  adult  job  training  at  $100  billion  dol¬ 
lars  annually.  Much  of  this  tremendous  sum  is  expended 
with  a  rather  sublime  faith  on  the  part  of  the  purchasers 
that  the  behavior  of  employees  will  be  altered  signifi¬ 
cantly  toward  the  interest  of  increasing  profits.  Those 
specialists  who  are  knowledgeable  in  the  areas  of 
human  learning  and  behavioral  change,  scoff  at  most  of 
the  money  and  effort  invested  in  such  training  activities. 
Even  most  recent  innovations,  such  as  business  games, 
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Management  Development  continued 


assessment  centers  and  modeling  often  give  no  assur¬ 
ance  that  those  who  complete  these  programs  will  be 
more  effective  in  their  jobs.  In  fact,  some  research  indi¬ 
cates  certain  training  is  more  detrimental  than  helpful. 

Activities  of  an  appropriately  structured  recreation 
program  offer  a  new  setting  for  management  develop¬ 
ment.  Managers  of  personnel,  purchasing,  accounting 
and  sales  can  identify  readily  with  the  concerns  of  their 
counterparts  in  the  employee  association.  Learning  how 
to  develop  a  budget  for  an  employee  activity,  under  the 
direction  of  an  experienced  advisor,  can  be  fun  and  di¬ 
rectly  satisfying.  The  same  exercise  can  be  dull  and  seem 
irrelevant  in  the  context  of  a  traditional  management 
development  program. 


A  program  will  be  successful  if  it  is 
organized  and  administered  according 
to  solid  management  guidelines  and 
thereby  attracts  the  attention  and 
support  of  executives  who  respect 
those  principles. 


To  date,  only  a  few  leaders  in  recreation  have  seen 
the  tremendous  potential  of  their  programs  for  training 
participants  for  careers  in  business  management.  A  fi¬ 
nancial  investment  in  the  employee  association,  as  a 
natural  business  training  forum,  would  be  minimal  com¬ 
pared  with  the  cost  of  canned  programs  or  outside  con¬ 
sultants.  In  addition,  participant  motivation  through  the 
activities  association  would  be  higher;  learning  would 
be  more  rapid;  and  retention  more  permanent  than  it 


would  be  in  any  traditional  management  development 
program.  This  potential  for  practical  training  has  been 
overlooked  by  many  employee  recreation  directors.  It 
could  be  the  "secret  weapon"  in  the  battle  for  manage¬ 
ment  interest  and  support. 

Although  management  support  is  crucial  to  em¬ 
ployee  programs,  I  am  well  aware  that  the  bread  and 
butter  of  a  recreation  director's  job  are  the  activities  that 
develop  under  his  direction.  Business  training  has  en¬ 
tirely  practical  applications  to  the  operation  of  the  em¬ 
ployee  association. 

Employee  activities  programs  depend  heavily  on 
volunteer  leadership.  If  I  propose  that  we  have  a  Christ¬ 
mas  dance,  for  example,  I  probably  will  find  myself 
chairing  and  directing  the  activity,  even  though  I  may 
not  be  qualified  to  do  so.  Volunteer  leadership,  quite  of¬ 
ten,  is  not  much  better  than  leadership  by  lot.  The  recre¬ 
ation  director  who  is  able  to  select  volunteer  leaders  on 
the  basis  of  their  training  and  performance  in  employee 
activities  can  operate  his  program  as  the  successful  busi¬ 
ness  it  should  be. 

The  most  effective  employee  program  manager  is, 
simply,  one  who  manages.  A  program  will  be  successful 
if  it  is  organized  and  administered  according  to  solid 
management  guidelines  and  thereby  attracts  the  atten¬ 
tion  and  support  of  executives  who  respect  those  princi¬ 
ples.  In  this  specific  sense,  as  in  general  recreation 
philosophy,  what  is  good  for  the  employer  is  good  for 
the  employee  program. 

John  H.  Rapparlie,  Ph.D.  retired  recently  from  a 
lifetime  career  as  an  industrial  psychologist  with  Gen¬ 
eral  Motors  Corp.  and  Owens-Illinois,  Inc. 

REGION  II  CONFERENCE  &  EXHIBIT 
A  full  report  in  the  Dec/Jan  RM 


One  innovative  and  helpful  tool  in  the  leader¬ 
ship  research  field  has  been  pioneered  by  Dr.  Fred 
E.  Fiedler  ("The  Leadership  Enigma",  Psychology 
Today ,  March,  1967).  Dr.  Fiedler  developed  a 
simple,  three-item  rating  scale  that  can  enable  a 
recreation  director  to  select  and  define  leaders  ac¬ 
curately,  in  a  natural  way,  without  embarrassment. 
To  use  Dr.  Fiedler's  system,  a  director  could  ask  his 
officers  and  members  to  rate  coworkers  on  a  nu¬ 
merical  scale. 

A  score  is  determined  by  simple  addition  of  the 
three  numbers  that  have  been  marked.  Dr.  Fiedler 
identifies  such  a  score  as  an  "LPC",  Least-Pre- 
ferred-Co-Worker.  The  LPC  reveals  a  person's 


emotional  reaction  to  the  people  with  whom  he 
cannot  work  effectively.  High  LPC  scores  identify 
leaders  who  tend  to  be  "relationship-oriented". 
Low  LPC  scores  identify  leaders  who  are  "task- 
oriented".  I  would  hypothesize  that  success  of 
your  program  and  activities  demands  more  "rela¬ 
tionship-oriented"  leaders  than  "task-oriented" 
ones. 

To  test  the  applicability  of  this  method  to  your 
program,  take  a  distribution  of  LPC  scores  for  your 
present  leaders  and  members  and  relate  it  to  the 
success  and  failure  of  the  activities  led  by  each 
person. 


Helpful  8. 7. 6. 5. 4. 3. 2.1  .  Frustrating 

Unenthusiastic  1.2. 3. 4. 5. 6. 7^8.  Enthusiastic 

Efficient  8. 7. 6. 5. 4. 3. 2.1.  Inefficient 
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Snowshoes  are  basic  winter  equipment  for  3M  Nature  Club  members, 


Adapted  from  an  article  first  pub¬ 
lished  in  the  Proceedings  of  the  As¬ 
sociation  of  Interpretive  Naturalists 
national  workshop  held  in  Tucson, 
Arizona,  April  3-7,  1978. 

A  rare,  pioneering  kind  of  employ¬ 
ee  recreation  facility  is  under 
development  in  the  St.  Paul,  Minn¬ 
esota  area.  The  3M  Nature  Center 
is  remarkable  for  several  reasons. 
First,  it  is  unusual  to  find  a  major 
U.S.  corporation  interested  in  start¬ 
ing  a  nature  center.  It  is  also  un¬ 
common  to  find  participants  in  an 
employee  club  who  have  the  oppor¬ 
tunity  to  take  on  a  do-it-yourself  na¬ 
ture  center  project  in  which  they 
handle  the  majority  of  the  resource 
management  and  interpretive  work. 
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It  is  rare,  as  well,  to  find  a  nature 
center  planner  being  hired  long  be¬ 
fore  an  architect  is  brought  in. 

These  unusual  events  were  set  in 
motion  by  John  Leslie,  CIRA,  Man¬ 
ager  of  Employee  Recreation  at  3M 
Company  headquarters  in  St.  Paul. 
Leslie  envisioned  a  part  of  3M's  em¬ 
ployee  recreation  complex  at  Tartan 
Park  as  an  ideal  setting  for  a  nature 
center.  The  483-acre  Tartan  Park, 
managed  by  Ed  Bruno  CIRA,  already 
contained  an  18-hole  golf  course, 
four  lighted  ball  fields,  a  five-star 
field  archery  range,  two  picnic 
pavillions,  downhill  skiing  and  snow 
tubing  hills,  an  ice  skating  area, 
cross-country  skiing  trails,  snow¬ 
mobile  trails,  jogging  trails,  12  tennis 
courts,  a  radio  controlled  model 


airplane  field,  an  astronomy  obser¬ 
vatory  and  an  operating  station  for  a 
short  wave  radio  club.  Amidst  all 
this  recreational  development,  how¬ 
ever,  Tartan  Park  included  no  oppor¬ 
tunities  for  nature  observation  and 
recreation. 

With  the  approval  of  the  3M  Club, 
the  company  hired  an  interpretive 
consultant,  Donna  Kostka — then  As¬ 
sistant  Professor  of  Resource  Man¬ 
agement  and  Interpretation  at  the 
University  of  Wisconsin,  River 
Falls — to  prepare  a  preliminary  de¬ 
sign  for  a  Horseshoe  Lake  Nature 


continued 
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Presenting 

Palm-Aire’s  triple  play. 

(For  Business  and  Pleasure) 


Play  Here.  Here.  Or  here. 


The  World  of  Palm-Aire 
(Pompano  Beach ) 


Palm-Aire  Beach  Club 
Hotel  (Pompano  Beach) 


Palm-Aire 
at  Sarasota 


Choose  from  Palm-Aire’s  three  glamorous  sporting  resorts.  Play  at  The 
World  of  Palm-Aire  on  five  18-hole  golf  courses,  on  31  tennis  courts,  or  in  the 
world-famous  Spa.  Meet  at  our  completely  equipped  conference  center. 

Relax  at  the  Palm-Aire  Beach  Club  Hotel  on  the  Ocean  (and  still  enjoy  all  the 
great  facilities  at  the  nearby  World  of  Paltn-Aire).  Or  lake  in  the  rustic  scenery 
of  Palm-Aire  at  Sarasota,  with  tennis,  horseback  riding,  and  obr  famous 
championship  golf  course. 

For  more  information,  call  Saul  Chato,  V.P.,  Resort  Sales  and  Marketing  at 
1-800-327-4960,  TOLL  FREE.  From  Canada  or  Florida, 

1-305-971-6000,  collect  or  write  the  World  of  Palm-Aire 
Dept.  21551,  2501  Palm-Aire  Drive,  North,  Pompano 
Beach,  Florida  33060. 

FPA  Corporation:  Professionals  in  creative  living. 

CIRCLE  READER  SERVICE  CARD  NO.  3 


Nature  Path  continued 


Center.  Kostka's  study  was  to  deter¬ 
mine  the  desirability  and  feasability 
of  establishing  such  a  center.  It  ex¬ 
amined  the  recreational  needs  and 
interests  of  potential  users,  the 
14,000  3M  employees  in  the  St.  Paul 
area,  and  researched  the  natural  re¬ 
source  conditions  of  the  site. 

Employee  naturalists 

Interviews  with  3M  employees  re¬ 
vealed  a  high  level  of  interest  in 
starting  a  nature  center  at  Tartan 
Park.  Employees  were  especially  ex¬ 
cited  about  the  opportunity  to  take 
an  active  role  in  the  development  of 
the  center,  rather  than  having  the 
company  hand  them  a  completed 
nature  center.  For  this  reason,  the 
preliminary  design  called  for  the 
formation  of  an  employee  nature 
club.  The  group  was  expected  to  be 
composed  of  highly  motivated  3M 
employees  who  would  welcome  the 
opportunity  to  get  away  from  their 


urban  environment  and  help  restore 
the  natural  resources  of  the  area.  It 
was  hoped,  too,  that  club;  members 
would  eventually  serve  as  volunteer 
naturalists  for  their  fellow  employees 
and  visiting  groups  from  the  com¬ 
munity. 

An  initial  3M  Club  survey  iden¬ 
tified  more  than  200  employees  who 
were  interested  in  working  in  the 
Nature  Center.  Of  that  group,  nearly 
fifty  have  remained  active  in  the  Na¬ 
ture  Center  Club.  It  is  this  nucleus  of 
volunteer  naturalists  that  has  begun 
to  translate  the  nature  center  plan 
into  a  living  reality. 

Long-range  goals 

Research  on  the  natural  resources 
of  the  Horseshoe  Lake  site  included 
the  study  of  topography,  geology, 
soils,  hydrology,  climate,  vegetation 
and  wildlife.  Information  also  was 
gathered  on  adjacent  land  own¬ 
ership,  area  historical  background. 


watershed  district  plans,  regional 
population  and  zoning  changes, 
projected  highway  plans  and  other 
nature  centers  either  in  operation  or 
schedule  for  development  in  the  re¬ 
gion. 

One  of  the  major  recommenda¬ 
tions  resulting  from  this  study  was 
that  more  land  be  incorporated 
under  future  nature  center  manage¬ 
ment.  Tartan  Park  acreage  does  not 
presently  include  the  entire 
shoreline  of  Horseshoe  Lake.  A 
priority  system  was  designated  to  in¬ 
dicate  which  land  would  be  most 
desirable  for  inclusion,  if  available, 
in  the  nature  center.  The  original 
56-acre  nature  center  site  could 
have  its  acreage  nearly  doubled 
through  purchase,  trade,  or  land  use 
agreement. 

Other  recommendations  showed 
the  best  locations  for  a  headquarters 
building,  trails,  blinds  and  other  fea¬ 
tures.  One  trail  section  was  pro¬ 
posed  for  the  use  of  handicapped 
visitors.  Its  design  included  surfacing 
and  a  grade  of  less  than  five  percent. 
The  nature  center  building  was  de¬ 
signed  to  conserve  energy  and  blend 
into  the  natural  environment  by 
being  built  into  a  high  ridge  and  hav¬ 
ing  a  partially  sod  roof.  The  interior 
of  the  building  was  envisioned  to 
contain  a  pass-through  area  for  all 
nature  center  visitors  which  would 
contain  exhibits,  bathrooms  and 
shelter  from  weather.  This  area 
would  be  separated  by  a  security 
gate  to  protect  offices,  equipment 
and  meeting  rooms  when  the  build¬ 
ing  is  unsupervised. 

Recommendations  also  estab¬ 
lished  resource  management  goals 
for  vegetation  at  the  nature  center. 
One  of  the  main  projects  will  be 
prairie  restoration  of  an  area 
presently  in  pasture  grass,  but  still 
containing  a  good  number  of  prairie 
flowers  surviving  from  the  days 
when  the  area  was  an  oak-savanah 
habitat.  Other  resource  management 
goals  are  the  improvement  of  Horse¬ 
shoe  Lake's  shoreline  which  is 
presently  flooded,  the  upgrading  of 
water  quality  which  is  affected  now 
by  golf  course  fertilizers,  and  the 
protection  of  forest  areas  which  are 
subject  to  tree  diseases  and  over¬ 
maturity. 
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small  bench  press  bench 


Club  members  are  learning  about  the  Nature  Center  in  preparation  for 
becoming  guides  themselves. 


Preliminary  work 

Originally,  Nature  Center  Club 
members  offered  a  great  deal  of  en¬ 
thusiasm  but  very  few  skills  in 
natural  resources  management. 
Forty-five  Club  members,  together 
with  their  families,  spent  the  summer 
of  1978  learning  how  to  manage  a 
nature  center.  They  volunteered  their 
services  to  an  existing  nature  center 
in  the  St.. Paul  area  in  exchange  for 
the  opportunity  to  learn  by  doing. 
They  will  put  their  practical  experi¬ 
ence  to  work  in  two  important 
projects  for  1979.  When  weather 
permits,  the  group  will  begin  to  pre¬ 
serve  portions  of  the  center  that  are 
threatened  by  erosion.  They  will  also 
implement  initial  stages  of  the  Kostka 
plan  by  laying  out  and  constructing 
walking  paths,  which  should  be 
ready  for  moderate  visitor  traffic  by 
the  fall  of  1979. 

In  the  next  few  months,  while  St. 
Paul  settles  in  for  the  Minnesota 
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winter,  club  members  will  devote 
their  energies  to  community  rela¬ 
tions  work  for  the  Nature  Center. 
They  will  hold  informal  discussions 
with  adjoining  land  owners  and 
community  groups  to  explain  the 
purpose  and  potential  of  the  Center. 
The  Club  is  especially  concerned 
with  continuing  traditional  commu¬ 
nity  access  to  the  land  area  while  re¬ 
storing  and  preserving  its  natural 
state. 

According  to  the  Kostka  plan,  it 
may  take  150  years  to  restore  fully 
the  native  habitat  in  the  3M  Nature 
Center.  Completing  the  dynamic 
natural  facility,  however,  is  far  less 
important  than  the  educational  and 
recreational  experiences  it  will  open 
to  employees  along  the  way. 

Dr.  Donna  Kostka  is  an  interpre¬ 
tation  and  recreation  specialist  in 
the  Great  Lakes  regional  headquar¬ 
ters  of  the  U.S.  Fish  and  Wildlife 
Service.  TIU 
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HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 

Jack  Lindeman 
3100  North  Ocean  Boulevard 
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The  President  of  Flick-Reedy  Corp. 
supports  employee  recreation 


INDUSTRIAL 
RECREATION  MUST 
BROADEN  ITS  AREA 
OF  CONCERN  AND 
EMBRACE  THE  WHOLE 
COMMUNITY 


Frank  Flick 

President 
Flick-Reedy  Corporation 


“I  believe  we  can  do  more  to  tap  the  great  po-  cate  functional  illiterates,  help  reduce  the  rate  of 

tential  of  industrial  recreation.  For  years,  indus-  high  school  dropouts,  help  save  alcoholics,  even 

trial  recreation  has  focused  on  the  employee  him-  help  rehabilitate  criminals.  Now  I  believe  that  in¬ 
self.  Now  it  is  being  broadened  to  embrace  the  dustry  should  show  what  it  can  do  to  help  meet 

family,  with  more  emphasis  on  family  program-  community  needs  in  the  areas  of  recreation  and 

ming.  The  next  big  step?  I  believe  industrial  health. 

recreation  must  broaden  its  area  of  concern  once  “Industry  today  has  vast  resources  in  the  form 
again,  and  seriously  embrace  the  whole  com-  of  physical  recreation  facilities,  trained  recreation 

munity,  from  which  the  company  must  solicit  its  professionals,  and  experienced  recreation  volun- 

future  employees.  teers.  I  urge  that  these  resources  be  put  to  work, 

“A  major  development  of  our  time  is  the  discov-  more  energetically  and  imaginatively  than  ever,  to 

ery  of  the  power  of  the  private,  commercial  sector  serve  not  only  employees  but  also  the  people  in 

to  help  solve  a  wide  variety  of  community  prob-  plant  communities.  To  some  extent,  it  already  is 

lems.  We  see  increasing  evidence  that  business  being  done,  but  more  can  and  should  be  done  in 

can  hire  and  train  the  hardcore  unemployed,  edu-  this  area  of  industrial  recreation.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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From  an  educational  session 
1978  NIRA  Conference  and  Exhibit 


Conduct  Your  Own  Research 


Case  study  of  an  in-house  survey 


by 

Hal  Scheinkopf 
with 

Michael  Whitlock 


How  do  you  know  whether  your  program  is  reaching 
as  many  employees  as  possible?  How  should  you  deter¬ 
mine  which  activities  to  continue,  modify,  or  drop?  How 
can  you  discover  which  new  activities  would  improve 
your  program? 

Word-of-mouth,  informal  polls  and  attendance  fig¬ 
ures  tell  part  of  the  story.  To  gain  a  well-rounded  picture 
of  your  program's  impact,  you  must  supplement  these 
sources  with  well  organized  research.  Such  research  can 
be  handled  internally,  with  a  minimum  of  outside  in¬ 
volvement.  When  the  recreation  staff  is  not  qualified  to 
develop  and  conduct  such  studies,  professionals  from 
personnel,  training  or  other  departments  may  be  able  to 
assist. 

Last  month,  RM  carried  the  report  of  a  needs  as¬ 
sessment  survey  developed  and  administered  at  Corning 
Glass  ("How  do  employees  rate  your  program?",  RM 
Oct.  1978,  pp.  10-13).  This  month's  article  describes  a 
different  approach  that  worked  for  the  Xerox  Recreation 
Association  (XRA)  in  Rochester,  New  York. 

The  Xerox  Corporation  has  a  long  tradition  in  em¬ 
ployee  programs.  This  tradition  encompasses  the  physi¬ 
cal  as  well  as  the  mental  well-being  of  Xerox  employees, 
retirees  and  employees'  families.  The  corporation's  pro¬ 
grams  are  varied  and  often  generously  funded.  Neverthe¬ 
less,  elements  of  its  recent  employee  recreation  survey 
can  be  adapted  for  programs  in  a  number  of  different 
organizational  settings. 

Last  fall,  Xerox  Corporation  and  the  Xerox  Recrea¬ 
tion  Association  Board  of  Directors  began  a  thorough  re¬ 


view  of  the  employee  activities  program.  Their  purpose 
was  to  make  the  program  more  responsive  to  the  needs 
and  desires  of  the  employees  who  live  and  work  in  Mon¬ 
roe  County,  New  York.  As  an  integral  part  of  this  review, 
the  XRA  planned  a  study  with  a  two-fold  purpose: 

•  To  collect  information  that  would  aid  the  XRA  and 
its  Board  in  assessing  the  present  success  of  the  Associa¬ 
tion  in  contributing  to  a  better  life  for  employees 

•  To  develop  information  that  would  provide  direc¬ 
tion  for  the  future  development  of  the  XRA 

To  carry  out  the  purpose  of  the  study,  specific  data 
was  needed  in  four  areas: 

1)  To  determine  employees'  awareness  and  usage  of 
XRA  facilities  and  activities 

2)  To  discover  the  level  of  satisfaction/dissatisfaction 
with  XRA  facilities  and  activities 

3)  To  understand  employee  attitudes  toward  the 
XRA  and,  by  implication,  to  determine  the  impact 
of  Xerox  Corporation's  sponsorship  and  support 

4)  To  learn  what  activities  employees  would  like  to 
see  offered  in  the  future 

Before  implementation  of  this  study,  a  variety  of  - 
methods  was  considered.  Among  them  were  informal 


continued  on  following  page 
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Research  continued 


You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 


President 
National  Industrial 
Recreation  Association 

’"Survey  report  in  the  Dec/Jan  RM 


discussion  groups,  a  mail  survey,  a  poll  by  telephone  and 
personal  interviews.  Sampling  considerations  and  costs 
determined  the  final  selection  of  survey  method. 

It  was  necessary,  at  the  outset,  to  choose  a  manage¬ 
able  sample  group  for  survey  purposes.  The  number  of 
Xerox  employees  and  retirees  in  Monroe  County  ex¬ 
ceeds,^, 000.  Since  XRA  membership  also  includes  fam¬ 
ily  members,  the  total  number  of  eligible  participants  is 
several  times  greater.  In  narrowing  our  sample  popula¬ 
tion,  the  first  decision  was  to  exclude  retirees,  who  have 
their  own  organization,  and  families  of  Xerox  employ¬ 
ees.  The  sheer  volume  of  the  remaining  group  precluded 
contacting  all  members.  Still,  it  was  essential  to  retain  a 
sample  group  that  was  sufficiently  large  to  allow  repre¬ 
sentation  of  all  significant  employee  groups.  A  sample 
size  of  1,000  employees  was  recommended. 

To  assure  representativeness  and  projectability  in  the 
sample  group,  the  employee  population  was  first  seg¬ 
mented  by  payroll  class  and  work  location.  The  seg¬ 
ments'  respective  percentages  of  the  total  were  applied 
to  the  sample  group  of  1,000.  The  sample  was  then 
drawn  at  random  from  among  the  representative  seg¬ 
ments. 

Due  to  the  sample  size,  the  use  of  personal  and  tele¬ 
phone  interviews  was  eliminated  from  further  considera¬ 
tion.  The  remaining  techniques,  group  discussions  and  a 
mail  survey,  were  teamed  to  provide  a  more  complete 
and  balanced  reading  than  either  could  give  separately. 
The  discussion  groups  provided  qualitative  information 
that  amplified  the  data  obtained  in  the  mail  survey. 

Early  in  development  of  the  survey  project,  research¬ 
ers  decided  to  take  advantage  of  machine  data  tabula¬ 
tion  available  at  Xerox.  The  questionnaire  was  precoded 
utilizing  a  multiple  punch  concept  which  allowed  the 
use  of  internal  computer  facilities.  A  letter  explaining  the 
purpose  of  the  study  and  suggesting  benefits  to  the  em¬ 
ployees  accompanied  the  questionnaire.  Provision  was 
also  made  for  a  solicitation  of  those  who  did  not  respond 
to  the  initial  mailing. 

The  XRA  Questionnaire  is  reprinted  here  in  its  en¬ 
tirety.  Results  are  now  being  tabulated.  For  further  infor¬ 
mation  on  the  development,  administration  and  use  of 
the  survey,  contact  William  B.  DeCarlo,  CIRA,  Manager 
of  Recreation  Services,  Xerox  Corp.,  Xerox  Square, 
Rochester,  New  York  14644 — Phone  (716)  423-3196. 

Hal  Scheinkopf,  as  Manager  of  Marketing  Research, 
is  a  member  of  the  Corporate  Staff,  Xerox  Corporation. 
Michael  Whitlock  is  a  graduate  student  in  the  Depart¬ 
ment  of  Recreation  and  Leisure  at  State  University  of 
New  York  at  Brockport. 

RESEARCH  REPORT— Dec/Jan  RM: 

The  effect  of  recreation 
on  productivity 


14 


RM,  November/December,  1978 


f  1 1 

XRA  QUESTIONNAIRE 


1.  During  1977,  XRA  has  provided  a  broad  year-round  program  of  social,  cultural  and  physical  activities.  Below  is  a  partial  list  of  such  activities. 
Please  check  (  y)  in  Column  1  each  activity  of  which  you,  personally,  are  aware.  If  you  are  aware  of  an  XRA  activity  that  is  not  listed,  please 
write  it  in  on  the  lines  provided. 

ANSWER  QUESTIONS  2,  3,  4  AND  5  IF  YOU  HAVE  PARTICIPATED  IN  ANY  ACTIVITY  OR  USED  ANY  XRA  SERVICE; 
OTHERWISE,  GO  TO  QUESTION  6. 

2a.  For  each  activity/service  that  you  have  participated  in  during  1977,  please  put  a  check  (■/  )  in  column  #2  if  you  participated  only  once;  put  a 
check  ( /  )  in  Column  #3  if  you  have  participated  regularly;  put  a  check  ( ✓  >  in  Column  #4  if  you  participated  infrequently  or  occasionally. 


b.  Please  put  a  check  ( /  )  in  Column  #5  for  any  activity  that  you  participated  in  1974,  1975  or  1976  but  not  in  1977. 

c.  Please  put  a  check  (  / )  in  Column  #6  for  any  activity  that  you  are  participating  or  plan  to  participate  in  1978. 


Column  1 

Column  2 

Column  3 

Column  4 

Column  5 

Column  6 

Activity 

Aware 

Once 

Regularly 

Occasionally 

Participated 

In  1974, 5, 6 

Plan  To 
Participate 

Softball 

(  )  7 

(  )  40  -1 

(  )  -2 

(  )  -3 

(  )  73 

(  )  33 

Basketball 

(  )  8 

(  )  41-1 

(  )  -2 

(  )  -3 

n  74 

(  )  34 

Bowling 

(  )  9 

(  )  42-1 

(  )  -2 

(  )  -3 

(  )  75 

(  )  35 

Tennis 

(  )  10 

(  )  43-1 

(  )  -2 

(  )  -3 

(  )  76 

(  )  36 

Golf 

(  )  11 

(  )  44  -1 

(  )  -2 

(  )  -3 

(  )  77 

(  )  37 

Sailing 

(  )  12 

(  )  45-1 

(  )  -2 

(  )  -3 

(  )  78 

(  )  38 

Siimnastics 

(  )  13 

(  )  46  -1 

(  )  -2 

(  )  -3 

(  )  79 

(  )  39 

Physical  Fitness 

(  )  14 

(  )  47  -1 

(  )  -2 

(  )  -3  II 

(  )  7 

(  )  40 

Yoga 

(  )  15 

(  )  48-1 

(  )  -2 

(  )  -3 

(  )  8 

(  )  41 

Golf  1  nstruction 

(  )  16 

(  )  49  -1 

(  )  -2 

(  )  -3 

(  )  9 

(  )  42 

Tennis  Instruction 

(  )  17 

(  )  50-1 

(  )  -2 

(  )  -3 

l  )  10 

(  )  43 

Skiing  1  nstruction 

(  )  18 

(  )  51-1 

(  )  -2 

(  )  -3 

(  )  11 

(  )  44 

Horseback  Riding  Inst. 

(  )  19 

(  )  52-1 

(  )  -2 

(  )  -3 

!  )  12 

(  )  45 

Table  Tennis 

(  )  20 

(  )  53-1 

(  )  -2 

(  )  -3 

(  )  13 

(  )  46 

Hunter  Safety 

(  )  21 

(  )  54-1 

(  )  -2 

(  )  -3 

(  )  14 

(  )  47 

Dancing 

(  )  22 

(  )  55-1 

(  )  -2 

(  )  -3 

(  )  15 

(  )  48 

Chorus 

(  !  23 

(  )  56-1 

(  )  -2 

(  )  -3 

(  )  16 

(  )  49 

Art/Painting  Classes 

(  )  24 

(  )  57-1 

(  )  -2 

(  )  -3 

(  )  17 

(  )  50 

Music  Lessons 

(  )  25 

(  !  58-1 

(  )  2 

(  )  -3 

(  )  18 

(  )  51 

Ski  Club 

(  )  26 

(  )  59-1 

(  )  -2 

(  )  -3 

(  )  19 

(  )  52 

Bridge  Club 

(  )  27 

(  )  60-1 

(  )  -2 

(  )  -3 

(  )  20 

(  )  53 

Automobile  Club 

(  )  28 

(  )  61-1 

(  )  -2 

(  )  -3 

(  )  21 

(  )  54 

Xmas  Party 

(  )  29 

(  )  62-1 

(  )  -2 

(  )  -3 

(  )  22 

(  )  55 

Jogging  Day 

(  )  30 

(  )  63-1 

(  )  -2 

(  )  -3 

(  )  23 

(  )  56 

Travel  Tours 

(  )  31 

(  )  64-1 

(  )  -2 

(  )  -3 

(  )  24 

(  )  57 

Tickets  (Movies,  RPO, 
Sports,  etc.) 

(  )  32 

(  )  65-1 

(  )  -2 

(  )  -3 

(  )  25 

(  )  58 

Hunting/Fishing  Licenses 

(  )  33 

(  )  66-1 

(  )  -2 

(  )  -3 

(  )  26 

(  )  59 

Other 

(  )  34 

(  )  67  -1 

(  )  -2 

(  )  -3 

(  )  27 

(  >  60 

(  )  35 

(  )  68-1 

(  )  -2 

(  )  -3 

(  )  28 

(  )  61 

(  )  36 

(  )  69  -1 

(  >-2 

(  )  -3 

(  )  29 

(  )  62 

(  )  37 

(  170-1 

(  )  -2 

(  )  -3 

(  )  30 

(  )  63 

(  )  38 

(  )  71-1 

(  )  -2 

(  )  -3 

(  )  31 

(  )  64 

(  )  39 

(  )  72-1 

(  >-2 

(  )  -3 

(  )  32 

(  )  65 

3a.  (FOR  EACH  ACTIVITY  MENTIONED  IN  Q2b)  Why  didn't  you  participate  in  the  activity  in  1977?  Please  be  specific. 


66 


_ _ _  76 

3b.  For  each  activity  in  which  you  have  participated  regularly  in  1977,  how  satisfied  were  you  with  the  facilities  provided: 


Column  1 

Column  2 

Participated 

Regularly 

Very 

Somewhat 

In: 

Satisfied 

Satisfied 

III  (  )  7-1 

(  )  -2 

(  )  8-1 

(  )  -2 

(  )  9-1 

(  )  -2 

(  110-1 

(  )  -2 

_  (  >11-1 

(  !-2 

Column  3 

Column  4 

Column  5 

Neither 

Satisfied/ 

Somewhat 

Very 

Dissatisfied 

Dissatisfied 

Dissatisfied 

(  )  -3 

(  )  -4 

(  )  -5 

(  )  -3 

(  )  -4 

(  )  -5 

(  )  -3 

(  )  -4 

(  1-5 

(  )  -3 

(  )  -4 

(  )  -5 

(  )  -3 

(  )  -4 

(  )  -5 

RM,  November/December,  1978 
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3c.  For  each  activity  regularly  participated  in  and  rated  somewhat  or  very  dissatisfied,  why  did  you  rate. 
Please  be  specific. 


.  somewhat/very  dissatisfied. 


12  18 

13  19 

14  20 

15  21 

16  22 
17 


3d.  For  each  activity  in  which  you  have  participated  occasionally  in  1977,  how  satisfied  were  you  with  the  facilities  provided: 


Column  1 

Column  2 

Column  3 

Column  4 

Column  5 

Participated 

Occasionally 

In: 

Very 

Satisfied 

Somewhat 

Satisfied 

Neither 

Satisfied/ 

Dissatisfied 

Somewhat 

Dissatisfied 

Very 

Dissatisfied 

(  )  23-1 

(  )  -2 

(  )  -3 

(  )  -4 

(  )  -5 

(  )  24-1 

(  )  -2 

(  )  -3 

(  >  -4 

(  1-5 

(  )  25-1 

(  )  -2 

(  )  -3 

(  1-4 

(  )  -5 

(  )  26-1 

(  )  -2 

(  )  -3 

(  )  -4 

(  )  -5 

_  (  )  27-1 

(  )  -2 

<  )  -3 

(  )  -4 

(  )  -5 

3e.  For  each  activity  occasionally  participated  in  and  rated  somewhat  or  very  dissatisfied,  why  did  you  rate _ somewhat/very  dissatisfied. 

Be  specific. 

_  28  34 

29  35 

-  30  36 

31  37 

- 32  38 

33 


4a.  Among  thtise  activities  in  which  you  regularly  participated  in  1977,  which  activity,  if  any,  failed  to  meet  your  expectations? 


39 

40 

41 

42 

43 

44 


4b.  In  what  way(s)  didn't  activities  mentioned  in  question  4a  meet  your  expectations.  Please  be  specific. 

_  45  50 

46  51 

- : -  47  52 

48  53 

- —  49  54 

55 


4c.  Among  those  activities  in  which  you  occasionally  participated  in  1977,  which,  if  any,  failed  to  meet  your  expectations? 

Activities  failing  to  meet  expectations: 

_ 56  59 

57  60 

_  58  61 


4d.  In  what  way(s)  didn't  activities  mentioned  in  question  4c  meet  your  expectations?  Please  be  specific. 

62  68 

63  69 

64  70 

_ _  65  71 

66  72 

_ ' _  67 

5a.  Below  are  some  phrases  about  XRA,  its  facilities,  activities  and  services.  We  would  like  your  opinion  about  each  attribute.  On  a  scale  of  1  to 
10,  10  for  GOOD,  1  for  POOR,  please  rate  each  phrase.  If  you  rate  XRA  HIGHLY  on  an  attribute,  give  it  an  8,  9  or  10;  if  you  rate  XRA 
POOR,  then  give  it  a  1,  2  or  3,  and  if  you  rate  XRA  FAIR,  then  give  it  a  4,  5,  6  or  7. 


Overall  Quality  Of  IV 
Program 

Providing  Information 
About  Activities/Services 


POOR 

1 _  2 _  3 _ 

(  )  7-1  <  )  -2  (1-3 

(  )  8-1  (  )  -2  (  )  -3 


4 _  5 _  6 _ 

(  )  -4  (  )  -5  (  )  -6 

(1-4  (  )  -5  (  )  -6 


7 _ 

(  )  -7 

(  )  -7 


8 _ 

(  )  -8 

(  )  -8 


GOOD 
9  10 


(  )-9  (1-0 


(  )  -9  (  )  -0  I 
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f5a.  CONTINUED . 


POOR 

1 


GOOD 

10 


Quality  (Adequateness) 

Of  Facitilies 

(  )  9-1 

(  )  -2 

(  )  -3 

(  )  -4  1 

[  )  -5  i 

(  )  -6  ■ 

(  >-7 

(  )  -8 

(  )  -9 

(  )-0 

Rating  Of  Staff 

(  )  10-1 

(  )  -2 

(  )  -3 

(  )  -4  1 

[  1-5 

(  )  -6 

(  )  -7 

(  )  -8 

(  )  -9 

(  )  -0 

Ease  Of  Participation 

(  )  11-1 

(  )  -2 

(  )  -3 

(  )  -4  i 

I  )-5 

(  )  -6 

(  >-7 

(  )  -8 

(  )  -9 

(  )-0 

Supplements 

Community  Programs/ 
Facilities 

(  )  12-1 

(  )  -2 

(  )  -3 

(  )  -4  1 

(  )-5 

(  )  -6 

(  )  -7 

(  )  -8 

(  )  -9 

(  1-0 

Responsiveness  T  o 
Employee  Needs 

(  )  13-1 

(  )  -2 

(  )  -3 

(  )  -4  1 

I  )  -5 

(  )  -6  i 

(  1-7 

(  )  -8 

(  )  -9 

(  >-0 

Helps  Make  Xerox  A 

Good  Place  To  Work 

(  )  14-1 

(  )  -2 

(  )  -3 

(  )  -4  I 

I  )  -5 

(  )  -6 

(  )  -7 

(  )  -8 

(  )  -9 

(  >-0 

5b.  Please  explain  any  phrase  rated  1,  2  or  3. 


6a.  What  activities/services  would  you  eliminate?  (Be  specific  as  to  activity/service/location.) 


provide? 


7a.  Which  of  the  factors  shown  below  had  an  influence  on  your  decision  not  to  participate  in  the  particular  activity?  You  may  check  (  7 )  more 
than  one  factor  if  it  applies  to  any  activity  or  not  check  any  if  no  factor  applies. 


8 

14 

9 

15 

10 

16 

11 

17 

12 

18 

13 

28 

35 

42 

29 

36 

43 

30 

37 

44 

31 

38 

45 

32 

39 

46 

33 

40 

47 

34 

41 

48 

ould  like  XRA  to 

49 

56 

63 

50 

57 

64 

51 

58 

65 

52 

59 

66 

53 

60 

67 

54 

61 

68 

55 

62 

69 

INFLUENCING  FACTORS 


ACTIVITY 

Overcrowding/ 

Insufficient 

Facilities 

Location 

Of  Activity 

Time 

Activity  Is 
Scheduled 

Lack  Of 
Staff 

Supervision 

Community/ 
Church/ 
Organization 
Sponsors  Simitar 
Activity 

Not 

Family 

Oriented 

Cost  Of 
Participation 

Place  Of 

Residence/ 

Distance 

From 

Activity 

Lack  Of 
Interest  In 
Activity 

Softball 

(  )  19 

(  )  47 

(  )  75 

(  )  30 

(  )  58 

(  )  13 

(  )  41 

(  )  69 

(  )  25 

Basketball 

(  )  20 

(  )  48 

(  )  76 

(  )  31 

(  )  59 

(  )  14 

(  )  42 

(  )  70 

(  )  26 

Bowling 

(  )  21 

(  )  49 

(  )  77 

(  )  32 

(  )  60 

(  )  15 

(  )  43 

(  )  71 

(  )  27 

Tennis 

(  )  22 

(  )  50 

(  )  78 

(  133 

(  )  61 

(  )  16 

(  )  44 

(  )  72 

(  )  28 

Golf 

(  )  23 

(  )  51 

1  )  79 

(  134 

(  )  62 

(  1  17 

(  )  45 

(  )  73 

(  )  29 

Sailing 

(  )  24 

(  )  52  V 

(  )  7 

(  )  35 

(  1  63 

(  )  18 

(  )  46 

(  )  74 

(  )  31 

Slimnastics 

(  )  25 

(  )  53 

(  )  8 

(  )  36 

(  )  64 

(  )  19 

(  )  47 

(  )  75 

(  )  31 

Physical  Fitness 

(  I  26 

(  )  54 

(  1  9 

(  )  37 

(  )  65 

(  )  20 

(  )  48 

(  )  76 

(  )  32 

Yoga 

(  1  27 

(  )  55 

(  )  10 

(  )  38 

(  )  66 

(  )  21 

(  )  49 

(  )  77 

(  )  33 

Golf  Instruction 

(  )  28 

(  )  56 

(  )  11 

(  )  39 

(  )  67 

<  )  22 

(  )  50 

(  178 

(  )  34 

Tennis  Instruction 

(  )  29 

(  )  57 

(  )  12 

(  )  40 

(  )  68 

(  )  23 

(  )  51  VII 

(  )  7 

(  )  35 

Skiing  1  nstruction 

(  )  30 

(  )  58 

(  )  13 

(  )  41 

(  1  69 

(  )  24 

(  1  52 

(  )  8 

(  >36 

Horseback  Riding  Inst. 

(  )  31 

(  )  59 

I  )  14 

(  )  42 

(  )  70 

(  125 

(  )  53 

(  )  9 

(  )  37 

Table  Tennis 

(  )  32 

(  )  60 

(  )  15 

(  )  43 

(  )  71 

(  )  26 

(  )  54 

(  )  10 

(  )  38 

Hunter  Safety 

(  )  33 

(  )  61 

(  )  16 

(  )  44 

(  I  72 

(  )  27 

(  I  55 

(  )  11 

(  )  39 

Dancing 

(  )  34 

(  I  62 

(  )  17 

(  )  45 

(  1  73 

(  )  28 

(  )  56 

1  )  12 

(  )  40 

Chorus 

(  )  35 

(  )  63 

(  )  18 

(  I  46 

(  )  74 

(  )  29 

(  )  57 

(  )  13 

(  )  41 

Art/Painting  Classes 

(  )  36 

(  I  64 

(  )  19 

(  )  47 

(  )  75 

(  )  30 

(  )  58 

(  I  14 

(  )  42 

Music  Lessons 

(  )  37 

(  )  65 

(  )  20 

(  )  48 

(  )  76 

(  )  31 

(  )  59 

(  )  15 

(  )  43 

Ski  Club 

(  )  38 

(  )  66 

(  )  21 

(  )  49 

(  )  77 

(  )  32 

(  1  60 

(  )  16 

(  )  44 

Bridge  Club 

(  )  39 

(  )  67 

(  )  22 

(  )  50 

(  )  78 

(  )  33 

(  )  61 

(  )  17 

(  )  45 

Auto  Club 

(  )  40 

(  )  68 

(  )  23 

(  )  51 

(  )  79 

(  )  34 

(  )  62 

(  )  18 

(  146 

Xmas  Party 

(  )  41 

(  )  69 

(  )  24 

(  )  52  VI 

(  )  7 

(  )  35 

(  )  63 

(  )  19 

(  )  47 

Jogging  Day 

(  )  42 

(  )  70 

(  )  25 

(  )  53 

(  )  8 

(  )  36 

(  )  64 

(  )  20 

(  )  48 

Travel  Tours 

Tickets 

(  )  43 

(  )  71 

(  )  26 

(  )  54 

(  I  9 

(  )  37 

(  )  65 

(  )  21 

(  )  49 

(Movies,  Sports,  Etc.) 

(  )  44 

(  )  72 

(  )  27 

(  )  55 

(  )  10 

(  )  38 

(  )  66 

(  )  22 

(  )  50 

Hunting/Fishing  Licenses 

(  )  45 

(  )  73 

(  )  28 

(  )  56 

(  1  11 

(  )  39 

(  )  67 

(  )  23 

(  )  51 

Other: 

(  )  46 

(  I  74 

(  )  29 

I  I  57 

(  )  12 

(  )  40 

(  )  68 

(  1  24 

1  )  52 

J 
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7b.  For  any  factor  affecting  your  participation,  please  explain.  Be  specific  as  to  activity,  time  of  day/week,  location,  cost,  etc.  that  has  prevented 
your  participation. 


8a.  If  you  were  running  XRA,  would  you:  (Check  (y  )  one) 

•  Maintain  the  present  program  without  change.  (  )  74-1 

•  Add  more  activities/services.  (  )  -2 

•  Eliminate  some  activities/services.  (  ) -3 

8b.  What  activities/ services  would  you  add?  (Be  specific  as  to  activity/service/location.) 


9.  What  is  your  work  location?  Please  check  (  7 )  one  of  the  following: 

Xerox  Square  (  )  Henrietta  (  )  Webster  (  )  Allen  Creek  (  )  Other  , 


53 

60 

67 

54 

61 

68 

55 

62 

69 

56 

63 

70 

57 

64 

58 

65 

59 

66 

7 

15 

23 

8 

16 

24 

9 

17 

25 

10 

18 

26 

11 

19 

27 

12 

20 

13 

21 

14 

22 

10.  Please  check  (  7 )  the  age  group  into  which  you  fall. 

20  to  30  (  )  70-1  30  to  40  (  )  -2  40  to  50  <>  -3 


50  +  Over  (  )  -4 


11.  How  many  dependents  (including  yourself)  do  you  have?  Please  check  (7  )  one. 

1  (  )  71-1  2  (  )  -2  3  (  )  -3  4  (  )  -4  5  (  )  -5 


6  Or  More  (  )  -6 


12.  Are  you: 

Single  (  )  72-1 


Married  (  )  -2 


Separated  (  )  -3  Divorced  (  )  -4  Widowed  (  )  -5 
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tournament  news 


by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 


1978  in  Review 

Another  year  of  Tournaments  and  Services  activities 
in  drawing  to  a  close.  It  has  been  a  year  of  innovation 
and  growth. 

Significant  growth  took  place  in  the  1978  Photogra¬ 
phy  Contest.  George  Stark  (McDonnell-Douglas)  did  a 
fine  job  as  coordinator.  The  event  showed  increased  par¬ 
ticipation  over  previous  years  and  brought  comparatively 
more  income  to  NIRA.  Other  activities  which  made  a 
good  showing  in  1978  included  the  Bowling  Tourna¬ 
ment,  the  Rifle/Pistol  Tournament  and  Postal  Golf  Com¬ 
petition.  As  always,  too,  the  Regional  Golf  Tournaments 
were  solid,  well-received  program  offerings. 

Two  new  events  were  introduced  in  1978.  With  the 
withdrawal  of  Armco  Steel's  support  of  the  NIRA  Trap¬ 
shooting  event,  an  alternative  program  was  sought.  An 
agreement  was  reached  with  Winchester  Franchise  Op¬ 
erations  to  sponsor  trapshoots  at  two  regional  sites.  The 
success  of  the  program  in  its  preliminary  trial  makes  its 
repetition  in  an  expanded  form  likely  next  year.  Com¬ 


pany  winners  in  this  event  will  be  announced  next 
month.  A  second  new  program  was  developed  during 
1978  in  cooperation  with  the  World  Golf  Association 
(WGA).  This  program  offers  the  opportunity  for  NIRA 
member  employees  to  participate  in  golf  matches  for 
cash  prizes.  NIRA  will  receive  income  in  proportion  to 
the  number  of  member  company  employees  who  join 
the  WGA. 

1978  was  a  good  year  in  terms  of  participative  sup¬ 
port  for  NIRA  activities.  We  expect  our  new  programs  to 
make  1979  even  more  rewarding  for  NIRA  members. 


In  Progress  . . . 

Rifle/Pistol  Competition — The  annual  NRA/NIRA 
Rifle/Pistol  Competition  is  now  in  progress.  According  to 
coordinator  John  Grubar  of  the  National  Rifle  Associa¬ 
tion,  there  is  no  change  in  the  contest  format  over  previ¬ 
ous  years.  The  competition  offers  an  excellent  opportun¬ 
ity  for  member  company  employees  to  test  their  shooting 
skills  against  those  of  other  members,  throughout  North 
America.  Silver  bowls  are  awarded  to  those  individuals 
who  place  in  the  competition.  If  your  organization  has 
not  already  received  an  entry  blank,  contact  the  NIRA 
office.  The  competition  ends  April  1 ,  1 979. 

Bowling  Tournament— Plans  have  been  completed 
for  the  1979  Bowling  Tournament.  This  year's  Tourna¬ 
ment  Director,  Jack  Rinaldo,  CIRL  (Atwood  Vacuum 
Machine),  has  indicated  that  entry  forms  will  be  mailed 
during  January  and  will  appear  in  the  December/January 
issue  of  RM.  HU 


Awards  by  Kaydan 

is  your  one  source  for  quality,  variety, 
custom  designs,  personal  service  and 

RESULTS! 

Trophies 
t  Plaques  NIRA  Exclusive!! 
Holloware  Free  Engraving  on 

Ribbons  Trophv  Plates 

Etched  Crystal 


recognition  and  incentive  awards 

62  Wesley,  Lake  Villa,  IL  60046 

(312)  356-3505 


A 

W 

A 

R 

□ 

S 


KAYOAN 


CIRCLE  READER  SERVICE  CARD  NO.  4 
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Know  us 

by  the  companies 

lAffi  E  ONEIDA 

silvercube.  Our  silversmiths’  mark  of 

Monsanto  , 


03  3m 


OWENSHLUNOIS 


d 

General  Mills 


FUCK-REEDY 


CORPORATION 


MOTOROLA 


XEROX 


Rockwell 

International 


ARMCO 

_  V 


STATE  FARM 


INSURANCE 

_  ®j 


MCOONNKL-L.  DOt/6LA« 


TIMKEN 


^B.EGoodrichJ 


IDCKHEI 


Nova  JFj 

Department 

Scotia  rgt 

of  Recreation 

CORNINQ 

CORNING  GLASS  WORKS 


CONTRpL  DATA 
CORPORATION 


Kodak  @ 

Michigan  Boll 

Olin 

©  r.nnn&vFA 


&  GOODYEAR 

TO  CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1 ,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  “ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits  Nflilllll 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 

obligation  —  just  information.  Write:  Director  R0CI*OCI 

of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 
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this  is,"  said  Marvin  McClain,  Vice 
President  of  The  Ralph  M.  Parsons 
Company.  "I  am  most  impressed." 


Region  VII 
Conference 
and  Exhibit 

Working  to  boost  productivity 


Region  VII  emphasized  the  central  issue  of  employee 
activities  and  services  with  the  theme  of  its  1 978  Confer¬ 
ence  and  Exhibit,  "Employee  Recreation  ...  a  key  to 
productivity."  The  28th  annual  western  conference  was 
held  September  28-October  1  at  the  Sheraton  Universal 
Hotel  in  Universal  City,  California.  The  The  Burbank  As¬ 
sociated  Industrial  Recreation  Council  (AIRC)  hosted  the 
meeting. 

Registration  for  the  conference  and  exhibit  opened  at 
noon  on  Thursday,  September  28.  Tournaments  in  ten¬ 
nis,  golf  and  racquetball  had  occupied  some  delegates 
since  nine  o'clock  that  morning.  Region  VII  Junior  Direc¬ 
tor  Phyllis  Smith,  CIRA  told  new  delegates  at  a  Thursday 
afternoon  orientation  session  that  conference  attendance 
is  serious  business. 

"As  a  company  or  organization  representative,"  she 
told  the  first-timers,  "you  have  an  obligation  to  make 
your  attendance  at  this  conference  worthwhile."  Smith 
introduced  the  NIRA  organization  to  the  newcomers. 
She  encouraged  them  to  file  written  reports  on  the  con¬ 
ference  when  they  returned  to  their  companies. 

"Tell  your  organization  who  was  here,  what  hap¬ 
pened,  what  you  learned  and  how  it  applies  to  your  situ¬ 
ation,"  she  said. 

The  exhibit  hall  opened  for  the  first  of  several  ses¬ 
sions  late  on  Thursday  afternoon.  Delegates  and 
exhibitors  received  their  formal  welcome  Thursday  eve¬ 
ning  from  Burbank  mayor,  Byron  Cook.  Marvin  Mc¬ 


Clain,  Vice  President  of  The  Ralph  M.  Parsons  Company, 
told  delegates  about  employee  recreation  programs  he 
saw  and  enjoyed  worldwide  with  his  own  company. 
Until  he  became  acquainted  with  the  AIRC,  however, 
McClain  said,  he  had  not  realized  the  scope  of  the  field. 

"I  had  no  idea  how  highly  developed  this  is,"  Mc¬ 
Clain  confessed  to  the  NIRA  group.  "I  am  most  im¬ 
pressed." 

Official  conference  activities  on  Friday,  September 
29  began  at  6:00  a.m.  A  group  of  forty-five  men  and 
women,  whose  ages  spanned  several  decades,  turned 
out  for  an  introductory  physical  fitness  training  program 
led  by  Ken  White,  CIRA,  a  veteran  fitness  expert. 

White  and  two  assistants  measured  the  blood 
pressure  of  every  participant,  guaged  each  person's 
basal  pulse  rate  and  led  the  entire  group  through  a  "step 
test".  Stretching  exercises  followed.  The  group  then  di¬ 
vided  into  three  units  according  to  measured  fitness  lev¬ 
els  for  the  final  jogging  portion  of  the  activity. 

Educational  sessions  began  for  everyone  at  breakfast 
Friday  morning  with  a  topic  near  to  the  heart  of  every 
delegate,  personally  and  professionally:  stress  manage¬ 
ment.  Dr.  William  Snow,  a  psychologist  with  the  Ameri¬ 
can  Management  Association,  told  delegates  that  a  cer¬ 
tain  amount  of  stress  is  good.  "The  question  is,"  said 
Snow,  "when  does  stress  stop  being  good?"  It  is  essen¬ 
tial,  he  continued,  for  employee  program  directors  to 
recognize  damaging  levels  of  stress  in  themselves  and  in 
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Forty-five  people  attended  an  early-morning  fitness  session  led  by  Ken  White,  CIRA. 


the  employees  they  serve.  His  analysis  of  stress,  its  effect 
on  productivity,  and  the  various  means  to  relieve  it  will 
appear  as  a  full  feature  article  in  a  later  issue  of  RM. 

Friday's  schedule  continued  with  concurrent  educa¬ 
tional  sessions.  In  “The  ABC  of  Bowling",  delegates 
learned  about  working  with  bowling  houses  from  Ken 
Hurley,  Executive  Secretary  and  Treasurer  of  the  Ameri¬ 
can  Bowling  Congress;  and  Don  Sweeney,  President  of 
the  California  Bowling  Proprietors'  Association.  Ken 
Leonard  of  Lockheed-Sunnyvale  talked  about  "Improv¬ 
ing  Industrial  Recreation  Facilities"  during  the  same 
hour.  In  a  third  concurrent  session,  a  public  recreation 
administrator  told  his  industrial  counterparts  howto  deal 
with  public  recreation  administrators. 

"You  have  to  understand,"  said  Howard  Homan, 
Park  and  Recreation  Director  for  the  City  of  Carson,  "it's 
the  politics  of  numbers  for  us.  The  people  who  are  in¬ 
volved  in  politics — in  organized  lobbying  groups — are 
the  ones  who  get  the  attention  .  .  .  When  you  approach 
public  recreation  officials  for  assistance,  you  must  un¬ 
derstand  the  political  realities  of  our  lives.  We  don't 
need  you." 

Friday  morning  concluded  with  two  more  concur¬ 
rent  sessions.  A  panel  approached  "Planning  and  Im¬ 
plementing  Industrial  Recreation  Programs."  Kathleen 
Campbell,  Recreation  Administrator  for  Memorex  Corp., 
described  an  organizational  approach  to  program  plan¬ 
ning  and  administration.  NIRA  Editor  Mary  Morris  gave 
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an  introduction  to  economical  publicity  techniques  (see 
page  32).  Jack  Minar,  Professor  of  Recreation  at  Long 
Beach  State  University,  described  communication  pro¬ 
cesses,  from  interpersonal  conversations  to  corporate  at¬ 
titudes  as  reflected  in  the  activities  program.  A  concur¬ 
rent  session  for  exhibitors  described  the  information, 
product  and  service  needs  of  NIRA  members.  A  third 
concurrent  session  helped  delegates  understand  their 
roles  relative  to  alcohol  and  drug  abuse  among  employ¬ 
ees.  Hugh  Shanahan,  a  Supervisor  in  the  Drug  Enforce¬ 
ment  Administration  of  the  U.S.  Department  of  Justice, 
discussed  administrative  considerations  in  serving  al¬ 
cohol,  recognizing  chemical  abuse  problems  and  devel¬ 
oping  employee  counseling  programs. 

California's  tax-limiting  "Proposition  1 3"  was  a  daily 
topic  of  informal  discussions  at  the  Burbank  conference. 
It  was  the  formal  subject  for  Friday  luncheon  speaker 
L.  E.  Naake,  Executive  Director  of  the  California  Parks 
and  Recreation  Society. 

"The  worst  impact  of  Proposition  1 3,"  Naake  said, 
"is  that  it  takes  control  away  from  local  governments  by 
shifting  dollar  power  to  the  state."  Public  parks  and  rec¬ 
reation  are  among  the  services  hardest  hit,  said  Naake, 
because  it  is  so  difficult  to  establish  a  cost-benefit  ratio 
for  them.  Public  recreation  officials  must  then  consider 
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Dr.  F.  W.  Kasch 


Dr.  William  Snow 


Howard  Homan 


two  possible  reactions  to  budget  cutbacks.  They  can  in¬ 
crease  user  fees,  which  help  push  recreation  services  out 
of  the  reach  of  the  poor.  They  can  also  force  programs  to 
become  self-supporting,  an  approach  which  can  work 
for  some  activities  but  is  virtually  impossible  for 
facilities.  California's  tax  limitations  and  similar  initia¬ 
tives  in  other  states,  Naake  forecast,  will  force  citizens  to 
turn  to  private  sources  of  recreation  services,  including 
programs  sponsored  by  their  employers. 

Friday  afternoon  was  filled  with  do-it-yourself  learn¬ 
ing  opportunities.  The  exhibit  hall  opened  for  another 
session.  Many  delegates  took  a  first-hand  look  at  the  en¬ 
tertainment  business  with  a  tour  of  Universal  Studios. 

Saturday  morning  began  with  a  breakfast  of  sausage 
and  eggs  and  an  expert  word  on  fitness  from  Dr.  F.  W. 
Kasch.  Kasch  is  a  professor  of  Kinesiology,  Physiology  of 
Exercise  and  Rehabilitation  at  San  Diego  State  Univer¬ 
sity.  He  also  is  a  director  of  the  University's  Physical  Fit¬ 
ness  Lab. 

"Each  person  is  responsible  for  his  own  health  and 
lifestyle,"  said  Kasch.  "Your  job,"  he  told  the  assembled 
program  directors,  "is  to  give  people  the  opportunity  to 
stay  healthy.  Your  job  can  be  very  rewarding  because 
you  can  be  fairly  sure  that  you  are  helping  people." 

Exercise  must  be  fitted  to  the  individual,  Kasch  said. 
It  must  be  part  of  a  totally  healthful  lifestyle.  Sports  are 
fun,  he  continued,  but  they  should  not  be  programmed 
for  fitness  training.  Competitiveness  is  fine  in  its  place, 
too,  he  acknowledged,  but  it  should  not  be  part  of  the 
employee  fitness  program.  He  cited  the  growing  interest 


in  marathon  running,  as  a  case  in  point. 

"Our  objective  ought  to  be  health  and  longevity,  not 
beating  somebody,"  Kasch  emphasized.  "We  have  been 
taught  since  we  were  youngsters  that  we  have  to  go  out 
and  win  .  .  .  that  means  we  have  one  winner  and  a 
thousand  people  who  lost.  I  don't  think  marathons  are  a 
healthy  thing." 

NIRA  President  Richard  Brown,  CIRA  became  part 
of  the  educational  program  Saturday  morning  when  he 
offered  a  session  on  "Managing  Recreation  Program 
Monies."  Brown,  who  is  General  Manager  of  the  Texins 
Association  of  Texas  Instruments,  used  his  own  success¬ 
ful  budgeting  system  as  an  example. 

"The  purpose  of  any  financial  system,"  explained 
Brown,  "is  to  see  what  is  coming  and  be  able  to  handle 
it."  To  do  so,  Brown  said,  the  recreation  director  must 
plan  ahead  for  the  entire  fiscal  year,  forecast  both  at  the 
outset  and  throughout  the  year,  analyze  variances  from 
the  budget  and  be  able  to  adjust  accordingly. 

In  a  concurrent  session,  professional  tennis  player 
and  author  Alan  Bolton  discussed  the  fine  points  of  rac- 
quetball  and  tennis  and  offered  tips  on  how  to  prevent 
injuries. 

Mdre  concurrent  sessions  completed  the  Saturday 
morning  program.  John  Jesse,  former  industrial  security 
manager  and  captain  of  the  Los  Angeles  Police  Depart¬ 
ment,  listed  basic  security  considerations  for  company- 
owned  and  leased  facilities,  and  for  the  safekeeping  of 
money  and  supplies.  In  another  session,  a  panel  pro¬ 
vided  a  varied  look  at  "Contracting  Educational/ 
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Recreational  Programs."  The  group  recommended 
sources  for  instructors  as  well  as  tips  on  educational  ser¬ 
vice  contracts.  Included  on  the  panel  were  Flo  Williams, 
Recreation  Supervisor  for  Kaiser  Aluminum  and  Chemi¬ 
cal  Corp.;  Ruby  Williams,  President  of  the  Employee 
Recreation  Association  at  Motorola-Scottsdale;  and  Phil 
Kenny,  Director  of  Training  at  Motorola-Phoenix. 

Two  of  the  most  popular  and  well  attended  sessions 
of  the  Burbank  Conference  featured  Dr.  E.  Cheraskin, 
Chairman  of  the  Department  of  Oral  Medicine  at  the 
University  of  Alabama.  In  the  first  of  two  lectures, 
Cheraskin  told  delegates  that  they,  rather  than  physi¬ 
cians,  may  have  the  best  chance  to  safeguard  employ¬ 
ees'  well-being  by  giving  employees  the  ability  to  com¬ 
bat  environmental  threats  to  health. 

"The  medical  problems  in  this  country  are  social," 
Cheraskin  told  the  audience.  "They  are  a  result  of  the  air 
we  breathe,  the  water  we  drink,  and  the  food  we  eat — 
and  what  we  do  that  interferes  with  them." 

Cheraskin  described  two  familiar  myths  about 
health.  First  of  all,  said  Cheraskin,  "Germs  don't  cause 
disease.  Germs  that  enter  a  weak  system  cause  disease." 
Secondly,  he  continued,  "There  are  no  dietary  'magic 
bullets'  to  cure  specific  health  problems.  There  is  one 
good  diet  for  overall  health,  with  individual  variances  to 
compensate  for  lifestyle  differences." 

In  his  afternoon  session,  Cheraskin  repeated  his  ear¬ 
lier  contention  that  lifestyle  is  responsible  for  most 
American  health  problems.  He  agreed  with  Kasch  that 
improved  diet  and  sensible  exercise  will  help  protect 


health.  Because  of  our  lifestyle,  however,  Cheraskin 
added,  certain  "resistance  agents",  such  as  vitamins,  are 
necessary  to  protect  us  against  the  harmful  agents  we 
introduce  into  our  environment. 

Also  Saturday  afternoon,  a  team  of  recreation  profes¬ 
sionals  gave  some  practical  advice  on  the  "Procurement 
of  Recreation  Supplies,  Equipment  and  Materials."  Joe 
Smith,  CIRA,  Recreation  Manager  with  the  U.S.  Naval 
Shipyard  in  Bremerton,  Washington,  and  Susan  Siwicki, 
CIRA,  Employee  Services  Supervisor  of  Bankers  Life  and 
Casualty  Company,  explained  how  to  find  reliable 
suppliers,  how  to  negotiate  and  protect  agreements,  and 
more. 

Saturday  evening  opened  with  another  exhibit  hall 
session,  followed  by  a  dinner/dance.  Los  Angeles  televi¬ 
sion  weatherman  and  personality  Dr.  George  Fishbeck 
offered  a  light  speech.  "The  Saints",  entertainers  from 
the  Queen  Mary,  next  year's  Region  VII  Conference  site, 
provided  musical  entertainment.  In  a  special  highlight  of 
the  evening,  the  Industrial  Recreation  Councils  of  Re¬ 
gion  VII  honored  Ellis  Rhodes,  CIRL  of  Solar.  Rhodes,  a 
former  member  of  the  national  Board  of  Directors  and  an 
active  regional  leader  for  many  years,  accepted  an  en¬ 
graved  plaque  from  Region  VII  Senior  Director  Bob 
McCray. 

Spouses  who  attended  the  western  conference  had  a 
busy  and  interesting  intinerary  of  their  own.  On  Friday, 
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Region  VII  Conference  continued 


they  visited  the  Getty  Museum  and  enjoyed  lunch  at  the 
well-known  Sand  Castle.  Many  of  them  also  enjoyed  the 
fascinating  Universal  Studio  tour  Friday  afternoon. 

Saturday  morning's  spouses'  program  began  with 
brunch  at  the  quaint  Victoria  Station  and  continued  with 
a  live  taping  of  “Hollywood  Squares"  and  a  tour  of  NBC 
studios. 

Sunday,  October  1  began  with  an  all-conference 
breakfast  meeting.  Delegates,  exhibitors  and  spouses 
acknowledged  the  work  of  the  1 978  conference  commit¬ 
tee: 

CONFERENCE  CHAIRMAN 
Bill  Ranney 

Home  Federal  Savings  &  Loan,  Los  Angeles 

PROGRAM  CHAIRMAN 
Ken  White,  CIRA 

then  of  Rockwell  International,  Los  Angeles 

REGISTRATION  CHAIRMAN 
Bill  Burton 
City  of  Burbank 
EXHIBITORS  CHAIRMAN 
Rose  Cone 

Universal  Studios  Tour,  Universal  City 

FINANCE  CHAIRMAN 

Ken  Wattenberger,  CIRA 

Lockheed  Employee  Recreation  Club,  Burbank 

ENTERTAINMENT  CHAIRMAN 

Chuck  Conover 

Serve-All  Marketing,  Villa  Park 

PUBLICITY  CHAIRMAN 
Bob  Pindroh,  CIRA 

The  Ralph  M.  Parsons  Company,  Pasadena 
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SERGEANT-AT-ARMS/HOSPITALITY  &  THEME 
Brooks  Vinson,  CIRL 

Jet  Propulsion  Laboratory,  Pasadena 

SPOUSES  PROGRAM 
Sally  White 

Rockwell  International,  Atomics  international 

Regional  voters  cast  their  ballots  for  two  new  Junior 
Directors- Elect.  Jim  McKeon  of  Cubic  Corp.  and  Bill 
Bruce  of  Motorola-Scottsdale  were  chosen  to  represent 
the  region  on  the  national  Board,  beginning  next  May. 

NIRA  Executive  Director  Patrick  Stinson  praised 
western  members  for  the  exceptional  strength  and  exper¬ 
tise  their  organization  shows  the  rest  of  the  Association. 

"Regional  management  will  be  the  key  to  the  future 
of  the  Association,"  said  Stinson,  “and  Region  VII  pro¬ 
vides  the  example  and  assistance  that  every  other  region 
can  follow." 

NIRA  President  Richard  Brown,  CIRA  told  delegates, 
"I  am  always  amazed  at  the  vitality  of  Region  VII." 
Brown  repeated  the  theme  of  his  1978-79  term  as  As¬ 
sociation  President:  professionalism. 

“Professionalism  takes  work,"  said  Brown.  "It  de¬ 
mands  a  continual  striving  for  self-improvement.  You 
know  that — and  that  is  why  you  have  devoted  the  time 
and  effort,  and  in  some  cases,  the  personal  expense  to 
attend  this  Conference." 

NIRA  Junior  Director  PhyIJis  Smith,  CIRA  invited  all 
delegates  to  attend  the  1979  Region  VII  Conference  and 
Exhibit,  hosted  by  the  Orange  County  Industrial  Recrea¬ 
tion  Council,  September  20-23,  1979,  aboard  the 
Queen  Mary. 
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(Above)  Educational  sessions  were  the  heart  of  the  ~ 

Conference.  Many  delegates  compiled  detailed  reports  Continued  on  following  page 

for  management  and  their  own  reference. 


Saturday  evening  included  dancing. 


Exhibitors  offered  programming  ideas. 
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The  Western  Region  Sports  and  Hobby  Show 


A  special  exhibit  attached  to 
the  Region  VII  Conference  spot¬ 
lighted  the  best  sports  and  hobby 
clubs  from  among  the  Burbank 
AIRC's  150  members.  Eighteen 
clubs  built  and  staffed  high- 
quality  booths  that  displayed  and 
explained  their  special  interests. 
Representatives  told  delegates 
about  clubs  for  shooting  sports, 
motorcycle  touring,  golf,  skiing, 
ham  radio  operation,  music  ap¬ 
preciation,  drama,  treasure  hunt¬ 
ing,  mining  and  prospecting, 
ceramic  arts,  radio-controlled 
model  flying,  gemcraft,  stamp  col¬ 
lecting,  backpacking,  photogra¬ 
phy,  and  search  and  rescue. 


The  Show  included  a  radio-controlled  flying  club  booth  (above) 
and  a  search  and  rescue  demonstration. 


profe/zionol  /ervice/  directory 


Kotz  C  Schneider 


LAND  AND  RECREATION  PLANNING  AND  DESIGN 


ONE  MONY  PLAZA  •  SYRACUSE,  NEW  YORK  13202  •  315/475-4157 
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Region  III  Conference 

Understanding  employee  motivation 


Speaker  James  Hoke  (standing)  put  delegates  through  several  stress-creating  situations, 


The  second  annual  Region  III  Conference  program 
featured  two  speakers  who  are  experts  on  employee 
motivation.  The  one-day  seminar,  October  4,  1 978,  was 
cohosted  by  the  Chicago  Association  for  Recreation  and 
Employee  Services  (CARES)  and  the  Flick-Reedy  Cor¬ 
poration,  at  Flick-Reedy's  suburban  Chicago  headquar¬ 
ters.  In  addition  to  the  sessions  on  employee  motivation, 
the  event  included  several  informal  workshops  and  an 
introduction  to  low  cost  publicity  techniques. 

Registration,  under  the  direction  of  Helen  Ecker, 
CIRA,  began  at  8:00  a.m.  CARES  President  Bill  Hill  op¬ 
ened  the  Conference  an  hour  later  with  a  welcome  to  all 
delegates.  Michael  Brown,  CIRA,  who  was  Assistant  Ex¬ 
ecutive  Director  of  NIRA,  outlined  the  Association's  or¬ 
ganizational  structure  and  described  its  member  ser¬ 
vices. 

"The  greatest  service  we  offer,"  said  Brown,  "is  the 
opportunity  for  members  to  learn  from  one  another. 
When  I  was  a  recreation  director,  I  was  somewhat  iso¬ 


lated  in  my  company.  There  wasn't  anyone  who  could 
offer  advice,  information  or  ideas  about  employee  recre¬ 
ation.  That  kind  of  help  from  other  professionals  is  what 
NIRA  is  all  about." 

Industrial  psychologist  Jules  Frank  told  delegates  that 
his  specialty,  like  theirs,  "tries  to  get  people  to  work  to¬ 
gether  better".  In  both  areas,  he  said,  organizational  de¬ 
velopment  requires  three  interrelated  components: 
motivation,  communication  and  cooperation.  When 
these  factors  are  in  force,  he  said,  the  organization  is 
characterized  by  effective  leadership,  problem-solving, 
decision-making,  planning,  and  control  as  well  as  per¬ 
sonal  identification  by  employees  with  corporate  goals. 

To  achieve  these  ends,  Frank  said,  managers  must 
begin  with  a  knowledge  of  people.  Transactional 
analysis  (TA),  he  said,  can  help  increase  that  understand- 
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Region  IV  Conference  continued 


ing  by  describing  universal  traits  of  human  behavior. 
According  to  the  TA  perspective,  every  individual  has 
three  basic  ego  states:  a  child,  who  is  the  heart  of  emo¬ 
tion;  an  adult,  who  is  the  rational  problem-solver;  and  a 
parent,  who  represents  learned  values.  All  three  states 
must  operate  if  the  employee  is  to  be  a  balanced  person 
and  produce  at  maximum  capability,  said  Frank.  If  the 
problem-solving  adult  and  the  value-guided  parent  are 
not  working  at  full  potential,  he  said,  it  is  because  the 
child  is  being  ignored.  Recreation,  he  added,  satisfies  the 
child.  Attention  to  the  child,  through  recreation,  releases 
destructive  energy  arising  from  stress  and  restores  pro¬ 
ductive  energy. 

Stress  relief  was  the  topic  assigned  to  afternoon 
speaker  James  Hoke,  a  psychologist  and  hypnotist  who 
fascinated  delegates  at  the  national  Conference  last  May. 

Hoke  arrived  late.  He  was  annoyed  at  the  modest 
size  of  the  seminar  audience.  The  sound  system  did  not 
please  him.  He  opened  his  session  with  an  audience- 
involvement  exercise  whose  instructions  were  rushed 
and  incomplete.  When  a  delegate  confessed  confusion 
about  a  form  Hoke  asked  him  to  complete,  Hoke  dismis¬ 


sed  him  as  "stupid"  and  "hopeless".  Conference  or¬ 
ganizers  shifted  uneasily  in  their  chairs. 

Hoke  halted  his  presentation  after  only  a  few  minutes 
to  ask  delegates  how  he  was  doing.  No  one  responded. 
After  additional  encouragement,  several  delegates  of¬ 
fered  their  opinions.  Hoke  was,  they  said,  rude,  insult¬ 
ing,  hard  to  understand,  demanding,  unreasonable,  in¬ 
consistent,  insensitive  and  intimidating.  Hoke  seemed 
pleased. 

"You  want  to  know  about  stress?"  he  asked.  "How 
do  you  feel?  You  don't  like  me,  but  you're  stuck  with  me. 
That's  stress.  I  can't  tell  you  what  it  is;  you  have  to  feel  it. 
It's  a  physical,  intellectual  and  emotional  experience. 
Alright,  now  let's  talk  about  how  to  deal  with  it."  (Hoke 
revealed  at  a  later  NIRA  Conference  that  his  brief  stress- 
creating  performance  at  the  Region  III  seminar  was  so 
irritating  to  some  delegates  that  his  subsequent  ninety- 
minute  presentation  failed  to  convince  them  that  he  was 
anything  more  than  a  thoroughly  obnoxious  character.) 

Stress,  Hoke  reminded  delegates,  is  created  when 
one  can  neither  fight  against  nor  flee  from  a  threatening 
situation.  People  who  are  under  too  much  stress  do  not 
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perform  well.  There  are  ways  in  which  a  recreation  and 
services  program  can  relieve  stress  and  help  employees 
to  cope  with  stress  that  cannot  be  eliminated,  Hoke  said. 
The  key  to  stress  relief,  Hoke  summarized,  is  learning  to 
relax.  The  recreation  program,  he  said,  can  help  employ¬ 
ees  learn  to  relax  and,  thereby,  become  more  produc¬ 
tive.  Managers  can  learn  that  effective  supervision  does 
not  rely  primarily  on  creating  stress.  The  recreation  pro¬ 
gram  can  provide  opportunities  for  personnel  from  all 
levels  to  communicate  with  one  another  as  responsible 
adults,  reducing  stress  on  the  job.  The  program  can  also 
offer  physical  release  for  the  tension  that  job  related 
stress  can  build. 

In  addition  to  the  motivation  and  stress  relief  material 
gleaned  from  featured  speakers,  Region  III  Conference 
delegates  heard  some  practical  advice  on  publicity  from 
Melvin  C.  Byers,  CIRA,  the  NIRA  Consultant. 

"Too  often,"  said  Byers,  "publicity  is  an  after¬ 
thought.  You  have  to  build  it  into  your  program  from  the 
start.  Your  planning  committee  and  your  publicity  chair¬ 
man  must  work  together." 

Byers  keyed  his  presentation  to  the  delegates  who 
must  operate  within  very  limited  budgets.  In  addition  to 
explaining  low-cost  publicity  options,  he  distributed 
samples  of  clip  art,  presstype  and  other  ready-made  pub¬ 


licity  aids. 

Byers  was  also  among  several  NIRA  professionals 
who  led  morning  and  afternoon  workshops  at  the  Region 
III  Conference.  His  discussion  group  exchanged  "Pro¬ 
gram  Ideas".  Other  concurrent  workshops  covered 
"Employee  Services  and  Their  Effect  on  Productivity" 
with  Michael  Brown,  CIRA;  "Benefits  of  a  Discount  Pro¬ 
gram"  with  Bill  Hill;  "Special  Events  Planning"  with 
Susan  Siwicki,  CIRA;  "Management  Involvement"  with 
Alan  Benedeck;  and  "Liability — A  Recreation  Adminis¬ 
trator's  Concern"  with  Frank  Chico. 

Conference  Coordinator  Susan  Siwicki,  CIRA  closed 
the  Region  III  meeting  with  thanks  to  her  fellow  national 
Board  members  who  attended.  They  were  NIRA  Secre¬ 
tary  Elizabeth  Burchard,  CIRA;  Region  III  Junior  Direc¬ 
tors  Alan  Benedeck  and  Gene  Miller,  CIRA;  and  Vice 
President  of  Public  Relations  Art  Conrad,  CIRA,  also  of 
Region  III.  Siwicki  is  the  Region's  Senior  Director.  Spe¬ 
cial  thanks  also  went  to  Flick-Reedy  Corporation,  as 
well,  for  opening  its  facilities  and  providing  a  buffet  lun¬ 
cheon  for  the  event. 

Region  III  leaders  hope  to  follow  their  first  two  local 
meetings  with  a  third  in  1979.  Details  will  be  published 
in  RM  as  they  are  released.  PIH 


A  Lot  ol  Leisure  Vocation! 

On  tine  GULF  OF  MEXICO 

2000  FT.  OF  BEACH 

HOTEL  •  CABANAS  •  EFFICIENCYS  •  APARTMENTS  •  VILLAS 
TENNIS  -  18  HOLE  GOLF  COURSE 
EXCELLENT  DINING  ■  EXCITING  GUESTS  FUNCTIONS 

_ •  SPECIAL  NIRA  RATES  • _ 

Write  For  Our  "VALUE  PACKAGE  VACATION  BROCHURE" 
COMPANY  P.O.  BOX  8337,  N.  REDINGTON  BCH.,  FLA.  33738 

CIRCLE  READER  SERVICE  CARD  NO.  8 


RM,  November/December,  1978 


31 


From  an  educational  session 

1978  NIRA  Region  VII  Conference  and  Exhibit 


Publicity  for  pennies 


How  to  get  out  the  word  about  your  program 
while  you're  getting  by  on  a  small  budget 


Publicity  is  basic  to  every  employee  program.  All  rec¬ 
reation  directors,  professional  and  volunteer,  know 
that.  But  getting  the  word  out  can  seem  difficult  if  you 
must  work  with  very  modest  assistance  and  funding. 
Limited  resources  need  not  limit  your  capacity  for  crea¬ 
tive  publicity,  however.  You  can  do  better  than  get 
by  .  .  .  with  a  little  help  from  your  friends.  First,  of 
course,  you  must  determine  the  place  of  publicity  in 
your  program. 

WHAT  IS  PUBLICITY? 

Publicity  is  information  about  your  program,  dis¬ 
seminated  by  any  medium  to  attract  public  notice.  Suc¬ 
cessful  publicity  helps  you  meet  your  goals  and  objec¬ 
tives.  It  makes  your  program  possible  by  communicating 
your  concept  to  employees  and  motivating  them  to  par¬ 
ticipate.  Publicity  must  be  an  integral  part  of  program 
planning  and  implementation. 

WHAT  PUBLICITY  IS  BEST? 

Whatever  works — This  depends  on  the  nature  of  the 
activity  or  program,  the  kind  and  number  of  participants 
you  want  to  reach,  and  the  corporate  policies  to  which 
you  must  adhere. 

Whatever  you  can  afford — Of  course,  your  budget 
determines  how  costly  a  publicity  campaign  you  can 
wage,  but  it  should  not  inhibit  the  number  of  approaches 
you  are  willing  to  consider.  There  are  ways  you  can  gen¬ 
erate  publicity  at  virtually  no  cost  and  others  that  are 
surprisingly  inexpensive.  There  are  also  a  number  of 
places  you  can  turn  for  help. 


WHAT  DOES  PUBLICITY  DO? 

Publicity  stimulates  interest  in  your  program  by  mak¬ 
ing  potential  participants  aware  that  the  program  exists 
and  reminding  them  of  it  in  new  and  interesting  ways 
throughout  the  year.  It  also  informs  management  per¬ 
sonnel  about  your  efforts  and  stimulates  their  personal 
interest  and  official  support. 

Publicity  generates  participation  by  informing  em¬ 
ployees  about  activities  in  their  individual  areas  of  inter¬ 
est.  It  helps  to  establish  and  maintain  supportive  special 
interest  groups  within  the  larger  program. 

Publicity  attracts  support  for  employee  programs.  It 
shows  that  specific  activities  are  being  offered  for  the 
investment  both  management  and  employees  make. 
Publicity  materials  also  contribute  to  the  record  of  your 
progress  toward  meeting  your  goals  and  objectives. 

There  are  four  basic  steps  to  any  publicity  campaign: 

(1)  GET  PEOPLE'S  ATTENTION 

(2)  GIVE  THEM  YOUR  MESSAGE 

(3)  MOTIVATE  THEM  TO  ACT 

(4)  PROVIDE  A  MEANS  BY  WHICH  TO  ACT 

Effective  publicity  of  a  good  program  is  an  employee 
service  in  itself.  It  is  designed  not  to  get  people  to  do 
what  you  want  them  to  do;  but,  rather,  to  make  real, 
valuable  activities  and  services  accessible  to  them.  At 
each  step,  therefore,  it  respects  the  audience  of  potential 
participants. 
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(1)  GET  PEOPLE'S  ATTENTION 

Be  predictable.  Use  all  customary  media  to  which 
employees  turn  for  information.  In  most  companies, 
these  include  the  company  or  recreation  newsletter,  bul¬ 
letin  boards,  activity  flyers,  annual  reports,  and  so  forth. 
Help  employees  become  accustomed  to  consulting 
specific  media  at  particular  times  for  updates  on  the  pro¬ 
gram. 

Be  unpredictable,. Go  beyond  the  basic  necessities  of 
publicity.  There  are  a  great  many  ways  to  spread  the 
word  about  your  program.  Once  you  begin  to  enumerate 
them,  you  may  be  astonished  at  the  number.  A  prelimi¬ 
nary  list  includes: 

Word  of  mouth 

Personal  messages  from  activity  leaders  to  employees 

Telephone  Campaigns 

Announcements  by  supervisory  personnel 

"Grapevine"  campaigns 

Announcements  via  a  public  address  system 

The  printed  word 

Booklets,  flyers  and  brochures 

Personal  memos  to  employees  at  work 

Direct  mailings  to  employees'  homes 

Pay  envelope  stuffers 

Time  card  attachments 

Posters 

Tent  signs  on  cafeteria  tables 
Reading  rack  systems 
Annual  reports 

Assorted  media 

Special  display  boards  and  easels 
Indoor  and  outdoor  signs  and  banners 
Buttons,  pins  and  badges 
Bumper  stickers  and  window  decals 
Sandwich  boards,  hats,  tee-shirts 
Mobiles 

Staffed  information  booths 

Flags,  balloons  and  streamers 

Publicity  events 

Kick-offs 

Receptions 

Grand  openings 

Parades 

Contests  for  participants 
Competitions  for  ticket  sellers 
Raffles  and  prize  drawings 


Repeat  the  message.  Use  several  media  and/or  rep¬ 
etitions  to  amplify  your  call  for  attention.  We  all  tend  to 
take  a  message  seriously  only  after  we  have  heard  it 
many  times  and  discovered,  by  word  of  mouth,  that 
"everyone"  knows  about  it.  It  is  almost  impossible  to 
overdo  publicity. 

Keep  it  consistent.  Find  a  theme  in  title,  design, 
color,  music,  or  whatever  way  is  appropriate.  Follow 
your  theme  in  every  repetition  of  your  message. 

(2)  GIVE  THEM  YOUR  MESSAGE 

Keep  it  simple.  Communicate  what  you  want  people 
to  remember.  Avoid  the  "static"  of  non-essential  infor¬ 
mation  that  detracts  from  your  message.  Keep  it  clear, 
concise  and  to  the  point.  Stick  to  the  basic  five  W's: 
What  is  the  activity  or  program?  Give  it  a  name  everyone 
can  understand.  Do  not  assume,  for  instance,  that  all 
employees  know  that  "Summer  Faire"  is  the  annual  fam¬ 
ily  picnic.  A  catchy  title  or  club  name  can  work,  but  be 
sure  to  explain  what  it  means. 

When  will  the  event  or  program  occur?  Note  days,  dates, 
hours.  Be  specific  about  opening  times,  deadlines  and  so 
forth. 

Where  will  the  event  be  held  or  the  service  made  avail¬ 
able?  Again,  do  not  assume  that  everyone  knows  where 
"Lakeside  Park"  is.  Give  directions  and  supply  a  map,  if 
necessary. 

Who  is  eligible  to  participate?  Is  the  event  or  program 
open  to  all  employees?  Is  a  certain  length  of  service  re¬ 
quired?  Are  retirees  welcome?  Are  family  members  in¬ 
vited?  May  employees  bring  guests? 

Why  would  anyone  want  to  participate?  Providing  moti¬ 
vation  is  essential — and  a  topic  in  itself. 

Make  it  affordable.  There  are  many  effective  and 
creative  means  of  publicity  that  are  possible  on  a  small 
budget.  The  key  to  holding  down  publicity  costs  is  learn¬ 
ing  to  get  by  with  a  little  help  from  your  friends. 

Friends  at  home/the  professionals — Establish  a  good 
working  relationship  with  publicity  professionals  in  your 
company's  communications  departments.  Ask  them  how 
you  can  help  them  carry  recreation  news  in  the  media 
they  produce.  Make  it  easy  for  them  to  assist  you: 

•  Respect  their  deadlines 

•  Provide  complete  and  timely  information 

•  Structure  your  information  according  to  their 
guidelines 

•  Supply  illustrations  whenever  possible 
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Publicity  for  Pennies  continued 


Recruit  professionals  from  the  communications, 
marketing,  advertising  and  duplicating  departments  as 
participants  in  your  activities.  Enlist  their  assistance  as 
official  advisors,  board  members  and  committee  heads. 
Tap  them  for  advice  and  direct  assistance. 

Friends  at  home/the  talented  amateurs — Make  an  ef¬ 
fort  to  meet  artists  and  photographers  among  the  general 
employee  population.  Their  help  can  often  be  enlisted 
for  the  cost  of  materials  alone,  as  long  as  you  are  gener¬ 
ous  in  your  thanks  and  make  an  effort  to  recognize  their 
contributions. 

Friends  from  outside — Suppliers  who  work  with  you 
can  be  excellent  sources  of  publicity  because  they  want 
to  help  you  promote  their  products  and  services  to  em¬ 
ployees.  Travel  agents,  tour  operators,  theme  park  pro¬ 
moters,  hotels  and  restaurants,  merchants  with  discount 
programs  and  many  other  suppliers  are  ready  to  help 
you  with  publicity  materials  and  advice.  They  should  be 
able  to  supply  brochures,  flyers,  posters,  photographs, 
catalogs,  films,  displays,  speakers  and  more.  Do  not  hes¬ 
itate  to  require  their  assistance.  The  opportunity  you 
offer  to  reach  the  employee  group  will  make  their  pub¬ 
licity  efforts  and  expenses  worthwhile  to  them. 


(3)  MOTIVATE  THEM  TO  ACT 

Some  activities  sell  themselves,  usually  by  reputa¬ 
tion.  With  an  unknown  activity  or  service,  publicity  must 
point  out  its  value.  The  benefits  you  list  must  be  real. 
Exciting  adjectives  and  razzle-dazzle  attention  getters 
may  generate  curious  first-time  participation;  but  only 
substance  will  maintain  employee  respect  and  participa¬ 
tion  in  the  long  run.  Incentives  to  participate  cannot  be 
added  to  a  service  or  activity  by  a  publicist.  They  must 
be  built  in.  This  is  why  it  is  essential  that  publicity  people 
and  program  planners  work  together  from  the  inception 
of  a  new  project. 

There  are  many  ways  to  build  participation  incen¬ 
tives  into  an  unknown  activity.  Common  means  include 
prize  drawings,  raffles,  contests  and  refreshments.  Your 
best  source  of  incentive  suggestions  is  probably  your 
volunteer  recreation  leaders. 

(4)  PROVIDE  A  MEANS 
BY  WHICH  TO  ACT 

Get  'em  while  they're  hot.  Offer  an  immediate  and 
easy  way  for  interested  employees  to  become  involved. 
The  means  will  depend  on  the  activity  and  prospective 
participants.  Some  common  means  include: 

•  Signing  up  to  receive  more  information 

•  Returning  an  order  for  merchandise,  tickets  or  a 
membership  card 

•  Purchasing  merchandise,  tickets  or  cards  on  the 
spot 

•  Making  a  deposit  or  reservation 

•  Calling  a  “hot  line"  for  further  details 

•  Collecting  brochures,  maps,  entrance  passes  and 
other  similar  materials 

Be  prepared  to  follow  through.  Establish  procedures 
for  satisfying  employees  who  want  to  become  involved 
in  the  program.  Do  not  allow  their  motivation  to  wane 
by  postponing  your  follow-through.  If  you  require  reser¬ 
vations,  be  prepared  to  take  them.  If  you  offer  tickets  for 
sale,  be  ready  to  accept  deposits  or  full  payments.  If  you 
list  a  phone  number  to  call  for  complete  details,  make 
certain  that  the  person  who  answers  the  phone  has  the 
necessary  information.  (If  this  is  not  feasible  at  all  hours, 
return  messages  promptly). 

Brief  staff  people  and  volunteers  about  ongoing  ac¬ 
tivities.  Make  complete  information  available,  in  advance 
of  its  general  release,  to  anyone  to  whom  employees 
are  likely  to  turn  with  questions.  Discuss  the  information 
with  these  contact  people  to  make  certain  they  under¬ 
stand  it. 

Use  employee  involvement  to  generate  more  public¬ 
ity.  Involve  initial  participants  in  the  continuing  publicity 
effort.  Supply  them  with  membership  cards,  badges, 
hats,  bumper  stickers,  programs  and  other  materials  that 
will  reinforce  your  message.  Help  them  to  purchase 
tee-shirts,  jackets,  equipment  and  other  merchandise 
that  publicizes  a  specific  activity  or  the  entire  employee 
program.  In  short,  create  a  continuing  source  of  publicity 
from  the  "grass  roots."  Hll 
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New  Northern  California  Council 

is  N IRA's  20th 

NIRA's  greatest  growth  potential  lies  in  the  development  of  Industrial  Recreation 
Councils  (IRC's).  Councils  complement  the  full  services  of  national  membership  with  the 
convenient  personal  contact  and  concentrated  strength  of  local  organization.  NIRA  mem¬ 
bers  in  twenty  communities  have  organized  Councils,  many  of  them  in  the  last  three  years. 

The  newest  Council  is  the  Northern  California  Industrial  Recreation  Council 
(NCIRC),  announced  this  fall.  The  group's  membership  roster  is  expected  to  grow  consid¬ 
erably  in  the  coming  year.  These  are  the  NCIRC's  charter  members: 


OFFICERS 

PRESIDENT:  Lisa  Bradley 

VICE  PRESIDENT:  Maurice  Emanuel 

SECRETARY/TREASURER:  Carol  jesse 

ASSISTANT:  Dianne  Espana 

SERVICE  COORDINATOR:  Ken  Leonard 


Dorothy  Anastole 

Joan  Williams 

Carol  Jesse 

AM  Bruning  Division 

City  of  Sunnyvale 

Tymnet,  Inc. 

Mountain  View 

Sunnyvale 

Cupertino 

Dianne  Espana 

Phyllis  Hocker 

Maurice  Emanuel 

Amdahl  Corporation 

ATI  Division  of  ITEK 

Beech-Nut  California  Corp. 

San  Jose 

Sunnyvale 

Sunnyvale 

Anne  Torres 

Susan  Stettinger 

Marilyn  Snyder 

California  Microwave,  Inc. 

Coherent 

Cushman  Electronics 

Sunnyvale 

Palo  Alto 

San  Jose 

Shirley  Fent 

Frank  Balzano 

Dale  Moore 

Electronic  Arrays 

Entertainment  '79 

First  National  Bank 

Mountain  View 

San  Jose 

of  San  Jose 

Dan  Jones 

Laurie  Christensen 

San  Jose 

Frank  Dill  Travel  Agency 

Frontier  Village 

Joseph  Lanza 

San  Francisco 

San  Jose 

Futurama  Bowl 

Joseph  Molina 

Elsie  Johnson 

San  Jose 

Illumination  Industries 

Interdesign,  Inc. 

Sunnyvale 

Sunnyvale 

Elizabeth  Spears 

Nola  Ann  Morton 

Devon  Hixenbaugh 

Intersil,  Inc. 

Koltron  Corp. 

Le  Baron  Hotel 

Sunnyvale 

Sunnyvale 

San  Jose 

Ken  Leonard 

Rick  Talbot 

Lisa  Bradley 

Lockheed 

Marineworld 

Printex  Corporation 

Sunnyvale 

Redwood  City 

Mountain  View 
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ideas  clinic 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


QOur  new  personnel  director  has  taken  an  inter- 
•  est  in  the  employee  activities  program.  After  f 
years  of  trying  to  get  managment  support,  this  could 
be  our  big  break;  but  it  is  a  mixed  blessing,  too.  The 
new  man  has  required  a  formal  program  proposal, 
beginning  with  written  objectives.  I  know  we  need 
increased  funding,  more  staff  assistance,  new 
facilities  and  so  forth,  but  I  am  unsure  about  how  to 
include  these  goals  in  formal  objectives.  Can  you 
give  me  some  idea  of  how  to  proceed? 

RYou  are  right  to  exercise  care  with  your  initial 
•  presentation  to  the  new  personnel  director.  His 
first  impression  of  you  and  your  activities  will  be  cru¬ 
cial  to  the  future  growth  of  the  employee  program. 

It  is  essential  that  you  differentiate  between  objec¬ 
tives  and  the  means  you  choose  to  fulfill  them.  Objec¬ 
tives  are  those  benefits  to  the  company  and  its  em¬ 
ployees  which  the  program  is  designed  to  produce. 
The  means  you  use  include  the  hiring  of  a  recreation 
staff,  the  development  of  volunteer  leaders,  the  ac- 
quistion  of  facilities,  and  so  forth.  Obviously,  you 
must  know  your  objectives  before  you  can  design  and 
develop  a  program. 

The  particular  objectives  which  your  personnel 
director  approves  will  depend,  among  other  factors, 
upon  the  needs  of  the  company.  Certain  objectives 
are  common  to  most  well-conceived  programs,  how¬ 
ever.  Consider  these  when  preparing  your  proposal: 


1.  To  create  a  spirit  of  cooperation  and  team  unity 
within  the  work  force. 

2.  To  reduce  absenteeism  and  turnover 

3.  To  maintain  and  improve  the  physical  and  men¬ 
tal  health  of  employees 

4.  To  develop  personal  lines  of  communication  be¬ 
tween  employees  at  all  levels 


5.  To  develop  a  bond  of  respect  between  all  levels 
of  the  work  force 

6.  To  discover  and  encourage  leadership  talents 
among  employees 

7.  To  provide  employee  services  to  supplement 
traditional  benefits  packages 

8.  To  provide  employee  benefits  that  create  a  com¬ 
petitive  edge  in  the  recruitment  of  desirable  ap¬ 
plicants 

9.  To  promote  higher  education  among  employees 

10.  To  contribute  to  the  retirement  preparation  of  all 
employees 

11.  To  maintain  mutually  beneficial  ties  between  the 
company  and  its  retired  employees 

12.  To  reenforce  public  awareness  of  the  company's 
concern  for  its  employees  and  community,  as 
well  as  society  in  general 

13.  To  provide  a  system  of  assistance  to  employees 
in  times  of  personal  need 

14.  To  encourage  an  understanding  of  the  free  enter¬ 
prise  system 

All  of  these  interrelated  objectives  have  to  do 
with  increasing  productivity.  Some  also  have  secon¬ 
dary,  public  relations  benefits.  When  these  objectives 
are  met,  many  of  the  basic  human  relations  problems 
inherent  in  any  work  situation  are  minimized.  As  your 
personnel  director  knows,  it  is  under  these  conditions 
that  his  contribution  to  productivity  is  greatest. 


The  "Ideas  Clinic"  comprises  exclusively  questions 
we  receive  from  our  members,  along  with  responses 
from  NIRA  Consultant  Mel  Byers,  CIRA.  For  assistance 
in  any  area  of  industrial  recreation,  write  or  call:  NIRA, 
20  N.  W acker  Dr.,  Suite  2020,  Chicago,  IL  60606  — 
3121346-7575.  mi 
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meet  your  board 


Miles  M.  Carter,  CIRA  continues  his  service 
on  the  NIRA  Board  as  Senior  Director  from 
Region  IV.  Carter  was  elected  at  the  May 
1977  Conference  when  his  one-year  ap¬ 
pointed  term  as  NIRA  Secretary  expired.  His 
current  term  end  next  May. 

Carter  has  worked  for  McLean  Trucking 
Company  in  Winston-Salem,  North  Carolina 
for  twenty-six  years.  His  fulltime  responsi¬ 
bilities  in  the  company's  personnel  opera¬ 
tion  include  its  recreation  program. 

Carter  is  a  former  professional  ball  player,  in  both  baseball  and  bas¬ 
ketball,  and  a  former  professional  umpire  with  the  North  Carolina 
State  Baseball  League.  He  has  won  the  Outstanding  Achievement 
Award  of  the  North  Carolina  Recreation  and  Park  Association  and  a 
Certificate  of  Appreciation  from  North  Carolina  State  College.  Carter 
was  1974-75  NIRA  President. 


Kirt  T.  "Terry"  Compton,  CIRA  is  also  a 
familiar  face  on  the  NIRA  Board  of  Directors. 
The  full  membership  chose  him  as  President- 
Elect  last  May.  He  will  become  President  in 
May  1979.  Compton  is  Executive  Secretary 
of  the  Kodak  Park  Activities  Association  of 
Eastman  Kodak  in  Rochester,  New  York.  The 
employee  activities  program  he  heads  won 
'  the  1977  NIRA/Citizens  Savings  Award  for 
overall  excellence  in  companies  with  over 
10,000  employees  at  one  site.  He  began  at 
Eastman  Kodak  in  1968  as  Recreation  Assistant  at  the  Kodak  Park 
Facility.  He  has  headed  the  operation  since  1972. 

An  experienced  member  of  the  Board  of  Directors,  Compton  has 
served  on  several  committees.  He  has  also  been  Vice  Chairman  of  Re¬ 
gional  Management  and  Program  Chairman  of  the  1976  NIRA  Con¬ 
ference  and  Exhibit.  He  serves  on  the  advisory  board  for  the  recrea¬ 
tion  degree  curriculum  at  Monroe  County  Community  College. 


George  Grigor,  CIRA  heads  recreation  for 
Kodak  Canada,  Ltd.  in  Toronto,  Ontario.  He 
became  a  Junior  Director  last  May  and  will 
serve  on  the  Board  until  May  T  980. 

A  scientist  by  education,  Grigor  holds  a 
B.S.  in  Industrial  Chemistry.  Even  so,  much 
of  his  energy,  on  the  job  and  in  his  leisure 
hours,  has  been  spent  in  athletic  and  recrea¬ 
tional  pursuits.  He  played  professional 
hockey  for  the  Chicago  Black  Hawks  and  the 
Baltimore  Orioles  U.A.  Amateur  Hockey 
Championship  team.  He  has  also  been  Secretary/  Assistant  for  the  pro¬ 
fessional  Hockey  Players  Athletic  Association.  His  municipal  and  in¬ 
dustrial  recreation  involvement  spans  the  last  twenty-five  years.  I'm 


Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 
1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  incl. 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
(817)  387-9102 
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nir«i  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Doug  Messall — (614)  891-8121. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5000. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler — (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  Associations/Washington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month — except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  Bob  Barlow — (714)  236-5717. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA— (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
.more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  adminis- 
itor.  Published  cooperatively  by  the  American 
ciety  of  Association  Executives  (ASAE)  and  the 
lamber  of  Commerce  of  the  United  States.  The  book 
vers  such  basics  as  building  membership,  motivat- 
I  people,  developing  communications,  conducting 
setings,  financing  programs,  handling  public 
ations,  understanding  government  regulations,  and 
)re.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
0  for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr„  □  *$15./2  yrs.,  □  *$18./3  yrs. 
'Include  $1 .00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ease  send  me  the  publication(s)  I  have  checked. 

lave  enclosed  $ . . . . (check  or  money  order) 

MVIE  _ ORGANIZATION 

DDRESS  _ 


MCLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
RA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 

** 


(All  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  a 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Indi 
trial  Recreation  Administrators  (CIRA's)  a 
Leaders  (CIRL’s).  Each  employee  recreati 
specialist  is  listed  with  notes  on  his/her  ec 
cation  and  accomplishments.  46  pages.  $7.51 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  vi 
they  back  industrial  recreation  and  NIRA.  Ch< 
men  of  the  Boards  for  the  Ford  Motor  Compai 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  a 
other  industrial  giants  provide  invaluable  si 
port  for  your  programs.  A  “must  see’’ 
management  in  your  organization.  $5.00  eai 
quantity  discounts  available  for  20  or  more. 


SEE  REVERSE  SIDE  ** 
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SERVICES  &  ACTIVITIES 


Purpose 


The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services  —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Bring  them  to  Mexico.  With  Americano's  very 
economical  Mexico  GrouPlons.  We'll  give  you  a 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
a  la  carte  to  o  full  seven-course  stay. 

In  Acopulco,  when  you  stay  at  one  Americano 
hotel,  you  hove  complete  use  of  facilities  at  our 
other  two  fine  hotels.  Your  group  will  hove  the 
largest  resort  complex  under  the  Acopulco 
sun  to  enjoy. 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  o  spicy 
package  for  your  group  at  the  Fiesta  Palace— 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrouPlons  and  a  supply 
of  brochures,  coll  TOLL  FREE  (600)  403-2777.  In  Texos,  coll 
collect  (8 1 7J'267- 1 3 I 5'.  And  put  a  little  spice  in  your  group. 

Condesa  del  Mar  El  Presidente 
Fiesta  Tortuga  Fiesta  Palace 


Fly  American/Stay  Americana 
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Name  three  places  where 
you  can  dine  like  a  kino, 
eep  like  a  baby,  work  like 
a  Trojan  and  play  to 
your  hearth  content! 


NorthPark  Inn 


Located  in  the  heart  of  North  Dallas, 
NorthPark  Inn  is  just  a  hop,  skip  and  a 
jump  to  the  finest  shopping,  best 
restaurants,  dinner  theaters,  discos 
and  movies  in  the  area,  Then, 
when  you’re  all  tuckered  out,  tuck  yourself  into 
one  of  our  365  ever-so-comfortable  rooms. 


NorthPark  Inn  also  features  extensive  meeting 
and  convention  facilities  to  handle  a 
gathering  of  3  to  3,000. 

So  the  next  time  you  come 
to  Big  “D,”  plan  to  stay  at 
the  big  “N,”  NorthPark  Inn. 


Haply 


Ipnin 


If  Florida  suits 


yourtaste,  try  The  Happy  Dolphin, 
St.  Petersburg.  Your  room  will 
overlook  the  Gulf  of  Mexico,  so  be  sure 
to  have  your  swimsuit  handy.  For  more  fun 
in  the  sun,  try  our  shopping  village, 
theater,  marina,  nightly  entertainment 
or  one  of  our  daily  Disney  World  tours. 
When  you  get  tired  of  playing  around 
and  are  ready  to  get  back  to 
work, 
ask 

about  The  Happy 
Dolphin’s  complete 
convention  facilities. 


Rlan&tion 
Inn 


Get  away  from  it  all  with  "good  old 
Southern  Hospitality”  at  The  Plantation 
Inn,  Crystal  River,  Florida.  Besides  the  excellent 
food  and  charming  atmosphere,  there’s  an  18-hole 
championship  golf  course  and  all-weathertennis 
courts  on  the  premises.  You  can  also  swim,  fish, 
scuba  and  skin-dive  to  your  heart’s  content.  And, 
if  you  wantto  bring  a  planeload  of  friends  along, 
land  on  our  private  airplane  landing  strip. 

As  you  can  clearly  see,  with  our  complete 
convention  facilities,  The  Plantation  Inn  success¬ 
fully  mixes  the  perfect  combination  of  business 
and  pleasure  neatly  wrapped  up  into  one 
delightful  package. 

Now  that  you  know  where  you  can 
find  all  these  wonderful  things 
under  three  roofs,  make 
your  plans  to  visit  one 
of  them  today. 


For  more  information  and  full-color  brochures,  call  or  write: 


NorthPark  Inn  The  Happy  Dolphin 

Sales  Dept.,  9300  N.  Central  Expwy.  Qp  Sales  Dept.,  4900  Gulf  Blvd. 

Dallas,  TX  75231  St.  Petersburg,  FL 33706 

(214)363-2431  (813)360-7011 


NorthPark  Inn,  The  Happy  Dolphin  and  The  Plantation  Inn  are  Caruth  Hotel  and  Resort  Properties , 
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The  NIRA  President 

would  like  a  word  with  you  .  .  . 

. . .  about  combatting  management  cynicism 


"A  cynic  is  a  man  who  knows  the 
price  of  everything  and  the  value  of 
nothing." 

—OSCAR  WILDE 

A  little  healthy  skepticism  from 
management  is  a  good  thing.  It  pre¬ 
vents  us  from  becoming  complacent 
and  reminds  us,  as  we  convince 
management,  of  the  purpose  and 
value  of  our  work. 

A  skeptical  executive  will  ask  you 
to  establish  the  value  of  your  pro¬ 
gram.  A  cynic  will  merely  cite  the 
price,  as  if  that  alone  were  patently 
prohibitive.  If  you  are  doing  your 
job,  you  can  win  the  support  of  the 
skeptic.  If  you  are  unsure  of  the  cost 
effectiveness  of  your  own  program, 
the  cynic  may  stop  you  dead  in  your 
tracks. 

Skepticism  about  employee  bene¬ 
fits  of  all  kinds  is  understandable. 
Private  employers  in  the  U.S.  spent 
an  average  of  nearly  $4,700  per  em¬ 
ployee  in  1978  on  “fringe  bene¬ 
fits".*  That  average  package  in¬ 
cludes  contributions  such  as  Social 
Security  and  workers'  compensation 
which  the  employer  is  obligated  to 
make,  under  law.  Other  benefits  such 
as  group  insurance,  paid  vacation 
and  sick  days,  and  retirement  plans 
are  competitive  necessities  for  any 
employer  who  seeks  a  qualified 
workforce. 

As  inflation  pushes  the  price  of 
these  benefits  ever  higher,  many 
employers  resent  the  hidden  costs  of 
human  resources.  They  may  well 
question  whether  the  cost-benefit 
ratio  is  weighted  against  them.  Em¬ 
ployers  who  already  feel  overtaxed 
by  costs  that  are  rising  beyond  their 


*U.S.  News  and  World  Report,  Nov.  13, 
1978,  p.  85. 


Richard  M.  Brown,  CIRA 
Texas  Instruments,  Inc. 
1978-79  NIRA  President 


control  may  say  “no"  to  one  area 
over  which  they  still  exercise  veto 
power:  the  employee  recreation,  fit¬ 
ness  and  services  program.  Because 
our  non-negotiated  benefits  are 
highly  visible  to  employees,  how¬ 
ever,  an  employer  who  says  “no"  is 
cutting  off  his  nose  to  spite  his  face. 

Our  responsibility  to  our  employ¬ 
ers  and  their  employees  is  to  demon¬ 
strate  that  the  price  of  effective 
employee  programs  is  more  than  jus¬ 
tified  by  their  value.  In  fact,  many 
executives  would  be  amazed  to 
learn  how  little  an  employee  pro¬ 
gram  really  costs,  relative  to  other 
benefits. 

Let  us  recall  the  $4,700  annual 
benefit  cost  per  employee.  Compare 
it  with  the  annual  average  of  $7.00 
per  employee  that  Texas  Instru¬ 
ments,  Incorporated  contributes  to 


the  award-winning  program  of  the 
Texins  Association.  It  may  be  easy  to 
be  skeptical  of  that  figure.  It's  not  a 
typographical  error.  Our  average 
annual  net  cost  of  $7.00  per  em¬ 
ployee  is  the  total  Texins  Association 
subsidy  of  a  program  for  more  than 
20,000  employees  that  includes  17 
clubs,  325  sports  teams,  a  26,000 
square  foot  activities  center  and  ath¬ 
letic  complex,  an  archery  range,  a 
rod  and  gun  club,  a  66-acre 
weekend  camping  ground,  and  a 
fulltime  paid  staff  that  averages  ten 
members.  And  this  subsidy  comes 
from  the  coffee  vending  service  pa¬ 
tronized  by  employees  themselves, 
not  from  corporate  profits. 

We  are  proud  of  our  program;  but 
our  experience  is  not  unique.  Other 
employers  of  varying  sizes — or  the 
separately  incorporated  associations 
for  their  employees— have  discov¬ 
ered  that,  with  a  high  proportion  of 
self-sustaining  activities  and  the  re¬ 
turn  of  vending  machine  profits,  they 
can  offer  valuable  activities  to  each 
employee  for  literally  pennies. 

The  return  on  that  comparatively 
tiny  financial  investment  is  the  one 
prize  other  employee  benefits  ap¬ 
parently  cannot  win:  improved  pro¬ 
ductivity.  The  only  effective  method 
of  cutting  the  inflation  that  steadily 
raises  the  cost  of  doing  business  is  to 
increase  productivity.  It  is  clear  that 
increasing  wages  and  traditional 
benefits  does  not  do  the  job.  Every 
company  I  know  that  has  extended 
the  personal  touch  of  an  employee 
program  believes  in  its  positive  ef¬ 
fect  on  the  success  of  the  enterprise. 
The  price  is  small;  the  value  is  tre¬ 
mendous. 
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The  incomparable  Acapulco  Center.  Completely  redesigned . .  .with  music  pavillion, 
theatres,  fine  restaurants,  boutiques,  discotheque.  The  last  word  in  business  and  pleasure. 


Mexico  has  more  superb  meeting 
sites  than  you're  probably  aware  of. 
The  incomparable  convention  halls 
and  hotel  facilities  of  Mexico  City, 
Acapulco,  Puerto  Vallarta,  Guadalajara, 
Mazatlan  and  Monterrey  have  hosted 
the  world's  leading  corporations. 
International  congresses.  Thousands 
of  incentive  travelers. 

And  there's  our  brand  new 
convention  center  on  Cancun.  Plus 
new  gathering  locations  rising  under 
the  sun  of  Ixtapa/Zihuatanejo. 

A  meeting  in  Mexico  is  a  wise 
business  decision.  A  beautiful 
choice.  For  complete  information, 
mail  in  this  coupon.  Or  call  the 
nearest  office  of  the  Mexican 
Government  Tourist  Office. 


We're  all  business.  But  we  do  it  beautifully 


Ijt.B  MEXICO 

THE  AMIGO  COUNTRY 
MEXICAN  GOVERNMENT  TOURIST  OFFICE 

Director  of  Groups  and  Conventions 

405  Park  Avenue 

New  York,  New  York  10022 

I'm  interested.  And  I'd  like  to  learn  more. 


Name _ 

Title - 

Company _ 

Address _ 

City - State - Zip - 

Telephone _ 
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about  the  cover 


Do  employee  activities  really  improve  productivity?  Companies 
that  support  substantial  programs  believe  in  their  effectiveness; 
but  data  is  hard  to  gather.  The  research  reported  in  our  cover 
story  showed  that  recreation  can  indeed  affect  productivity — 
but  in  an  unexpected  way. 

The  1979  Buyer's  Guide  and  Service  Directory,  included  in  this 
issue,  provides  valuable  clues  to  new  program  offerings,  some 
at  special  discounts.  Keep  the  Guide  for  reference  throughout 
the  coming  year.  Also  in  this  issue,  a  recreation  director  de¬ 
scribes  how  his  local  Industrial  Recreation  Council  (IRC)  helped 
him  expand  and  improve  his  program.  Other  articles  update  our 
information  on  the  continued  efforts  of  Canadian  governmentto 
encourage  employee  recreation  and  fitness  activities  in  the 
private  sector.  We  also  report  on  the  Fall  1978  meeting  of  the 
NIRA  Board  of  Directors  and  the  results  of  the  recent  Recreation 
Management  reader  survey. 


Next  Month:  Program  administration 
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Q&fl 


Melvin  C.  Byers,  CIRA 
NIRA  Consultant 


Q  Several  companies  in  our  area  turn  over  their 
.  profits  from  food  and  beverage  vending 
machines  to  their  employee  activities  programs.  This 
is  a  revenue  source  we  haven't  tapped  yet.  Is  the 
practice  fairly  common? 

R  Funding  for  most  employee  organizations  is  a 
.  delicate  subject  and  one  that  must  be  carefully 
analyzed.  Your  first  objective  is  to  establish  that  the 
organization  is  for  all  employees,  including  those  in 
management.  (In  some  cases,  management  personnel 
maintain  the  belief  that  they  are  not  employees  at  all.) 
Secondly,  there  must  be  an  understanding  on  the  part 
of  all  employees  that  the  operation  of  the  association 
is  a  sharing  proposition  and  not  a  hand-out.  Thirdly, 
funding  must  be  handled  according  to  sound  business 
procedures.  Association  officers  and  members  must 
never  embarass  either  the  association  or  the  company 
by  asking  for  outside  donations.  All  fund  raising 
should  be  approved  by  both  the  company  and  associ¬ 
ation  to  avoid  this  pitfall. 

An  employee  organization  should  be  a  direct 
benefit  of  employment  if  it  is  to  be  as  valuable  as 
possible  to  the  individual  and  the  company.  When  an 
employee  becomes  associated  with  the  company,  an 
association  membership  should  automatically  be  ex¬ 
tended  to  him/her,  without  dues  or  obligation  to  par¬ 
ticipate.  All  individual  events  should  be  funded  sepa¬ 
rately  and  special  interest  clubs  and  departmental 
groups  should  be  formed  and  funded  within  the  as¬ 
sociation  structure.  These  clubs  and  groups  must  then 
collect  dues  or  activities  fees.  Some  major  activities, 
such  as  an  annual  picnic,  the  Christmas  party  or  an 
Easter  egg  hunt,  should  be  open  to  all  employees  for 
free,  at  subsidized  rates,  or  at  a  low,  break-even  ad¬ 
mission  price. 

The  majority  of  employee  programs  I  have  re¬ 
viewed  depend  upon  sources  of  income  above  and 
beyond  membership  dues  and  special  activity  as¬ 
sessments.  Many  depend  on  vending  machine  profits. 
Others  also  absorb  profits  from  canteens,  food  service 
and  company  stores.  Separately  incorporated  em¬ 
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ployee  associations  that  operate  with  such  funding 
are  usually  approved  by  the  U.S.  Internal  Revenue 
Service  as  non-profit  employee  organizations.  Some 
companies  maintain  control  over  placement  of 
facilities  and  vending  machines,  but  find  it  worth¬ 
while  to  assign  any  profits  to  the  association.  When 
the  company  profits  from  the  employee  sale  of  mer¬ 
chandise,  this  profit  must  be  reported  as  additional 
income  and  is  taxed.  When  such  income  is  turned 
back  to  the  non-profit  association,  it  can  become  a 
gift  and  a  tax  deduction.  For  complete  information  on 
the  use  of  vending  profits  by  non-profit  associations 
and  the  tax  advantages  of  such  arrangements,  contact 
the  IRS. 

There  are  additional  benefits  to  the  use  of  funds 
generated  by  sales  to  employees.  Income  from  the 
sale  of  food  or  any  other  merchandise  is  the  obvious 
result  of  employee  participation  in  company-related 
programs.  A  good  relationship  with  employees  is  en¬ 
hanced  by  their  knowledge  that  the  profit  returns  to 
them  through  activities  funding.  This  awareness 
creates  a  greater  concern  for  the  operation  of  facilities 
and  the  maintenance  of  same.  Prices  charged  for  ac¬ 
tivities  are  not  constantly  criticized  as  company  rip- 
offs. 

The  income  derived  from  such  sales  constitutes  a 
company  gift  without  actually  being  derived  from 
company  operational  funds  or  profits.  The  only  alter¬ 
native  to  this  approach  that  I  have  seen  is  a  direct 
subsidy  system  by  which  the  company  considers  op¬ 
eration  of  the  association  as  a  service  and  reduces  the 
prices  charged,  sometimes  even  taking  a  loss.  Of  the 
two,  I  prefer  charging  the  going  price  and  giving  prof¬ 
its  to  the  association.  This  method  tends  to  direct 
moreeredit  to  the  company  without  additional  cost  to 
the  company. 

You  may  already  know  of  many  other  fund-raising 
methods.  Raffles  and  drawings  are  a  good  source  of 
revenue,  but  must  be  limited,  controlled  and 
sanctioned  by  both  the  company  and  the  association. 
Home  bake  sales,  candy  sales,  auctions,  flea  markets 
and  carnivals  are  excellent  money  makers.  Events  for 
which  admission  fees  are  charged  can  also  generate 
income,  but  usually  do  not  return  the  margin  of  profit 
received  from  other  sources.  One  of  the  more  profit¬ 
able  sources  of  income  is  an  association  discount 
store  (for  members  only).  Stores  require  specialized 
expertise  to  operate  safely  in  the  black. 

Overall,  the  financial  structure  of  the  association 
must  be  carefully  developed  and  must  be  considered 
as  a  combined  effort  of  management  and  the  work 
force.  In  this  way,  each  party  benefits  without  loss  to 
the  other.  HT1 
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Relax,  Travel  Planners! 


With  price-controlled,  non-inflation  packages  that  free 
you  from  unexpected  costs...  from  Carefree /David, 
the  dependable  tour  operators  with  an  unsurpassed 
record  of  European  programs  since  1969! 


A  WEEK  IN  MONTE  CARLO... from  $624 

Featuring  7  nights  at  the  spectacular  new  Loews  Monte  Carlo. 
The  4-star  Beach  Plaza  Hotel  also  available.  Thursday  Depar¬ 
tures  via  World  Airways,  June  14-Oct.  18. 

2-WEEK  FLY /HOTEL /CRUISE...  from  $799 

7  nights  in  Palma  de  Majorca  at  4-star  hotels  with  Continental 
breakfast  and  dinner  daily.  7-day  AMERIKANIS  cruise  to  Tunis, 
Malta,  Messina,  Naples,  Genoa,  Toulon.  Monday  departures  on 
wide-bodied  DC-IO’s,  June  11-Oct,  22. 

A  WEEK  IN  COSTA  DEL  SOL... from  $399 

Choice  of  3  first  class  hotels  for  7  nights...  Holiday  Inn.  Melia 
Torremolinos  or  Andalucia  Plaza.  From  May  5  to  Oct.  25. 

2  WEEKS  IN  SPAIN... from  $579 

4  nights  in  Madrid,  2  in  Seville,  7  in  Costa  Del  Sol.  Choice  of 
standard  and  superior  programs.  From  May  5  to  Oct.  5. 

A  WEEK  IN  ROME 

OR  ROME /FLORENCE...  from  $529 

Standard  and  superior  programs.  7  nights  in  Rome  or  4  nights 
Rome,  7  nights  Florence.  Saturdays,  Apr.  21-Oct.  27,  via  World 
Airways. 

2  WEEKS  IN  ITALY... from  $719 

14  nights  Rome/Florence/Venice  on  standard  program; 
Rome/Sorrento/Florence/Lugano  (Switzer!and)/Venice  on  Su¬ 
perior  Program.  Saturdays,  Apr.  21-Oct.  27  via  World  Airways. 


ALL  DEPARTURES  FROM  NEW  YORK  AND  INCLUDE:  Round- 
trip  Jet  Transportation,  Hotel  Accommodations,  Transfers, 
Hotel /Airport  Taxes,  Baggage  Handling,  Bellmen  Tips,  and 
Many  Extras.  Rates  per  person,  double  occupancy. 


Ask  about  our  Special  Easter  Departure  to  Italy:  Apr.  12-22 


OTHER  GREAT  PROGRAMS  STILL  AVAILABLE  TO  ARUBA, 


EUROPE  IS  STILL 
WITHIN  EASY  REACH  IN 


BARBADOS,  NASSAU,  MIAMI,  HAWAII  AND  LAS  VEGAS 


Largest  Tour  Operators  in  the  World  to  Las  Vegas! 


dC 


David  Travels,  Inc. 

1175  N.E.  125  Street 
N.  Miami,  Fla.  33161 


For  Reservations, 

Call  Collect 

(305)  893-0500 

or  in  New  York  (212)  697-1430 

1-800-327-0196 

(except  212,  914  and  516  codes) 

800-223-0080 
(Northeast  only) 


§APCfr« 

49  West  57th  St.  New  York,  N.Y.  10019 


For  Reservations 
Call  Collect 
(212)  826-8130 

800  223  9720 
if  busy  223-9722 

for  general  information 
and  brochures 
826-8100  or  800  numbers. 
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Now  Travel  Planners  Have  an  Unsurpassed  Choice! 


2  GREAT  HOME  LINES  SHIPS! 

2  GREAT  VACATION  DESTINATIONS! 


on  7-Day  “Linger  Longer”  Quality  Cruises  Spring  thru  Autumn 
Sailing  from  New  York’s  New  Midtown  Passenger  Ship  Terminal 


IDORfC 

25,300  Ions 

TO  BERMUDA 


OCEANIC 

39,241  tons 

TO  NASSAU 


Ship  is  hotel  for  4  days  in  Bermuda,  with  reserved 
docking  on  Hamilton's  Front  Street 

Now  there's  an  enchanting  new  way  to  enjoy  nature- 
blessed  Bermuda  with  its  pink-sanded  beaches,  its 
famed  facilities  for  golf,  tennis,  all  water  sports  ...  a 
quality  cruise  on  Home  Lines'  new  star,  DORIC!  2 
swimming  pools  on  spacious  outdoor  decks  plus  indoor 
pool  with  sauna.  A  sweep  of  smartly  appointed  lounges 
across  an  entire  deck  and  still  more  public  rooms  on  a 
deck  above.  Capacity  700. 


Ship  is  hotel  for  2  days  and  2  nights  in  port,  docking 
at  Prince  George’s  Wharf 

PLUS  SPECIAL  CRUISES 
TO  NASSAU  &  BERMUDA 

Year1  after  year,  the  OCEANIC  has  broken  every  exist¬ 
ing  carryings  record  on  her  7-day  quality  cruises  to 
Nassau,  the  vacation  magnet  with  its  historic  sights, 
inviting  beaches  and  lively  nightlife  that  includes  fabul¬ 
ous  Paradise  Island.  Her  magnificent  facilities  include 
the  all-weather  indoor/outdoor  Lido  Deck  with  its  unique 
retractable  Magrodome  Roof  that  slides  open  and 
closed  over  the  entire  2-pool  area.  Capacity  over  1 ,000. 


Whichever  ship  you  choose,  your  people  will  happily  discover  why  Home,  Lines  quality  cruises  are  so  widely  acclaimed.  The 
superbly-trained  Italian  crew  are  gracious,  speak  our  language  and  know  what  it  takes  to  please  passengers.  Lavish 
gourmet  cuisine  from  morning  to  midnight.  Wide  range  of  activities  feature  several  orchestras,  Continental  revues,  variety 
shows,  movies,  galas,  contests,  games.  All  accommodations  have  private  bathrooms  and  other  modern  conveniences  and 
with  2  lower  beds  in  every  double  cabin,  Panamanian  Registry. 

Both  ships  have  a  wealth  of  public  rooms  for  every  requirement.  They  are  well-equipped  with  audio-visual 
facilities  for  meetings  at  sea.  And  our  experience  in  serving  groups  can  be  of  invaluable  help  to  make  your 
program  a  success! 


AND  IN  THE  WINTER  .  .  .  Quality  Cruises 
TO  THE  CARIBBEAN  of  Various  Durations: 

:DORic  •■Oceanic 


FROM  FLORIDA 


FROM  NEW  YORK 


HOME 

LINES 


PHONE  OR  WRITE  FOR  COMPLETE  DETAILS 
AND  FREE  FULL  COLOR  BROCHURE! 


One  WORLD  TRADE  CENTER 

Suite  3969  -  New  York,  N.Y.  10048 

Phone  (212)  432;1414  Olfices  in  Principal  Cities 


lAnAwoU&d.  %oA.  Quality  Stmjtcji _ diomsL  JlnscA  JcunouA  §  Lallan,  (p&AAxmn&L 
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Region  II 

Conference  and  Exhibit 

Making  employee  relations  better 


NIRA  Region  II  followed  its  own  good  example  with 
its  second  annual  Conference  and  Exhibit,  October 
26-28,  1978  in  Toledo,  Ohio.  The  event,  held  at  the 
Ramada  Inn — Southwyck,  presented  a  program  strong 
on  employee  relations  information.  It  was  hosted  by  the 
Toledo  Industrial  Recreation  and  Employee  Services 
Council  (TIRES). 

Program  Chairman  Nancy  Gansmiller  of  DeVilbiss 
Company  opened  the  program  on  Thursday,  October  26 
with  acknowledgements  to  the  local  TIRES  members 
who  organized  the  event. 

"This  is  really  a  NIRA  affair,  though,"  she  added. 
Local  leaders  who  developed  the  Conference  and 
Exhibit  included: 

COORDINATOR 
A.  C.  "Al"  Ward,  CIRA 
Owens-Coming  Fiberglas  Corp.,  Toledo 

ASSOCIATE  COORDINATOR 
Norb  Abel 

Sylvania  Savings  Bank,  Sylvania 

PROGRAM 

Nancy  Gansmiller 

DeVilbiss  Co.,  Toledo 

PUBLICITY 

Melvin  Byers,  CIRA 

TIRES  Executive  Director,  Toledo 

HOSPITALITY 

Jack  Muscolf 

Sun  Petroleum  Products  Co.,  Toledo 


FINANCE 
George  Mullin 

Frigedaire  Employees'  Recreation  Assn.,  Dayton 

REGISTRATION 

Dick  McKenna 

Bostwick-Braun  Co.,  Toledo 

PRIZES/PROMOTION 

Edward  Hilbert,  CIRA 

Battel le  Memorial  Institute,  Columbus 

EXHIBITORS/SPONSORS 

Rich  Nachazel 

Toledo  area  Chamber  of  Commerce,  Toledo 

FOOD/SERVICES 
Betty  Jo  Carr 

Owens-Illinois,  Inc.,  Toledo 

NIRA  President  Dick  Brown,  CIRA  told  Conference 
delegates  how  pleased  he  was  to  fly  from  Dallas  to  at¬ 
tend  the  event. 

"This  sort  of  meeting  is  extremely  important,"  said 
Brown,  especially  because  there  are  some  members  who 
cannot  participate  on  a  national  level  but  who  can  at¬ 
tend  local  conferences."  Brown  challenged  delegates  to 
get  as  much  as  possible  from  the  educational  experi¬ 
ence. 

"Become  involved  in  every  phase  of  the  Conference 
and  Exhibit,"  he  said.  "Meet  everyone  you  can,  both 
delegates  and  exhibitors.  Get  as  much  as  you  can  to  take 


continued  on  following  page 
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Region  II  Conference  and  Exhibit  continued 


back  to  your  own  organizations." 

The  following  morning,  Friday,  opened  with  a  break¬ 
fast,  keynoted  by  NIRA  Executive  Director  Patrick  Stin¬ 
son.  He  outlined  NIRA's  services  and  reinforced  Brown's 
emphasis  on  involvement  in  the  Conference  and  Exhibit. 

Friday's  educational  program  began  with  a  session 
on  communication.  NIRA  Editor  Mary  Morris  teamed 
with  Ernie  Sibley,  Vice  President  of  Public  Relations  for 
TIRES.  Morris  covered  the  basic  considerations  of  in- 
house  publicity.  ("Publicity  for  Pennies,"  RM,  Nov. 
1978,  p.  32.)  Sibley  gave  an  overview  of  communica¬ 
tions  theory. 

"No  matter  what  you  do,"  said  Sibley,  "you  are 
communicating.  You  might  as  well  communicate  the 
message  you  want  to  get  across." 

There  are  three  models,  Sibley  continued,  that  de¬ 
scribe  different  kinds  of  communication.  In  the  "archer- 
target"  model,  the  communicator  simply  directs  infor¬ 
mation  at  an  audience  and  hopes  that  it  is  received  as 
intended.  The  "chess  game"  model  describes  a 
stimulus-response  exchange  of  information.  The  "danc¬ 
ers"  model  describes  dynamic,  uncontrolled  communi¬ 
cations. 

"Since  all  behavior  has  communication  value,"  said 
Sibley,  whatever  management  does  will  communicate 
its  attitude  and  concerns  to  employees.  Doing  nothing 
can  be  as  eloquent  as  a  carefully  choreographed  com¬ 
munications  campaign.  It  is  important  to  remember,  he 
continued,  that  "the  message  sent  is  rarely  the  message 
received."  This  is  because  of  a  host  of  interferences 
that  can  distort  it.  Among  them  are  internal  static,  pre¬ 
occupation,  distraction,  misinterpretation,  conflicting 
non-verbal  messages,  voice  tone  and  emphasis,  context, 
timing,  and  the  relationship  of  the  communicator  to  the 
audience. 


"Maximum  programming  with  a  limited  budget," 
the  next  Friday  session  title,  guaranteed  maximum  at¬ 
tendance.  Speaker  Tim  Shroyer,  CIRA  of  Delco  Air  Con¬ 
ditioning,  told  delegates,  frankly,  "1  have  a  limited 
budget.  Some  of  you  may  have  more  money  to  play  with 
than  I  have.  But  sooner  or  later,  we  all  are  limited.  There 
are  many  ways  that  you  can  get  decent  programs  while 
you  cut  costs." 

Shroyer's  list  of  money-saving  programming  sources 
included:  training  your  own  officials,  utilizing  volun¬ 
teers,  recruiting  student  interns,  emphasizing  cost-free 
and  self-supporting  activities,  generating  profits  through 
recreation  activities,  holding  raffles  (where  legal),  dip¬ 
lomatically  soliciting  bequests  from  interested  retirees, 
working  with  trusted  suppliers  on  promotion  and  spon¬ 
sorship  of  activities,  and  supplementing  your  own  pro¬ 
gram  with  referrals  to  public  recreation  sources. 

Even  employee  programs  that  operate  without  any 
visible  means  of  support  have  resources  upon  which  to 
draw,  according  to  Shroyer. 

"You  have  a  budget,  whether  you  know  it  or  not,"  he 
continued.  Every  cost-free  program  and  every  bit  of  vol¬ 
unteer  assistance  is  valuable.  Every  community  program 
in  which  you  participate  or  to  which  you  refer  employ¬ 
ees  is  another  resource.  Every  NIRA  discount,  tourna¬ 
ment  and  service  counts,  too.  And,  finally,  every  bit  of 
cooperative  assistance  you  gain  from  neighboring  com¬ 
panies  helps  improve  your  program. 

Friday  noon  brought  Region  II  delegates  a  special 
speaker  who  had  delighted  NIRA  audiences  at  several 
previous  conferences:  James  Hoke.  The  motivational 
consultant  and  hypnotherapist  told  the  luncheon  group 
about  "Motivation:  How  to  get  it  and  give  it."  Motiva¬ 
tion  must  include  physical,  emotional  and  intellectual 
involvement,  said  Hoke.  Once  a  need  for  change  be- 


Awards  by  Kaydan 

is  your  one  source  for  quality,  variety, 
custom  designs,  personal  service  and 

RESULTS! 

Trophies 
I  Plaques  NIRA  Exclusive!! 
Hollo  ware  Free  Engraving  on 
Ribbons  Trophy  Plates 
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recognition  and  incentive  awards 

62  Wesley,  Lake  Villa,  IL  60046 
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comes  a  desire  to  make  it  happen,  he  said,  motivation  is 
achieved. 

Friday  afternoon  was  devoted  to  a  new  concept  in 
N1RA  educational  sessions.  In  a  single  large  meeting 
room,  six  speakers  chaired  separate  informal  workshops. 
Within  a  two-hour  period,  groups  of  delegates  moved 
from  one  speaker  to  the  next,  gathering  information  and 
exchanging  ideas.  As  speakers  handled  several  re¬ 
petitions  of  their  material,  they,  too,  learned  about  their 
topics  from  each  successive  group.  An  informative  range 
of  topics  was  covered: 

"How  to  develop  an  employee  discount  program" 
Nancy  Gansmiller  (DeVilbiss  Co.) 

"How  to  develop  a  group  travel  program" 

Martha  Byers,  CIRA  (Owens-Illinois,  Inc.)- 
"How  to  develop  employee  clubs" 

Stephen  Waltz,  CIRA  (Cummins  Engine  Co.) 

"How  to  set  up  a  tournament" 

Louis  Mertens,  CIRA  (State-USIA) 

"How  to  set  up  a  company  outing" 

George  Mullin,  CIRA  (Frigidaire) 

"How  smaller  companies  handle  recreation  and 
employee  services" 

Norb  Abel  (Sylvania  Savings  Bank) 

Friday  evening  included  an  exhibit  hall  reception 
and  the  Conference  banquet.  The  evening's  featured 
speaker,  G.  H.  Williams,  enthusiastically  endorsed  em- 


Said  Williams,  "It's  a  pleasure  to  participate  in  those 
programs  and  to  see  the  appreciation  from  employees. 
It's  what  we  believe  in."  Williams  encouraged  delegates 
to  continue  promoting  employee  services  to  manage¬ 
ment  and  he  added,  "If  you  need  support,  just  call  me." 

Saturday's  half-day  of  educational  sessions  con¬ 
cluded  the  Conference.  At  a  breakfast  session,  Dr.  John 
Rapparlie,  an  industrial  psychologist,  told  delegates  that 
they  will  gain  management  support  by  using  and  sup¬ 
porting  modern  business  management  techniques. 
("Promote  management  development  to  gain  manage¬ 
ment  support,"  RM,  Nov.  87,  p.  6.) 

"The  role  of  recreation  in  stress  management" 
opened  the  Saturday  morning  educational  schedule  after 
breakfast.  Dr.  Dale  Blanton,  Coordinator  of  Recreation 
for  Bowling  Green  State  University,  told  her  audience 
that  recreation  services  offer  an  effective,  inexpensive 
means  of  stress  relief  for  employees. 

Stress,  she  explained,  is  "the  reaction  of  the  body  to 
a  stimulus  that  is  unpleasant."  Both  boring  jobs  and 
high-pressure  work  environments  can  create  stress.  The 
stress  mechanism,  she  continued,  follows  three  phases. 
In  the  "alarm"  stage,  the  body  reacts  with  elevated 
blood  pressure,  increased  heart  rate  and  other  "fight  or 
flight"  preparations.  In  the  second,  "resistance,"  stage, 
the  body  repairs  any  damage  done  in  the  first.  If  stress  is 
heavy  and  chronic,  however,  the  body  will  reach 
exhaustion.  At  this  stage,  a  person  falls  victim  to  diseases 


ployee  programs  on  the  basis  of  his  personal  experience. 


Williams,  who  is  President  of  DeVilbiss  Company  in  To-  continued  on 

ledo,  believes  that  employee  recreation  and  services  following  page 

boosted  morale — and  hence  productivity — in  the  Cana¬ 
dian  division  of  DeVilbiss  which  he  headed  prior  to  as¬ 
suming  his  present  position  in  the  States  two  years  ago. 

According  to  Williams,  the  new  DeVilbiss  employee 
program  in  Toledo,  administered  by  Nancy  Gansmiller, 
had  a  real  and  significant  contribution  to  the  record  prof¬ 
its  reaped  by  the  company  in  1 978. 


Program  Coordinator  Nancy  Gansmiller  and  President  Dick  Brown,  CIRA, 


WacU  club 


HOTEL 


Special  Industrial  Rates 

Catering  to  individual,  couple 
and  family  vacationers. 

Please  write  for  information. 


Jack  Lindeman 
3100  North  Ocean  Boulevard 
Ft.  Lauderdale,  Florida  33308 


Area  Code  305  -  564-8502 

Our  Own  Private  Beach 
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Region  il  Conference  and  Exhibit  continued 


DeVilbiss  President  G.H.  Williams 


Tim  Shroyer,  CIRA  provided  economical  programming  ideas. 


of  all  kinds.  The  effects  of  stress  are  costly,  concluded 
Blanton,  both  to  the  employee  and  his/her  employer.  A 
relatively  small  investment  in  recreation  programs  and 
leisure  counseling  is  insignificant  compared  with  the  toll 
that  unrelieved  stress  can  exact. 

Liability  in  recreation  programs  rated  a  special  edu¬ 
cational  session,  presented  by  attorney  Susan  Kienzle  of 
Owens-Illinois.  She  explained  degrees  of  liability  that 
employee  associations  may  incur. 

The  individual  members  of  an  unincorporated  em¬ 
ployee  association,  she  said,  may  be  held  liable  for  acts 
of  the  association.  An  incorporated,  non-profit  associa¬ 
tion,  on  the  other  hand,  acts  as  a  single  entity  and  shields 
its  members  from  personal  liability  in  most  situations. 

Sponsoring  employers  may  be  liable  under  Workers 
Compensation  when  certain  broadly  defined  conditions 
prevail:  (1)  when  an  injured  party  is  an  employee,  (2) 
when  an  activity  in  which  he/she  is  injured  is  held  on 
company  premises,  (3)  when  participation  is  required  or 
encouraged  or  incidental  to  employment,  (4)  when  the 
employer  stands  to  gain  from  the  person's  participation 
in  the  activity. 

Because  employers  do  stand  to  gain  a  great  deal  by 
sponsoring  employee  programs,  Kienzle  said,  it  is  wise 
for  them  to  protect  themselves  from  the  more  predictable 
and  obvious  areas  of  liability.  She  advised  employee 
clubs  to  incorporate  as  non-profit  associations  or,  at  the 
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very  least,  to  adopt  by-laws  that  define  areas  of  authority 
for  the  association's  officers,  trustees,  and  agents.  She 
also  encouraged  them  to  purchase  general  liability  in¬ 
surance,  use  written  contracts,  collect  signed  releases  for 
hazardous  activities,  schedule  as  many  employee  ac¬ 
tivities  as  possible  away  from  company  premises,  and  to 
use  "hold  harmless"  clauses  in  agreements  with  employ¬ 
ees  and  other  groups. 

Members  of  the  Toledo  Repertoire  Theatre  got  into 
the  act  on  Saturday  morning  with  a  skit  written  espe¬ 
cially  for  the  Conference.  In  two  scenes,  "Mr.  Nice"  (a 
Bogart  type)  solved  employee  morale  problems  at  "Boss 
Bumble's"  bagel  factory  with  the  help  of  TIRES  and  NIRA. 

The  Conference  closed  with  advice  on  profes¬ 
sionalism  from  Leonard  Brice,  Executive  Vice  President 
of  the  American  Society  of  Personnel  Administrators 
(ASPA).  Brice  offered  the  assistance  and  cooperation  of 
his  organization. 

"There  ought  to  be  closer  ties  between  ASPA  and 
NIRA,"  said  Brice.  He  applauded  management  support 
of  employee  programs.  "It  was  great  to  hear  that  DeVil¬ 
biss  story,"  he  continued.  "Here  was  top  management 
attributing  corporate  profits  to  good  employee  rela¬ 
tions."  Brice  also  reminded  delegates  of  their  role  in  the 
corporate  enterprise.  "Keep  in  mind,"  he  cautioned  his 
recreation-oriented  colleagues,  "that  your  main  objec¬ 
tive  is  to  produce  a  profit." 
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Delegates  had  several  opportunities  to  meet  with  exhibitors,  both  (as  here) 
in  the  exhibit  hall  and  at  social  events. 


Director  Lou  Mertens,  CIRA  tested 
exercise  equipment. 


Scheduled  luncheons  and  din¬ 
ners  were  one  of  the  best  oc¬ 
casions  at  which  to  meet  and 
exchange  information  with 
other  delegates. 


Ml 
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Recreation: 

Its  effect  on  productivity 

A  recent  study 
and  its  unexpected  results 


by 

Craig  Finney 


Productivity  within  the  work  setting  is  based  upon  a 
worker's  efficiency.  Efficiency  is  affected  by  several 
factors,  one  of  which  is  boredom.  This  boredom  factor 
(tedium  and  lack  of  stimulation)  may  contribute  to  a 
decrease  in  a  worker's  efficiency,  thus  affecting  produc¬ 
tivity.  A  recreational  activity  which  stimulates  a  person 
could  decrease  the  degree  of  boredom,  thereby  increas¬ 
ing  productivity. 

Industrialization,  while  bringing  with  it  an  advance¬ 
ment  of  technology,  increased  per  capita  income,  and 
greater  job  performance  stability,  has  also  raised  ques¬ 
tions  of  job  dissatisfaction,  boredom,  and  alienation. 

Sociologists  have  focused  on  the  elements  of  indus¬ 
trialization  and  automation  as  sources  of  potential  dislo¬ 
cation  of  workers  from  a  quality  of  life  (Dublin,  1958). 
Lack  of  job  satisfaction  as  a  function  of  alienation  to 
industrialization  and  automation  has  also  been  studied. 
A  study  by  Shepard  and  Panko  showed  that  the  feeling  of 
powerlessness  was  the  greatest  determining  factor  with 
.alienation  and  job  satisfaction.  (Shepard  and  Panko, 
1974). 

Another  perspective  of  job  satisfaction  and  motiva¬ 
tion  presented  by  William  Le  Maire  (1974),  was  based 
on  a  Louis  Harris  poll.  Questions  were  asked  of  as¬ 
semblyline  workers  as  to  which  factors  they  felt  might 
make  workers  more  satisfied  with  their  jobs  and  moti¬ 
vated  to  work  harder.  The  data  indicates  the  highest  re¬ 
sponse  received  concerned  an  increase  in  pay.  Sixty- 
four  percent  of  those  responding  indicated  they  would 
work  harder  if  they  received  an  increase  in  their  pay.  The 
other  area  with  the  highest  response  was  that  of  au¬ 


tonomy,  or  having  more  input  into  their  work  situa¬ 
tion  (64%). 

The  high  response  received  concerning  a  pay  in¬ 
crease  becomes  interesting  upon  viewing  Hertzberg's 
perspective  of  job  satisfaction  (Hertzberg,  1973).  He 
views  job  satisfaction  and  motivation  as  composed  of 
two  classifications:  (1)  non  motivators,  or  maintenance 
factors,  and  (2)  motivators.  Hertzberg  has  classified  sal¬ 
ary  as  a  nonmotivator  or  maintenance  factor.  Salary  will 
help  keep  an  employee  from  being  unhappy,  but  not 
motivate  him  to  work  harder  or  to  produce  more. 

Job  satisfaction  can  be  obtained  from  several  areas.  It 
can  come  from  how  the  worker  feels  about  the  job  he  is 
engaged  in  or  may  be  obtained  from  the  security  of  not 
having  to  worry  about  losing  his  job.  It  may  come  from 
the  ability  of  a  worker  to  work  independently.  It  may 
also  be  obtained  if  the  worker  feels  he  has  power,  con¬ 
trol,  over  his  job. 

Similarities  and  differences  can  be  seen  in  these 
three  perspectives.  Hertzberg  lists  salary  as  a  mainte¬ 
nance  or  nonmotivating  factor.  The  Harris  Poll,  on  the 
other  hand,  shows  that  64  %  of  the  respondents  surveyed 
said  they  would  work  harder  if  their  pay  were  increased. 

The  concept  of  powerlessness  as  proposed  by 
Shepard  and  Panko  correlates  with  some  questions  on 
the  Harris  Poll.  Questions  such  as:  (1)  If  work  rules  and 
regulations  were  more  flexible;  (2)  If  you  could  work 
more  independently;  (3)  If  you  had  more  to  say  about  the 
kind  of  work  you  do  and  how  you  do  it;  show  signs  of 
Shepard  and  Panko's  powerlessness  concept.  Survey  re¬ 
sults  on  these  three  questions  were  51%,  58%,  and 
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61  %,  respectively. 

An  article  by  a  steelworker,  Donald  Dalena,  also 
deals  with  the  concept  of  alienation.  Wrote  Dalena, 
“Our  entire  system  of  management  is  geared  toward 
alienation.  Does  this  have  to  be?  Do  we  have  to  con¬ 
tinue  to  drive  employees  to  alienation  through  their 
jobs?  The  truth  is  most  jobs  can't  be  enriched,  but  the 
lives  of  the  workers  sure  can  be"  (Dalena,  1974,  pp. 
36-37). 

Dalena  sees  three  simple  keys  which  he  believes  are 
necessary  to  unlock  the  door  to  human  progress  within 
the  work  place:  care,  continuous  feedback,  and  the  feel¬ 
ing  of  mutual  need. 

Boredom  is  a  general  factor  which  may  affect  job 
satisfaction.  Jobs  today  are  primarily  structured  around 
tasks,  in  accordance  with  the  convenience  of  the  partic¬ 
ular  corporation.  Although  this  may  seem  to  promote 
efficiency,  it  may  actually  lead  to  boredom.  (U'Ren, 
1974,  p.  52).  Boredom  normally  is  a  transient  state  in 
which  the  individual  finds  it  difficult  to  attend  to  present 
stimuli  or  to  work  at  his  task.  There  is  a  hunger  for  stimuli 
other  than  those  available  (Greeson,  1953,  p.  13). 

Since  repetition  is  built  into  many  jobs  today,  it 
would  be  logical  to  assume  and  to  expect  that  workers 
will  experience  some  degree  of  boredom. 

All  these  perspectives  of  job  satisfaction,  boredom, 
and  alienation  effects  on  productivity  are  viable  points  of 
inquiry,  especially  when  viewed  from  a  fourth  perspec¬ 
tive:  recreation.  Recreation  may  be  considered  that  form 
of  activity  that  brings  self-satisfaction  and  enjoyment  in 
the  process. 

The  focus  of  this  study  was  on  the  possible  effect 
recreation  might  have  on  boredom  and  subsequent  pro¬ 
ductivity. 

In  what  way  can  recreation  have  a  positive  effect  on 
a  worker's  productivity?  Worker  efficiency  is  usually 
measured  by  most  industrial  economists  in  terms  of  a 
ratio  between  time  spent  by  the  worker  on  producing  a 
given  unit  of  work  and  the  number  of  units  of  work 
completed  within  a  set  period  of  time.  Efficiency  itself  is 
affected  by  certain  factors,  one  of  which  is  boredom 
(Warren,  1958).  Boredom  is  defined  in  this  study  as  the 
state  of  being  weary  with  tedium  (dullness).  When  a 
worker  prolongs  discontentment  from  boredom,  he  de¬ 
velops  inner  tension  from  this  discontentment.  This 
boredom  factor  of  discontent  and  tension  may  then  af¬ 
fect  the  worker's  efficiency  by  increasing  the  time  spent 
on  a  unit  of  work,  thus  affecting  his  productivity. 

Recreation  can  be  defined  as  an  activity  which  may 
not  have  a  specific  rational  purpose  or  end  product.  Un¬ 
like  most  tedious,  repetitive  work,  recreation  may  have 
the  components  of  freedom,  privacy,  pretense,  tension 
release,  challenge  and  risk.  A  recreational  activity,  one 


which  relaxes  and  stimulates,  may  then  lessen  a  work¬ 
er's  degree  of  bordom  and  have  a  positive  effect  on  his 
productivity. 

THE  TEST:  BOREDOM  AND  RECREATION 
Test  Subjects 

The  subjects  for  this  experiment  were  selected  ran¬ 
domly  from  the  college/career  departments  of  a  protes- 
tant  church  in  Los  Angeles,  California.  The  church's 
membership  consists  of  middle  to  upper  class  whites.  A 
total  of  24  persons  was  randomly  selected,  consisting  of 
14  males  and  10  females,  ages  ranging  from  18  to  25. 
Each  of  the  24  subjects  was  then  randomly  placed  in  the 
control  group  or  the  experimental  group,  each  consisting 
of  12  subjects. 

Arranging  the  test 

The  research  design  used  for  this  study  was  a  con¬ 
trolled  laboratory  setting.  The  quasi-experiment  was 
conducted  in  two  rooms  that  were  operationally  identi¬ 
cal,  including  table  arrangement,  type  of  chairs,  lighting, 
heating  temperature,  color  of  carpet  and  walls,  and 
noise  level.  All  participants  were  asked  to  eat  breakfast 
at  8:00  a.m.,  one  hour  before  the  experiment  was  to 
begin.  The  experiment  started  at  9:00  a.m.,  with  one- 
half  hour  of  instruction  given  to  all  subjects.  Each  group 
then  adjourned  to  its  own  room.  Actual  work  (testing) 
started  at  9:30  a.m. 

The  members  of  each  group  worked  individually  for 
a  five-minute  period,  then  received  a  10-minute  rest 
period.  The  experimental  group  was  taken  to  the  gym¬ 
nasium  in  an  adjoining  building  to  play  a  number  of 
games  consisting  of  table  tennis,  basketball,  dominoes, 
table  golf,  table  maze,  and  checkers.  The  choice  of  activ¬ 
ity  was  left  entirely  up  to  the  subjects.  While  the  experi¬ 
mental  group  was  in  the  gym,  the  control  group  stayed  in 
its  work  room.  During  the  rest  periods,  neither  group 
was  aware  of  what  the  other  group  was  doing.  The  work 
period  and  rest  period  procedure  was  repeated  seven 
times,  then  the  results  were  recorded.  During  the  exper¬ 
iment,  the  investigator's  assistant  monitored  the  experi¬ 
mental  group,  while  this  investigator  monitored  the  con¬ 
trol  group.  Further,  the  control  group's  work  and  rest 
period  conversations  were  tape  recorded.  Also  tape 
recorded  was  the  debriefing  session  involving  both 
groups  at  the  conclusion  of  the  experiment. 

Tedious  work 

The  instrument  used  for  the  work  project  was  quad¬ 
rille  paper,  which  is  8V2  inches  by  1 1  inches  with  a  total 
of  1,496  one-quarter-inch  squares.  The  subjects  place 
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Recreation  and  Productivity  continued 


circles  in  every  other  square  on  the  paper.  This  instru¬ 
ment  was  chosen  after  pre-testing  several  other  types  of 
work  exercises.  The  quadrille  paper  was  chosen  for  the 
experiment  because  it  included  several  necessary  fac¬ 
tors:  productivity  was  highly  measurable,  it  represented 
work  to  the  subjects,  and  it  tended  to  be  boring  and 
seemed  to  create  tension. 

Process  of  the  experiment 

At  9:00  a.m.,  the  subjects  were  given  the  following 
directions  verbally: 

Your  objective  today  is  for  you  to  put  as  many  circles 
in  every  other  square  on  each  line  of  the  quadrille  paper 
in  front  of  you,  in  seven,  5-minute  periods,  as  possible. 
You  may  work  in  any  manner  you  wish  as  long  as  the 
following  conditions  are  met;  each  condition  not  met 
has  a  penalty.  (Table  1) 

During  the  work  time  I  will  be  walking  through  the 
room,  answering  any  questions  that  may  arise,  and 
supervising  any  procedures  necessary.  You  are  to  work 
quietly,  by  yourself,  and  without  talking! 

After  each  five-minute  work  period,  you  will  be 
given  a  1 0-minute  break.  You  may  get  a  drink  or  visit  the 
restroom. 

After  each  break,  you  will  return  to  your  assigned 
seat  and  when  told,  begin  the  work  process  again. 


As  a  reward  for  the  most  total  work  done,  a  free 
dinner  of  your  choice  will  be  given  at  my  expense.  There 
will  also  be  second,  third,  and  fourth  place  awards. 

If  you  have  need  to  leave  the  room  at  any  time,  feel 
free,  but  remember  that  this  will  drastically  cut  down  on 
your  total  production  of  work. 

You  will  each  have  an  extra  pencil  (tool)  beside  you 
to  use  if  it  is  needed.  Also,  you  will  always  have  a  supply 
of  paper  on  which  to  do  your  work. 

If  anyone  would  like  to  leave  the  room  now,  please 
do  and  we  will  wait  for  you. 

Any  questions?  Your  working  paper  and  tools  are  in 
front  of  you.  When  1  say  “start,"  you  may  begin.  Start. 

After  questions  were  answered,  the  subjects  were 
seated  at  the  tables  in  their  separate  rooms,  divided  by  a 
wall  with  a  door  entrance,  and  the  work  began.  After  five 
minutes,  the  research  assistant  took  the  experimental 
group  to  the  gymnasium  to  play  the  various  available 
games  for  1 0  minutes,  while  this  investigator  stayed  with 
control  group.  The  subjects'  work  papers  were  collected, 
pencils  sharpened,  and  new  paper  distributed.  After  10 
minutes,  the  working  process  started  again.  At  the  end  of 
the  second  work  process,  10  minutes  of  rest  time  were 
given.  This  procedure  continued  until  seven  work 
periods  were  completed. 


Discount  music  stores 
open  national  buying  plan 


music  stores 

1  ’  SINCE  1924 


musical 

*  INSTRUMENTS 

*  amplification 

SINCE  1924 

DISCOUNT  COURTESY  card 
For  MOVOOKM-S  Personnel 

,01  Peninsula  Bouk 

Toll  Frv*  800-645-3518 


Your  employees  can  shop  among  top  names  in  musical 
instruments  at  one-third  or  more  below  list  prices.  Sam  Ash 
Music  Stores  have  expanded  their  Discount  Plan  to  include 
employee  associations.  Sam  Ash's  Discount  Plan  is  now  avail¬ 
able  to  your  members  without  an  enrollment  fee.  Just  call 
toll-free  for  prices  and  information. 

The  Sam  Ash  Music  Stores  recently  celebrated  their  54th 
Anniversary.  The  chain  is  the  largest  retail  music  dealer  in  New 
York,  and  among  the  largest  in  the  nation.  The  firm  specializes 
in  music  and  supplies  for  the  novice  as  well  as  the  professional. 
Most  items  in  its  huge  inventory  are  sold  at  discounts  of  30% 
to  40%  off  manufacturers'  list  prices.  The  extensive  inventory 
includes  all  band  and  orchestral  instruments,  electric  pianos  and 
synthesizers;  public  address  systems;  guitars  and  drums.  The 
company  also  sells  disco  sound  and  lighting  gear;  Latin  Amer¬ 
ican  and  African  percussion  instruments;  recorders,  rhythm  and 
mallet  instruments  for  elementary  school  programs;  drum  and 
bugle  corps  equipment  and  such  popular  instruments  as  auto¬ 
harps,  dulcimers,  harmonicas,  accordions,  concertinas  and  ukes. 

For  more  information  call  one  of  Sam  Ash's  knowledge¬ 
able  and  courteous  representatives,  Monday  to  Friday,  8:00  AM 
to  6:00  PM,  New  York  time,  at  800-645  3518.  New  York 
State  residents  call  212-347-7757. 


THE  FINDINGS:  AN  UNEXPECTED  TWIST 

As  shown  in  Tables  2  and  3,  both  the  groups  com¬ 
pleted  approximately  the  same  number  of  squares 
during  the  seven  work  periods  (WP's).  Looking  into  the 
make-up  of  the  two  samples,  there  are  only  slight  differ¬ 
ences  between  them.  The  experimental  group  consisted 
of  two  18  year  olds — both  female;  four  19-23  year 
olds — two  female,  two  male;  and  six  23-25  year 
olds — one  female,  five  male.  The  control  group,  on  the 
other  hand,  consisted  of  two  18  year  olds — both  female; 
seven  1 9-23  year  olds — one  female,  six  male;  and  three 
23-25  year  olds — two  female,  one  male.  It  appears  from 
the  data,  however,  that  neither  sex  nor  age  was  a  factor 
in  determining  the  number  of  work  projects  produced. 
This  investigator  speculates  the  reason  the  control 
group's  production  was  as  high  as  the  experimental 
group  was  based  on  events  that  occurred  during  the 
fourth  rest  period  (RP  4)  in  the  control  group.  The  surpris¬ 
ing  events  were  not  planned  and  will  be  discussed  in 
detail  later. 

Looking  first  at  the  experimental  group  (Table  2), 
total  work  completed  per  period  shows  a  continual  in¬ 
crease  over  time,  although  each  subsequent  increase  is 
smaller  than  the  preceding  one,  except  in  WP  7.  This 
increase  is  reflected  in  a  continued  percentage  increase 
of  7.3%,  5.2%,  3.2%,  2.8%,  1.3%,  and  2.2%.  The 
largest  increase  of  7.3  %  for  WP  2  over  WP  1 ,  can  prob¬ 
ably  be  accounted  for  by  "test  experience"  or  familiarity 
of  the  work.  Although  the  subjects  were  given  a  two- 
minute  period  of  practice  before  actual  testing  began, 
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TABLE  1 

Conditions  to  be  met  by  the  workers  in  the  experiment 

Conditions  To  Meet  Penalties  For  Conditions  Unmet 


1.  You  must  stay  in  your  assigned  seat.  1.  One  entire  line  will  be  deducted  from  your  work 

done  for  that  work  period. 

2.  Each  circle  must  be  three-fourths  inside  the  square  2.  Wrongly  done  circles  will  not  be  counted, 
[examples  were  given  to  clarify  this]. 

3.  You  must  not  miss  a  square.  3.  A  circle  will  be  deducted  from  work  done  in  the 

corresponding  work  period  for  each  square  missed. 

4.  You  must  not  miss  a  line.  4.  A  line  of  circles  will  be  deducted  from  work  done  in 

the  corresponding  work  period  for  each  line  missed. 

TABLE  2 


Experimental  Group's  Productivity 


Subject 

Age 

WP  1 

WP  2 

WP  3 

WP  4 

WP  5 

WP  6 

WP  7 

Total 

t.  Male 

23-25 

4.7* 

4.8 

5.0 

5.3 

5.6 

5.8 

5.8 

37.0 

2.  Female 

18 

5.8 

6.1 

6.3 

6.2 

6.2 

6.2 

6.8 

43.6 

3.  Female 

19-22 

5.4 

6.0 

6.4 

6.4 

6.6 

6.6 

6.8 

44.2 

4.  Male 

23-25 

6.2 

6.8 

6.8 

7.1 

7.1 

7.2 

7.4 

48.6 

5.  Male 

19-22 

4.8 

5.2 

5.6 

5.8 

5.8 

6.0 

6.1 

39.3 

6.  Male 

23-25 

5.3 

5.1 

5.4 

6.2 

6.2 

6.4 

6.2 

40.8 

7.  Female 

23-25 

6.6 

7.2 

7.7 

7.6 

7.7 

7.4 

7.8 

52.0 

8.  Female 

19-22 

3.8 

4.2 

4.3 

4.8 

4.9 

5.1 

5.1 

32.2 

9.  Male 

23-25 

6.7 

7.0 

7.2 

7.6 

7.9 

8.0 

8.1 

52.5 

10.  Male 

19-22 

3.8 

4.4 

4.6 

4.4 

5.0 

5.1 

5.2 

32.5 

11.  Female 

18 

5.4 

6.0 

6.4 

6.6 

7.0 

7.1 

7.2 

45.7 

12.  Male 

23-25 

4.0 

4.6 

5.4 

5.4 

5.5 

5.6 

5.7 

36.2 

Total  Work/WP 

62.5 

67.4 

71.1 

73.4 

75.5 

76.5 

78.2 

504.6 

Difference 

4.9 

3.7 

2.3 

2.1 

1.0 

1.7 

%  Difference 

0.073  0.052  0.032  0.028  0.013  0.022 

*Represents  1/100  of  work  completed  within  stated  work  period. 

TABLE  3 

Control  Group's  Productivity 


Subject 

Age 

WP  1  WP  2 

WP  3 

WP  4 

WP  5 

WP  6 

WP  7 

Total 

1.  Female 

23-25 

5.2* 

5.4 

5.8 

6.0 

6.0 

5.8 

5.2 

39.4 

2.  Male 

23-25 

4.0 

4.4 

4.8 

4.8 

5.0 

4.2 

4.7 

31.9 

3.  Female 

18 

6.2 

6.7 

7.0 

7.0 

6.9 

7.0 

6.8 

47.6 

4.  Male 

19-22 

6.3 

6.7 

7.2 

6.6 

7.0 

6.4 

6.9 

47.1 

5.  Male 

19-22 

4.4 

5.2 

5.5 

5.6 

5.5 

5.6 

5.4 

37.2 

6.  Male 

19-22 

5.2 

6.8 

7.1 

7.4 

7.3 

7.2 

7.2 

48.2 

7.  Male 

19-22 

6.0 

6.2 

6.4 

6.4 

6.8 

6.4 

6.3 

44.5 

8.  Female 

19-22 

4.0 

4.2 

4.6 

4.4 

4.9 

4.4 

4.9 

31.4 

9.  Female 

18 

6.1 

6.6 

6.8 

6.9 

7.0 

7.0 

6.9 

47.3 

10.  Female 

19-22 

5.2 

5.6 

5.4 

6.0 

6.2 

6.4 

6.2 

41.0 

11.  Male 

19-22 

5.7 

6.4 

6.7 

7.0 

7.0 

7.1 

7.0 

46.9 

12.  Male 

23-25 

5.5 

6.4 

7.0 

6.0 

7.4 

7.6 

7.4 

47.3 

Total  work/WP 

63.8 

70.6 

74.3 

74.1 

77.0 

75.1 

74.9 

509.8 

Difference 

6.8 

3.7 

- 

-0.2  2.9 

- 

-1.9 

-0.2 

%  Difference 

0.097 

0.050 

-0.002  0.038 

0.025  - 

-0.002 

*Represents  1/100  of  work  completed  within 

stated  work  period. 
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Recreation  and  Productivity  continued 


FIGURE  1 

Productivity  For  Experimental  and  Control  Groups 
As  Measured  Over  7  Work  Periods 


012345678 

Work  Periods 


additional  experience  may  have  been  gained  during  the 
first  work  period. 

The  highest  production  rate  for  the  experimental 
group  was  78.2,  occurring  in  WP  7.  Looking  at  the 
group's  production  rate  graphically  over  time,  from  WP 
1  to  WP  7  (Figure  1),  one  may  project  a  continued  in¬ 
crease  in  productivity.  Even  after  WP  7  the  experimental 
group's  productivity  does  not  appear  to  have  peaked. 

Another  possible  explanation  for  this  high  productiv¬ 
ity  level  for  WP  7  might  be  that  the  subjects  knew  it  was 
the  last  work  period  and  therefore  worked  harder.  This 
incentive  was  inconsistent  at  best,  however,  since  the 
control  group  did  not  perform  in  the  same  manner. 

Looking  at  the  control  group  (Table  3),  we  can  see  a 
somewhat  different  trend.  There  were  increases  in  pro¬ 
ductivity  in  WP  2,  WP  3,  and  WP  5:  70.6,  74.3,  and  77.0 
respectively.  The  largest  increase,  as  with  the  experi¬ 
mental  group,  occurred  in  WP  2.  Again,  some  of  this 
increase  in  productivity  can  probably  be  accounted  for 
through  test  experience. 

The  investigator  speculates,  by  looking  at  the  data  in 
Tables  2,  3,  and  Figure  1,  that  the  productivity  of  the 
control  group  seemed  to  peak  at  WP  3  and  again  at  WP 
5.  One  may  speculate  that  the  reason  for  the  second 


peak  (WP  5)  was  due  to  events  which  occurred  during 
the  intervening  fourth  rest  period  (RP  4).  What  occurred 
during  this  rest  period  was  not  planned.  During  the  pre¬ 
ceding  three  rest  periods,  the  subjects  talked,  told  jokes, 
asked  questions,  tapped  pencils  on  their  tables,  and  at 
times  lay  on  the  floor  or  tables.  However,  during  RP  4 
(following  WP  4,  and  preceding  WP  5),  their  behavior 
changed  radically.  Instead  of  staying  at  their  chairs  and 
tables  and  talking,  the  subjects  started  throwing  paper  at 
each  other.  One  subject  stood  on  the  tables  and  juggled 
pencils  and  paper  wads.  This  increased  the  noise  level 
considerably. 

This  type  of  activity,  deviant  from  previous  rest 
periods  and  from  instructions  given  by  the  investigator, 
suggests  there  was  a  need  to  release  built-up  tensions. 
Ironically,  the  production  rate  for  WP  5  (77.0)  was  the 
highest  rate  this  group  reached  throughout  the  entire 
experiment.  This  rate  represented  a  3.8%  increase  over 
WP  4. 

After  this  incident,  productivity  for  WP  6  and  WP  7 
(75.1  and  74.9,  respectively)  saw  the  control  group  de¬ 
creasing  again.  After  the  deviant  rest  period,  it  was 
necessary  for  the  investigator  to  remind  the  subjects  of 
the  initial  instructions  which  defined  the  acceptable  ac- 
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tivities  during  break  time.  This  reminder  brought  the  rest 
period  activities  during  RP  5  and  RP  6  back  to  normal. 

Some  interesting  comments  were  made  by  subjects 
during  the  experiment  itself  and  the  debriefing  periods. 
Two  members  of  the  experimental  group  said,  "We  look 
forward  each  time  to  going  down  to  the  gym  and  having 
the  recreation  break.  It  gives  us  a  lift,  and  something  to 
look  forward  to  after  each  work  period."  During  debrief¬ 
ing,  only  one  subject  in  the  experimental  group  said  he 
was  ever  bored  during  the  experiment. 

This  lack  of  boredom  was  not  true  of  the  control 
group.  When  asked  during  debriefing  whether  they  were 
bored  during  the  experiment,  every  subject  answered, 
"Yes,  I  was  bored."  It  is  interesting  to  note  that,  the 
experimental  group  never  talked  while  working.  The 
control  group,  on  the  other  hand,  did  a  great  deal  of 
talking  and  telling  of  jokes.  The  noise  level  for  the  con¬ 
trol  (consisting  of  hands  and  pencils  tapping  the  tables) 
during  the  rest  periods  increased  throughout  the  experi¬ 
ment.  The  talking  and  joking  by  the  subjects  in  the  con¬ 
trol  group  during  the  rest  periods  stopped  during  RP  3, 
leaving  only  pencil  tapping  on  the  recording  tape.  After 
the  upsurge  during  RP  4  for  the  control  group,  pencil  and 
hand  tapping  were  the  only  thing  again  on  the  recording 
tape  during  RP  5  and  RP  6.  When  asked  why  they  were 
telling  jokes  during  the  working  period,  the  control 
group  said,  "We  were  trying  to  cut  the  boredom." 

The  research  assistant  added  observations  of  the  ex¬ 
perimental  group  during  its  rest  periods.  All  subjects 


were  involved  in  one  of  the  activities  made  available  to 
them;  no  one  just  sat  during  the  rest  periods.  During 
RP  1,  two  of  the  male  subjects  played  ping-pong  while 
the  other  two  male  subjects  shot  baskets.  The  female 
subjects  during  RP  1  played  table  maze  and  table  golf. 
During  RP  2,  all  the  male  subjects  "shot  baskets"  while 
the  female  subjects  played  ping-pong.  During  RP's  3,  4, 
5,  and  6,  the  male  subjects  continued  to  "shoot  baskets" 
while  the  female  subjects  played  ping-pong  or  table  golf 
and  table  maze. 

During  the  debriefing,  the  control  group  continued 
to  show  signs  of  tension  and  boredom  by  tapping  pencils 
and  telling  jokes  to  each  other.  The  experimental  group, 
on  the  other  hand,  while  being  debriefed  in  the  same 
room  at  the  same  time  as  the  control  group,  sat  quietly 
and  showed  a  more  relaxed  interest  in  the  debriefing 
information. 

While  there  was  no  noticeable  change  in  total  pro¬ 
ductivity,  there  was  a  difference  between  the  two  groups 
in  respect  to  the  consistency  of  their  productivity  levels. 
The  consistent  productivity  for  the  experimental  group, 
appearing  in  a  small  increase  each  period,  and  the  in¬ 
consistency  from  the  control  group  would  seem  to  be 
based  upon  the  types  of  recreation  activity  they  experi¬ 
enced  during  rest  periods.  The  experimental  group  was 
engaged  in  a  structured  recreation,  resulting  in  a  consis- 
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Recreation  and  Productivity  continued 


tency  in  productivity,  a  more  predictable  level  of  work. 
On  the  other  hand,  the  control  group  was  engaged  in 
unstructured  play,  resulting  in  erratic  patterns  of  work 
levels  or  productivity. 

CONCLUSIONS:  RECREATION  IMPROVES 
CONSISTENT  PRODUCTIVITY 

Although  the  findings  of  our  study  were  not  totally 
conclusive,  we  can  say  that  recreation  may  have  an  ef¬ 
fect  on  productivity. 

The  findings  show  that,  when  recreation  is  in¬ 
terspersed  during  the  working  process,  over  time,  the 
productivity  rates  of  those  workers  seem  to  rise  consis¬ 
tently. 

It  was  also  found  that  workers  will  find  ways  to  re¬ 
lease  tension  and  boredom  by  creating  play  activity.  This 
was  seen  during  the  control  group's  rest  period  when 
subjects  deviated  from  instructed  activities.  They 
showed  an  unwillingness  to  follow  instructions,  but 
rather  participated  in  their  own  play  activities. 

Work  may  be  dissatisfying  and  boring  while  play 
seems  to  be  inherent  in  human  behavior.  Therefore,  in 
cases  where  boredom  occurs,  workers  will  find  ways  to 
play.  In  industrial  settings  then,  it  may  increase  produc¬ 
tivity  if  scheduled  recreation  is  instituted  rather  than  let¬ 
ting  workers  find  their  own  ways  to  play.  One  of  the 
benefits  of  a  structured  recreational  program  may  be  a 
greater  degree  of  consistency  concerning  the  production 
level.  Predictability  or  the  consistency  of  a  production 
level  many  times  is  desirable  for  management  (Blake  and 
Mouton,  1964).  Decisions  concerning  delivery  of  goods, 
personnel  or  crew  assignments,  coordination  time  be¬ 


tween  departments,  and  inventory  flow  all  have  a  greater 
probability  of  being  accurate  with  a  greater  degree  of 
predictability  in  the  production  level. 

Another  benefit  of  a  structured  recreation  program  is 
that  it  allows  workers  a  safe  means  by  which  to  fulfill  the 
need  for  tension-relieving  play.  Horseplay  is  a  cause  of 
many  industrial  accidents.  Since  rest  periods  are  usually 
mandatory,  the  many  benefits  of  offering  a  structured 
recreation  program  can  be  highly  desirable,  from  both 
management's  and  employees'  point  of  view. 

In  summary,  this  research  found  that  when  individ¬ 
uals  are  involved  in  repetitive  and  seemingly  boring  ac¬ 
tivities,  they  will  seek  out  ways  to  play.  It  was  also  found 
that  a  structured  recreation  program  seems  to  help  create 
a  more  consistent  level  of  productivity  by  allowing  the 
worker  a  safe  and  periodic  means  to  fulfill  some  basic 
needs.  These  needs  are  a  chance  for  new  stimuli  involv¬ 
ing  movement  and  play,  and  a  structured  release  of  ten¬ 
sion  which  is  built  up  from  boredom — the  boredom  itself 
being  derived  from  the  repetitiveness  of  the  job. 

The  validity  of  these  conclusions  will  be  assured  only 
if  other  investigators  of  work  and  play  pursue  this  initial, 
and  still  speculative,  evidence  of  the  correlation  of  work 
and  play. 


Cr^ig  Finney  is  an  instructor  in  the  Department  of 
Recreation  and  Leisure  Studies  at  California  State  Uni¬ 
versity,  Northridge.  Reprints  of  the  full  text  of  his  mas¬ 
ter's  thesis,  from  which  this  article  was  condensed,  are 
available  to  NIRA  members  upon  request  from  the 
NIRA  office. 
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SWITCH  ON 

YOUR 

PROGRAM 


with  the  bright  ideas 
and  new  information  you  will  gain 
at  the  largest  and  most  comprehensive 
international  meeting  on  employee 
recreation,  fitness  and  services: 


National  Industrial  Recreation  Association 
38th  Annual  Conference  and  Exhibit 

Americana  Rochester,  downtown 
Rochester,  New  York 
May  17-22,  1979 


Complete  registration  information  for  delegates  and  exhibitors 
is  on  the  way  to  all  NIRA  members.  For  further  information,  contact 
NIRA  •  20  N.  Wacker  Drive  •  Suite  2020  •  Chicago,  IL  60606 

(312)  346-7575 
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Your  invitation  to  enter  .  .  . 


The  1979  NIRA  Awards  Competition 


Outstanding  employee  programs  have  a  single  in¬ 
ternational  forum  for  formal  recognition:  National  In¬ 
dustrial  Recreation  Association  awards.  Each  year, 
NIRA  presents  top  honors  for  corporate,  program,  ac¬ 
tivity  and  individual  efforts  in  employee  programs. 
Awards  are  presented  at  the  annual  NIRA  Conference 
and  Exhibit  in  May.  Entries  are  now  being  accepted 
from  NIRA  members  in  the  following  divisions: 

N IRA/EASTWOOD  AWARD  .  .  . 

.  .  .  for  overall  excellence  in  employee  programs, 
presented  to  sponsoring  organizations.  Nominees  are 
eligible  for  honors  in  one  of  four  categories,  accord¬ 
ing  to  number  of  employees.  (Formerly  called  the 
Helms  and  NIRA/Citizens  Savings  Award.  Renamed 
for  NIRA's  first  president,  the  late  Dr.  Floyd  R. 
Eastwood.) 

CERTIFICATES  OF  EXCELLENCE  .  . . 

.  .  .  honor  specific  activities  within  employee  pro¬ 
grams.  A  wide  variety  of  activities  from  employers  of 
all  sizes  are  competitive. 

DISTINGUISHED  SERVICE  AWARDS  . . . 

.  .  .  are  presented  to  individuals  who  have  made  out¬ 
standing  contributions  to  the  development  and  effec¬ 
tiveness  of  the  National  Industrial  Recreation  Associa¬ 
tion. 

TOP  EXECUTIVE  AWARD  . . . 

.  .  .  distinguishes  one  top  executive  who  has  made  an 
outstanding  and  exemplary  contribution  to  the  de¬ 
velopment  and  effectiveness  of  an  employee  pro¬ 
gram. The  recipient  is  designated  NIRA's  "Employer 
of  the  Year." 

PROMOTIONAL  AWARDS  .  . . 

.  .  .  spotlight  informational  and  promotional  efforts  for 
employee  programs.  The  first  category  covers  all 
kinds  of  promotional  media.  The  second  honors 
projects  devoted  to  specific  employee  activities,  ser¬ 


vices  or  events.  A  third  category  includes  miscellane¬ 
ous  publicity  efforts  that  do  not  readily  conform  to  the 
standards  of  the  other  two  categories. 

Criteria  vary  among  award  divisions.  All  are  out¬ 
lined  and  accompanied  by  entry  directions  in  the 
1979  NIRA  Awards  Program  brochure.  To  be  consid¬ 
ered,  entries  must  reach  the  NIRA  office  by  March  23, 
1979. 


AWARDS  SELECTION 
PANEL 

A  distinguished  panel  of  leaders,  consisting  of  the 
NIRA  Awards  Committee  Chairman  and  three  experi¬ 
enced  professionals,  will  select  the  1979  award  win¬ 
ners.  Judging  of  the  entries  will  take  place  the  first 
week  of  April  1979  and  winners  will  be  notified 
shortly  thereafter.  Official  presentation  of  awards  will 
take  place  at  the  NIRA  Conference  and  Exhibit,  to  be 
held  at  the  Americana  Hotel  in  Rochester,  New  York, 
May  17-22,  1979. 

FRITZ  J.  MERRELL,  CIRA 

Merrell  is  Chairman  of  the  selection  panel.  He  is  Em¬ 
ployee  Activities  Supervisor  for  Olin  Corporation  in 
Pisgah  Forest,  North  Carolina  and  NIRA's  Immediate 
Past  President.  Merrell  moved  into  recreation  admin¬ 
istration  from  other  fields.  Although  he  began  his 
career  at  Olin  in  1940,  it  was  not  until  1947  that  he 
became  Assistant  Athletic  Director.  From  then  until 
the  present,  he  has  been  involved  professionally  in 
recreation  and  employee  services  for  his  company. 
Merrell  has  also  been  a  mainstay  of  NIRA  for  many 
years.  His  most  recent  position,  prior  to  election  as 
President,  was  in  the  post  of  Association  Secretary. 
The  highlight  of  Merrell's  work  for  Olin  came  in  1 970 
when  his  program  won  the  NIRA  Helms  (now 
Eastwood)  Award  for  excellence  in  programming. 
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GLORIA  V.  BOYLES 

Gloria  Boyles  has  been  Recreation  Coordinator  for 
Union  Carbide  Corporation  in  New  York  City  for  the 
past  eight  years.  She  first  joined  the  Board  of  Directors 
in  May  1976  and  has  served  on  the  Membership 
Committee  and  NIRA  Awards  Committee.  She  began 
her  career  with  Union  Carbide  in  the  corporate  ac¬ 
counting  department  and  currently  serves  as  Execu¬ 
tive  Secretary  of  the  Carbide  Club,  the  corporation's 
employee  association.  She  is  also  active  as  Director  of 
the  Union  Carbide  Glee  Club. 

ROY  L.  McCLURE,  CIRA 

Roy  McClure  has  been  the  Recreation  Director  at 
Lockheed-Georgia  Company  for  the  past  twenty-four 
years.  McClure  has  been  extremely  active  in  NIRA, 
serving  as  Treasurer,  President-Elect  and  President. 
He  has  received  special  recognition  for  his  work  as 
Chairman  of  the  1974  NIRA  Conference  and  Exhibit. 
The  program  he  directs  has  won  the  NIRA  Citizens 
Savings  {now  Eastwood)  Award  for  excellence.  Many 
of  his  articles  have  been  published  in  Recreation 
Management  Magazine. 

STEPHEN  D.  WALTZ,  CIRA 

Waltz  is  Recreation  Director  for  Cummins  Engine 
Company.  He  holds  an  M.A.  in  Physical  Education/ 
Recreation.  Waltz  has  been  a  member  of  N IRA's 
Board  of  Directors  since  1970.  In  1975,  he  was 
elected  Vice  President  of  Tournaments  and  Services. 
He  was  appointed  1977-78  NIRA  Treasurer,  but  left 
that  office  to  fill  the  unexpectedly  vacant  post  of  Vice 
President  of  Tournaments  and  Services.  Waltz  initi¬ 
ated  the  regular  column,  "Tournament  News,"  in 
Recreation  Management  Magazine  and  has  authored 
it  since  its  inception.  He  has  also  contributed  several 
other  articles  to  the  Magazine.  Waltz  received  NIRA's 
Outstanding  Leadership  Award  in  1972.  In  1978  the 
program  he  administers  for  Cummins  Engine  has  won 
NIRA's  Citizens  Savings  (now  Eastwood)  Award. 

*  *  * 

Awards  entry  booklets  have  been  mailed  to  NIRA 
members.  For  additional  information  or  assistance 
with  entry  procedures,  write  or  call: 

National  Industrial  Recreation  Assn. 

20  N.  Wacker  Dr.,  Suite  2020 
Chicago,  IL  60606 
(312)  346-7575 
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Save  20%  on  great  spring  skiing 
at  Killington,  Vermont 


Killington  Ski  Resort,  located  in  snowy  Vermont,  is 
making  an  introductory  special  offer  to  the  employees 
and  families  of  all  NIRA  companies.  During  the  weeks  of 
March  4-11,  11-17  and  25-31  and  April  1-7,  and  8-14, 
Killington  will  be  offering  20%  off  on  any  5-,  6-,  and 
7-day  lifts;  lifts  and  lessons;  or  lifts,  lessons  and  equip¬ 
ment  packages.  Noted  for  its  great  spring  skiing,  Killing- 
ton  has  seven  skiing  areas  on  its  four  mountains,  a 
3,060-foot  vertical  drop  and  the  longest  ski  lift  in  the 
world  (three  and  one-half-mile  gondola).  Trails  at  Kil¬ 
lington  range  up  to  five  miles  long  and  receive  an  aver¬ 
age  annual  natural  snowfall  of  over  250  inches,  in  addi¬ 
tion  to  an  extensive  snow-making  system.  Last  season 
Killington  was  open  until  May  23. 

Lodging  accommodations  can  be  arranged  at  one  of 
over  80  lodges  located  in  the  Killington  area  by  making 
one  call  to  the  Killington  Lodge  Bureau  at  (802)  422- 
371 1 .  A  wide  variety  of  accommodations  is  available, 
ranging  from  condominiums  to  deluxe  hotels  to  ski 
chalets  to  dormitories. 

To  take  advantage  of  this  one-time  offer,  call  the 
Killington  sales  office  at  (802)  422-3333  for  more  infor¬ 
mation  and  NIRA  Killington  identification  cards  for  your 
employees.  (Identification  cards  are  required  on  arrival 
to  qualify  for  discounts). 
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THE  IRC 

A  TOOL  FOR  GROWTH 


By  Harry  Bougeno 

Employee  Center  Manager 
and 

Employees'  Committee  Chairman 
Los  Angeles  Times 


Since  1926  the  Los  Angeles  Times  has  supported 
an  Employee's  Committee  Program  dedicated  to 
serving  employees  in  times  of  need  and  honoring  them 
in  times  of  celebration. 

From  the  basic  concepts  such  as  sending  flowers  and 
visiting  ill  employees,  the  program  has  grown  in  recent 
years  to  encompass  not  only  welfare  services  but  recrea¬ 
tional  services  as  well.  The  major  factor  in  this  growth 
has  been  the  utilization  of  the  local  Industrial  Recreation 
Council  (IRC)  concept. 

Today,  the  Committee  operates  with  a  full-time 
chairman  and  secretary  and  disburses  more  than 
$30,000  annually  in  gifts  and  services  to  more  than 
7,600  employees.  Through  the  years  its  core  of  services 
has  included: 

•  Gifts  of  about  $10  in  value  sent  to  employees  or 
members  of  their  families  who  are  ill  for  a  week  or 
more. 

•  Gift  checks  for  new  babies,  and  flowers  for  their 
mothers. 

•  Financial  assistance  to  employees  during  crises. 

•  Counseling  for  employees'  families  at  the  time  of 
bereavement  and,  if  requested,  assistance  in  mak¬ 
ing  final  arrangements. 

•  Commemorative  front-page  plaques  for  employ¬ 
ees  upon  their  retirements. 

•  An  annual  holiday  open  house  for  retired  employ¬ 
ees. 

Beginning  about  three  years  ago,  this  circle  of  ser¬ 
vices  began  to  widen.  The  major  impetus  was  a  reor¬ 


ganization  of  the  personnel  staff  that  shifted  the  man¬ 
agement  responsibility  for  the  Times  Employee  Center, 
except  for  the  cafeteria,  to  the  Chairman  of  the  Employ¬ 
ees'  Committee. 

The  Times  Employee  Center  occupies  the  entire  1 0th 
floor — 1 5,950  square  feet — of  the  Times  Building  South, 
one  of  three  buildings  in  the  square  block  known  as 
Times  Mirror  Square.  A  287-seat  cafeteria  occupies 
more  than  half  the  area.  Television  and  lounge  areas  oc¬ 
cupy  2,700  square  feet,  while  a  game  room  with  pool 
and  card  tables  covers  almost  1,300  square  feet.  From  a 
264  square-foot  office,  the  Employee  Center  Coordinator 
handles  discount  sales  of  company  products  to  employ¬ 
ees,  and  distributes  discount  cards  for  amusement-park 
clubs. 

The  wedding  of  the  Employees'  Committee  ser¬ 
vices  and  the  Employee  Center  activities  was  an  exciting 
challenge,  accepted  with  the  anticipation  of  an  oppor¬ 
tunity  to  serve  Times  employees  better.  Where  the  Em¬ 
ployees'  Committee  program,  in  most  instances,  came  to 
the  aid  of  an  employee  in  negative  circumstances — 
illnesses,  financial  difficulties,  deaths — the  development 
of  positive  services  was  now  possible. 

At  the  same  time,  potential  problems  were  foreseen 
because  of  the  nature  of  one  of  our  primary  products: 
advertising.  Was  it  possible  to  avoid  conflict  of  interest  if 
we  approached  recreational  businesses  on  an  individual 
basis  to  arrange  the  savings  of  employee  group  sales  for 
theater  parties,  special  days  at  amusement  parks  or  sports 
events? 

With  the  approval  of  management,  I  began  to  inves- 
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tigate  the  leisure-time  activities  sponsored  by  other 
companies.  Was  there  a  service  we  could  contract  on  a 
fee-per-number-of-employees  basis?  In  one  of  the  many 
contacts  made  in  this  research,  I  learned  of  a  group  of 
recreation  directors  who  held  monthly  meetings.  This, 
then,  was  my  introduction  to  The  Greater  Los  Angeles 
Area  Industrial  Recreation  Council  (GLAAIRC),  a  group 
of  approximately  30*  people  from  other  industries  in  the 
greater  Los  Angeles  area  and  from  the  Southern  Califor¬ 
nia  amusement  attractions. 

Here,  my  report  to  management  said,  was  an  organi¬ 
zation  geared  and  dedicated  to  helping  other  com¬ 
panies,  large  and  small,  develop  well-rounded  em¬ 
ployee  service  programs.  As  a  member,  The  Times  could 
simply  share  with  the  planning  of  other  companies  and 
pull  from  the  pool  of  events  only  those  we  wished  to 
provide  for  our  employees.  The  approval  to  apply  for 
membership  quickly  followed  this  recommendation. 

As  I  became  acquainted  with  others  in  the  organiza¬ 
tion  and  they  became  familiar  with  the  ground  rules 
within  which  I  must  operate,  more  suggestions  and  offers 
to  share  in  programs  appeared.  The  first  partial  year  of 
membership  in  GLAAIRC  resulted  in  four  leisure-time 
programs.  The  1976  calendar  (first  full  year)  listed  10 
events;  in  1  977  the  number  grew  to  55,  and  in  1 978  our 
employees  shared  94  programs  offered  by  member  com¬ 
panies  of  the  Council. 

This  “piggy-back"  method  of  operation  can  be  suc¬ 
cessful  only  if  very  firm  policies  are  established: 

1.  Comply  with  the  ground  rules  laid  down  by  the 
sponsoring  company.  For  example,  don't  adver¬ 
tise  the  event  to  your  employees  prior  to  the  re¬ 
lease  date  set  by  the  host  industry. 

2.  Keep  good  records.  Establish  lines  of  communica¬ 
tion  (daily  or  weekly)  so  the  other  company's  staff 
knows  exactly  what  you  are  doing,  saleswise. 
This  is  particularly  necessary  if  you  are  taking  or¬ 
ders  from  your  employees  for  tickets  to  be  deliv¬ 
ered  at  a  later  date,  rather  than  having  tickets 
consigned  to  you. 

3.  Abide  by  deadlines.  The  last  day  of  sale  named  by 
the  host  means  just  that.  On  the  next  day  you 
should  have  the  following  things  hand-delivered 
to  his  office:  a  typed  summary  sheet  showing  the 
number  of  orders,  seat  groupings,  and  your  com¬ 
pany's  check  for  all  tickets  requested.  (If  you  have 
been  working  with  consigned  tickets,  you,  of 


*Editor's  Note:  GLAAIRC  membership  has  since  grown 
to  148.  Harry  Bougeno  is  currently  vice  president  and  has 
been  membership  chairman  for  almost  three  years. 


Before  expansion — All  Employee  Center  services  were 
formerly  handled  by  the  Center  Coordinator  from  this 
conventional  office  setting. 


After  expansion — This  efficient  counter-style  service 
now  opens  into  the  main  corridor  that  connects  the 
cafeteria  and  recreation  lounge.  The  Employees'  Com¬ 
mittee  Secretary  has  her  desk  in  this  area  to  allow  for 
double  coverage,  when  necessary.  Pictured  (left  to 
right)  are  Harry  Bougeno;  Rose-Marie  Hacker,  Employ¬ 
ees'  Committee  Secretary;  and  Vanessa  Lonberger, 
Center  Coordinator. 


course,  need  to  return  all  unsold  tickets.)  When 
ordered  tickets  have  not  been  received  by  host 
company,  you  must  arrange  to  send  another  mes¬ 
senger  to  pick  them  up  at  a  later  date. 


continued  on  following  page 
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The  IRC  continued 


Building  a  reputation  of  dependability  brings  more 
program-sharing  offers  your  way. 

The  single  largest  shared  program  in  which  we  have  par¬ 
ticipated  (this  is  our  fourth  year)  is  a  private  party  with  Xerox 
at  Disneyland.  Tickets  are  consigned  to  us  for  this  spe¬ 
cial  night.  The  first  year  we  sold  660,  the  second  1,709, 
and  last  year,  2,783.  In  conjunction  with  this  event,  we 
had  our  second  special  Disneyland  Day  in  our  cafeteria, 
with  Disney  characters  visiting  during  the  noon  hour, 
and  a  drawing  for  prizes. 

The  new  services  provided  our  employees  through 
the  IRC  have  more  than  doubled  the  number  of  transac¬ 
tions  handled  by  the  Employee  Center  office.  This  ex¬ 
pansion  has  taken  place  without  adding  personnel  to  our 
three-member  staff  and  without  one  dollar  of  "up  front" 
money  for  group  sales.  Discount  savings  to  employees  in 
1977  totaled  $23,729.37. 

The  Times  has  shown  its  appreciation  for  the  IRC's 
help  by  allowing  me  to  participate  actively  in  all  meet¬ 
ings,  including  visiting  other  Southern  California  IRC's, 
holding  various  offices  on  the  executive  board,  and 
sending  me  to  Region  VII  Conferences.  In  an  added  spirit 
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of  reciprocation,  two  years  ago  our  Special  Events  De¬ 
partment  allowed  other  IRC  members  a  special  reduced 
ticket  offer  for  the  annual  "Times  500"  auto  race  at  the 
Ontario  Speedway. 

As  a  further  recognition  of  our  growth,  Times  man¬ 
agement  has  approved  the  expenditure  of  approximately 
$30,000  to  remodel  the  Employee  Center  office,  tripling 
the  floor  space. 

Let  there  be  no  misunderstanding:  Simply  joining  a 
local  IRC  is  not  the  answer  to  providing  a  well-rounded 
employee  service  program.  Participation  is  the  key 
word.  You  will  find  yourself  in  association  with  some 
real  pros,  but  since  they  also  have  full-time  jobs  in  indus¬ 
try,  they  don't  have  time  to  "run  you  down"  or  to  do  a 
lot  of  individual  calling  and  mailing.  On  the  other  hand, 
I  have  never  been  "turned  off"  by  anyone  whom  I  have 
approached  seeking  help  and  advice. 

What  is  in  the  future  for  our  expanding  program?  A 
survey  story  will  soon  appear  in  the  employee  news¬ 
paper  to  seek  out  those  interested  in  particpating  in  a  tal¬ 
ent  show.  Consideration  is  being  given  to  holding  a 
swap  meet  and  auction,  for  employees  only,  on  the  roof 
of  our  downtown  parking  structure.  Any  proceeds  would 
go  to  charity.  More  innovations  will  undoubtedly  arise  in 
the  coming  year. 

We  are  not  there — yet;  but  as  the  advertisement  says, 
"We've  come  a  long  way!"  .  .  .  with  a  big  "thank  you" 
to  our  local  Industrial  Recreation  Council. 


The  Author,  Harry  Bougeno,  in  his  office.  PHI 
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by  Stephen  D.  Waltz,  CIRA 
Cummins  Engine  Company 
NIRA  Vice  President, 
Tournaments  &  Services 

NIRA  anglers  competed  for  a  hatful  of  prizes  in  the 
1978  Fishing  Contest.  Top  catches  and  the  prizes  they 
earned  winners  are  listed  here.  In  addition,  nearly  forty 
other  fine  prizes  went  to  people  whose  names  were 
drawn  at  random  from  among  all  entrants. 

LARGEMOUTH  BASS— 6  lbs.,  6  oz. 

Roland  Henkel,  Jr.  (Harnischfeger  Corp.) 

Prize:  Old  Pal  tackle  box 
BLUEGILL— 1  lb.,  12  oz. 

Syl  Niezanski  (Allen  Bradley  Co.) 

Prize:  Rod  and  reel 
MUSKELLUNGE— 33  lbs.,  8  oz. 

Michael  Likasik  (Babcock  &  Wilcox) 

Prize:  Mark  V  Fishing  tackle 
NORTHERN  PIKE— 30  lbs.,  5  oz. 

Chuck  Gross  (Green  Bay  Packaging  Co.) 

Prize:  Rod  and  reel  package 
WALLEYE— 14  lbs.,  4  oz. 

Dale  Hails  (Dominion  Foundry  and  Steel) 

Prize:  Fishing  rod 
PERCH— 1  lb.,  8  oz. 

Mike  Miller  (Michigan  Bell  Telephone  Co.) 

Prize:  Fishing  vest 


SALMON— 32  lbs.,  12  oz. 

Douglas  Stowell  (Corning  Glass  Works) 

Prize:  Shakespeare  fishing  rod 
LAKE  TROUT— 16  lbs.,  2  oz. 

Robert  Winnie  (Michigan  Bell  Telephone  Co.) 
Prize:  Johnson  fishing  rod 
RAINBOW  TROUT— 6  lbs.,  6  oz. 

Gerald  Stachowiak  (Harnischfeger  Corp.) 

Prize:  Berkley  fishing  rod 
MARLIN— 71  lbs. 

Carlos  Torres  (Presision  Social  Grupo  Industrial) 
Prize:  Stillfish  fishing  rod 


All  prizes  for  the  Fishing  Contest  were  donated  by 
members  of  the  American  Fishing  Tackle  Manufactur¬ 
ers  Association.  Contest  Coordinator  Gene  Miller,  CIRA 
and  AFTMA's  Editor,  Jill  Talesnick  handled  the  prize¬ 
drawing  honors. 
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CUT  OUT  AND  RETURI 


TTIIAIM  BTO¥  [SIATO  ‘KT  1 

Eighth  annual  NIRA  MAIL-O-GRAPHIC  BOWLING  TOURNAMENT 
conducted  under  the  auspices  of  the  National  Industrial  Recreational  Association 

FEBRUARY  1,  1979  to  MARCH  11,  1979 

Entries  must  be  received  no  later  than  March  15,  1979 


|  MEN’S  DIVISION  HI 

WOMEN’S  DIVISION  □ 

|  75%  Handicap 

75%  Handicap 

>  650  to  1 000  Average 

500  to  900  Average 

|  750  Pins  max 

900  Pins  max. 

•  ALL  PRIZE  FEES  WILL  BE  RETURNED  IN  PRIZE  MONEY  AND  TROPHIES  • 


TEAM 

TEAM 

CAPTAIN 

FIRM 

ADDRESS 

PLAY  DATE 

RULES  AND  REGULATIONS 


1 .  Only  employees  and  their  immediate  families,  and  retirees  of  companies  affiliated  with  the  National  Industrial  Recreation 
Association  may  compete. 

2.  ABC  and  WIBC  rules  of  play  will  govern  the  competition. 

3.  Bowlers  may  bowl  as  often  as  they  wish,  but  not  more  than  3  bowlers  may  compete  together  more  than  once  on  the 


same  team. 

4.  Prize  Fee . $1.35  ($10.00  per  team) 

Tournament  Expense  . 65 

Total  per  bowler  to  NIRA  . $2.00 


5.  No  team  entry  accepted  if  team  average  is  MEN  OVER  1000,  LADIES  OVER  900. 

6.  No  entry  blanks  accepted  without  Team  fee  of  $10.00. 

7.  Championship  trophies  will  be  awarded  to  Sponsor  and  winning  team  members. 

8.  Teams  may  use  league  bowling  scores  during  February,  providing  entry  blank  and  fees  are  turned  over  to  Coordinator 
before  the  match. 

9.  Make  checks  payable  to:  N.I.R.A.  Bowling  Tournament. 


CERTIFICATE  OF  MEMBERSHIP 

The  undersigned  certifies  that  the  bowlers  whose  names  are  on  this  entry  blank  are  employees,  their  immediate  family,  or  retirees  of  the 
_ to  whom  competition  in  this  tournament  must  be  restricted. 


Name  of  Company 


Signature  of  Company  Official 


This  application  and  fees  must  reach  co-ordinator  Jack  Rinaldo,  CIRL 
c/o  Atwood  Vacuum  Machine  Co.,  1400  Eddy  Ave.,  Rockford,  IL  61101. 
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1.  Entrants  use  your  highest  1977-78  season  average. 

2.  If  you  had  no  average  last  year,  use  your  highest  average  for  the  1 976-77  season. 

3.  Entrants  with  no  previous  average,  use  highest  current  average  (with  a  minimum  21  games  bowled). 

4.  All  others  bowl  scratch.  WIBC 

NAME  AVERAGE  YEAR  ABC  NO. 


1 

1  2 

NAME 

3 

4 

S 

1 

2  2 

NAME 

3 

4 

6 

1 

3  2 

NAME 

3 

4 

F, 

1 

4  2 

NAME 

3 

4 

fi 

1 

Ft  2 

NAME 

3 

4 

3 
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The  Chairman  of  McLean  Trucking 
supports  employee  recreation 


NO  LONGER  DO  WE 
CONSIDER 
RECREATION  A 
FRINGE  BENEFIT 


Paul  P.  Davis 

Chairman  of  the  Board 
and  Chief  Executive  Officer 
McLean  Trucking  Company 


“Employee  recreation  is  the  kind  of  game 
everyone  at  McLean  can  play:  drivers,  dock  work¬ 
ers,  supervisors,  mechanics,  secretaries,  and 
their  families.  There  are  company-sponsored  rec¬ 
reational  activities  available  for  all. 

“When  our  program  was  born  back  in  the  early 
1950’s,  recreation  was  still  thought  of  as  a 
municipal  responsibility.  It  was  stored  away  when 
the  weather  turned  cold  and  dusted  off  again  each 
spring.  Today,  a  McLean  employee  can  bowl  from 
September  to  mid-March,  play  golf  through  the 
summer  in  a  company  league,  and  add  to  this 
schedule  with  slow-pitch  softball,  basketball, 
bridge,  table  tennis,  a  fishing  tournament,  pic¬ 
nics,  and  a  Christmas  dinner-dance. 

“In  many  unionized  industries,  employees  have 
become  polarized  because  of  contract  restric¬ 
tions  that  tend  to  prohibit  intermingling.  McLean’s 


recreation  program  acts  to  prevent  this.  In  fact,  in¬ 
teraction  is  encouraged.  A  winning  foursome  in  a 
recent  golf  tournament  included  a  long-haul 
driver,  city  driver,  a  supervisor,  and  a  dock  fore¬ 
man.  Last  winter  a  bowling  team  included  a  ter¬ 
minal  manager,  a  rate  clerk,  two  city  drivers,  and 
a  dock  worker. 

“This  broad  base  of  participation  from  all  areas 
of  the  McLean  work  force,  with  its  byproducts  of 
good  employee  relations,  and  better  morale  and 
work  attendance,  has  spurred  complete  manage¬ 
ment  support  of  the  entire  program. 

“No  longer  do  we  consider  recreation  a  fringe 
benefit.  It  is  the  catalyst  that  produces  healthy, 
vigorous,  dedicated  employees  who  are  an  asset 
to  McLean  and  outstanding  citizens  in  their  com¬ 
munities.” 


From  Top  Management  Speaks 

Check  the  publications  order  form  card  at  the  back  of  this  issue 
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Handing  it  back 
to  private  enterprise 

Canadian  government  promotes 
employee  recreation 


by 

Vance  Toner 
University  of  Moncton 


EDITOR'S  NOTE:  Taxpayers  are  drawing  the  line,  as 
California  voters  did  with  Proposition  13,  and  govern¬ 
ment  officials  have  begun  to  eye  new  private  sources  for 
recreation  services  that  have  traditionally  been  pub- 
lically  funded.  The  United  States  Department  of  the  Inte¬ 
rior  has  begun  preliminary  studies  of  employer-supplied 
recreation  as  a  future  complement  to  public  programs. 
NIRA  members  in  Mexico  use  the  term  "social  welfare" 
to  describe  the  comprehensive  services  in  recreation, 
fitness,  education,  family  assistance  and  even  housing 
that  characterize  some  employee  programs  in  their 
country.  In  Canada,  government  officials  who  are  in¬ 
terested  in  recreation  and  economic  development  are 
cooperating  with  one  another  and  with  private  employ¬ 
ers  to  develop  employee  recreation  and  fitness  pro¬ 
grams. 

In  October  1978,  the  Nova  Scotian  Departments  of 
Development  and  Recreation  held  their  second  Cana¬ 
dian  Conference  on  Employee  Recreation  and  Fitness  in 
Halifax.  Delegates  represented  private  business  and  in¬ 
dustry  in  Nova  Scotia  and  other  provinces.  Several  dele¬ 
gates  and  speakers  from  the  U.S.  as  well  as  delegates 
from  Mexico  also  attended.  NIRA  Region  VIII  Director 
Nelson  Ellsworth  of  the  Nova  Scotia  Department  of  Rec¬ 
reation  coordinated  both  the  1978  Conference  and  its 
forerunner  in  1976.  Since  the  Conference  followed  the 
Fall  meeting  of  the  NIRA  Board  of  Directors  in  Halifax 
(see  report,  page  37),  several  of  the  Board  members  par¬ 
ticipated  in  the  Conference. 

The  following  Conference  summary  highlights  the 


efforts  of  Nova  Scotian  government  officials  and  private 
employers  to  promote  employee  welfare,  productivity 
and  industrial  development. 

The  first  objective  of  the  conference  was  to  provide 
an  opportunity  for  industry  and  government  to  explore 
the  potential  of  employee  recreation  services. 

At  opening  ceremonies  Tuesday  night,  October  10, 
the  Honorable  Roland  Thornhill,  Nova  Scotian  Minister 
of  Development,  immediately  established  the  tempo  of 
the  conference  when  he  challenged  delegates  to  give 
direction  to  the  role  government  can  play  in  promoting 
employee  recreation. 

The  entire  afternoon  of  the  next  day  was  devoted  to 
group  discussion  about  that  very  question.  The  Minister 
made  five  general  recommendations  for  government  in¬ 
volvement  upon  which  the  discussion  groups  expanded. 
The  delegates,  representing  private  employers,  saw  gov¬ 
ernment's  potential  role  very  much  as  the  Minister  did. 

First,  Thornhill  suggested  that  government  could 
provide  leadership  resources  to  private  employers.  The 
groups  identified  specific  kinds  of  leadership  assistance: 
consulting  services,  professional  leadership  guidelines, 
catalytic  and  energetic  leadership  and  definitions  of  fit¬ 
ness  and  recreation. 

The  second  of  the  Minister's  recommendations  was 
to  provide  seed  money  for  pilot  projects.  Delegates 
suggested,  under  this  heading,  that  government  could 
provide  initiation  grants,  support  conferences  similar  to 
this  one,  fund  special  projects  which  might  include 
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facilities  in  industrial  parks,  and  support  tax  incentives 
for  employee  recreation  facility  construction. 

The  third  role  identified  by  Thornhill  was  in  research. 
To  this  end,  delegates  suggested  that  government  could 
support  research  into  the  benefits  claimed  for  recreation 
and  fitness. 

The  fourth  of  his  recommendations  was  for  informa¬ 
tion  and  encouragement.  It  was  here  that  the  delegates 
suggested  that  government  provide  information  that 
would  educate  private  employers  about  recreation  and 
promote  their  commitment  to  it. 

The  fifth  of  the  Minister's  recommendations  was  that 
government  promote  better  relationships  between  gov¬ 
ernment  and  industry  and  between  related  employee 
services.  Similarly,  delegates  suggested  that  government 
provide  basic  facilitating  services,  to  influence,  if  possi¬ 
ble,  a  breakthrough  in  the  use  of  available  community 
services  for  employee  programs. 

The  private  employer's  perspective  on  employee  rec¬ 
reation  was  outlined  by  NIRA  President  Richard  Brown, 
CIRA.  Brown  addressed  the  growing  enthusiasm  for  fit¬ 
ness  activities  in  employee  programs.  Fitness  is  impor¬ 
tant,  he  said,  but  is  only  one  of  the  many  physical,  men¬ 
tal  and  cultural  experiences  that  combine  to  improve 
worker  morale  and  productivity. 

Other  speakers  touched  on  the  common  goals  and 
cooperative  potential  of  private  business  and  govern¬ 
ment  in  employee  programs.  Stephen  Wiltshire,  Senior 
Vice  President  of  St.  Anne-Nackawic  Pulp  and  Paper 
Company,  New  Brunswick,  described  the  extensive  in¬ 
vestment  his  company  has  made  in  community  recrea¬ 
tion  projects  initiated  by  employees. 

At  the  same  time  as  the  Nackawick  story  was  unfold¬ 
ing,  NIRA  Past  President  William  DeCarlo,  CIRA,  Recre¬ 
ation  Manager  of  Xerox,  Corp.,  addressed  the  bottom 
line  of  employee  program  administration.  DeCarlo  em¬ 
phasized  the  necessity  of  selling  management  on  the 
program  and  finding  independent,  self-supporting  ac¬ 
tivities.  In  another  session,  speakers  described  the  de¬ 
velopment  of  employee  programs  at  Maritime  Tele¬ 
phone  and  Telegraph  with  the  help  of  the  Civil  Service 
Recreation  Association  of  Ottawa. 


President  Dick  Brown  (left)  was  interviewed  during 
television  coverage  of  the  conference. 


In  other  concurrent  sessions  Don  Sparrow,  Chairman 
of  the  Nisku  Industrial  Park  near  Edmonton,  Alberta,  ad¬ 
vocated  the  development  of  recreation  areas  near  indus¬ 
trial  parks.  He  insisted,  as  well,  on  the  dual  responsibility 
of  private  employers  and  government  in  this  undertak¬ 
ing. 

NIRA  Executive  Director  Patrick  Stinson  concluded 
the  Wednesday  program  by  explaining  that  NIRA  is  not 
what  it  says  it  is.  It  is  not  national;  it  is  international.  It  is 
not  merely  industrial;  its  members  are  in  business,  indus¬ 
try  and  government.  Finally,  it  is  concerned  not  only 
with  recreation,  but  also  with  fitness  and  services  of  all 
kinds. 

On  Thursday,  the  Conference  concentrated  on  its 
second  objective:  “To  provide  an  opportunity  for  indus¬ 
try  and  government  to  obtain  current  information  on 
employee  fitness  programs."  Delegates  experienced  a 
continuous  flow  of  literature  and  opportunities  to  have 
their  own  fitness  checked.  They  took  exercise  breaks, 
nourishing  refreshments,  instruction  and  demonstrations 
in  movement  skills,  and  even  a  breathalyser  test.  Several 
presentations  touched  on  the  value  and  application  of 
fitness  programs. 

The  Conference  concluded  with  a  confirmation  of 
the  value  of  private/public  coordination  in  employee 
programs.  The  Nova  Scotian  government  plans  to  pro¬ 
mote  the  cooperative  effort  begun  at  the  Halifax  Confer¬ 
ences.  rm 
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Canadian  Conference  on  Employee 
Fitness  and  Recreation 


Employee  programs 
aid  industrial  development 


From  remarks  by  Roland  Thornhill 
Minister  of  Development,  Province  of  Nova  Scotia 


In  the  past  decade,  fitness  has 
been  a  preoccupation  for  Cana¬ 
dians.  We  could  hardly  say  that  jog¬ 
gers  have  become  a  traffic  problem 
or  that  they  represent  a  threat  to  the 
unwary  stroller;  but  we  see  a  lot  of 
them,  panting  by  in  sweatsuits  and 
headbands,  leaving  most  of  us  with  a 
feeling  that  we  too  should  be  more 
active  than  we  are. 

Recreation  organizations  are  ex¬ 
periencing  a  boom  in  public  interest 
and  governments  readily  encourage 
programs  that  can  benefit  people  of 
all  ages.  It  is  pretty  well  established 
by  now,  that  most  people  in  North 
America  are  convinced  that  becom¬ 
ing  physically  fit  and  maintaining 
physical  health  is  something  of  high 
priority.  Canadians  may  be  a  little 
late  in  coming  to  these  conclusions. 
The  United  States,  the  Soviet  Union, 
and  some  other  industrialized  na¬ 
tions  have  long  been  aware  of  the 
economic  benefits  of  a  population 
that  is  healthy  and  getting  healthier. 
We  have  all  heard  about  the  sixty- 
year-old  Swede  who  is  as  fit  as  a 
thirty-year-old  Canadian  and  who 
jogs  five  miles  a  day  and  swims  out¬ 


doors  year-round.  There  is  really  no 
means  to  better  condition  than  con¬ 
ditioning  itself,  when  it  is  appropri¬ 
ate  to  our  ages  and  available  oppor¬ 
tunities  for  exercise  and  recreation. 

There  are  more  than  physical 
benefits  from  physical  conditioning. 
A  professor  of  physiology  and  re¬ 
lated  sciences  in  the  Soviet  Union 
has  released  a  study  which  more 
than  indicates  physical  exercise  has 
a  favorable  effect  on  mental  health. 
This  study  also  says  that  the 
worker-athlete  enjoyed  a  higher 
working  capacity.  A  well- 
conditioned  person  is  able  to  main¬ 
tain  a  two  to  five  percent  higher  out¬ 
put  than  non-athletes,  and  in  some 
cases  the  differential  is  as  high  as  ten 
or  fifteen  percent. 

Employees  who  exercise  regularly 
clearly  produce  more — and  more 
consistently — than  those  who  do  not 
exercise.  An  international  study  has 
proven  that  five-minute  training 
drills,  done  in  a  systematic  way,  im¬ 
prove  the  general  health  of  employ¬ 
ees  and  thereby  make  them  more 
able  to  resist  disease.  This,  in  turn, 
results  in  lower  absenteeism  and 


higher  productivity.  A  vicious  cycle 
is  replaced  by  a  positive  circle. 

These  positive  results  can  extend 
well  beyond  the  factory  floor.  It  has 
also  been  found  that  people  in  an  ac¬ 
tive  physical  exercise  program  see 
doctors  only  a  quarter  as  many  times 
a  year  as  people  who  do  not  take 
physical  exercise.  You  don't  have  to 
be  an  accountant  to  read  substantial 
savings  in  our  total  health  bill. 

Now,  if  the  results  are  even  half  as 
good  as  the  studies  indicate,  you  are 
on  to  something  of  immeasurable 
benefit  to  our  communities  and  our 
nation.  In  business,  just  think  of  the 
difference  in  costs  if  your  average 
employee  requires  three  to  five 
fewer  sick  days  per  year.  In  the 
months  of  flu  and  the  common  cold, 
absence  through  illness  is  a  consid¬ 
erable  factor  for  the  manager  who 
must  answer  to  his  president  or 
board  if  productivity  is  not  main¬ 
tained. 

Productivity  is  not  an  empty  word. 
It  affects  every  corporation,  com¬ 
pany,  government  agency  and,  in 
fact,  every  worker  from  the  new  em¬ 
ployee  to  the  president.  It  is  certainly 
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the  major  factor  in  effective  competi¬ 
tion.  To  be  industrious  is  to  be  suc¬ 
cessful,  generally  speaking;  but  all 
work  and  no  play  just  isn't  the  rule  it 
used  to  be.  Now  the  really  produc¬ 
tive  worker  is  the  well-rounded,  or 
should  I  say  well-muscled  individ¬ 
ual.  (I  must  be  cautious  here,  even  in 
jest;  because  it  has  been  pretty  well 
demonstrated  that  it  is  not  the  mus¬ 
cles  that  count  as  much  as  the  heal¬ 
thy  condition  of  the  cardio-vascular 
system,  which  can  be  gained  as  well 
as  sustained  by  proper  exercise  and 
activity  programs.)  In  West  Ger¬ 
many,  a  cardiac  conditioning  pro¬ 
gram  resulted  in  a  drop  of  almost  sev¬ 
enty  percent  in  absenteeism  among 
workers  with  some  history  of  car¬ 
diovascular  problems.  In  Sweden, 
an  employee  fitness  program  cut  ab¬ 
senteeism  by  nearly  fifty  percent. 
Exercise  breaks,  similar  to  one 
started  this  year  by  the  Canadian 
Department  of  Health  and  Welfare, 
have  reduced  errors  in  a  textile  mill 
in  Europe  by  more  than  thirty  per¬ 
cent. 

It  really  isn't  all  a  matter  of 
measurable  productivity.  Improved 
industrial  and  business  performance 
is  a  result  of  people  being  physically 
strong  as  well  as  emotionally  stable. 
One  of  the  advantages  apparent  in 
improved  employee  health  is  that 
people  tend  to  be  more  content  with 
their  jobs.  It  may  come  as  a  surprise 
to  many,  but  there  is  more  to  work 
than  getting  paid,  although  money  is 
important  to  the  individual  as  well  as 
to  business.  There's  not  much  inter¬ 
est  in  putting  the  same  bolt  on  the 
same  wheel  of  a  car,  year  in  and 
year  out;  but  recreation  and  fitness 
programs  certainly  compensate  for 
the  tedium  of  such  repetitive  tasks. 

This  points  to  an  important  as¬ 
pect  of  employee  recreation  and  fit¬ 
ness:  "attitude”.  Most  companies 
know  that  a  worker's  attitude  is 
linked  closely  to  his  personal  well¬ 
being  as  well  as  his  performance  on 
the  job.  It  is  "attitude"  in  addition  to 


fitness,  that  recreation  programs  im¬ 
prove.  But  there  is  no  need  to  per¬ 
suade  those  already  convinced.  Our 
problem  is  what  to  do  about  people 
who  say  they  would  like  to  improve 
their  physical  condition,  but  really 
don't  have  the  time  or  the  opportun¬ 
ity.  I  think  this  is  where  employee 
recreation  and  services  programs 
can  accomplish  so  much.  You  can 
take  the  programs  to  the  people  and 
offer  them  the  opportunities  they 
need. 


The  time  is  already  here  for  Cana¬ 
dians  to  realize  that  recreation 
within  a  company  is  a  direct  asset  for 
the  employer  and  not  only  a  fringe 
benefit  for  the  employee.  The  bene¬ 
fits  of  employee  recreation/fitness 
programs  can  not  be  measured  in 
dollars  and  cents,  but  they  are  very 
real  and  in  some  cases  they  are  sub¬ 
stantial.  Recreational  programs  are 
bargains,  any  way  you  look  at  them. 
Those  of  us  in  business  know  it  is 
common  practice  for  companies  to 
build  or  rent  large  and  elaborate  of¬ 
fices  and  use  them  as  tax  write-offs. 
But  they  have  not  realized  until  re¬ 
cently  that  the  same  investment 
would  return  perhaps  greater  divi¬ 
dends  if  applied  to  human  resources. 

It  doesn't  cost  millions  of  dollars 
to  get  things  going.  Certainly,  a 
company  could  build  an  18-hole 
golf  course  costing  several  million, 
but  a  few  hundred  dollars  expended 
for  exercise  equipment  returns  im¬ 
mediate  benefits.  Merely  selecting 
an  employee  to  lead  or  organize  a 
fitness  program  for  co-workers 
during  the  lunch  hour  puts  you  in 
this  productive  business  im¬ 
mediately.  Fitness  programs  may  be 


as  simple  or  involved  as  people  want 
to  make  them.  Individuals  differ  in 
their  needs  and  inclinations,  but  it  is 
important  that  everyone  does  some 
physical  exercise.  A  regular  running 
routine  on  two  or  three  flights  of 
stairs  provides  a  good  fitness  exer¬ 
cise  and  it  could  lengthen  some¬ 
one's  life. 

This  country  [Canada]  has  come  a 
long  way  in  recreation  and  fitness, 
but  compared  to  other  industrialized 
countries  we  still  have  a  long  way  to 


go.  Unfortunately,  we  have  not  had 
the  tradition  of  fitness  common  to 
the  Scandinavian  countries  and 
other  parts  of  northern  Europe.  We 
have  made  great  strides,  but  com¬ 
pared  to  future  possibilities,  we  are 
just  beginning.  It  is  encouraging  to 
see  business  and  government  be¬ 
coming  more  concerned  with  the 
health  and  attitudes  of  their  employ¬ 
ees,  and  providing  recreation  and 
fitness  programs.  Employers  may 
learn  a  lot  about  the  leadership  qual¬ 
ities  of  people  who  help  with  the  or¬ 
ganization  and  operation  of  such 
programs. 

We  hope  that  this  conference  will 
lead  to  fitness  development  pro¬ 
grams  in  many  more  companies.  As 
government  agencies,  we  will  wel¬ 
come  suggestions  on  improving  our 
own  recreational  opportunities.  We 
want  to  know  if  there  is  a  role  for 
government  and  what  direction  you 
believe  we  should  take.  It  may  be 
that  the  appropriate  division  of  a 
government  could  provide  some 


continued 
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Industrial  Development  continued 


leadership/resource  people  to  help 
get  employee  programs  under  way. 
We  may  be  able  to  assist  by  provid¬ 
ing  seed  money  for  pilot  projects 
and  we  may  be  able  to  do  the  re¬ 
search  so  that  industry  can  have  use¬ 
ful  guidelines  available  for  the  ask¬ 
ing. 

I  don't  believe  governments 
should  become  directly  involved  in 


a  company's  private  programs,  but 
we  can  provide  information  and  en¬ 
couragement.  The  Department  of 
Recreation  already  funds  many 
municipal  programs  in  the  province 
and  these  experienced  groups  may 
be  able  to  provide  useful  data  on 
recreational  activities  to  the  private 
sector.  As  Minister  of  Development, 
I  am  interested  in  any  program  that 


may  promote  better  relationships  be¬ 
tween  the  employee,  employer, 
government,  and  the  community. 
We  may  gain  greater  productivity, 
reduce  absenteeism,  improve  the  na¬ 
tional  economy,  and  reduce  the  net 
cost  of  health  services.  But  most  im¬ 
portantly,  people  may  be  healthier 
and  happier.  rm 
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BOARD  OF  DIRECTORS'  FALL  MEETING 

New  attention  to  marketing  needs 
and  fitness  programs 


The  NIRA  Board  of  Directors  assembled  for  this  portrait  in  the  Red  Chambers  of  the  Nova  Scotia  Province  House. 

(Back  row,  left  to  right)  Michael  Brown,  CIRA;  George  Grigor,  CIRA;  Enrique  Maldonado;  Kenneth  Wattenberger, 
CIRA;  Phyllis  Smith,  CIRA;  Stephen  Edgerton,  CIRA;  Louis  Mertens,  CIRA;  Bernie  Watts;  Eugene  Miller,  CIRA. 
(Second  row,  left  to  right)  Arthur  Conrad,  CIRA;  Thomas  Oswalt,  CIRA;  Alan  Benedeck;  Susan  Siwicki,  CIRA;  Cheryl 
Jones;  Robert  McCray;  Stephen  Waltz,  CIRA;  William  DeCarlo,  CIRA;  Ronald  Lewis,  CIRA. 

(Third  row,  left  to  right)  Enrique  Flores  Mora;  Fritz  Merrell,  CIRA;  Roy  McClure,  CIRA;  Edward  Hilbert,  CIRA;  Nelson 
Ellsworth;  Gloria  Boyles. 

(Seated,  left  to  right)  Kirt  Compton,  CIRA:  Elizabeth  Burchard,  CIRA;  Richard  Brown,  CIRA;  Patrick  Stinson. 

continued  on  following  page 
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Board  Meeting  continued 


A  new  staff  position  for  marketing 
and  a  proposed  new  Vice  President 
for  fitness  and  health  will  help  pro¬ 
vide  new  direction  for  NIRA  in  1979. 
These  developments  and  more  came 
out  of  the  NIRA  Board  of  Directors 
meeting  held  in  Halifax,  Nova 
Scotia,  October  11-12,  1978. 

The  Board  meeting  opened  with 
the  reading  of  a  letter  of  resignation 
from  NIRA  Assistant  Executive 
Director  and  Membership  Director 
Michael  Brown,  CIRA.  Brown  left 
NIRA's  headquarters  city,  Chicago,  at 
the  end  of  1978.  The  Board  accepted 
his  resignation  with  regret. 

Brown's  resignation  coincided 
with  staff  and  Board  discussions  of  a 
realignment  of  staff  duties.  With  an 
eye  toward  future  development, 


both  in  membership  and  income  re¬ 
sources,  the  Special  Personnel 
Committee  of  the  Board  recom¬ 
mended  the  creation  of  a  new  staff 
position:  Marketing  Manager.  With 
the  creation  of  this  position,  fur¬ 
thermore,  the  Committee  recom¬ 
mended  that  the  position  of  Assistant 
Executive  Director/Director  of 
Membership  be  abolished.  Under 
this  plan,  the  Executive  Director  will 
take  primary  responsibility  for  head¬ 
quarters  management  and  adminis¬ 
tration,  liaison  functions  with  the 
Board,  Conference  planning,  tour¬ 
naments  and  services,  and  all  non- 
Associate  memberships.  The  Market¬ 
ing  Manager,  like  the  NIRA  Editor, 
would  report  to  the  Executive  Direc¬ 
tor.  This  staff  member  would  be 
primarily  responsible  for  Assosicate 


membership,  advertising  sales  in 
RM,  and  national  Exhibit  booth 
sales.  The  Board  adopted  the  new 
staff  alignment  and  instructed  Execu¬ 
tive  Director  Patrick  Stinson  to  hire  a 
Marketing  Manager. 

NIRA  members  will  soon  consider 
the  addition  of  two  voting  positions 
to  the  NIRA  Board  of  Directors.  Vot¬ 
ers  will  be  asked  to  approve,  by 
referendum,  the  addition  of  the 
Chairman  of  the  National  Industrial 
Recreation  Research  and  Education 
Foundation  (NIRREF)  to  the  Board. 
They  will  also  consider  the  creation 
of  a  new  Vice  President  of  Fitness 
and  Health.  Referendum  materials, 
including  complete  explanations  of 
each  proposal,  will  be  mailed  to  all 
eligible  voters. 

President  Richard  Brown,  CIRA 
appointed  an  interim  Fitness  and 
Health  Committee  to  serve  pending 
approval  or  denial  of  the  new  Vice 
President's  position  by  the  NIRA 
voters.  An  interim  Committee  is 
Chaired  by  Edward  Hilbert,  CIRA 
and  includes  Enrique  Flores  Mora, 
Susan  Siwicki,  CIRA;  Louis  Mertens, 
CIRA;  and  Nelson  Ellsworth. 

The  Board  accepted  the  1979 
NIRA  budget,  basically  as  it  was 
proposed  by  Executive  Director  Pat¬ 
rick  Stinson. 

Upon  the  recommendation  of  the 
Public  Relations  Committee,  NIRA's 
highest  program  award,  the  Citizens 
Savings  Award  for  overall  excel¬ 
lence  will  be  renamed  the  Eastwood 
Award  in  honor  of  NIRA's  first  Presi¬ 
dent,  the  late  Dr.  Floyd  R.  Eastwood. 

Tournaments  and  services  report 
information  has  been  contained  in 
the  regular  RM  department,  "Tour¬ 
nament  News"  by  Vice  President  of 
Tournaments  and  Services  Steve 
Waltz,  CIRA. 

Region  VII  received  special  thanks 
from  NIRREF  Director  William  De- 
Carlo,  CIRA.  The  Western  region 
donated  $1,000  to  the  Foundation. 

The  next  scheduled  meeting  of  the 
NIRA  Board  of  Directors  was  set  for 
January  18-19,  1979  at  the  Town 
and  Country  Hotel  in  San  Diego, 
California.  The  Town  and  Country 
Hotel  will  be  the  site  of  the  May 
1980  NIRA  Conference  and  Exhibit. 
A  full  report  on  the  winter  meeting 
will  appear  in  the  March  RM.  HU 
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SURVEY  REPORT: 


Recreation  Management  Magazine 


We  asked  our  readers 
what  they  like — and  don't  like — about  RM. 

Here's  what  they  said. 


At  its  May  1978  meeting,  the  Pub¬ 
lic  Relations  Committee  of  the  NIRA 
Board  of  Directors  encouraged  the 
NIRA  Editor  to  conduct  a  survey  of 
Recreation  Management  Magazine 
readers.  Such  a  poll,  the  Committee 
noted,  would  assist  the  staff  in  plan¬ 
ning  content  that  would  best  serve 
the  needs  of  NIRA  members.  With 
this  in  mind,  a  brief  survey  was  pre¬ 
pared  for  mailing  with  the  Decem¬ 
ber/January  edition  of  the  NIRA  pro¬ 
gramming  newsletter,  “key  notes." 

Survey  Design 

The  Recreation  Management 
reader  survey  was  designed  to  en¬ 
courage  a  quick  response  and  pro¬ 
vide  basic  data  that  could  be  tabu¬ 
lated  at  the  NIRA  office.  The  single¬ 
sheet, ’two-page  format  required 
only  three  or  four  minutes  to  com¬ 
plete  and  was  accompanied  by  a 
post-paid,  self-addressed  return  en¬ 
velope. 

Of  1,400  survey  forms  mailed  (to 
Organization,  Allied  and  IRC  mem¬ 
bers),  256  usable  responses  were  re¬ 
turned  within  two  weeks,  for  an  1 8% 


response.  Of  the  few  surveys  that 
were  discarded,  most  were  re¬ 
sponses  from  new  members  who 
had  not  seen  the  Magazine. 

Although  the  sample  size  of  256 
represents  usable  responses,  not 
every  respondent  answered  every 
section  of  each  question.  This  ac¬ 
counts  for  totals  that  do  not  equal 
100%  of  the  sample. 

Results 

The  results  of  the  survey, 
presented  in  Tables  I  through  VI  at 
the  end  of  this  report,  give  us  a  far 
more  accurate  reading  of  reader  re¬ 
sponse  to  the  Magazine  than  we 
have  been  able  to  garner  through  in¬ 
formal  comments  and  suggestions. 
The  results  help  answer  several  im¬ 
portant  questions. 

Who  are  our  readers? 

(Tables  I  and  II) 

The  question  of  NIRA's  volun¬ 
teer/professional  director  ratio  arises 
regularly.  Table  I  shows  the  propor¬ 
tion  of  volunteers  and  professionals 
among  respondents.  Of  the  256  re¬ 
spondents,  193  (75%)  indicated  that 


the  employee  recreation,  fitness  and 
services  program  is  included  in  their 
professional  responsibilities.  A  bal¬ 
ance  of  60  (23%)  indicated  that  the 
employee  program  is  primarily  a 
volunteer  responsibility  for  them. 

Table  II  reveals  the  proportion  of 
respondents  from  NIRA's  four  basic 
organization  size  categories.  The 
largest  proportion  of  respondents,  96 
(38%),  represents  companies  with 
fewer  than  1,000  employees.  Almost 
as  many,  88  (34%),  work  with 
1,001-5,000  employees.  The  small¬ 
est  group,  32  (13%),  comes  from 
companies  with  5,001-10,000  em¬ 
ployees.  Another  40  (16%),  hail 
from  companies  with  more  than 
10,000  employees. 

These  discoveries,  however,  when 
viewed  in  relation  to  other  survey 
findings,  reveal  no  wide  differences 
between  the  informational  needs  of 
volunteers  and  professionals,  nor  be¬ 
tween  representatives  from  com¬ 
panies  of  various  sizes.  Overall 
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Reader  Survey  continued 


reader  interests  are  reported  in  Ta¬ 
bles  III,  V  and  VI.  Our  present  tabu¬ 
lation  method  did  not  allow  for 
complete  correlations  to  be  estab¬ 
lished  for  all  survey  results,  relative 
to  respondents'  professional  or  vol¬ 
unteer  status.  Nevertheless,  what  is 
significant  to  note  here  is  that  our 
readers  who  handle  employee  pro¬ 
grams  on  a  volunteer  basis  appar¬ 
ently  view  their  leadership  roles  as 
seriously  as  many  of  their  profes¬ 
sional  counterparts.  Virtually  all  re¬ 
spondents  expressed  a  desire  for 
continued  or  increased  coverage  of 
such  professionally-oriented  topics 
as  management/administrative 
techniques  and  legal  considerations. 

Is  RM  being  read ? 

(Table  III) 

Yes,  our  subscribers  are  reading 
Recreation  Management ,  according 
to  survey  results.  A  slight  majority  of 
respondents,  131  (51%),  indicated 


FPA  Corporation:  Professionals  in  creative  living. 


that  they  read  all  of  the  Magazine. 
Another  123  (48%)  customarily  read 
at  least  some  of  it.  Not  one  respon¬ 
dent  reported  reading  none  of  the 
Magazine. 

Is  the  Magazine  helpful? 
(Table  IV) 

Yes,  say  our  readers,  Recreation 
Management  is  helpful  to  them  in 
their  employee  activities  work.  Both 
editorial  and  advertising  portions  of 
the  publication  are  useful,  according 
to  the  responses,  although  slightly 
more  readers  find  the  editorial  por¬ 
tion  helpful.  Specifically,  the  edito¬ 
rial  portion  of  the  Magazine  is  very 
helpful  to  99  (39%),  of  the  respon¬ 
dents.  A  greater  number,  1 39  (54%), 
find  it  somewhat  helpful.  Still 
another  15  (6%),  find  it  not  at  all 
helpful.  The  advertising  portion  of 
RM  is  very  helpful  to  60  (23%)  of  the 
respondents.  The  majority  of  read¬ 


ers,  159  (62%),  find  the  advertising 
somewhat  helpful.  Only  37  (14%) 
find  advertising  not  at  all  helpful. 

What  parts  are  best  read? 
(Table  V) 

In  planning  1979  editorial  con¬ 
tent,  it  was  important  to  know  which 
existing  departments  of  the  publica¬ 
tion  were  valued  sufficiently  by 
readers  to  justify  their  continuation. 
Overall,  readers  told  us  to  retain  all 
present  departments.  Generally, 
those  departments  that  draw  a  lower 
readership  are  those  that  run  only  in¬ 
termittently  and/or  occupy  relatively 
little  space  in  the  publication.  The 
most  popular  department  in  Recrea¬ 
tion  Management  is  the  "Ideas 
Clinic"  by  Melven  C.  Byers,  CIRA. 
More  than  three-fourths  of  our  read¬ 
ers,  198  (77%),  said  they  always 
read  it.  Using  the  same  criteria,  our 
present  departments  rank,  in  de¬ 
scending  order  of  popularity,  as  fol¬ 
lows:  "News  in  Brief,"  "NIRA 
Calendar,"  "The  NIRA  President 
would  like  a  word  with  you,"  "Or¬ 
ganization  Profile,"  "Tournament 
News,"  "Associate  Profile,"  "Names 
in  the  News,"  "Meet  Your  Board." 

What  more  is  needed? 

(Table  VI) 

This  question  is  the  most  impor¬ 
tant  one,  editorially.  In  personal  con¬ 
tact,  the  NIRA  staff  has  discovered, 
readers  tend  to  be  only  complimen¬ 
tary  about  the  Magazine  and  seem 
reluctant  to  make  suggestions  which 
could  appear  to  be  ungracious 
cricitism  to  the  publication  or  staff. 
By  means  of  this  survey,  however, 
respondents  could  offer  constructive 
criticism  in  the  form  of  a  request  for 
information.  This,  of  course,  reaches 
to  the  heart  of  NIRA's  purpose  and, 
certainly,  to  a  primary  reason  for  the 
Magazine's  existence. 

Our  results  indicate  that  RM  read¬ 
ers  want  as  much  or  more  of  almost 
every  kind  of  information  we  now 
supply,  and  some  new  material.  As 
noted  in  passing  above,  there  is  a 
strong  similarity  between  the  ex¬ 
pressed  informational  needs  of  vol¬ 
unteer  and  professional  directors 
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TABLE  1 

Are  employee  activities: 

included  in  your  professional  responsibilities 

193  (75%) 

primarily  a  volunteer  responsibility 

60  (23%) 

TABLE  II 


Number  of  Employees 

Fewer  than  1 ,000 

1,001-5,000 

5,001-10,000 

More  than  1 0,000 

96  (38%) 

83  (34%) 

32  (13%) 

40  (16%) 

TABLE  III 

How  much  of  the  Magazine  do  you  usually  read? 

All 

Some 

None 

131  (51%) 

123  (48%) 

0 

from  various  organizations.  In  gen¬ 
eral,  their  desire  for  information  and 
ideas  that  will  assist  them  in  doing  a 
professional-quality  job  is  obvious. 
The  only  surprise  in  our  findings  was 
the  relatively  low  priority  our  read¬ 
ers  place  on  additional  information 
about  fitness.  Of  the  thirteen  (13) 
topic  areas  suggested  to  our  readers, 
fitness  tied  for  eighth  place  among 
those  requiring  additional  coverage. 
The  other  topics  with  little  demand 
for  increased  coverage  were  travel, 
69  (27%);  news  about  NIRA  affairs, 
48  (19%);  and  news  about  individ¬ 
ual  NIRA  members,  40  (16%).  Top¬ 
ics  that  require  increased  attention 
in  1979  are,  in  descending  order 
of  demand:  programming  ideas, 
management/administrative  tech¬ 
niques,  legal  considerations,  hob¬ 
bies/social  and  cultural  activi¬ 
ties,  funding,  program  justifica¬ 
tion,  research  reports,  facilities,  fit¬ 
ness,  non-recreational  employee 
services,  travel,  news  about  NIRA  af¬ 
fairs,  news  about  individual  NIRA 
members. 

More  reader  comments 

The  Recreation  Management 
reader  survey  concluded  with  a  re¬ 
quest  for  individual  comments  and 


suggestions  about  the  Magazine. 
Most  respondents  chose  not  to  sup¬ 
plement  their  categorial  responses 
with  additional  remarks.  Those 
comments  we  did  receive  were  gen¬ 
erally  brief  and  complimentary. 
Many  of  these  respondents  re¬ 
quested  articles  about  specific  top¬ 
ics.  One  professional  director 
spoke  for  many  when  she  requested 
more  articles  on  the  "capture  and 
training  of  volunteers". 

In  planning  improvements  for  RM, 


we  paid  special  attention  to  the  indi¬ 
vidual  criticisms  of  the  Magazine. 
One  respondent,  a  public  relations 
professional  and  a  recreation  volun¬ 
teer,  noted  that  the  design  and  lay¬ 
out  of  the  Magazine  are  bare  and  un¬ 
interesting.  Several  readers  com¬ 
plained  of  the  overemphasis  on  a 
few,  highly  visible  organizations  in 
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Operation 
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•  Own  It  For  Only 
$37.50 

T.F.T.  TABLE  TENNIS  BALL  DISPENSER  saves  time 
and  makes  money.  Liberates  valuable  employees 
for  other  duties.  Takes  over  ball-dispensing,  cash 
handling,  eliminates  daily  inventory,  record-keep¬ 
ing  and  other  costly,  nit-pickin'  details.  One  gross 
of  Table  Tennis  Balls  at  $17.80  per  gross, 
dispensed  at  25<  each,  returns  a  profit  of  $18.20. 
Recover  almost  the  entire  purchase  price  in  two 
fillings.  Thereafter,  it’s  clear  profit  all  the  way. 
T.F.T.  TABLE  TENNIS  BALL  DISPENSERS  have 
been  tested  in  use  for  many  years.  All  "bugs" 
eliminated.  No  risk  guarantee:  return  machine  for 
free  repair-pay  only  for  parts  and  shipping. 

For  immediate  shipment,  or  additional  information. 

T.F.  TWARDZIK&  CO.,  INC. 

Dept.  RM  600  East  Center  Street 
Shenandoah,  PA  17976 
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Reader  Survey  continued 


NIRA.  Other  readers  commented 
that  we  have  devoted  so  much  space 
to  NIRA  affairs  that  the  NIRA  publi¬ 
cation  can  appear  to  be  self-serving. 

Conclusions 

Meeting  reader  needs 

Our  readers  want  more  informa¬ 
tion.  They  want  help  with  manage¬ 
ment  and  administration.  They  need 
to  know  about  legal  considerations, 
planning  techniques,  and  the  like. 
They  are  interested  in  programming 
ideas  and  want  to  learn  about  the 
successful  activities  in  other  com¬ 
panies.  Their  demands  suggest  a 
new  editorial  emphasis  for  the 
Magazine. 

Like  NIRA  as  a  whole,  the 
Magazine  will  continue  to  turn  away 
from  an  earlier,  introspective,  frater¬ 
nal  point  of  view  and  readjust  its 
perspective  to  include  the  entire 
business  world.  To  do  this,  RM  re¬ 


quires  a  greater  proportion  of  ma¬ 
terial  from  sources  outside  our 
Association.  We  must  reduce  our 
dependency  on  instruction  by  ex¬ 
ample,  especially  as  it  tends  to 
overemphasize  a  few  famous  pro¬ 
grams. 

This  outwardly-turning  point  of 
view  calls  for  articles  from  experts  in 
a  variety  of  fields.  With  improved 
RM  material,  there  will  remain  a 
need  for  the  unique  example  and 
expertise  that  NIRA  sources  can  pro¬ 
vide.  The  Magazine  will  also  take  on 
a  modestly  updated  look,  graphi¬ 
cally,  in  the  coming  year. 

As  noted  above,  the  results  of  the 
1978  Recreation  Management 
Magazine  reader  survey  were  en¬ 
lightening  and  encouraging,  overall. 
They  also  highlight  areas  in  which 
we  must  improve.  Similar  reader 
surveys  will  be  conducted  period¬ 
ically  to  monitor  and  guide  the 
Magazine's  continued  development. 


STiSKTempuwees  tOs.? 


COULD  THEY  ANSWER 
BASIC  ECONOMIC 
QUESTIONS  LIKE  THESE? 

True  False 

□  □  (1.)  Less  than  four  per 
cent  of  the  (IS.  labor  force  are 
agricultural  workers. 

□  □  (2.)  Today,  the  CIS.  ranks 
third  in  international  trade. 

□  □  (3.)  As  productivity 
increases,  our  standard  of  living 
increases. 

□  □  (4.)  When  inflation 
occurs,  each  dollar  we  have  buys 
more  goods  and  services. 

ANSWERS: 

J-tr±-£(lSJy)  AZll 


A  recent  national  survey  shows 
that  many  people  would  find  these 
questions  tough.  In  short,  their 
Economics  Quotients,  their  E.Qs., 
could  probably  stand  improvement. 

A  special  booklet  has  been 


prepared  on  what  makes  our 
American  Economic  System  tick. 
It’s  fact-filled,  easy  reading  and 
free.  It’s  also  an  easy  way  for 
anyone  to  raise  their  E.Q..  For 
your  copy,  just  clip  the  coupon. 


Booklets,  P.O.  Box  1887,  Hew  York,  H.Y.  10001 

_ Please  send  me  a  free  copy  of  the  booklet  about  our  economic  system. 

_ I  would  also  like  a  copy  of  the  survey  highlights. 


.Title _ 


Company. 
Address  _ 


Hote:  Booklets  in  quantity,  posters  and  other  materials  are  available  for  use  by  com¬ 
panies,  clubs,  etc.  For  information,  write:  The  Advertising  Council,  825  Third  Avenue. 
Hew  York,  Hew  York  10022. 


A  public  service  messoge  of  This  Mogo2ioe  &  The  Advertising 
Council  &  the  US.  Deportment  of  Commerce 
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TABLE  IV 


In  your  employee  activities  work,  how  helpful  is 

the  editorial  and  advertising  material ? 

Very  helpful 

Somewhat  helpful 

Not  helpful 

Advertising  60  (23%) 

159  (62%) 

37  (14%) 

Editorial  99  (39%) 

139  (54%) 

15  (6%) 

TABLE  V 


How  frequently  do  you  usually  read  the  Magazine's  regular  departments ? 

Always 

Sometimes 

Never 

Ideas  Clinic 

198(77%) 

50  (20%) 

3  (1%) 

NIRA  News 

165  (64%) 

69  (27%) 

12  (5%) 

News  in  Brief 

165  (64%) 

74  (29%) 

9  (4%) 

NIRA  Calendar 

152  (59%) 

78  (30%) 

18  (7%) 

NIRA  President  would  like  a  word  with  you 

148(58%) 

83  (32%) 

17  (7%) 

Organization  Profile 

128  (50%) 

109  (43%) 

8  (3%) 

Tournament  News 

113(44%) 

108  (42%) 

27(11%) 

Associate  Profile 

106  (41%) 

120  (47%) 

18  (7%) 

Names  in  the  News 

104  (41%) 

125  (49%) 

15  (6%) 

Meet  your  Board 

98  (27%) 

120  (47%) 

33(13%) 

TABLE  VI 


Compared  with  the  present  Magazine, 
how  much  coverage  would  you  like  to 

see  of  the  following  topic  areas? 

More 

Same 

Less 

None 

Facilities 

102  (40%) 

108  (42%) 

14  (5%) 

0 

Fitness 

102  (40%) 

99  (39%) 

21  (8%) 

1 

Funding 

117(46%) 

89  (35%) 

16  (6%) 

1 

Hobbies;  social/cultural  activities 

125(49%) 

90  (35%) 

14  (5%) 

1 

Legal  considerations 

128(50%) 

91  (36%) 

8  (3%) 

1 

Management/ Administrative  techniques 

167(65%) 

57  (22%) 

9  (4%) 

0 

News  about  NIRA  affairs 

48(19%) 

157(61%) 

22  (9%) 

0 

New  about  individual  NIRA  members 

40(16%) 

130(51%) 

52  (20%) 

4  (2%) 

Non-Recreational  employee  services 

99  (39%) 

94  (37%) 

27(11%) 

9  (4%) 

Programming  ideas 

168  (66%) 

63  (25%) 

3  (1%) 

1 

Program  justification 

117(46%) 

98  (38%) 

10  (4%) 

1 

Research  reports 

105(41%) 

102  (40%) 

16  (6%) 

2(1%) 

Travel 

69  (27%) 

105  (41%) 

46(18%) 

9  (4%) 

rm 
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Know  us 

by  the  companies 

ia §0x  Leen  □ONEIDA 

silver  cube.  Our  silversmiths' 

Monsanto  , 


O)  3m 


OWENSHUJNOIS 


®  MOTOROLA  XEROX  Ijjl 


Rockwell 

International 


General  Mills 


ARMCO 

_  V 


STATE  FARM 


INSURANCE 


AtCOOMMKLL  OOUOL . 


TIMKEN 


EB.FGoodrichJ 


4^ 


Nova 

iT 

Department  1 

Scotia 

M 

of  Recreation  1 

CORNING 

CORNING  GLASS  WORKS 


Kodak 


tF’otPOdi?®®® 

LOCKHEED 


r/»r/A^ 


stf  &  So, 


Olin 


Michigan  Bell 


CONTROL  DATA 
CORPORATION 


\nmurji 

/ggi 


&  GOODYEAR 

rH  CATERPILLAR 


The  National  Industrial  Recreation  is  known  by  the  companies 
it  keeps  —  year  after  year.  Over  1,800  company  members  repre¬ 
sent  NIRA,  which  was  established  in  1941.  Through  cooperation 
and  interaction,  they  have  helped  each  other  develop  the  finest 
recreation  programs  and  services  for  their  employees.  NIRA,  the 
only  association  of  its  kind  in  the  world,  provides  "ready-made” 
programs  for  immediate  implementation,  technical  advice  and 
other  valuable  services.  These  services  are  designed  for  devel¬ 
oped  or  underdeveloped  programs  and  for  full-time,  part-time  or 
volunteer  coordinators  of  employee  activities.  NIRA  is  a  vital  com¬ 
munications  link  between  members.  This  is 
why  the  Association  has  grown  steadily  in 
value  and  recognition.  And  this  is  why  you 
really  owe  it  to  yourself  to  find  out  what  benefits 
you  and  your  employees  might  be  missing. 

NIRA  is  ready  to  help.  Get  the  entire  story.  No 
obligation  —  just  information.  Write:  Director 
of  Membership,  NIRA,  20  N.  Wacker  Drive, 

Chicago,  Illinois  60606,  Phone:  (312)-346-7575. 


HUGHES 


Quaker 


Texas  Instruments 


INCOR PORATED 
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meet  y#ur  kmmc4 


Arthur  L.  Conrad,  CIRA,  Vice  President  of 
Public  Relations,  has  been  a  manistay  of 
NIRA  for  many  years.  As  Vice  President  of 
Employee  and  Public  Relations  for  Flick- 
Reedy  Corporation  of  Bensenville,  Illinois, 
Conrad  oversees  one  of  the  outstanding  em¬ 
ployee  recreation  programs  among  the  na¬ 
tion's  smaller  companies.  His  programs  have 
repeatedly  won  the  NIRA  Citizens  Savings 
Award.  As  a  member  of  the  Board  of  Direc¬ 
tors  and  as  Vice  President  of  Public  Relations 
for  NIRA,  Conrad  has  been  invaluable. 

Art  Conrad  earned  his  A.B.  from  the  University  of  Notre  Dame,  his 
Ed.M.  from  DePaul  University  of  Chicago  and  his  law  degree  from 
Loyola  University  in  Chicago.  A  lifetime  of  military,  educational,  civic 
and  religious  service  has  earned  Conrad  a  lengthy  list  of  honors.  He 
will  hold  his  present  term  with  NIRA  until  May,  1980. 

Edward  C.  Hilbert,  CIRA,  was  re-elected  in 
May  1978  as  NIRA's  Vice  President  of  Re¬ 
search  and  Education.  He  is  Recreation 
Coordinator  and  Fitness  Advisor  for  Battel le 
Memorial  Institute  in  Columbus,  Ohio. 

Hilbert  gained  22  years  of  recreation  ad¬ 
ministration  experience  in  the  U.S.  Air  Force. 
In  both  Europe  and  the  United  States,  he 
managed  recreation  programs  for  military 
people  and  their  families.  He  has  been  with 
Battelle  since  1 972. 

Hilbert  has  earned  his  B.S.,  in  Education  and  Public  Recreation  and 
will  complete  his  M.A.  in  Management  and  Supervision  and  Business 
Management  this  year.  He  is  a  member  of  many  national  and  local 
recreation  associations  and  served  as  President  of  the  Columbus  Indus¬ 
trial  Recreation  Association  from  1 972  through  75.  He  will  serve  ip  his 
present  Board  position  until  May1980. 

-  -  John  G.  Tutko,  CIRA,  is  NIRA's  CIRA/CIRL 
Director.  His  present  term  as  head  of  the  As¬ 
sociation's  professional  certification  program 
will  expire  in  May  1979. 

Tutko  holds  bachelor's  and  master's  de¬ 
grees  in  education.  He  has  earned  many  ad¬ 
ditional  credits  in  armed  forces  management 
schools  and  seminars.  He  has  headed  the 
employee  recreation  and  services  program 
for  the  Washington,  D.C.  headquarters  of  the 
Air  Force  for  the  past  twenty  years. 

Tutko  is  a  member  of  the  National  Recreation  and  Park  Association, 
a  charter  member  of  the  League  of  Federal  Recreation  Associations  and 
belongs  to  several  other  professional  and  honorary  fraternities.  He  has 
served  in  various  posts  for  the  NIRA  Board  of  Directors  and  directed  the 
publication  of  the  first  Who's  Who  in  Business,  Industry  and  Govern¬ 
ment  Employee  Recreation.  ffll 


Your  Professional 
Reference  Library 

Cassette  tapes 
of  major 

educational  sessions, 
1978  NIRA 
Conference  &  Exhibit 

•  Six-session 
fitness  series 

•  Productivity 

•  Stress  elimination 

•  Legal  considerations 

•  Group  travel  options 

•  Retiree  programming 
. .  .and  more 

Tapes:  $7  each 

Tax,  postage,  handling,  inch 

Convention  Recording  Service 
1222  Greenbrier 
Denton,  TX  76201 
(817)  387-9102 


LEADERS 

of  Industry 
are  talking 
about 

Employee 

Recreation. 

Top 

Management 

Speaks 

a  NIRA  publication 

Order  Today 
Complete  publication 
order  form  in 
the  back  of 
this  issue. 
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1979  Buyer's  Guide 
and  Services  Directory 


Investigate  the  next  14  pages  for  clues  to  bargains  in: 


•  Apparel  •  Equipment  •  Facilities 

•  Hotels  and  Resorts  •  Merchandise 

•  Prizes  and  Trophies  •  Professional  Services 

•  Sporting  Goods  •  Theme  Parks 

•  Travel  Services  . . .  and  more 
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VARIED  GOODS 
AND  SERVICES 


Arts  &  Crafts 

NASCO 

901  Janesville  Avenue 
Fort  Atkinson,  Wl  53538 
Phone  (414)  563-2446 
Grant  Cummings 
Director  of  Advertising 

Nasco's  Arts  &  Crafts  Catalog  includes  over 
20,000  items:  teaching  aids  and  supplies  for 
leather  and  candle  crafts,  painting,  sculpture, 
ceramics,  needlecrafts,  and  many  other  arts  and 
crafts. 

CIRCLE  READER  SERVICE  CARD  NO.  1 


Entertainment 

BENIHANA  OF  TOKYO 
1000  Brickell  Avenue 
Miami,  FL  33131 
Phone  (305)  379-0871 
Margaret  Gagnon 
National  Sales  Director 

CIRCLE  READER  SERVICE  CARD  NO.  2 

GENERAL  CINEMA  THEATRES,  INC. 

27  Boylston  Street 
Box  1000 

Chestnut  Hill,  MA  02167 
Phone  (617)  232-8200 
S.  H.  Evans 

Vice  President,  Public  Relations 
GCC  Theatres,  with  820  screens  in  39  states,  offer 
organizations  discounted  movie  tickets,  when 
purchased  in  quantities  of  100  tickets,  at  up  to 
one-third  off  the  box  office  admission  price. 

CIRCLE  READER  SERVICE  CARD  NO.  3 

MADISON  SQUARE  GARDEN 
4  Pennsylvania  Plaza 
New  York,  NY  10001 
Phone  (212)  563-8080 
Marge  Fearon 
Director  of  Group  Sales 

CIRCLE  READER  SERVICE  CARD  NO.  4 


SPORTS  UNLIMITED,  INC. 

"ENTERTAINMENT  79" 

(National  Headquarters) 

30100  Telegraph  Rd.  #166 
Birmingham,  Ml  48010 
Phone  (313)  642-8300 
Steven  H.  Zacks 
Executive  Vice  President 

Sports  Unlimited's  unique  "Entertainment" 
coupon  book  is  the  ideal  employee  fund-raising 
program  or  gift.  Two  go  out  for  the  price  of  one. 
Dining,  pro  sports,  movies,  concerts  and  more. 
Consignment  available. 

CIRCLE  READER  SERVICE  CARD  NO.  5 


Film  Rentals 

THE  FILM  CENTER 
938  K  Street,  N.W. 

Washington,  DC  20001 
Phone  (202)  393-1205 
Richard  G.  Speorl 
Marketing 

The  finest  in  family  entertainment  from  Walt  Dis¬ 
ney  Productions  and  other  major  Hollywood 
studios;  16mm  full-length  features,  short  subjects 
and  religious  titles  priced  to  fit  your  budget.  FREE 
CATALOGS! 

CIRCLE  READER  SERVICE  CARD  NO.  6 


JOURNAL  FILMS,  INC. 

930  Pitner  Avenue 
Evanston,  IL  60202 
Phone  (312)  328-6700 
Michael  T.  Collins 
Marketing  Manager 
CIRCLE  READER  SERVICE  CARD  NO.  7 


» <(■  ~  -  7  : — . . — — — ■ — : — “■“] 

SWANK  MOTION  PICTURES,  INC. 

■Jefferson  Avenue  ^  apPears 

10,63103  onPaSe26 

■)  534-6300 

Director,  Recreational  Market 
The  grealest  se lection  of  1 6mm  color  sound  mov¬ 
ies  to  choose  from.  Special  reduced  prices  for 
NIRA  members.  Send  for  vour  free  color  catalog  or 

for  more  information. 

CIRCLE  READER  SERVICE  CARD  NO.  8 
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TWYMAN  FILMS,  INC. 

4700  Wadsworth  Road 
Box  605 

Dayton,  OH  45401 

Phone  (800)  543-9594 

Ohio  customers  call  (513)  222-4014 

Alan  P.  Twyman 

President 

Serving  family  entertainment  and  employee  rec¬ 
reational  needs  with  16mm  sound  motion  pic¬ 
tures  for  rent  from  Universal,  Warner  Bros.,  Walt 
Disney,  Columbia  and  others  from  an  interna¬ 
tional  collection.  Offices  in  Burbank,  CA;  Dayton, 
OH;  and  New  York,  NY. 

CIRCLE  READER  SERVICE  CARD  NO.  9 

Foods/Beverages/Vending 

STEWART  SANDWICHES,  INC. 

5732  Curlew  Drive 
Norfolk,  VA  23502 
Phone  (804)  420-1347 
Noel  Funchess 
National  Sales  Director 

Pre-packaged  sandwiches  and  pizza  which  are  de¬ 
livered  frozen  and  merchandised  refrigerated. 
Ovens  furnished  free.  Also  prepackaged  coffee 

with  free  brewer  loan. 

CIRCLE  READER  SERVICE  CARD  NO.  10 

Merchandise  for  Discount 
and/or  Resale 

BRONSON  PHARMACEUTICALS 

4526  Rinetti  Lane 

La  Canada,  CA  91011 

Phone  (213)  790-2646 

Frank  S.  Bronson 

President 

CIRCLE  READER  SERVICE  CARD  NO.  11 

CONTEMPORARY  BOOKS  INC. 

180  N.  Michigan  Avenue 

Chicago,  IL  60601 

Phone  (312)  782-9181 

Bruce  DuMont 

Director  of  Publicity 

CIRCLE  READER  SERVICE  CARD  NO.  12 

DETECT- A-TRON ICS,  INC. 

6847  Lee  Highway 
Arlington,  VA  22213 
Phone  (703)  533-0080 
Martin  M.  Simon 
President 

CIRCLE  READER  SERVICE  CARD  NO.  13 


ENCYCLOPAEDIA  BRITANNICA 
P.O.  Box  232 
Fort  Lee,  NJ  07024 
Phone  (201)  224-5200 
Frank  E.  Holmes,  Jr. 

Executive  Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  14 

HELBROS  WATCHES,  INC. 

Two  Park  Avenue 
New  York,  NY  10016 
Phone  (212)  685-6300 
Sol  Demel 
Recreation  Director 

Men's  and  ladies'  mechanical  and  Analog  Quartz 
watches,  with  or  without  your  corporate  logo  on 
the  dial.  On-going  special  program  for  employee 
sales.  Complete,  full-color  catalog  available. 

CIRCLE  READER  SERVICE  CARD  NO.  15 

INVITATIONAL  PROMOTIONS,  INC. 

21241  Ventura  Blvd.,  Suite  177 
Woodland  Hills,  CA  91364 
Phone  (800)  423-5235 
(213)  999-6515 
Ron  Shuken 
President 

IPI  is  a  public  relations  and  advertising  firm, 
specializing  in  discount  purchase  programs.  Our 
program  includes  the  opportunity  to  save  $  on 
new  cars,  major  appliances,  and  group  travel 
plans. 

CIRCLE  READER  SERVICE  CARD  NO.  16 

NEW  ENGLAND  ART  PUBLISHERS 

10  Railroad  Street 

North  Abington,  MA  02351 

Phone  (617)  878-5152 

James  J.  Harkins 

Sales  Manager 

The  world's  most  beautiful  Christmas  cards  of  the 
highest  quality  and  designs.  "Designed  for  partic¬ 
ular  people."  Serving  recreation  and  employee 
clubs  for  over  25  years.  Guaranteed  programs. 

CIRCLE  READER  SERVICE  CARD  NO.  17 

REVLON  COMMISSARY  SALES  INC. 

767  Fifth  Avenue 
New  York,  NY  10022 
Phone  (212)  572-5917 
William  G.  Bruce 
Director  Special  Markets 

CIRCLE  READER  SERVICE  CARD  NO.  18 
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SALE  OF  WATER  TOWER,  INC. 

576  Apparel  Center 
Chicago,  IL  60654 
Phone  (312)  822-0668 
Bernard  Poticha 

Specializing  in  a  complete  line  of  14Kt  or  18  Kt 
gold  bracelets,  chains,  pendants,  earrings, 
watches.  Also,  diamond  jewelry,  engagement  and 
wedding  rings.  Other  fine  jewelry  for  ladies  or 
men. 

CIRCLE  READER  SERVICE  CARD  NO.  19 

SHANKER  INDUSTRIES,  INC. 

1640  Superior  Avenue 
Cleveland,  OH  44114 
Phone  (216)  241-3817 
Dave  Shanker 
President 

CIRCLE  READER  SERVICE  CARD  NO.  20 

WEBSTER  PUBLISHING  COMPANY 

1 644  Bayview  Avenue 

Toronto,  Ontario,  Canada  M4G  3C2 

Phone  (416)  484-6900 

George  W.  Hoskins 

President 

CIRCLE  READER  SERVICE  CARD  NO.  21 

Physical  Fitness 

FITNESS  INDUSTRIES  INC. 

P.O.  Box  448 
Pelham,  AL  31524 
Phone  (205)  663-3273 
Royal  E.  Rohrbach,  Sr. 

President 

CIRCLE  READER  SERVICE  CARD  NO.  22 

HADEN  COMPANY,  INC. 

2707  Satsuma 
Dallas,  TX  75229 
Phone  (214)  241-3551 
(800)  527-0492 
Van  Haden 
Vice  President 

Sales  and  consultation  on  fitness  centers  and 
equipment.  Joggers,  bikes,  Dynavit,  c-v  test  and 
training,  weight  machines;  Jacuzzis,  saunas, 
steambaths  for  corporate  facilities.  Free  catalog 

available.  Plans  on  request. 

CIRCLE  READER  SERVICE  CARD  NO.  23 

MAC  LEVY  PRODUCTS  CORPORATION 

92-21  Corona  Avenue 

New  York,  NY  11373 

Phone  (212)  592-6550 

E.  M.  Mouber 

Executive  Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  24 


MARCY  GYM  EQUIPMENT  CO. 

1 736  Standard  Avenue 
Glendale,  CA  91201 
Phone  (213)  247-6611 
Parker  Mahnke 
Vice  President 

Complete  line  of  quality  physical  fitness  products: 
bikes,  treadmills,  single  station  and  multistation 
gym  machines.  Planning  and  implementation  ser¬ 
vice  provided.  Send  for  free  catalog. 

CIRCLE  READER  SERVICE  CARD  NO.  25 

NAUTILUS  EQUIPMENT  INC. 

1545  W.  Mockingbird  Road 
Dallas,  TX  75235 
Phone  (214)  630-6564 
Dick  Parks 
Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  26 

UNIVERSAL  GYM  EQUIPMENT  CO.,  INC. 
930-27th  Avenue,  S.W. 

Cedar  Rapids,  IA  52406 
Phone  (800)  553-7901 
(319)  365-7561 
Norman  Barnes 
Advertising  Manager 

Universal  Gym  Equipment's  single  and  multiple 
station  conditioning  equipment  can  provide  a 
total  muscular  and  cardio-respiratory  fitness 
workput  to  as  many  as  650  people  per  eight-hour 
day  in  a  space  merely  15'  x  20'!  Call  toll  free  or 
write  us  today  for  our  new  catalog.  We  want  to 
help. 

CIRCLE  READER  SERVICE  CARD  NO.  27 

Prizes/T  rophies/Gifts 


AWARDS  BY  KAYDAN 

62  Wesley  aPpea« 

Lake  Villa,  IL  60046  0„  PaSe  w 

Phone  (312)  356-3505 

Daniel  M.  Dreyer 

President 

CIRCLE  READER  SERVICE  CARD  NO.  28 


CREATIVE  AWARDS  BY  LANE 
1575  Elmhurst  Road 
Elk  Grove,  IL  60007 
Phone  (312)  593-7700 
Don  Thompson 
President 

Recognition  incentive  awards:  Trophies,  plaques, 
jewelry,  gifts,  ribbons,  ad  specialties.  Complete 
engraving  service.  Custom  designs  our  specialty. 
Free  catalog. 

CIRCLE  READER  SERVICE  CARD  NO.  29 
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Professional  Services 


KOTZ  &  SCHNEIDER 

Land  &  Recreation  Planning  &  Design 

One  Mony  Plaza  .  appeal 

Syracuse,  NY  1 3202  ^  page  33 

Phone  (315)  475-4157 

Anthony  W.  Kotz 

Site  selection,  analysis,  feasibility  studies,  master 
planning,  design  of  recreational  facilities,  and 
consultation. 

CIRCLE  READER  SERVICE  CARD  NO.  30 


Recreation  Apparel 

KING  LOUIE  INTERNATIONAL,  INC. 

311  West  72nd  Street 
Kansas  City,  MO  64114 
Phone  (816)  363-5212 
Michael  Milens 
Executive  Vice  President 

PRO/FIT  athletic  jackets,  vests  and  baseball  style 
caps  for  all  sports.  Award  blazers.  King  Louie 
bowling  shirts  and  blouses.  All  products  may  be 
personalized  with  company  or  group  identifica¬ 
tion  or  logo. 

CIRCLE  READER  SERVICE  CARD  NO.  31 

MANDELKER'S 
2603  N.  Downer  Avenue 
Milwaukee,  Wl  53211 
Phone  (414)  271-2233 
Jack  Mandelker 
Owner 

TEE  SHIRTS  CUSTOM  PRINTED— Sweat  shirts, 
jackets,  jerseys.  Businesses,  teams,  clubs. 
Minimum  12.  Free  catalog.  Mandelker's  07,  2603 
N.  Downer  Ave.,  Milwaukee,  Wl  53211. 

CIRCLE  READER  SERVICE  CARD  NO.  32 

VELVA  SHEEN  MFC.  COMPANY 
3860  Virginia  Avenue 
Cincinnati,  OH  45227 
Phone  (513)  272-3600 
Craig  Leach 
Director  of  Advertising 

For  recreational  apparel,  safety  awards,  company 
picnics,  or  your  company  stores,  Velva  Sheen  can 
be  your  one  source  for  T-shirts,  sweatshirts,  jac¬ 
kets,  jerseys,  athletic  shorts — for  men,  women 
and  children. 

CIRCLE  READER  SERVICE  CARD  NO.  33 


Recreation  Equipment 

BLUMENFELD  SPORT  NET 
Box  7726 
Dallas,  TX  75209 
Phone  (214)  351-4676 
Pete  Blumenfeld 
Vice  President,  Sales 

Manufacturer  of  all  sport  nets  (tennis,  volleyball, 
etc.)  and  related  goals  and  standards.  Distributes 
broad  range  of  inf latible  balls  for  all  sports. 

CIRCLE  READER  SERVICE  CARD  NO.  34 


LANDSCAPE  STRUCTURES,  INC. 

300  Dawn  Heather  Drive 

Delano,  MN  55328 

Phone  (612)  972-3391  or  479-2546 

Steven  G.  King 

President 

Designers  and  manufacturers  of  Creative  Wood 
Playstructures  and  other  site  amenities,  including 
Vita  Course,  the  outdoor  physical  fitness  course. 
CIRCLE  READER  SERVICE  CARD  NO.  35 


RAWLINGS  SPORTING  GOODS 
A  DIVISION  OF  A-T-O,  INC. 

2300  Delmar  Blvd. 

St.  Louis,  MO  63166 
Phone  (314)  241-2900 
Gary  M.  Graham 
Director  of  Marketing 

A  complete  line  of  sports  equipment  and  clothing 
for  baseball,  softball,  football,  basketball,  hockey 
and  soccer,  plus  track  and  lacrosse  clothing.  Ten¬ 
nis  rackets  and  equipment,  racketball  rackets,  vol- 
leyballs. 

CIRCLE  READER  SERVICE  CARD  NO.  36 


RICHARD  J.  REILLY,  JR.,  INC. 

Backus  Avenue 
Box  1052 

Danbury  CT  06810 
Phone  (203)  792-2900 
Arthur  Crabtree 
Sales  Manager 

Manufacture,  sell,  install  and  maintain  both  wood 
and  aluminum  platform  tennis  courts  throughout 
the  United  States. 

CIRCLE  READER  SERVICE  CARD  NO.  37 
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TROJAN  PLAYGROUND  EQUIPMENT  MFC.  CO. 
1 1  Second  Avenue,  S.E. 

St.  Cloud,  MN  56301 
Phone  (612)  251-3080 
Bill  Van  Diest 
President 

Heavy-duty  playground  equipment.  Bicycle  racks, 
flag  poles,  picnic  tables  and  benches,  grills,  bas¬ 
ketball  backstops,  softball  and  baseball  backstops. 
Free  catalog  on  request.  Quotations  on  request. 
CIRCLE  READER  SERVICE  CARD  NO.  38 

Trade  Associations 

AMATEUR  SOFTBALL  ASSOCIATION  OF 
AMERICA 
2801  N.E.  5th 
P.O.  Box  11437 
Oklahoma  City,  OK  75111 
Phone  (405)  424-5266 
Don  E.  Porter 

CIRCLE  READER  SERVICE  CARD  NO.  39 

AMERICAN  BOWLING  CONGRESS 

National  Headquarters 

5301  S.  76th  Street 

Greendale,  Wl  53129 

Phone  (414)  421-6400 

Tom  New 

CIRCLE  READER  SERVICE  CARD  NO.  40 

THE  ATHLETIC  INSTITUTE 
200  Castlewood 
North  Palm  Beach,  FL  33408 
Phone  (305)  842-3600 
Donald  E.  Bushore 
Executive  Director 

For  sports  films  and  publications  send  for  the  Ath¬ 
letic  Institute  1979/80  catalog  of  instructional 
aids. 

CIRCLE  READER  SERVICE  CARD  NO.  41 

BOWLING  PROPRIETORS  ASSOCIATION  OF 
AMERICA 
P.O.  Box  5802 
Arlington,  TX  7601 1 
Phone  (817)  460-2121 
Vladimir  A.  Wapensky 
Executive  Director 
CIRCLE  READER  SERVICE  CARD  NO.  42 

NATIONAL  RIFLE  ASSOCIATION 
1600  Rhode  Island  Avenue,  N.W. 

Washington,  DC  20036 
Phone  (202)  783-6505 
John  Grubar 

CIRCLE  READER  SERVICE  CARD  NO.  43 


NATIONAL  SHOOTING  SPORTS 
FOUNDATION,  INC. 

1 075  Post  Road 
Riverside,  CT  06878 
Phone  (203)  637-3618 
A.  H.  Rohlfing 
Executive  Director 

CIRCLE  READER  SERVICE  CARD  NO.  44 

NATIONAL  SPORTING  GOODS  ASSOCIATION 

717  N.  Michigan  Avenue 

Chicago,  IL  60611 

Phone  (312)  944-0205 

G.  Marvin  Shutt 

Executive  Director 

CIRCLE  READER  SERVICE  CARD  NO.  45 

Miscellaneous 

COMP-U-CARD  OF  AMERICA 
733  Summer  Street 
Stamford,  CT  06901 
Phone  (203)  324-9261 
(800)  243-0266 
Ann  Spence 

Vice  President,  Marketing 

A  shopping  service  conducted  over  a  toll-free 
WATS  line  that  enables  a  member  to  buy  major 
merchandise  such  as  stereos,  appliances, 
cameras,  silver,  china,  jewelry,  etc.  at  a  savings  of 

20  to  40%  below  retail. 

CIRCLE  READER  SERVICE  CARD  NO.  46 

CONTEMPO  DESIGN,  INC. 

1 78Q  Maple  Street 
Northfield,  IL  60093 
Phone  (312)  441-7670 
John  Sturm 
President 

We  design  and  build  modular  and  custom  exhibits 
for  trade  shows  and  conventions. 

CIRCLE  READER  SERVICE  CARD  NO.  47 

HARDWICKE  COMPANIES 
1000  Brickell  Avenue 
Miami,  FL  33133 
Phone  (305)  379-0871 
Margaret  Gagnon 
National  Sales  Director 
CIRCLE  READER  SERVICE  CARD  NO.  48 

HEALTH  &  EDUCATION  SERVICES 
2442  Irving  Park  Road 
Chicago,  IL  60618 
Phone  (312)  463-6010 
James  A.  Muehlenbein 
Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  49 
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MAJESTIC  COLOR  STUDIOS 
P.O.  Box  845 
Cleveland,  TN  3731 1 
Phone  (615)  476-5553 
John  T.  Rupert 
National  Sales  Manager 
CIRCLE  READER  SERVICE  CARD  NO.  50 

MOR-LIFE  ENTERPRISES,  INC. 

Dakota  Northwestern  Bldg.,  Suite  510 

400  Broadway 

Bismarck,  ND  58501 

Phone  (800)  437-3075 

James  R.  Stauffer 

Director,  Research  and  Development 
The  Mor-Life  system  addresses  the  four  factors  of 
good  health;  preventive  medicine,  nutrition,  phys¬ 
ical  fitness  and  human  energy  management.  It 
does  so  in  a  program  combining  medical  evalua¬ 
tion,  health  education,  exercise  planning  and  per¬ 
sonal  consultations.  Reduced  insurance  premium 
arrangement  available  to  those  who  practice  good 
health. 

CIRCLE  READER  SERVICE  CARD  NO.  51 

PHW  INC.— DBA  INDUSTRIAL  FOTO 

2549  Cypress  Point  Drive 

Fullerton,  CA  92633 

Phone  (213)  947-1324 

L.  H.  Folliot 

President 

CIRCLE  READER  SERVICE  CARD  NO.  52 


SAM  ASH  MUSIC  CORP. 

301  Peninsula  Blvd. 

Hempstead,  NY  11550  05,9 

Phone  (800)  645-3518 

(212)  247-7757  in  New  York  State 
Paul  J.  Ash 
Vice  President 

Musical  instruments,  amplification,  disco  and  P.A. 
equipment  at  large  discounts.  Major  brands; 
guaranteed.  54-year-old  firm  also  has  seven  loca¬ 
tions  in  New  York  City  area.  Call  toll  free  for 
prices.  VISA,  Mastercharge. 

CIRCLE  READER  SERVICE  CARD  NO.  53 

_ 

SIGMA  DATA  COMPUTING  CORP. 

12730  Twinbrook  Parkway 
Rockville,  MD  20852 
Phone  (301)  881-4451 
Lester  Needle 
Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  54 


TOLEDO  LIQUIDATORS  INC. 

776  Carlton  Street 

Toledo,  OH  43609 

Phone  (419)  382-8984 

Hal  L.  Van  Tassel 

Vice  President,  Sales  Promotion 

CIRCLE  READER  SERVICE  CARD  NO.  55 

WORLD  GOLF  ASSOCIATION 
4500  Campus  Drive,  Suite  672 
Newport  Beach,  CA  92660 
Phone  (213)  653-4894 
Bert  Stewart 

CIRCLE  READER  SERVICE  CARD  NO.  56 


SPORTING 

GOODS 


AMF  INC.,  BOWLING  PRODUCTS 
Jericho  Turnpike 

Westbury,  Long  Island,  N.Y.  11590 
Phone  (516)  333-6900 
Al  Spanjer 

Director,  Marketing  Service 

CIRCLE  READER  SERVICE  CARD  NO.  57 

BRUNSWICK  RECREATION  CENTERS 
DIVISION,  BRUNSWICK  CORP. 

One  Brunswick  Plaza 

Skokie,  IL  60077 

Phone  (312)  470-4131 

John  Mihalovich 

Marketing  Services  Director 

Operate  240  bowling  centers  world-wide. 

CIRCLE  READER  SERVICE  CARD  NO.  58 

CASWELL  EQUIPMENT  CO.,  INC. 

1221  Marshall  Street,  N.E. 

Minneapolis,  MN  55413 
Phone  (612)  379-2000 
T.  N.  Busch 
Vice  President,  Sales 

Shooting  range  equipment,  indoor  and  outdoor, 
for  your  recreational,  commercial,  police  and 
guard  service.  Assistance  available  to  planners. 
Over  50  years  experience  with  installations 
throughout  the  world. 

CIRCLE  READER  SERVICE  CARD  NO.  59 
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J.  DE  BEER  &  SON,  INC 
P.O.  Box  11570 
Albany,  NY  12211 
Phone  (518)  438-7871 
Richard  H.  Poliak 
Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  60 


GOLF  DIGEST/TENNIS 
495  Westport  Avenue 
Norwalk,  CT  06856 
Phone  (203)  847-5811 
Diana  O'Donnell 
Special  Projects  Manager 
GOLF  DIGEST  and  TENNIS  Magazines  have  a 
program  of  instruction  and  competition  for  indi¬ 
viduals,  corporations  and  associations.  Awards 
programs,  book  service,  vacation  planning  ser¬ 
vice. 

CIRCLE  READER  SERVICE  CARD  NO.  61 


MINIMAX  COMPUTING  CORPORATION 

1712  Commerce  Street 

Dallas,  TX  75201 

Phone  (214)  748-7944 

A.  G.  Nichols,  Jr. 

President 

Computer  golf  handicapping  services.  MCC  is  the 
largest,  most  experienced  computer  golf  hand¬ 
icapping  organization  with  over  1 ,000  associa¬ 
tions  and  club  customers  in  39  states  representing 
several  hundred  thousand  golfers. 

CIRCLE  READER  SERVICE  CARD  NO.  62 


SHAKESPEARE  COMPANY 

FISHING  TACKLE  DIVISION 

6111  Shakespeare  Road,  Drawer  S 

Columbia,  SC  29260 

Phone  (803)  754-7540 

Bob  Phillips 

General  Sales  Manager 

Complete  selection  of  fishing  tackle  including 
rods,  reels,  lines  and  electric  fishing  motors. 

CIRCLE  READER  SERVICE  CARD  NO.  63 


TRAVEL  SERVICES 


Airlines 

AIR  CANADA 
600  Madison  Avenue 
New  York,  NY  10022 
Phone  (212)  935-7740 
L.  G.  Dales 

Passeriger  Sales  Development  Manager 
Air  Canada  every  day  flies  more  people  to  Canada 
than  any  other  airline.  Ask  us  about  skiing,  golf, 
fishing  and  other  great  recreation  opportunities  in 
Canada  to  please  every  group. 

CIRCLE  READER  SERVICE  CARD  NO.  64 


Car  Rentals/Railroads 

AMTRAK  (NATIONAL  RAILROAD 
PASSENGER  CORP.) 

400  N.  Capitol  Street,  N.W. 

Washington,  DC  20001 
Phone  (202)  383-2064  (Wash.) 

(212)  239-6354  (NY) 

(312)  443-8515  (Chicago) 

(415)  556-2981  (San  Francisco,  Oakland) 
Tim  Aufmuth 

Senior  Spec.-National  Accounts 
AMTRAK — exploring  new  dimensions  in  group 
and  recreational  travel;  offering  your  recreation 
committee  exciting  tours,  great  prices  and  conve¬ 
nient  and  comfortable  transportation — tailored  to 
meet  your  group's  requirements. 

CIRCLE  READER  SERVICE  CARD  NO.  65 

ECONO-CAR  INTERNATIONAL,  INC. 

3101  McCoy  Road 
Orlando,  FL  32809 
Phone  (305)  851-1692 
Lyal  A.  Davis 

City  Manager,  Central  Florida 
CIRCLE  READER  SERVICE  CARD  NO.  66 

NATIONAL  CAR  RENTAL  SYSTEM,  INC. 

5501  Green  Valley  Drive 
Minneapolis,  MN  55437 
Phone  (800)  328-4740,  ext.  2589 
(612)  830-2589  Call  Collect 
Wayne  Herberger 

Manager,  Group  and  Convention  Sales 
Complete  car  and  truck  rental  services  worldwide. 
CIRCLE  READER  SERVICE  CARD  NO.  67 
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Cruise  Ship  Lines 

COMMODORE  CRUISE  LINE 
1015  N.  America  Way 
Miami,  FL  33132 
Phone  (305)  358-2622 
David  Levene 
General  Sales  Manager 

Year-round  seven-day  cruises  to  the  Caribbean  on 
the  happy  ships  M/S  Boheme  and  M/S  Caribe .  Rates 
start  at  $495  to  $820  per  person,  double  occupancy. 

CIRCLE  READER  SERVICE  CARD  NO.  68 

COSTA  LINE,  INC. 

#1  Biscayne  Tower 
Miami,  FL  33131 
Phone  (800)  327-5704 
Joseph  E.  Stewart 
District  Sales  Manager 

Largest  cruise  line  in  the  world,  offering  every¬ 
thing  from  three-  and  four-day  cruises  to  the 
Bahamas,  to  76  days 'round  the  world.  Carla  "C" 
— Angelina  and  Amenikants — seven-day  cruises 
from  San  Juan.  Federico  "C"  and  Renaissance — 
ten-  and  eleven-day  cruises  from  Miami.  Three- 
and  four-day  cruises  to  Bahamas  on  Flavia  from 
Miami. 

CIRCLE  READER  SERVICE  CARD  NO.  69 


CARIBBEAN  GULF  HOTEL 
430  S.  Gulfview  Blvd. 

Clearwater  Beach,  FL  33515 
Phone  (813)  443-5714 
Bradley  J.  Cox 
Director  of  Marketing/Sales 
14-story  high-rise  hotel  located  directly  on  Clear¬ 
water  Beach  and  the  Gulf  of  Mexico.  Facility  has 
meeting  space  to  accommodate  300,  two  dining 
rooms  and  three  lounges. 

CIRCLE  READER  SERVICE  CARD  NO.  73 


CARUTH  HOTEL  &  RESORT  PROPERTIES 
9300  N.  Central  Expressway  d  apPearS 
Dallas,  TX  75231  on  Cover  H 

Phone  (214)  363-2431 

CIRCLE  READER  SERVICE  CARD  NO.  74 


CASINO  GRAN  PRIX 

215  N.  Pacific  Avenue 

San  Pedro,  CA  90731 

Phone  (213)  831-6466 

Al  Ronzio 

Marketing  Director 

CIRCLE  READER  SERVICE  CARD  NO.  75 


CUNARD  LINE  LIMITED 
555  Fifth  Avenue 
New  York,  NY  10017 
Phone  (212)  983-2541 
James  R.  Sullivan 

Vice  President,  Sales  and  Marketing 
CIRCLE  READER  SERVICE  CARD  NO.  70 


Hotels  and  Resorts 


AMERICANA  HOTELS 


605  Third  Avenue 
New  York,  NY  10016 
Phone  (212)  557-1776 
Michael  A.  Leven 

CIRCLE  READER  SERVICE  Cf 


BEACH  CLUB  HOTEL 

3100  N.  Ocean  Blvd. 

Ft.  Lauderdale,  FL  33308 
Phone  (305)  564-8502 

on  Pa» 

jack  Lindeman 

General  Manager 

CIRCLE  READER  SERVICE  CARO  NO 

.72 

■  ■ 

CLAREMONT  HOTEL 
P.O.  Box  23363 
Oakland,  CA  94623 
Phone  (415)  843-3000 
Karen  Harzog 

CIRCLE  READER  SERVICE  CARD  NO.  76 

CONDOMINIUMS  IN  AMERICA 
8211  E.  Via  de  Viva 
Scottsdale,  AZ  85258 
Baden  Peters 

CIRCLE  READER  SERVICE  CARD  NO.  77 

EL  SAN  JUAN  HOTEL  CORPORATION 
540  Madison  Avenue 
New  York,  NY  10022 
Phone  (212)  752-7774 
(800)  223-7464 
Theodore  M.  Urban 
Vice  President 

El  San  Juan  Hotel  Resort  Center  in  San  Juan, 
Puerto  Rico,  offering  1,000  guest  rooms  and 
comparable  meeting  space.  El  San  Juan  Hotel, 
Towers  and  Palace  Hotel.  El  Conquistador  Hotel 
and  Club,  a  total  resort  facility. 

CIRCLE  READER  SERVICE  CARD  NO.  78 
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HERSHEY  MOTOR  LODGE  &  CONVENTION 
CENTER 

HOTEL  HERSHEY 
Hershey  Information  Center 
Hershey,  PA  1 7033 
Phone  (717)  534-3172 
Dexter  Koehl 
Director  of  Marketing 

Hershey  Motor  Lodge  offers  460  spacious  rooms, 
three  fine  restaurants,  a  nightclub  and  spacious 
convention  facilities.  Hotel  Hershey,  a  great  re¬ 
sort  of  North  America,  has  270  luxurious  rooms 
and  continental  cuisine. 

CIRCLE  READER  SERVICE  CARD  NO.  79 

HIGH  COUNTRY  INN 
Box  96 

Winter  Park,  CO  80482 
Phone  (303)  726-5566 
Arthur  W.  Lang 
Partner/Manager 
CIRCLE  READER  SERVICE  CARD  NO.  80 

HOLIDAY  INNS,  INC. 

3796  Lamar  Avenue 
IMA  Bldg.,  Room  3560 
Memphis,  TN  38118 
Phone  (901)  362-4927 
R.  A.  Mallamo 

Director,  Sales  Development 
World-wide  food  and  lodging  cabin.  World's 
largest  supplier  of  sleeping  rooms  with  facilities 
for  meetings  and  conventions. 

CIRCLE  READER  SERVICE  CARD  NO.  81 

HOSPITALITY  INNS 
2100  Terminal  Tower 
Cleveland,  OH  44113 
Phone  (216)  575-5848 
(800)  321-2323 
Philip  E.  Williams 
National  Sales  Manager 

Food  and  lodging  chain — locations:  Atlanta; 
Hartford/Springfield;  St.  Louis;  Cleveland  (3); 
Columbus,  Cincinnati;  Toledo;  Ft.  Wayne; 
Pittsburgh;  Lansing;  Grand  Rapids;  Lexington,  KY. 
Meeting  and  banquet  rooms;  tennis  indoor  pool, 
24-hour  food  service. 

CIRCLE  READER  SERVICE  CARD  NO.  82 

HOTEL  LEXINGTON 
511  Lexington  Avenue 
New  York,  NY  10017 
Phone  (212)  755-4400 
Barbara  Cutler 

Director,  Tour  and  Agency  Sales 

CIRCLE  READER  SERVICE  CARD  NO.  83 


HYATT  HOTELS  CORPORATION 
9701  West  Higgins  Road 
Rosemont,  IL  60018 
Phone  (312)  399-2100 
Joseph  G.  Kordsmeier 
Vice  President,  Sales  and  Marketing 
Major  first-class  hotel  chain  with  52  hotels  offer¬ 
ing  luxury  accommodations  and  excellent 
meeting/convention  facilities  in  42  cities  includ¬ 
ing  Chicago,  San  Francisco,  Los  Angeles,  In¬ 
dianapolis,  Memphis,  Dallas  and  Washington, 
DC. 

CIRCLE  READER  SERVICE  CARD  NO.  84 

HYATT  HOTELS  HAWAII 
2424  Kalakaua  Avenue 
Honolulu,  HI  96815 
Phone  (808)  922-9292 
John  Marshall 
Sales  Manager 

Hyatt  Hotels  Hawaii  is  composed  of  three  deluxe 
hotels  in  Hawaii:  the  1,260-room  Hyatt  Regency 
Waikiki  at  Hemmeter  Center;  the  487-room 
Kuilima  Hyatt  Resort  Hotel  on  Oahu's  North 
Shore;  and  the  820-room  Hyatt  Regency  Maui  at 
Kaanapali  Beach,  currently  in  construction  and 
opening  in  the  spring  of  1 980. 

CIRCLE  READER  SERVICE  CARD  NO.  85 

KILLINGTON  SKI  AREA 
Killington  Road 
Killington,  VT  05751 
Phone  (802)  422-3333 
John  Clifford 
Vacation  Sales  Manager 

Killington,  New  England's  most  popular  ski  resort, 
offers  full  service  resort  facilities  and  big  moun¬ 
tain  skiing.  Killington  offers  group  packages  on 
both  ski  plans  and  summer  tennis  school  vacation 
packages.  For  information  on  all  of  Killington's 
learning  vacations,  contact  the  group  sales  office 
at  (802)  422-3333. 

CIRCLE  READER  SERVICE  CARD  NO.  86 

MIAMI  SPRINGS  VILLAS  &  KINGS  INN 

500  Deer  Run 

Miami,  FL  33166 

Phone  (305)  871-6000 

Patricia  K.  Patton 

Director,  Sales/Catering 

400-room  airport/resort  complex.  Golf,  tennis, 
pool,  lake.  Six  restaurants,  eight  bars.  Convenient 
to  all  attractions.  Special  group  rates  upon  re¬ 
quest. 

CIRCLE  READER  SERVICE  CARD  NO.  87 
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MOUNT  WASHINGTON  HOTEL 

WESTERN  INTERNATIONAL  HOTELS 

Route  302 

2000  Fifth  Avenue  Building 

Bretton  Woods,  NH  03575 

Seattle,  WA  98121 

Phone  (603)  278-1000 

Phone  (206)  447-5274 

Kathy  Keegan 

(800)  228-3000  Toll-Free  Reservations 

Sales  Manager 

Jim  Weiss 

Full  resort  hotel  with  tennis,  golf,  swimming, 

Manager,  Travel  Industry  Sales 

horseback  riding  and  bicycling.  Fishing;  superb 

50  quality  hotels  in  14  countries.  24  in  the  U.S., 

food.  Orchestra  for  dinner  dancing;  live  entertain- 

including  Hawaii,  plus  Canada,  Australia,  Den- 

ment  nightly.  Close  to  ail  White  Mountain  attrac- 

mark,  El  Salvador,  Guatemala,  Japan,  Mexico, 

tions. 

Norway,  Philippines,  Singapore,  South  Africa  and 

CIRCLE  READER  SERVICE  CARD  NO.  88 

Thailand.  Family  plan.  Group  rates. 

CIRCLE  READER  SERVICE  CARD  NO.  94 

OCEANS  11  RESORTS 

2025  S.  Atlantic  Avenue 

Daytona  Beach  Shores,  FL  32018 

Themed/Amusement  Parks 

Phone  (800)  874-7420 

HERSHEYPARK 

Sharon  Mock 

Hershey  Information  Center 

Convention  and  Group  Sales 

Hershey,  PA  17033 

CIRCLE  READER  SERVICE  CARD  NO.  89 

Phone  (717)  534-3172 

Dexter  C.  Koehl 

OLYMPIA  RESORT  &  SPA 

Director  of  Marketing 

1 350  Royal  Mile  Road 

One  of  America's  great  theme  parks.  One-price 

Oconomowoc,  Wl  53066 

admission  entitles  you  to  unlimited  use  of  dozens 

Phone  (414)  567-0311 

of  rides,  seven  theme  areas  including  ZooAmerica 

Loretta  M.  Dillman 

and  top  name  entertainment.  Truly  a  happy  ex- 

Regional  Sales  Manager 

perience. 

CIRCLE  READER  SERVICE  CARD  NO.  90 

CIRCLE  READER  SERVICE  CARD  NO.  95 

QUALITY  INN  REEF 

KINGS  ISLAND 

935  S.  Atlantic  Avenue 

P.O.  Box  400 

Daytona  Beach,  FL  32108 

Kings  Mills,  OH  45034 

Phone  (904)  252-2581 

Phone  (800)  582-2051  inside  Ohio 

Del  Perkins 

(513)  241-5600  inside  Ohio 

President 

(800)  543-4031  outside  Ohio 

CIRCLE  READER  SERVICE  CARD  NO.  91 

Jerry  Greager 

Manager,  Group  Sales 

SHERATON  HOTELS  &  MOTOR  INNS 

1,600-acre  family  entertainment  center — six 

35  E.  Wacker  Drive,  Suite  1138 

themed  area  amusement  park — 36-hole  golf 

Chicago,  IL  60601 

center — 300-room  inn,  campgrounds;  College 

Phone  (312)  263-4607 

Football  Hall  of  Fame. 

Hal  Callis 

CIRCLE  READER  SERVICE  CARD  NO.  96 

Senior  Account  Executive 

CIRCLE  READER  SERVICE  CARD  NO.  92 

MAGIC  MOUNTAIN 

26101  Magic  Mountain  Parkway 

TRAVELODGE  INTERNATIONAL,  INC. 

Valencia,  CA  91355 

250  TraveLodge  Drive 

Phone  (213)  367-2271 

El  Cajon,  CA  92090 

(805)  255-4660 

Phone  (714)  442-0311 

Trudi  Vicedomini 

William  H.  Albinson 

Director  of  Sales 

General  Sales  Manager 

Located  25  minutes  north  of  the  Hollywood/Los 

Over  500  motels  and  motor  hotels  located 

Angeles  area.  One  price  admission:  unlimited  use 

throughout  USA,  Canada,  Mexico  and  Central 

of  75  rides  and  attractions,  two  fine  restaurants, 

America.  Motor  hotels  complete  with  meeting 

cafeteria  and  fastfood  stands,  variety  of  unique 

rooms,  restaurants,  cocktail  lounges  and  swim¬ 
ming  pools.  800  toll-free  reservation  number. 

shops. 

CIRCLE  READER  SERVICE  CARD  NO.  97 

CIRCLE  READER  SERVICE  CARD  NO.  93 
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MARRIOTT'S  GREAT  AMERICA 

P.O.  Box  1976 

Gurnee,  IL  60031 

Phone  (312)  249-2040 

Ned  Stancliff 

Manager  of  Group  Sales 

CIRCLE  READER  SERVICE  CARD  NO.  98 

OPRYLAND  U.S.A. 

P.O.  Box  2138 
Nashville,  TN  37214 
Phone  (615)  889-6600 
Deborah  E.  Powell 
Corporate  Sales  Representative 
America  set  to  music:  12  fully  staged  musical 
productions  and  seventeen  rides.  Music  Ameri- 
club:  special  employee  discount  program  for  com¬ 
panies  employing  300  or  more.  Package  tours, 
company  outing  and  incentive  programs. 

CIRCLE  READER  SERVICE  CARD  NO.  99 

QUEEN  MARY  TOUR 
P.O.  Box  20890 
Long  Beach,  CA  90801 
Phone  (213)  435-4747 
Graham  Stewart 
Sales  Manager 

Queen  Mary  Tour — Fascinating  tours  of  history's 
most  famous  ocean  liner,  now  the  star  attraction 
in  Long  Beach  Harbor,  includes  priceless 
memorabilia,  exciting  exhibits  and  live  enter¬ 
tainment.  Open  daily. 

CIRCLE  READER  SERVICE  CARD  NO.  100 

SEA  WORLD 
1 720  S.  Shores  Road 
San  Diego,  CA  92109 
Phone  (714)  222-6363 
Judy  Stockmeyer 
Dolphin  Club  Director 

Sea  World,  an  80-acre  marine  life  park,  offers  an 
entire  day's  worth  of  shows  and  attractions,  for 
everyone  in  the  family.  The  star  attractions  are 
Shamu,  a  three-ton  killer  whale  who  performs  for 
guests  daily,  and  the  world's  largest  live  shark 
exhibit. 

CIRCLE  READER  SERVICE  CARD  NO.  101 

SILVER  SPRINGS  AND  WEEKI  WACHEE 
(ABC  LEISURE  ATTRACTIONS,  INC.) 

Silver  Springs,  FL  32688 

Weeki  Wachi — U.S.  19  and  50,  60  miles  north  of 
Tampa 

Silver  Springs — 6  miles  east  of  Ocala,  off  1-75  on 
S.R.  40. 

Phone  (904)  236-2121  Silver  Springs 
(904)  596-2062  Weeki  Wachi 


Barry  Kenney 
Director  of  Marketing 

Discount  to  the  following:  Florida's  Silver  Springs 
. . .  Home  of  the  world  famous  glass  bottom  boat. 
Florida's  Weeki  Wachee  . . .  Spring  of  live  mer¬ 
maids.  Silver  Springs'  “Wild  Waters"  .  . .  New 
water  theme  park,  next  door  to  Silver  Springs. 
CIRCLE  READER  SERVICE  CARD  NO.  102 


WALT  DISNEY'S  MAGIC  KINGDOM  CLUB 
1313  Harbor  Blvd. 

P.O.  Box  4489 
Anaheim,  CA  92803 
Phone  (714)  533-4456 
Bob  Baldwin 
Manager 

CIRCLE  READER  SERVICE  CARD  NO.  103 


WISCONSIN  DELLS  VACATION  20%  CLUB 
P.O.  Box  65 

Wisconsin  Dells,  Wl  53965 
Phone  (608)  253-3031 
Thomas  M.  Diehl 
Director 

20%  savings  to  Wisconsin  Dell's  five  leading  at¬ 
tractions:  Tommy  Bartlett  Show,  upper  and  lower 
Dells  boat  tours,  Fort  Dells  and  Biblical  Gardens. 
Over  7,000  companies  are  now  participating  in 
this  program. 

CIRCLE  READER  SERVICE  CARD  NO.  104 

Travel  Agents/ 

Tour  Operators 

CENTER/SKI-O-RAMA  TOURS 
7  S.  F^nklin  Street 
Hempstead,  NY  11550 
Phone  (516)  485-1050 
(212)  895-1065 
(914)  428-4600 
Nancy  Di  Russo 
Director  of  Sales 

Request  our  1978/79  brochure  describing  our 
all-expense  motorcoach  tours. 

CIRCLE  READER  SERVICE  CARD  NO.  105 

ELKIN  TOURS,  INC. 

2777  Franklin  Road 
Southfield,  Ml  48037 
Phone  (313)  358-1234 

Kenneth  A.  Trefilek 

CIRCLE  READER  SERVICE  CARD  NO.  106 


GROUPS  INTERNATIONAL,  INC. 

4800  Yackley  Road 
Lisle,  IL  60532 
Phone  (312)  969-1362 
Edwin  M.  Human 
President 

CIRCLE  READER  SERVICE  CARD  NO.  107 

INTER  TRAV  CORPORATION 
1700  N.  Farnsworth  Avenue 
Aurora,  IL  60505 
Phone  (312)  898-4101 
David  A.  House 
President 

CIRCLE  READER  SERVICE  CARD  NO.  108 

INTERNATIONAL  TRAVEL  SERVICE  INC.  (ITS) 
DIVISION  OF  WALGREEN  CO. 

104  S.  Michigan  Avenue 
Chicago,  IL  60603 
Phone  (312)  346-3750 
Rick  McGough 
Account  Executive 

Over  30  years'  experience  in  operating  prepack¬ 
aged  and  custom  designed  travel  programs  to  all 
parts  of  the  world.  DBA — its  incentives  and  Plea¬ 
sure  Break  ©  travel. 

CIRCLE  READER  SERVICE  CARD  NO.  109 

KINTETSU  INTERNATIONAL  EXPRESS 
(USA),  INC. 

1270  Avenue  of  the  Americas,  Suite  1813 

New  York,  NY  10020 

Phone  (212)  586-4350 

Yoshihide  Hattori 

General  Manager 

Takehiko  Nagai 

Eastern  Regional  Manager 

Specializing  in  Orient  tour  programs  with  25 
years  of  experience.  200  offices  in  Japan  and 
other  Asian  countries  with  more  than  4,000  travel 
experts. 

CIRCLE  READER  SERVICE  CARD  NO.  110 

MIAMI  SPRINGS  VILLAS  &  KINGS  INN 

500  Deer  Run 

Miami  Springs,  FL  33166 

Phone  (305)  871-600,  ext.  3156  or  3157 

Patricia  K.  Patton 

Director,  Sales/Catering 

Airport/ resort  hotel,  21 -acres,  six  restaurants, 
eight  bars/lounges,  entertainment.  Golf,  tennis, 
handball,  Olympic-size  pool.  Villas,  cottages, 
Roman-bath  suites,  lodge.  Convenient  to  all  at¬ 
tractions. 

CIRCLE  READER  SERVICE  CARD  NO.  Ill 


WESLOS  RECREATIONS,  INC. 

1 069  E.  Monte  Vista  Avenue 
P.O.  Box  850 
Vacaville,  CA  95688 
Phone  (707)  448-9300 
C.  “Wes"  Simmons 
President 

Recreational  vehicle  rentals  to  clients  flying  into 
San  Francisco,  Oakland  or  Sacramento,  California 
airports.  Units  are  self-contained  and  fully  outfit¬ 
ted.  Ask  for  brochure  for  tour  number  ITDCWL62. 
CIRCLE  READER  SERVICE  CARD  NO.  115 

MID-AMERICA  TOURS,  INC. 

17042  Torrence  Avenue 
South  Holland,  IL  60473 
Phone  (312)  928-4500  (Chicago) 

(312)  474-7770  (Local) 

(800)  323-8383,  toll-free  (Interstate) 

Doyle  Bottom 
Manager 

Scheduled  air  and  motor  coach  tours,  U.S.  and 
Canada,  professionally  escorted.  Slide/sound 
presentations  available.  Group  tour  arrangements 
to  your  specifications. 

CIRCLE  READER  SERVICE  CARD  NO.  112 

PRESLEY  TOURS,  INC. 

R.  R.  1 

Makanda,  IL  62958 
Phone  (618)  549-0704 

(800)  642-3539  in  Illinois 
(800)  851-5383  elsewhere  in  U.S. 

Thomas  R.  Frenkel 
Manager 

Customized  group  tours,  domestic  and  interna¬ 
tional.  All  tours  fully  inclusive  and  escorted.  Net 
wholesale  rates  quoted  to  N IRA  members.  Twenty 
years'  experience  in  recreational  group  travel. 
Fully  bonded. 

CIRCLE  READER  SERVICE  CARD  NO.  113 

ROBERT  B.  EDENS  &  ASSOCIATES 

175  E.  74th  Street 

New  York,  NY  10021 

Phone  (212)  249-2571 

Bob  Edens 

President 

Free  advice  on  group  holiday  destinations 
world-wide.  Special  offer:  Ecuador  and/or  Peru. 
Deluxe  package  at  prices  which  went  out  of  fash¬ 
ion  in  the  rest  of  the  world  ten  years  ago. 

CIRCLE  READER  SERVICE  CARD  NO.  114 
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WORLDWAYS  TRAVEL  CORP. 

711  Third  Avenue 
New  York,  NY  10017 
Phone  (212)  687-7400 
Arthur  Berman 
National  Sales  Director 

Specialize  in  groups  of  any  size  for  professional 
associations,  conventions,  incentive  programs, 
company  recreation,  meetings,  fraternal,  farm, 
church  organizations  and  many  others.  Offering 
complete,  all-inclusive  vacation  packages  or  any 
combination  of  travel  services.  Heavy  in  Hawaii, 
Rio  and  Western  U.S.A. 

CIRCLE  READER  SERVICE  CARD  NO.  116 


Visitors  Bureaus, 

Domestic 

CHICAGO  CONVENTION  &  TOURISM  BUREAU 
332  S.  Michigan  Avenue 
Chicago,  IL  60604 
Phone  (312)  922-3530 

Visitors  bureau  for  metropolitan  Chicago  with 
free  literature  on  Chicago  and  its  attractions, 
hotels,  restaurants  for  distribution;  promotional 
materials  and  tie-ins;  package  tours.  Supplemen¬ 
tal  materials,  slides,  glossies,  press  information. 

CIRCLE  READER  SERVICE  CARD  NO.  117 


DAYTONA  BEACH  AREA 
CHAMBER  OF  COMMERCE 
City  Island 
P.O.  Box  2775 
Daytona  Beach,  FL  32015 
Phone  (904)  255-0981 
Rolland  G.  Palmer 

Director,  Convention  and  Tourism  Division 
23  miles  of  the  world's  most  famous  beach. 
25,000  sleeping  rooms.  Freeway  minutes  from 
Walt  Disney  World  and  all  other  major  central 
Florida  attractions. 

CIRCLE  READER  SERVICE  CARD  NO.  118 


NEW  YORK  CONVENTION  & 
VISITORS  BUREAU  INC. 

90  E.  42nd  Street 
New  York,  NY  10017 
Phone  (212)  687-1300 
Charles  Gillett 
President 

CIRCLE  READER  SERVICE  CARD  NO.  119 


Visitors  Bureaus, 

Foreign 

CANADIAN  GOVERNMENT  OFFICE 
OF  TOURISM 

332  S.  Michigan  Avenue,  Suite  1710 

Chicago,  IL  60605 

Phone  (312)  782-3760 

John  D.  Butler 

Assistant  Manager 

A  free  travel  counselling  service  for  visitors  to 
Canada.  Additional  offices  located  in:  Atlanta, 
Boston,  Buffalo,  Cleveland,  Dallas,  Detroit,  Los 
Angeles,  Minneapolis,  New  York,  Philadelphia, 
San  Francisco,  Seattle  and  Washington. 

CIRCLE  READER  SERVICE  CARD  NO.  120 

GENEVA  TOURIST  OFFICE 
1  Tour  de  I'lle 
Geneva,  Switzerland  1204 
Phone  022.28.72.33 
Jane  Peel 

Promotion  Manager 

CIRCLE  READER  SERVICE  CARD  NO.  121 

IRISH  TOURIST  BOARD 

230  N.  Michigan  Avenue,  Suite  1312 

Chicago,  IL  60601 

Phone  (312)  726-9356 

Maurice  Dunne 

CIRCLE  READER  SERVICE  CARD  NO.  122 

JAMAICA  TOURIST  BOARD 
866  Second  Avenue 
New  York,  NY  10017 
Phone  (212)  688-7650 
Ralph  K.  Wynn 

National  Manager,  Groups  and  Conventions 

CIRCLE  READER  SERVICE  CARD  NO.  123 

KENYA  TOURIST  OFFICE 
15  E.  51st  Street 
New  York,  NY  10022 
Phone  (212)  486-1300 
Mohamed  Ali,  Director 

CIRCLE  READER  SERVICE  CARD  NO.  124 

PANAMA  GOVERNMENT  TOURIST  BUREAU 

630  Fifth  Avenue,  Suite  1414 

New  York,  NY  10020 

Phone  (212)  246-5841 

Mel  Roberts 

Director,  Marketing  and  Sales,  U.S.A.  and  Canada 
Our  purpose  is  to  disseminate  information  to  the 
general  public  and  travel  community  alike  in  the 
form  of  such  promotion  material  as  printed  mat¬ 
ter,  audio-visual  presentations,  seminars,  etc.  in 
the  interest  of  advancement  of  tourism  to 
Panama. 

CIRCLE  READER  SERVICE  CARD  NO.  125 


60 


RM,  December/January,  1979 


U.S.  VIRGIN  ISLANDS 
DIVISION  OF  TOURISM 
P.O.  Box  1692 

Charlotte  Amalie,  Virgin  Islands  00801 
Phone  (809)  774-1331 
Rafael  K.  Jackson 
Assistant  Director  of  Tourism 
Government  tourism  promotion  board  with  of¬ 
fices  in  New  York;  Washington,  D.C.;  Chicago; 
Miami  and  San  Juan,  Puerto  Rico.  Also  represen¬ 
tation  in  Los  Angeles,  San  Francisco,  Seattle  and 
Denver. 

CIRCLE  READER  SERVICE  CARD  NO.  126 

ZAMBIA  NATIONAL  TOURIST  BUREAU 

1 50  E.  58th  Street 

New  York,  NY  10022 

Phone  (212)  758-9450 

Xen  Vlahakis 

Tourism  Officer,  North  America 

CIRCLE  READER  SERVICE  CARD  NO.  127 

Miscellaneous 

AD-LIT  DISTRIBUTING  COMPANY 
P.O.  Box  284 

Wisconsin  Dells,  Wl  53965 
Phone  (414)  254-8770 
Linda  M.  Zimmerman 
Vice  President 

CIRCLE  READER  SERVICE  CARD  NO.  128 

INTERNATIONAL  TRAVEL  CARD,  INC. 

Gulf  Life  Tower,  25th  Floor 
Jacksonville,  FL  32207 
Phone  (904)  399-8300 
Thomas  N.  Kay 
President 

Over  750  leading  hotels  and  motels  (including 
most  major  chains)  particpate  in  program  offered 
only  to  ITC  members  ($25  annual  fee)  which  pro¬ 
vides  members  their  second  night's  lodging  free. 
This  service  is  offered  in  over  450  cities  coast-to- 
coast. 

CIRCLE  READER  SERVICE  CARD  NO.  129 

PRO  FOOTBALL  HALL  OF  FAME 
2121  Harrison  Avenue,  N.W. 

Canton,  OH  44708 
Phone  (216)  456-8207 
David  R.  Motts 
Operations  Manager 

The  Pro  Football  Hall  of  Fame  offers  an  exciting 
display  of  pro  football  history  including  NFL  ac¬ 
tion  movies,  video  film  presentations  and  the  Hall 
of  Fame  gift  shop.  Group  rates  available  on  re¬ 
quest. 

CIRCLE  READER  SERVICE  CARD  NO.  130  Till 


You  read  the  ads  in  RECREATION  MAN¬ 
AGEMENT  not  merely  because  they  are  at¬ 
tractive,  but  because  they  have  something 
to  say  to  you — in  word  and  picture — that  is 
extremely  important  to  you. 

The  ads  are  news. 

They  bring  you  information  about  prod¬ 
ucts  and  services  which  dependable  busi¬ 
ness  firms  make  available  to  your  pro¬ 
gram — and  which  your  program  needs. 

More  than  that,  our  advertisers  believe 
that  RECREATION  MANAGEMENT  is  an 
effective  selling  tool  to  reach  you. 

So,  when  you  communicate  with  them, 
take  a  moment  to  let  them  know  that  you 
appreciate  their  support  of,  and  participa¬ 
tion  in,  NIRA — and  that  you  read  their  ad¬ 
vertisement  in  RECREATION  MANAGE¬ 
MENT. 

RICHARD  M.  BROWN,  CIRA 


President 
National  Industrial 
Recreation  Association 

+ Survey  report  on  page  39 
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nir«  calendar 


Drop  in  on  your  fellow  NIRA  members  when  you  are  in  their  areas. 
Check  the  "NIRA  Calendar"  before  you  travel. 


Associated  Industrial  Recreation  Council/Burbank,  California.  Meets  on  the  third  Wed¬ 
nesday  of  the  month.  Contact  Bill  Burton — (213)  847-9562. 

Chicago  Association  for  Recreation  and  Employee  Services  (CARES)/Chicago,  Illinois. 
Meets  every  other  month.  Contact  Bill  Hill — (312)  661-4982. 

Columbus  Industrial  Recreation  Association/Columbus,  Ohio.  Meets  on  the  fourth 
Tuesday  of  the  month;  except  in  November  when  the  meeting  is  scheduled  for  the  third 
Tuesday.  Contact  Janet  Harris — (614)  421-6940,  ext.  2951. 

Dallas-Ft.  Worth  Metroplex  Recreation  Council  (MRC)/Dallas  and  Ft.  Worth,  Texas. 
Meets  on  the  fourth  Tuesday  of  the  month;  excluding  July  and  December.  Contact  Jim 
Gibbons— (214)  263-0211,  ext.  252. 

Dayton  Industrial  Athletic  Association/Dayton,  Ohio.  Meets  on  the  second  Tuesday  of 
the  month.  Occasionally,  meeting  dates  vary.  Contact  Tim  Shroyer,  CIRA — (513)  445- 
5938. 

Houston-Galveston  Area  Industrial  Recreation  Council/Houston,  Texas.  Meets  on  the 
second  Thursday  of  the  month.  Contact  Tim  Kincaid — (713)  483-3594. 

Industrial  Recreation  Association  of  Dayton/Dayton,  Ohio.  Meets  on  the  first  Wednes¬ 
day  of  the  month.  Contact  J.  W.  "Bill"  Wabler— (513)  445-5938. 

Industrial  Recreation  Association  of  Detroit/Detroit,  Michigan.  Meets  on  the  last  Thurs¬ 
day  of  the  month;  except  for  November  and  December,  when  meetings  are  scheduled 
for  the  third  Thursdays.  Contact  K.  Bill  Beneau — (313)  237-7753. 

League  of  Federal  Recreation  AssociationsAVashington,  D.C.  Meets  on  the  third  Thurs¬ 
day  of  the  month;  excluding  July  and  August.  Contact  Larry  Lemme — (202)  554-6910. 

Greater  Los  Angeles  Area  Industrial  Recreation  Council/Los  Angeles,  California.  Meets 
on  the  first  Wednesday  of  the  month.  Contact  Hiroko  Mochida — (213)  855-5508. 

Milwaukee  Industrial  Recreation  Council/Milwaukee,  Wisconsin.  Meets  on  the  second 
Monday  of  the  month;  excluding  July.  The  February  meeting,  the  annual  dance,  is  held 
on  the  third  Saturday  of  the  month.  Contact  Andy  Thon — (414)  475-9050. 

New  York  Industrial  Recreation  Directors  Association/New  York,  New  York.  Meetings 
are  held  once  a  month  from  September  through  May.  Contact  Gloria  V.  Boyles — (212) 
551-3201. 

Oakland  Industrial  Recreation  Association/Oakland,  California.  Meets  on  the  first  Mon¬ 
day  of  the  month— except  for  first  Tuesday  meetings  in  September,  October  and  Novem¬ 
ber  and  a  Friday  meeting  in  December.  Contact  A.  Jody  Merriam  (415)  273-3494. 

Orange  County  Industrial  Recreation  Association/Orange  County,  California.  Meets  on 
the  second  Tuesday  of  the  month.  Contact  Phyllis  Smith,  CIRA — (714)  871-3232,  ext. 
2432. 

Phoenix  Industrial  Recreation  Association/Phoenix,  Arizona.  Meets  on  the  second 
Tuesday  of  the  month.  Contact  John  Bonner — (602)  262-6541. 

San  Diego  Industrial  Recreation  Council/San  Diego,  California.  Meets  on  the  first 
Thursday  of  the  month.  Contact  IRC  President — (714)  277-6780,  ext.  338. 

Toledo  Industrial  Recreation  and  Employees  Service  Council  (TIRES)/Toledo,  Ohio. 
Meets  on  the  last  Tuesday  of  the  month;  excluding  December.  Contact  Mel  Byers, 
CIRA— (419)  475-5475. 

*  *  * 

Region  VII  will  hold  its  29th  annual  Conference  and  Exhibit  September  20-23,  1979 
aboard  the  Queen  Mary,  Long  Beach,  California.  Contact  Phyllis  Smith,  CIRA- — (714) 
871-3232,  ext.  2432. 

38th  Annual  NIRA  Conference  and  Exhibit  will  be  held  May  17-22,  1979  at  the 
Americana  Hotel,  Rochester,  NY.  To  become  involved  as  a  Conference  planner  or  for 
more  delegates'  and  exhibitors'  information,  contact  the  NIRA  office — (312)  346-7575. 
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Principles  of  Association  Management 

A  basic  how-to  guide  for  the  association  adminis- 
itor.  Published  cooperatively  by  the  American 
iciety  of  Association  Executives  (ASAE)  and  the 
lamber  of  Commerce  of  the  United  States.  The  book 
vers  such  basics  as  building  membership,  motivat- 
3  people,  developing  communications,  conducting 
eetings,  financing  programs,  handling  public 
ations,  understanding  government  regulations,  and 
jre.  Hard-cover.  437  pages.  $15  for  NIRA  members, 
0  for  non-members. 


□  Recreation  Management  Magazine 

Monthly  professional  journal  for  industrial  recreation 
directors,  leaders,  and  program  coordinators.  The 
only  publication  of  its  kind  in  U.S.,  RM  features  pro¬ 
gram  ideas,  educational  material  and  articles  detail¬ 
ing  social,  athletic,  cultural,  and  service  programs 
in  business,  industry  and  government.  Published  10 
times  per  year. 

□  *$10./1  yr.,  □  *$15./2  yrs.,  □  *$18./3  yrs. 
“Include  $1.00  (U.S.)  additional  per  year  for  Canadian 
&  Foreign  subscriptions. 


ease  send  me  the  publication(s)  I  have  checked. 

lave  enclosed  $ _ (check  or  money  order) 


AME 


ORGANIZATION 


DDRESS 


\ICLOSE  PAYMENT  AND  THIS  ORDER  FORM  IN  AN  ENVELOPE  AND  MAIL  TO: 
RA  INFORMATION  CENTER,  20  N.  WACKER  DR.,  CHICAGO,  ILL.  60606 


National  Industrial  Recreation  Association 

Publications  Order  Form 


□  How  to  Organize  and  Manage  Tournaments 

Everything  you  need  to  know:  organizing,  pub¬ 
licity;  4-  to  36-team  leagues,  eliminations,  and 
finals.  36  pages.  $4.00 

□  Industrial  Recreation  Bibliography 

An  annotated  bibliograpy  of  industrial  recrea¬ 
tion  materials  by  Robert  W.  Schoott  and  Douglas 
M.  Crapo,  Ph.D.  over  470  entries,  categorized 
by  subject.  $3.00. 

□  Standard  Sports  Areas 

Dimensions  and  specifications  for  more  than 
70  sports  arenas,  pools,  courts  and  fields.  For 
industrial,  private,  public  recreation  leaders. 
$4.00 

□  The  Untapped  Potential: 

Industrial  Recreation 

Illustrated  booklet  based  on  a  talk  by  Frank 
Flick,  president  of  Flick-Reedy  Corp.,  a  NIRA 
“Employer  of  the  Year.”  Programs  at  Goodyear, 
Timkin,  Kodak,  Xerox,  Flick-Reedy  and  others 
included.  $3.00. 


(AH  Prices  Include  Postage  &  Handling) 
(Indicate  Publications  Desired  and  Include  Payment) 


□  Who’s  Who  in  Business,  Industry  ar 
Government  Employee  Recreation 

This  is  the  only  directory  of  Certified  Indu 
trial  Recreation  Administrators  (CIRA’s)  ai 
Leaders  (CIRL’s).  Each  employee  recreatii 
specialist  is  listed  with  notes  on  his/her  ed 
cation  and  accomplishments.  46  pages.  $7.5C 

□  Top  Management  Speaks 

Nineteen  top  corporation  executives  explain  w 
they  back  industrial  recreation  and  NIRA.  Cha 
men  of  the  Boards  for  the  Ford  Motor  Compar 
Goodyear  Tire  &  Rubber,  U.S.  Steel,  3M,  ai 
other  industrial  giants  provide  invaluable  su 
port  for  your  programs,  A  “must  see"  f 
management  in  your  organization.  $5.00  eac 
quantity  discounts  available  for  20  or  more. 


**  SEE  REVERSE  SIDE  ** 
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SERVICES  &  ACTIVITIES 


Purpose 


The  National  Industrial  Recrea¬ 
tion  Association  assists  in  develop¬ 
ing  employee  recreation  as  a  benefit 
to  business,  industry,  organizations, 
units  of  government  and  the  com¬ 
munity.  It  promotes  the  concept  of 
industrial  recreation  as  a  means  of 
improving  relations  between  the 
employees  themselves  and  be¬ 
tween  employees  and  manage¬ 
ment,  and  strives  to  upgrade  the 
caliber  of  its  members'  recreation 
programs,  to  form  new  programs 
and  to  keep  members  abreast  of  all 
developments  in  the  field. 

Services  and  Activities 

RECREATION  MANAGEMENT  — 

Published  10  times  a  year.  A  stimu¬ 
lating,  useful,  how-to-do-it  profes¬ 
sional  journal.  Contains  new  ideas, 
new  concepts,  new  ways  to  make 
industrial  recreation  programs  more 
successful. 

Program  Manuals  and  Information 
Center  —  Manuals  prepared  for 
members  by  NIRA  staff  present 
practical  step-by-step  procedures 
for  developing  special  activities  to 
fit  within  a  company's  recreation 
program. 

Periodicals  —  In  addition  to  Rec¬ 
reation  Management,  published  are 
two  newsletters;  the  Keynotes,  a 
monthly  publication,  and  the  Infor¬ 
mer,  articles  for  the  Certified  Indus¬ 
trial  Recreation  Administrator. 
Consultation  Service  —  NIRA  Ad¬ 
visory  Committee  and  staff  plus 
past  Presidents  of  NIRA  and  Asso¬ 
ciation  members  are  available  for 
consultation  or  speaking  engage¬ 
ments. 

National  and  Regional  Contests  — 

Eight  are  conducted  annually  to 
stimulate  participation  in  employee 
programs.  The  amateur  events  are 
mostly  postal  and  can  be  con¬ 
ducted  at  the  member  location  or 
near-by. 

Membership  Directory  —  A  listing 
of  recreation  directors,  personnel 
managers.  Associate  Members  and 


NIRA's  "Who's  Who"  in  Certified 
Administrators  in  Industrial  Recrea¬ 
tion.  Published  annually  and  in¬ 
cludes  telephone  numbers  and  ad¬ 
dresses. 

Free  Clerical  Services  —  Provided 
by  NIRA  for  intra-membership 
communication. 

Awards  —  Given  annually  for  out¬ 
standing  member  leadership  and 
achievement  in  areas  of  recreation 
administration  and  programming; 
for  outstanding  overall  programs 
and  for  specific  activities.  NIRA  also 
presents  special  top  management 
honors. 

Conferences  &  Workshops  —  A 

National  and  one  Regional  Annual 
Conference  and  Exhibit  are  open  to 
all  NIRA  members  where  educa¬ 
tional  sessions  and  seminars  are 
conducted.  Regional  workshops  are 
also  conducted  for  educational 
purposes  near  a  member's  location. 
Certification  Program —  NIRA  cer¬ 
tifies  industrial  recreation  admini¬ 
strators  after  they  successfully  com¬ 
plete  the  Certified  Industrial  Rec¬ 
reation  Administrator  require¬ 
ments.  This  includes  induction  into 
the  "Who's  Who  In  Industrial  Rec¬ 
reation"  records. 

Merchandise  Discounts  —  Many 
consumer  products  and  services  are 
available  to  members  and  their  em¬ 
ployees  at  substantial  savings  as 
high  as  60  percent  off  retail  price, 
primarily  from  Associate  Members, 
Exhibitors  and  Advertisers. 

Employment  Services —  Special  as¬ 
sistance  offered  members  in  finding 
jobs  and  to  organizations  in  finding 
personnel.  Recruiting  and  Search 
Service  offers  search  screening  and 
referral  of  candidates  for  recrea¬ 
tional  positions. 

Intern  program.  Upper  Level  and 
graduate  students  with  recreation 
majors  are  referred  by  headquarters 
to  conduct  and/or  assist  with  your 
program  development  on  a  full  or 
parttime  basis.  All  students  are  ap¬ 
proved  by  NIRA.  There  is  no  charge 
for  the  service. 

Research  Foundation,  Reports  — 

NIRA  and  the  Educational  Founda¬ 


tion  develop  and  collect  informa¬ 
tion  on  the  latest  trends,  methods 
and  techniques  of  employee  rec¬ 
reation  and  report  findings  to  mem¬ 
bers.  Surveys  conducted  by  NIRA 
and  NIRREF  cover  all  phases  of  em¬ 
ployee  recreational  activities.  The 
studies  enable  our  members  to 
evaluate  their  programs  and  to  keep 
informed  of  trends. 


Types  of  Membership 

Organization  —  Available  to  busi¬ 
ness,  industry  and  governmental  or¬ 
ganizations  or  the  employee  recrea¬ 
tion  associations  and  their  employ¬ 
ees  who  are  interested  in  the  devel¬ 
opment  and  maintenance  of  em¬ 
ployee  recreation  facilities  and/or 
programs. 

Associate  —  Available  to  compa¬ 
nies,  trade  associations  and  other 
organizations  which  operate  na¬ 
tionally  and  are  interested  in  dis¬ 
tributing  programs  and  services  to 
employee  recreation  programs. 
Industrial  Recreation  Council  — 
Open  to  areas  having  organized 
councils  or  associations  comprised 
of  business,  industry  or  govern¬ 
ment. 

Allied  —  Available  to  NIRA  Orga¬ 
nization  Member's  recreation  pro¬ 
gram,  Elected  Officers,  Board  Mem¬ 
bers  and  to  Recreation  program  Co¬ 
ordinators  or  volunteers  at  branch 
locations  of  NIRA  members. 
Individual  —  Available  to  individ¬ 
uals  interested  in  Association  activi¬ 
ties  and  objectives  who  are  not 
connected  with  a  business,  industry 
or  governmental  organization  or  an 
employee  association. 

College/ University  —  Available  to 
institutions  interested  in  Employee 
Recreation  and  by  virtue  of  mem¬ 
bership  shall  entitle  students  en¬ 
rolled  in  their  school  to  receive  a 
reduced  student  membership  fee. 
Student  —  Available  to  students 
majoring  or  minoring  in  recreation 
or  allied  fields  at  a  college  or  uni¬ 
versity  where  such  training  is  of¬ 
fered. 


Bring  them  to  Mexico;  With  Americana's  very 
economical  Mexico  GrouPlons.  Well  give  you  a 
whole  menu  of  spicy  group  and  incentive  pack¬ 
ages  for  Acapulco  and  Mexico  City.  Go  from 
a  la  carte  to  a  full  seven-course  -stay. 

In  Acapulco,  when  you  stay  at  one  Americana 
hotel,  you  have  complete  use  of  facilities  at  our 
other  two  fine  hotels.  Your  group  will  have  the 
largest  resort  complex  under  the  Acapulco 
sun  to  enjoy. 


And  if  they'd  prefer  the  cosmopolitan 
ambiance  of  Mexico  City,  order  up  a  spicy 
package  for  your  group  at  the  Fiesra  Palace— 
the  most  exciting  hotel  on  the  Reforma. 

For  information  on  our  Mexico  GrouPlons  and  a  supply 
of  brochures,  call  TOLL  FREE  (800)  400-2777.  In  Texas,  coll 
collect  (8 1 7)  267-1 0 1 5.  And  put  o  little  spice  in  your  group. 


Condeso  del  Mar  E!  President© 
Resfa  Tortuga  Fiesta  Palace 


Fly  American/Stay  Americana 
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